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Irwin’s sensational new Sellopak = %« 


for all purpose 
boring in wood 


makes auger bits self-selling . 


It’s easier than ever 
to sell Irwin auger bits 


Sellopak makes bits easy to 
display where customers 
can see and buy. 


Space-saving and conven- 
ient. Hang on peg board, 
nail, pin, hooks, or lay in 
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island trays. 
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Keeps bits factory fresh 
and inviting until sold. 


Red plastic tip keeps 
screws and cutters factory- 


sharp. 


Self-selling — carries own 
sales message, size marking 


awou aus $0 poos so 4q Asaaa 


and space for pricing. 


62T open stock sizes 
V4 to Linch »— 


Cash-in on the best looking 
auger bit display package ever designed 


Here to build bigger dollar volume is the combined stock as it is inviting to customers to see, handle, 


selling power of America’s best known auger bits 
and a brand new Sellopak display jacket. 

Irwin’s Sellopak is the first auger bit package to 
give you the profitable advantages of modern dis- 
play. It’s designed to fit today’s growing trend to 
self-serve sales. It’s way out front a country mile 
in eye and buy appeal. It’s as practical and easy to 


select and carry to the cash drawer counter to make 
the sale. There’s no extra cost for the extra dollars 
[rwin’s new Sellopak display jacket is sure to bring. 
And this makes it the biggest extra value package 
for dealers in years. 

This one will sell big—so order big from your 
Irwin wholesaler. Do it today. Sizes 14 to 1 inch. 


Order From Your Irwin Wholesaler Today 


The Irwin Auger Bit Company, Wilmington, Ohio, USA 





Your choice of 3 free sales aids 





with new True Temper 
[2-piece Garden Tool Department 


I2 


HEADQUARTERS 


ZB wo @g 





FREE Electric Clock 


This clock will say, “It’s always time 
to buy True Temper tools.”’ Hang it in 
your window, or on an inside wall. 
Brightly colored in red and green. Hand- 
some illuminated plastic case, 16” dia. 
Runs on 110-volt, 60-cycle outlet. 





Here’s How to Get This Special Offer 


Order M72. You get 72 tools, 2 tool holders, FREE display stand 
Order C72. You get 72 tools, 2 tool holders, FREE electric clock 
Order S72. You get 72 tools, 2 tool holders, FREE electric sign 


Balanced selection of 72 tools includes long and short- 
handled garden and lawn tools and shovels, shears, grass 
and weed tools, plus two wall tool holders that practi- 
cally sell on sight. No more than two of any one item. 
Regular prices, regular markup. Ask us for complete 
information about this special offer. 


oon nin fons TRUE TEMPER. 


“WEADQUARTERS FOR 








FREE Electric Sign 


Put this bright red and garden-green 
sign in your window to let everyone 
know you stock and sell True Temper 
tools. Or place it near your garden 
display. Illuminated white plastilux, 
with easel back to stand on flat surfaces. 
Two side hooks for hanging. Size: 
10” x 25”, 


FREE Display Stand 


A proved merchandise mover—displays 
complete selection of over 50 tools in 
6 sq. ft. Add it to your present display. 
Or use as a sidewalk merchandiser. 
Brilliant garden-green, bright yellow 
lettering. Steel construction, rigidly 
braced.Fourlarge casters wheelit freely. 


Here Are Extra Selling Aids 
You Get FREE 


Each dealer who buys one of these selections will auto- 
matically receive for his spring promotion True Temper’s 
1957 Tool-Up Time® sales kit which contains a sales- 
making new display for any size window. 

Further support by True Temper includes national 
advertising month after month in America’s leading 
house and garden magazines with special emphasis 
during big spring selling season. 








SIMPLICITY OF OPERATION—this has always ruled 
HOW the roost at LAWN-BOY engineering headquarters. 
Improvements in power-mower design, originat- 
ing at LAWN-BOY, are copied into later models 
of the imitators. But only LAWN-BOY engineers 
, know why they design mowers that way, with 
every improvement contributing to simpler oper- 
COMES NATURALLY FROM THE ation: LAWN-BOY “‘know-why’’ produced the simple 
LAWN-BOY engine (see below) . . . the simple 
Activated Pilot Wheel . . . the simple front-dis- 
charge grass spray... 


3 ...and so it is with AUTOMOWING, the simplest, 
DESIGN OF. most foolproof self-propulsion system ever engi- 
: neered into a power mower. The new LAWN-BOY 
Automowers are the last word in self-propulsion 
simply because they’ve been designed from the 
inside out by the greatest power-mower engineer- 

ing brains in the world. 


REMEMBER— Nobody spends his last dollar to buy 
a power mower. If he can’t afford the very best— 
LAWN-BOY—he can’t afford a cheap imitation for 
a few dollars less, either. So why should your 
customers accept less than LAWN-BOY quality when 
it’s there to be had at such a low price? Get your 
share of the market for the fastest-selling power 
mower of them all! 


LAWN -BOY 


LAWN-BOY, Lamar, Mo. «Division of Outboard MarineCorp., 
makers of dohnmsaon and Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 


The NEW IDEAS are LAWN-BOY IDEAS 


Simple, positive electric starting without batteries, new optional 
LAWN-BOY feature, opens up extra sales opportunities. Electric 
starter fits also on 1955 and 1956 Deluxe LAWN-BOY models! 


—_—_—_—_—_—X—a___.. kK «oS 


Best because it delivers 3200 rpm with power to spare—every piston 
stroke a power stroke for smooth, vibration-free operation. Two-cycle 
also means simplicity—a minimum of moving parts. . . easy, one-pull 
starting . . . no messy oil changing . . . simple, efficient carburetion and 
ignition .. . and light weight, keeping LAWN-Boy free and easy on the 


lawn. Take advantage of this tremendous sales advantage! The LAWN-BOY engine — hest for PTass Cutting 
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There's still time to order 
Nicholson's special IRHA 
Hardware Week Handy file 


The traffic building offer that gives you 








more sales and more profits than ever before 


REGULAR RETAIL PRICE 96° HARDWARE WEEK ONLY ] 5¢ 





Don’t overlook the advantages you get throughout your store when you 
feature Nicholson’s Handy 2 in 1 file during Hardware Week. 


First you get traffic. The Handy file is a bargain at its regular price. 
It’s an irresistible buy at its Hardware Week reduction. 


Besides providing the product, we back it with national advertising 
in The Saturday Evening Post, Popular Science and Popular Mechanics, 
plus leading farm publications. Then, too, you get a special counter display 
carton from us, and colorful show cards, pennants and newspaper mats 
from IRHA to use in your own promotion. 


Dealers who shared in the record-breaking Handy file sales in the 
1956 Hardware Week campaign know what the Handy file can do in sales. 
This year find out for yourself—and get an extra bonus in higher profit. 


If you haven’t yet ordered, do it now. You still have time for delivery. 


eels, NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND —_ 
: Seon. (In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 








Two files in one. 
Double-cut side for 
fast stock removal, 
single-cut side for 
smoothing, sharpening. 
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LUCAS KNOWS 
THERE’S 
NO PROFIT @ Great Name in PAINTS 
IN A CAN 
OF PAINT UNTIL 
THE DEALER 
SELLS IT 












THAT'S WHY 
LUCAS 
QUALITY PAINT 
PRODUCTS ARE 
BACKED BY 
SUCH AN 
AGGRESSIVE 
MERCHANDISING CAMPAIGN 




















illustrated above is the most remarkable Paint 
Decorating Guide in America today with 3OO large 


color chips and over 100 full color illustrations. Full of Write for 

professional advice on redecorating problems and : : 

countless ideas and suggestions on correct color information 
today! 
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combinations. Just one of many, many merchandising 
/~ = | 


aids that help dealers sell more Lucas Quality Paints. 


\ 


JOHN LUCAS & COMPANY, INC. i | 
1617 PENNA. BLVD., PHILADELPHIA 3, PA. 


HARDWARE AGE, FEBRUARY 14, 1957 





Leonard V. Rowlands, Publisher 
EDITORIAL STAFF 
William A. Phair, editor 


E. L. Barringer, managing editor 
Kenneth A. Heale, feature edifor 
James M. Dixon, associate editor 
Paul Eisenberg, assistant editor 
George H. Baker, Washington editor 
Ray M. Stroupe, Washington editor 
Neil R. Regeimbal, Washington editor 
Albert J. Mangin 
“Who Makes /t'’ Directory editor 
Poul Wooton 
Washington member editorial board 
J. S. Torrey 
Manager, Reader Service 
BUSINESS STAFF 

C. C. Read, advertising manager 
E. J. Sellick, manager, Research Dept. 

Regional Offices 
Boston 10, Mass. 
John G. Wilcox, 10 High St. 
Telephone: Liberty 2-4460 
New York 7, N. Y. 


E. R. Sandiford—John Nichols 
100 East 42nd St. 
Telephone: Oxford 7-3400 


Cleveland 15, Ohio 
Will J. Feddery, 930 B. F. Keith Bldg. 
Telephone: Superior |-2860 


Columbus 15, Ohio 

Wm. M. Hart, Jr., LeVeque-Lincoln Tower 
Telephone: Capital 1|-3764 

Chicago |, Ill. 

Wm. C. Scholefield—Mal M. Whitfield 
360 N. Michigan Ave. 

Telephone: Randolph 6-2166 


Son Francisco 3, Cal. 

Frank McKenzie 

1355 Market St. 

Telephone: Underhill 1-9737 


Los Angeles 57, Cal. 

L. H. Jackson, 198 S. Alvarado St. 
Telephone: Dunkirk 7-4337 

Tulsa, Okla. 

420 S. Boulder 

Telephone: LUther 4-1769 


Address al! mail to 
Chestnut & 5éth Sts.., 
Philadelphia 39, Pa. 
SHerwood 8-2000 


Charter Member 


a) G7 toa 


HARDWARE AGE, FEBRUARY 14, 1957 





Editorial 


by W.A. Phair 


Jumping over dollars. . . 


“Jumping over dollars to reach the pennies.” 


This expression, which was used in a letter we received recently, 
pretty well describes the activities of many dealers these days. They 
spend the bulk of their time attempting to save a few pennies, but 
overlook the opportunities for rea] dollar profits. 


These are the folks we so often hear telling everybody that hard- 
ware dealers are going broke; that there is no future for the indepen- 
dent dealer, etc., etc. You know the kind of talk I mean. 


We all know it is hard to make a dollar in retailing these days. But 
we also know that there are many dealers who have adjusted them- 
selves to the changed conditions and are making a reasonable profit, 
and expect to continue to make a profit. 


The fellow who is doing reasonably well usually doesn’t talk too 
much about how bad things are. He’s too busy trying to run his own 
store. I know there are many dealers like this, for I have met many 
on my trips around the country. 


Why is it that some men seem to be able to make a profit and others 
can’t? Sometimes there are local conditions that work against a 
store. But, usually you will find that the man who complains the loudest 
is also the fellow who thinks he is a real sharp operator. He’s the 
one who is always working out trick deals; he’s the one who always 
claims that he gets an extra five percent. He is also the fellow who likes 
to boast that he makes manufacturers pay for most of his store ad- 
vertising. The only time he advertises the store is when he can get 


a co-op deal. I suppose that under some circumstances this man can 
make money, despite himself. 


All of us on HARDWARE AGE spend a great deal of time traveling 
around the country talking to all types of dealers, asking them ques- 
tions, listening to their suggestions. We take all this information and 
we sift it down in an effort to learn what are the practices that make 
it possible to operate a profitable store. These facts we pass on to 
you in the pages of HARDWARE AGE. 


When you have been doing this as many years as we have, you get 
to understand that the store that makes money year in and year out 
is usually the store that concentrates on selling, not on buying. 


It seems to be hard for some dealers to learn that low buying prices 
are not worth a hoot until they sell the goods. There are just so many 
hours in a day. If you spend most of your time trying to be a sharp 
buyer when are you going to get time to sell? 























Editorial 


The average hardware dealer—and this is true of any retailer—makes his 
profit on turnover. If you’re not convinced of this, just sharpen your pencil 
and figure out what one extra turn a year can do to your profits. You don’t 
get turnover by buying every special deal put in front of you. 


But you do get turnover with traffic, and traffic comes from selling—mer- 
chandising, displaying, advertising, good salesmanship. A good competitive 
price can help bring people in the store, but it takes lots of other services to 
keep them coming back day after day. 


Yes, after you weigh all the factors, you come to the conclusion that the 
dealer with the successful record of making money is the dealer who spends 
his time selling. He is the man who has picked out from three to five good 
distributors and lets them do the buying; he does the selling. 


Two loves have I... 


Us oldtimers will remember the popular tune of some years ago that went: 
“Two loves have I and they tear me apart .. .” 


Those words remind me of some dealers who are in the same spot. They 
are being torn apart because they love everybody and every line that is put 
in front of them. 


Do you want a hammer? They have dozens of different brands. Do you 
want a lawn mower? Just name it, they have it on the floor. Do you want 
a dish drainer? Just take your choice of 10 different brands and 10 different 
colors in each brand. What’s the difference? They don’t know. Why do they 
carry them? They don’t know, except that Joe, the salesman, is such a nice 
guy they hate to say “No” to him. 


This unnecessary duplication of lines is a primary source of profit leakage 
for both retailer and wholesaler. It ties up capital and makes for enlarged 
inventories; it wastes space that could be better used for other items or a 
new department. Instead of impressing a customer, this duplication con- 
fuses him. 


One good line, carried in depth, plus a little salesmanship, will take care 
of the needs of the great majority of your customers. The number of lines 
in a hardware store that have real consumer preference is not large. Run- 
ing a 1/16 page advertisement one time in Life or the Post does not give a 
product consumer preference. The man who makes his living in a hardware 
store knows that for most of the merchandise he sells, it is word, his endorse- 
ment that makes the sale, not a couple of ads in a consumer magazine. 


Yes, there are a few cases where it may be desirable to carry more than 
one line, but in most instances there is a wholly unnecessary and costly 
duplication. 


Why not start going over the duplicated lines in your store, and see how 
many you can drop, without missing them. Yes, there will be some loud 
complaints from the salesman that call on you, but after all, it’s your profits 
that are involved. 


continued 
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it's the early bird 


who gets the 


extra buck | 


BE AN EARLY BIRD — order these spring 
leaders NOW from Lockwood’s full line 


of top-quality, top-profit screen and com- 


bination door hardware. 


LOCKWOOD HARDWARE MANUFACTURING COMPANY, Fitchburg, Mass. 
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BY WASHINGTON 


You Will Get Government-Backed 
Flood Insurance Before Summer 


Flood insurance for businessmen and homeowners 
is now within sight. 

By April, or late May, flood insurance will be avail- 
able for the first time, government officials handling 
the program say. 

Coverage of up to $250,000 for a business, or $10,- 
000 for a home, will be sold. The Government will 
pay 40 percent of the premiums. Policies will be han- 
dled by private insurance firms. 

Rates are now being set. They’ll be high, even with 
the Government paying a large share. But they will 
be worth the cost if you live in an area subject to high 
water. 

Congress is being asked to provide $100 million 
now to start the project, and will probably grant it. 





Figure the minimum amount of money you'd need to 
start up again if your store were wiped out in a flood. 
You'll want at least that much insurance. Check with 
your insurance agent or broker, and let him know you 
want this insurance as soon as it’s available. 


Trading Stamps’ Effect On Prices 
Is Studied By Labor Department 


The U. §. Labor Department won’t make adjust- 
ments in its cost-on-living figures for trading stamps. 
At least not for the time being. 

At present, the Bureau of Labor Statistics believes 
stamps represent a reduction in price about as often 
as they do an increase, and that their effect on the 
average cost of goods is balanced. 

In an effort to determine this effect, BLS recently 
surveyed stamp plans in 46 cities. It found that: 

Forty-two percent of the merchants surveyed said 
stamps had not increased business enough to offset 
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their cost. Chain stores had the best results with 
stamps; independent outlets the worst. (This coincides 
with an earlier Agriculture Department report indicat- 
ing stamps helped the large stores at the expense of 
the smaller ones.) 





Because of the rising number of surveys showing that 
stamps hurt small operators, Congress is more recep- 
tive of complaints. Take a minute to write your Con- 
gressman, stating your position. If possible, list spe- 
cific evidence of damage you've suffered. 


Shortage of “Prime” Age Men Is 
Seen; Better Prepare For Future 


Businessmen will have to depend on young and in- 
experienced workers to an ever-increasing degree in 
the years ahead. 

Studies by the U. S. Labor Department show that 
middle-aged men and a great number of women will 
have to be used to meet expanding employment needs 
over the next 10 years. 

The population will increase enough by 1965 to 
supply an added 11 million workers which will be 
needed. But there will be almost no increase in the 
“prime” working group—men from 25 to 45 years of 
age. 

There will be a need for 3 million more sales workers 
and clerks in the next decade. Because women and 
older men will have to fill these jobs, there is an urgent 
need for better training, the Department says. 





Begin now to step up your training program. Collect 
all available training aids (write to HARDWARE AGE for 
valuable material). Expect your training costs to creep 
steadily up. You'll be forced to hire more and more 
women, which will mean extra preparations and new 
problems. 
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fe ‘ . to greater profits 
_-__,.. with the new KWIKSET 


MODERNIZATION KIT 


The home improvement 
market has long required a 
ie a simple way of converting 
< So old-style mortise locks to modern tubular 
os locks. Now you can fill this need and earn greater 
profits with the new Kwikset Modernization Kit. This 
convenient, economical kit can be installed in minutes 
on any door. And it means a double sale for you 
because, with every kit, you sell a Kwikset “400” 
= ; 7 | Line Lockset in either standard or Bel Air design. 
ages leet = ee Order your supply of Kwikset Modernization Kits now! 
ae? eae ee. a They're packed in attractive, self display cartons 
to really sell themselves. 


Four handsome parts plus a lockset are all that is 


Front Trim Latch Plate Back Trim Strike Plate 


— | k W F] “AMERICA’S LARGEST SELLING RESIDENTIAL LOCKSETS 
= ® - | 


a See KWIKSET SALES AND SERVICE COMPANY * ANAHEIM, CALIFORNIA 


* 
= 








Matched barbecue brush set 
Outdoor cooks will be customers 
for this handy two-piece matched 





barbecue brush set. The Bar-B-Q 
set consists of a grille cleaner brush 
and a basting brush packed to- 
gether in a colorful display carton. 
Both brushes have rustic brown, 
lacquered wood handles and leather 
thongs. Ox Fibre Brush Co. 


For more data circle No. 1 on postcard, p. 217 


Low priced power trimmer 


This Shopmate power trimmer is 
streamlined styled and has a new 
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two-color scheme. The unit weighs 
only 544 lb and has a 1.6 amp series 
motor. The 13 in. sickle type blade 
is made of hardened tool steel. Re- 
tails for $29.95. Portable Electric 
Tools, Inc. 


For more data circle No. 2 on postcard, p. 217 


Dry weed killer formula 
Weedone is now available in a 
new dry formulation. This formula 
is a low volatile 2,4-D - 2,4,5-T 
amine compound for use in a 
spreader. The weed killer comes in 
a 5 lb, $1.98 bag, that treats 3000 








Crean 
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sq ft of lawn and an 18 lb, $4.98 
bag, that treats 11,000 sq ft. Amer- 
ican Chemical Paint Co. 


For more data circle No. 3 on postcard, p. 217 


Portable jig saw special 


The Weller sabre saw will be 
offered at a special price reduction 
for Hardware Week. Weller’s list 
price will be cut from $19.95 to 
$17.95. Free newspaper mats, a 
special catalog sheet and point-of- 








sale promotion pieces are part of 
the special offer. Weller Electric 
Corp. 


For more data circle No. 4 on postcard, p. 217 


Contemporary door knockers 


Home owners with modern tastes 
will be interested in this line of 
contemporary door knockers. The 
five new patterns are in sleek sculp- 
tural forms to meet the trend of 





individualism. The knockers are 
made of solid polished brass. Yale 
& Towne Mfg. Co. 


For more data circle No. 5 on postcard, p. 217 


HARDWARE AGE, FEBRUARY 14, 1957 





Want more information on these 
products? Then use free post 
card on page 217. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 


Colored spinning reels 


Fishermen will be interested in 
this improved model of the Ny- 
Q-Lite spinning reel. Principal fea- 
ture of the 1957 reel is the use of 
special nylon gears that provides 
more strength and quiet operation. 
The lightweight reel comes in two 


tone colors—gun metal and bronze 
in a metallic finish. Waltco Prod- 
ucts. 


For more data circle No. 6 on postcard, p. 217 


Cookware line additions 


A solid copper traditional tea- 
kettle is one of four additions to 
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the Revere Ware line. The 2-qt 
kettlette (shown) retails for $6.95. 
Other additions are a copper clad 
stainless steel casserole (sold in 
sets of two) and square skillet and 
a 3-qt stainless steel mixing bowl. 
Sets of 4, 6, and 8 copper clad stain- 
less steel cookware pieces have also 
been added to the line. Revere Cop- 
per and Brass Ince. 


For more data circle No. 7 on postcard, p. 217 


Deluxe bathroom scale 


The Detecto Deluxe scale fea- 
tures a new safety mat that is 
stain-proof, scuff and soil resistant. 


ea 
a peg 


The Deluxe has gold-tone trim, 
two-tone base and the Magnif-eye 
dial. Comes in eight mat colors. 
Detecto Scales Ine. 


For more data circle No. 8 on postcard, p. 217 


Water bag for travelers 
Automobile travelers and out- 
doorsmen will be customers for this 
colorful Rodeo water bag. The bag 
(Continued on page 214) 








1O HELP YOU 


SELL 


aw weer kt A Y > 
AND OTHER DEALER 
ak ee NEL 


Metal roller skate display 


Eye catching colors of bright 
yellow and black make a standout 


,WINCHESTE: 


of this roller skate display. The 
name Winchester, in bright red, 
identifies the line of Tot thru Teen 
Skates on display. There is also 
convenient space behind the display 
for storage. Winchester-Western 
Div., Olin Mathieson 
Corp. 


Chemical 


For more data circle No. 9 on postcard, p. 217 


Bright wire goods display 
This light green display panel 
is offered free with the purchase 
of 16 boxes of fast moving items 
in the bright wire goods line. The 
display comes complete with per- 
forated panel hooks and is 16 x 
(Continued on page 244) 
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(in percentage) 


140% 


Source: Federal Reserve Board 
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For more How's the Hardware Business see page 258 


Fishing tackle is money-making line 


Customers’ buying power at record high 


Businessmen expect higher sales volume 


NWHA Survey Shows Fishing Tackle Is Good 
Money-Making Line, But Not Without Problems 


Fishing tackle is an important 
line, and it’s a profitable line for 
hardware merchants. 

So say more than 80 percent of 
respondents to a recent survey con- 
ducted by the National Wholesale 
Hardware Assn., according to ex- 
ecutive secretary Thomas A. Fern- 
ley, Jr. 

But the fishing tackle industry 
has its problems. Among the more 
important wholesale distribution 
problems bared by the survey: 

1. Duplication of lines; and color, 
size, and weight differences that 
lead to large inventories. 


2. Many style changes force 
close-out sales at “great mark- 
downs.”’ 


3. Functional allowances are ex- 
tended “indiscriminately,” to detri- 
ment of dealers who rely on whole- 
salers. 

4. Consigned stocks offered to 
some retailers, not to others, re- 
sults in cost-plus selling without 
regard to overhead. 

5. Lack of adequate recognition 
of wholesaler’s functions: ware- 
housing, selling, credit, collecting, 
etc. 
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Other problems involving whole- 
sale distribution shown by the sur- 
vey include: fewer advance orders 

(Continued on page 258) 


Customers now enjoy 
record buying power 


Many of your customers received 
pay boosts recently and may get 
another boost soon. Their buying 
power is at an all-time high, ac- 
cording to the government. 

Pay increases were given many 
workers following the announce- 
ment by the Bureau of Labor Sta- 
tistics that the cost of living index 
reached a new high in December. 
Still further increases in the cost 
of living were expected for Janu- 
ary. If so, it will mean higher 
wages for many workers under a 
cost of living clause in their work 
contracts. 

The government reports that 
earnings have been keeping pace 
with the rising costs. It reports 
the average worker earned 4 per- 
cent more last year than he did in 
1955. His increase in terms of 
spendable income was up 3 percent. 





Businessmen optimistic; 
see higher sales ahead 


The outlook is for higher sales 
in the months ahead. 

Businessmen interviewed by 
Dun & Bradstreet, Inc., and the 
National Assn. of Purchasing 
Agents are optimistic about the 
prospects for business for the first 
half of this year. 


Two out of three businessmen ex- 
pect higher sales during the period. 


Not all of them think the higher 
sales volume will be the result of 
higher prices. There is a strong 
feeling among businessmen that 
sales will increase whether or not 
prices do. 

Most businessmen also expect 
more people will hold jobs during 
the coming months. They expect 
more people to be working during 
this period than were working last 
vear at the same time. 

Another forecast about future 
business comes from the Gas Ap- 
pliance Mfrs. Assn. Seven out of 
10 manufacturers of household gas 
appliances expect to sell more in 
1957 than in 1956. Only one in 10 
expects a decrease in sales. 
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when you sell RBaW fasteners 


See how some fasteners are toughened 
up at RB&W. They’re being GAS car- 
burized .. . a method for surface-hard- 
ening that’s head and shoulders above 
the usual bath-type treatments. 


In this gas chamber, fasteners get 
deeper, more uniform case hardness, 
and controlled core strength. You may 
not handle the type of fasteners which 
require surface-hardening, but this 
operation shows why all RB&W fas- 
teners give such satisfactory service. 
They’re made by the best methods, on 
the finest equipment. 


No wonder RB&W fasteners have 
gained the reputation for delivering 
top quality at competitive prices. 


Be sure you’re supplying your custom- 
ers with the best. Specify the RB&W 
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line to your distributor, or write 
Russell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N. Y. 


ltith year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 
Rock Falls, lil.; los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco. Sales 
agents at: Milwaukee, New Orleans, Denver, 
Distributors from coast to coast. 


FIVE GOOD REASONS WHY 
IT PAYS TO STOCK 
RB&W FASTENERS 


1. The most complete line 
in the field, 


2. Uniform quality through- 
out the line. 


3. Complete 
supply. 


reliability of 


4. Fast, accurate and friend- 
ly service. 


5. The original ‘‘upside- 
down"’ package — extra 
strong for no-spill, quick 
and easy handling. 

















a iii 


Sun Ray's new, colorful, eyecatching package of assorted 
grades of steel wool will help you make more sales and 
profits! Each package contains six big, handful-size, high- 
quality Layer-Built Pads . . . two each of fine, medium and 


coarse grades. With this handy assortment, home crafts- 
men and do-it-yourselfers can do practically every steel 


wooling job. You'll save sales time and speed self-service 
too, because there’s no need to handle and wrap loose 
pads. Order from your jobber today, or write for name 
of your nearest jobber. 





LAYER-BUILT PADS, JEX HOUSEHOLD PADS, BULK POUND TUBES 


THE WILLIAMS COMPANY 


LONDON, OHIO 


MANUFACTURERS OF QUALITY STEEL WOOL FOR OVER 35 YEARS 


16 


: a ane 
ONE PACKAGE 
O Ma 





wwe 





Fine and coarse pads come out 
at either end without removing other pads. 





Medium grade can easily be reached 
through top opening. 


Convenient chart 
on back suggests hundreds of 
uses and the right grade for each job. 
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Sell more glues in 
much less space! 


New Weldwood Adhesives Center , ‘% 
holds a glue for every purpose - 


Weldwood Adhesives Center 


* 





Complete glue department in 4% sq. ft. 


That’s all the floor space you need to stock and 
display the four fastest selling types of adhesives. 
No wasted counter space! No wasted shelf space! 
Yet you have a complete, balanced stock of every 


type of glue you get calls for. So complete, you 
need no others. 








“Self Service” Glue Selector Chart 
saves your salesmen’s time! 
Your customers select,at a glance, the right glue, 
for the right purpose, in the right size. It answers 


all their questions about application, properties, 
even price. Virtually eliminates salesmen’s time. 








Carry less inventory! Sell more glue! 


Because of the carefully balanced assortment, 
you're never overstocked in any one type. You’re 
never stuck with “slow movers.” You never lose 
a sale because you always have the right glue, in 
the right size. This merchandiser, made of birch 
plywood, with recessed lighting, turns your store 
into “glue it yourself” headquarters. 





Nationally Advertised — Famous 
Weldwood Wizard quickly iden- 
tifies Weldwood Glues, nationally 
advertised in Saturday Evening 
Post, Better Homes & Gardens, 
ema Here’s what you get by mailing coupon today: \ ide ae Sunset, 
Retail Retail eee wee ne SO OS ates oes 
9 age ge 5 Rig Sige os UNITED STATES PLYWOOD CORPORATION 
ahi ws ee webiiiael he pile Se Dept. HA2-7G, 55 West 44th Street, New York 36, N. Y. 
Contact 3 es ; "20 Presto-Set® 31 - 49 12 Rush my Weldwood Adhesives Center, complete with assortment 
Coment Pint 1.45 Glue 91/4 per 99 described on this page, at special price of $99.89, delivered. 


Quart 2.45 Pint 1.79 STORE NAME 


MY NAME 
ADDRESS 

















Weldwood 314% 0z. .35 TOTAL RETAIL VALUE 
Plastic Resin 8 oz. .65 


Glue 1 Ib. 95 





Your cost 
(at regular discount) 89.94 








CITY. ZONE 
[] BILL MY JOBBER 








Weldwood 14 pint 1.00 9 Special price on dis- 
Waterproof + pint 310 6 Playunit(value: $40) 9.95 


Resorcinol Glue 1 quart 4.90 Your profit 








CITY. ZONE STATE 
mame ame OR I ERR MER ee RARER mE MOND MMII 











| 
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WITH 
KORDIMULCH 


@ No weeding 
® Practically no watering 
® Bigger, healthier plants 


WITHOUT 
KORDIMULCH 


@ Weeds grow fast 
@ 50% more water evaporates from soil 
® Plonts are as much as 3 weeks behind 








New discovery makes gardening 


easier... KORD/IMULC. a polium 


Why Every Home Owner Is A Prospect for Kordimulch 


PREVENTS WEEDING—The tough, 
durable, colored, polyethylene film, 
KORDIMULCH, contains a secret in- 
gredient, Polium. KORDIMULCH pre- 
vents sunlight from reaching weeds 
—result: they wilt and die. 


SAVES WATER—Specially perfo- 


rated to let water into the soil, Kor- 
DIMULCH holds up to 50% more wa- 
ter in the earth. 

MAKES PLANTS GROW FASTER— 
this plastic mulch warms the soil 
and makes seeds germinate faster. 


EASY TO USE—Simply spread Kor- 


DIMULCH over the soil. Hold in place 
with small quantities of dirt. Cut 
slits. Plant seeds or plants through 
them. 


IDEAL—for vegetable or flower gar- 
dens, foundation plantings, shrub- 


bery or trees. 

















FREE DISPLAY 
MERCHANDISER 


@ Shows quickly how 
Kordimuich works 
@ Contains 12 Kordimuich 
kits Feature Articles in LIFE, POPULAR SCIENCE, POPU- 
LAR GARDENING give you a pre-sold market for KOR- 
DIMULCH. KORDIMULCH is backed by a big, big pro- 
gram of national magazine advertising and publicity 
—plus ads in your local newspapers, stories in your 
local garden columns. 





Family garden size roll Kordimulch— 
104’x40”—covers 18’x18’ garden. 
moene CF GR... ccccccuuens $5.95 


@ ideal as an island, 
counter-end, or outdoor 
display 
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JOE! MY NEW MOWER | 
USES A GAS AND OIL <u 
MIXTURE FOR FUEL— Regen 


—_— =) 
ie | 


CAN YOU HELP ME ? LN 
— ’ 











SURE ! NO TROUBLE AT ALL 
WE HAVE LOTS OF CALLS 
FOR PRE-MIXED FUEL. ITS 
EXACTLY THE SAME AS 
USED IN OUTBOARD MOTORS 











WHATS THIS POWER PRODUCTS | 
DOUBLE POWER ACTION 








I'VE HEARD ABOUT ON TV ? 








‘7 STE BERIT eT eee 


> 
é 
~ 
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COME OUTSIDE 
MLL SHOW YOU 











| READ IN THE POST ABOUT THE POWER 
PRODUCTS INSTRUMENT PANEL CONTROL 
DOES THIS ENGINE HAVE THAT ? 











YES, SIR, RIGHT HERE. THIS 
FINGERTIP CONTROL KNOB SETS 
IT FOR START, RUN, IDLE OR 

| 1 STOP. IT’S EASY CONVENIENT 

CLEAN AND SAFE 























WHILE I'M GONE, IF THE MOWER NEEDS FUEL, 
S ALL you DO. FILL THE TANK FROM THIS 
AND DON'T WORRY ABOUT OIL. AS LONG AS 
AVE FUEL YOU HAVE PROPER LUBRICATION ! 
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oe FUEL—YOU NEVER TOUCH AN OIL CAN. 


WOW ! SOME MESS GEORGE! WHY DON’T 
YOU GET A MOWER WITH A POWER 
PRODUCTS ENGINE. IT USES PRE-MIXED 


























E ma 
TELL ME MORE! 
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1 GET IT— 
| OIL AND G 
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RIGHT, ANI 
CAN LAST! 
SEASON. I 
WITH CHA 


CHECKI 
FROM MY 
1 KNOW H 
IS TO POL 
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THIS IS THE SAME TYPE 
OF ENGINE THAT IS USED 
ON LARGE LOCOMOTIVES, 
OCEAN VESSELS, HEAVY 
EARTH-MOVING EQUIPMENT 
AND OUTBOARD MOTORS. IT 
FIRES ON EVERY PISTON 
STROKE, NOT EVERY OTHER 
STROKE, AS SOME ENGINES 
DO. IN SHORT, TWICE AS 
MANY FIRING STROKES- 
DOUBLE POWER ACTION! 


1 LET ME DEMONSTRATE THE FIRST ADVANTAGE fe 
OF DOUBLE POWER ACTION, EASIER STARTING! Foca 
a 


TWICE AS MANY POWER STROKES MEANS TWICE 
a 








AS MANY OPPORTUNITIES TO START FOR 
EVERY FOOT YOU PULL THE STARTER ROPE 




































ARE ALL MOWERS NOISY ? | | aE 








yo 









WHISPER 


veoh! 


NOT THIS MOWER MAM! a 
POWER PRODUCTS HUSH-TONE 

MUFFLER MAKES THIS 
ENGINE PRACTICALLY 
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+m ~ 
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TONE COLOR APPEALS TO 
TODAY'S BUYER 


CONVENIENT FEATURES rus | 
MODERN STYLING WITH TWO- 
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ET IT,~PRE-MIXED FUEL | 
L AND GAS ALL IN ONE 


HT, AND THIS ONE 

N LASTS ME ALL 
ASON. I NEVER MESS 
ITH CHANGING OR 
CHECKING OIL. 

OM MY OLD MOWER 
NOW HOW HARD IT 
TO POUR OIL INTO 
HE CRANKCASE, 


THESE HEAVY WEEDS HELP 

DEMONSTRATE THE SECOND 

ADVANTAGE OF DOUBLE POWER 

ACTION. TWICE AS MANY POWER 

STROKES MEANS FASTER ENGINE 

ACCELERATION, NO STALLING 
OR STOPPING 
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A POWER PRODUC 
WITH MODERN PRE-MIXED FUEL 
SURE SAVES TIME AND WORK 


iLL BET | CAN GUESS THE 
THIRD ADVANTAGE OF DOUBLE 
POWER ACTION. TWICE AS 


MANY 


FIRING STROKES MEANS 
SMOOTHER RUNNING. 
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in Sacramento, Cal. In Seattle, Wash. in Salt lake City in Duluth-Superior In Newark, N. J. 


3 of the 4 top —the 3 top -3 of the 4 top the 3 top —4 of the 5 top 
selling brands use selling brands use selling brands use selling brands use. selling brands use 
Power Products. Power Products. Power Products. Power Products. Power Products. 


In Portland, Ore. in Phoenix, Ariz. in St.Paul, Minn. in Chicago, Ill. 


in San Jose, Cal. 


—4 of the 5 top 
ecelling brands use 
Power Products. 


/ : 
in Modesto, Cal. In Omaha, Neb. selling brands use 


In Honolulu 
—2 of the 3 top 


selling brands use % Source: Consumer Analysis Reports, are regularly compiled by 
Power Products. local independent newspapers in each of these 21 markets. 






according to independent newspaper surveys* 

































THE MAJOR MOWER BRANE 
USE POWER PRODUCTS 
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—the 4 top —the 4 top —3 of the 5 top —3 of the 5 top 
selling brands use selling brands use selling brands use’ selling brands use 
Power Products. Power Products. Power, Products. Power Products. 


in Milwaukee, Wis. 


—3 of the 5 top 
selling brands use 
Power Products. 








\ 


in Portland, 

—3 of the 4 tome 
selling brands Wi 
Power Products 





‘ 


in Washington, D.| ’ 
—the 4 top 


Power Products. 








3 of the 4 top —the 4 top ¥ 
selling brands use selling brands use in Columbus, Ohio 

»0 ’ ’ P Products. é eS 
Power Products ower Froduc —3 of the 4 top £ 

z : Fey ; , selling brands use 

In Long Beach, Cal. in Fresno, Cal. in Indianapolis, Ind. in Cincinnati, Ohio power Products. ae ge 
~3 of the 6 top —8 of the 4 top —3 of the 4 top —the 4 top <a a 
selling brands use _ selling brands use_ selling brands use selling brands use tose t 
Power Products. Power Products. Power Products. Power Products. 


You Sell Mowers...not 
problems e--- with Mowers 
with Power Products Engines 


SSeS a 





ret... 


Power Products’ engines, year in and year out, require little 
service. They have only 3 major moving parts. This mea 


second... 


Power Products’ nationwide factory-traing 
insures prompt efficient service wherever 


naturally... 


vou 


WANT 


THE 








On your deluxe 18-21 
inch mowers, the 
Power Products 603 
has the latest 

in styling and 
convenience features. 

























THE RIGHT ENGINE 


means SALES 


From your most expensive model to 
your leader unit, you can double your sales 
ammunition. Sell the difference in engine 
: features as well as the different mower 

On your top price line, features. Only Power Products gives 
____ the Power Products you a complete line of engines... 
ss AV-80 engine has 
ote tien lise! fer #idling the right engine for each product. 
type mowers. 





eas ea p VG ae 
a a 





On your standard 
18-20 inch mowers, the 
Power Products 605 
gives you top dollar 
appearance with a 
rope start engine. 





is a real sales maker 
with its smartly styled 
rewind starter. 





ONLY THE POWER PRODUCTS ENGINE 


gives the power mowers you sell these 





important sales making features 


M@ Modern styling to add eye appeal and 
sales appeal to the whole mower. 


™@ Double Power Action for easier starting, 
faster acceleration, smoother cutting. 


M@ Convenient modern pre-mixed fuel that 
eliminates messy oil changing and checking. 


POWER PRODUCTS 


CORPORATION 
GRAFTON, WISCONSIN 





easier to sell the 


Modern 








--.- than to sell against i 


This vip 
-“SALES BOOSTER” {7 
STICKER 


is a silent salesman that 
turns lookers into buyers 


“*’ 
~E 


Every item in the Modern Line sells itself. Attractive 

sticker is an effective ‘silent salesman’. Calls attention colors ... made of top quality materials . . . manu- 
to important features...helps you get fast turnover. factured to the highest standards ... and priced 
for action! 





In every detail, the Modern Line for 1957 is geared 
for sales. Expertly designed ... bright, appealing Get the full story from your wholesaler. 


The MODERN Line is a COMPLETE Line a SP ee 


3 cubic ft. 


WHEELBARROWS e SPREADERS ¢e CARTS 10% 2.75” Tire—No. 175-G 


10”x 1.75” Tire—No. 180-G 


KING Wheelbarrows 
w~ 4 cubic ft. oe 
PRINCE Spreaders y ) 12”x 3.00” Tire—No. 80-G { } JUNIOR Wheelbarrow 
18” Hopper—No. 350-G 10”x 2.75” Tire—No. 100-G | 4 aoe < 5 1 cubic ft. 
24” Hopper—No. 360-G . mS=_ “a Z < No. 190-G 


COMMANDER Spreaders 
16” Hopper—No. 300-G 
22” Hopper—No. 310-G 
3 cubic ft. 
No. 250-G 


As Yy CRUSADER Wheelbarrows 
““|') DUKE Wheelbarrow 4 cubic ft. 
5 cubic ft. , 10x 2.75” Tire—No. 120-G 
‘ 10”x 1.75” Tire—No. 140-G 


WINNER Lawn Cart 
3 cubic ft. 
No. 200-G 








| 5389 WEST 130th STREET 
MODERN TOOL & DIE COMPANY © > cicve.ano 11. OHIO 
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TUS 1S THE ONE THEY 
SARE BOVINE, 


Me DEALER / 


re 


uaa ~4sTanr ACTion 


AUTOMATIC SHUT-OFF —_ 








AND HERE’S WHY! 


® MAGIC LOCK 

® TRIGGER ACTION 

® CHROME PLATED FINISH 
® 100% RUST PROOF 

@ LIFETIME GUARANTEE 


is 


) s | ' 
¥ Ries | 
“4. ruses ca. « sousasst ve ; ~D 
roy fel eae :\ DISPLAY PACK 
PRECISION ENGINEERED AND MANUFACTURED FOR LIFETIME SATISFACTION AT SOMERSET, PA. 


A. W. FRANCIS €O. - BOX 266 - SOMERSET, PENNA. 
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Youre 6 months ahead 


when you use... THIS AD 


RACCTO ‘wilt HELP 


MICHIGAN PEAT | PUT YO 


on lawns- gardens -shrubs 
with BACCTO” MICHIGAN PEAT* with regular peat* AHEAD 


increases bacterial action in 


- 
actual ad is 
your soil, frees locked in ni- 


trogen and plant food « binds . 

sandy soils - breaks up clay 0 V p f TW | C e 
soils. Screened, ready to use. 
This Peat puts new life into . 2 

your soil instantly! Get 6 th is S| 1 e 
months ahead—get BACCTO 
today. Free booklet on lawns 


and gardens. Michigan Peat, 
Inc., 67 W. 44th Street, New 


Vir bodti-vated / ® York 36, N. Y. 
— @ APPEARS IN 387 
LOCAL NEWSPAPERS 


This ad, and more like it 
> 4 ‘ Pp k 
message that can't miss... the Pina % HAS A POWERFUL 
APPEAL To CUSTOMERS 


improved BACCTOQ® MICHI , 
the kind of advertising that ee eh 
® GIVES Your DEALERS 
A PERFECT SALES STORY! 


traffic at your store, more profits for you! 
MICHIGAN PEAT, INC. 


An 
d remember, these profits are guaran- 
67 WEST 44th STREET, NEW Yor 36, N.Y 






























EXCLUSIVE BACCTO PROCESS MAKES THE DIFFERENCE! 
improved BACCTO” MICHIGAN PEAT is the LIVE Peat that goes to work 
at once... gives you a 6-month head start toward better gardening. 


*Tests on rhododendron plants by leading botanic institution. 














BACCTO MICHIGAN PEAT, 
processed the BACCTO way, 






Look for the word & 
B A Cc Cc T 0 on = 
every bag. A true 
sedge peat. Accept 
no substitute. 


100-ib. bag, $0.00 
$0-Ib. bag, $0.00 
25-ib. bag, $0.00 











» because prices ar intai 
e€ main 
BACCTO MICHIGAN PEAT. So pre for 


€ record demand 
ivithtaienaene that’s sure to come 
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Stock and Sell the 
Rope that Sells Itself 


Se wh. ; 


~~ > > 


Sa, 


Yes, H & A Blue Heart Manila actually sells itself! That’s be- 
cause H & A’s own manufacturing process imparts these two 
essential characteristics: 


1. Great tensile strength—assurance of an extra margin of 
safety and longer service. 

2. “Live Action” that gives H & A rope a feel of quality, 
greater flexibility, freedom from kinking and much more 
ease of handling on the job. 


Both H & A “Blue Heart” Manila and “Red Heart” Sisal ropes : 
are formed and laid with carefully controlled tensions to assure FREE 

perfectly balanced construction. The use of an exclusive H & A e Write for 

‘ ae : se your free copy of this 

research proved lubricant minimizes internal friction and wear. big new book, H & A 

... So stock and sell the rope that’s known for quality, measure- “Ropelore.”’ Full of in- 

. . . formation on knots, 

marked for convenience, packaged for attractive display and splicing, menufecture, 


easy, compact storage. vse and care of rope. 





Full Line Cordage Service 
For cordage requirements make Hooven & Allison your one- 
stop source of supply. H & A jute and sisal twines, nylon rope, 
starter cords and oakum and jute packings, attractively pack- 
aged to sell, are available in sizes and put ups to fit your re- 
quirements. Distributed through leading cancer everywhere, Spinners of 
Buy these H & A Products, and Buy the Finest! Fine Cordage 
: 2 Since 1869 
The HOOVEN & ALLISON Company ° Xenia, Ohio 


Branches: Kansas City, Omaha, Minneapolis 





ts fe Gem fem Rowe at tee 
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Doo-Kijp SUPER LONG 
HANDLE GRASS SHEAR 


MODEL DK-301 SUPER 


A new deluxe long handle 
grass shear with chrome 
handles, green shaft 
and chrome foot piece. 
Handshake grip and 
two-wheel assembly. 
Extremely easy to use. 
New, narrow, hi-car- 
bon, hollow-ground, 
polished, steel 
blades. Length 37”. 
Packed 4 to a ship- 

ping carton. 


" a 


Doo-Kijo HEDGE SHEAR 


MODEL DK-505 


The best designed hedge shear on the 
market. Scalloped edge blade which 
progressively feeds hedge into shear. 
Hollow-ground, hi-carbon, thru-hard- 
ened blades. Lightweight wooden 
handles shaped to fit hands. 
Length 21”. Cutting stroke 

814”. Packed 3 to a shipping 

carton. 


@ EM 
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FREE COUNTER DISPLAY 


Model DK-1414—Lazy Susan puts merchandise at point of sale. 
Revolves freely. It's FREE with unit purchase of: 3 DK-101 grass 
shears; 6 DK-202 super grass shears; 6 DK-207 grass shears; and 
3 DK-909 grass shears. 


DOO-KLIP QUALITY HELPS MAKE SALES 


Famous Doo-Klip tools are precision built to stand the care- 
less handling of most gardeners. Blades stay sharp and in 
line longer. Rivets, springs, and nut and bolt assemblies are 
of finest quality. The Doo-Klip customer is a REPEAT 
customer. Put Doo-Klip in your stock today. It sells better 
because it’s made better. Want some FREE envelope stuffers 
on “How To Care For Lawn Tools”? Write us. We'll send 
them immediately. 


~ - " 7 « ~ - 
a, “se - - = 


Doo-kljo GRASS SHEARS 


MODEL DK-202 SUPER 

A Doo-Klip favorite. Hollow- A quality tool. Easy, up and 
ground, thru-hardened, hi-car- down action. Serrated, thru- 
bon, polished blades. Extra hardened, hi-carbon steel blades. 
strong handle and sturdy as- Thumb lock. Neat display 
sembly. Thumb lock. Length carton. Individually packed 
1134”. Cutting stroke 454”. 6 to a shipping carton. 
Individually packed 6 to 

a shipping carton. 


ENGINEERING & MANUFACTURING CO. ALLIANCE, OHIO 


Froneers ix lhe Lawn Tool Spedustyy 





This trademark helps you 
move more goods and move them faster 


REG. U. S. PAT. OFF. 


THE BIGGEST NEWS in garden chemicals in 1956 stemmed 
from Du Pont Squeeze-Dusters. In 1957, you’ll profit by carrying 
the original and proven Squeeze-Dusters. Be sure the line you stock 
carries the Du Pont trademark—a trademark that means out- 
standing value to customers and more sales for you. 




















Rae 
ME ust 


Ree t 
i 


? ne = ~ 


REG. U.S, PAT. OFF. 
‘BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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GET GERING 


Exclusive 
““Mirror 
Finish’’... 























This seal certifies 
compliance with specifi- 
cations of the National Bureau 
of Standards of the United States 
Department of Commerce, for 
plastic garden hose, 
7/16” diameter and up. 





HOSE 
Se a i” 


so. BRIGHT. IT SELLS ON SIGHT! 


ef st CVA EN 


This year there are good reasons why all eyes are on So get in touch with your distributor today. Get the 
the only garden hose with the “glamour look’. Made whole story. Stock up—then watch “Mirror Finish” 
by Gering, orginator of the high lustre “Mirror Finish”. make those hoses roll off your shelves! 


This high lustre sells it on sight! It’s also lightweight, 
convenient, indestructible—and priced to really move! 


Our exclusive “Mirror Finish” process produces a 
real gem—the promotional black hose, a full 7/16” 
beauty, priced to give you a real competitive edge— 
with a healthy profit. 





Powerful New Sales Helps for You: Space-Saver Display 


ALL SIZES AND COLORS Rack ¢ “Stopper” Window Streamers ¢ Newspaper Mats 
Here’s a complete line of colors and sizes, all the Service + Quality - Dependability 
way from %” to ¥%”—Soakers and 3-Tube Sprinkler Mfd. by GERING Products, Inc., Kenilworth, N. J. 
Hoses, too—all 100% durable vinyl plastic, all beauti- 


; Distributed through Herculean Appliance Company 
fully packaged, all with written guarantees we back up. 1150 Broadway, New York 1, N. Y. 
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3-TUBE 


SPRINKLER HOSE 


Here’s an item you can really get excited about— 
the only sprinkler hose that’s different, with a clear 
practical advantage that makes sales on sight! 


It’s an advantage your customers can see instantly— 
and see the reason for. 






< . ~ 
S SS S . 
. + SS > 3 
SS >> 
& SECA ¥ NS 
> : . - 
S eens SS 
SSSS Ses SS “~— . 
SK ON$™MF ESQ 
SVs NGS SS 
SG SS SW SS SS 
SQ S¥$ 
MVOwre SVP 
SPRay SS 
GUIDE 


DISPLAY 










Order from your 
supplier. 











GET GERING 


White stripe UP, 
it sprinkles. 


White stripe DOWN, 
it soaks. 


The Oniy Sprinkler Hose with “MIRROR FINISH” 


This Sprinkler Hose, of 100% Virgin Vinyl Plastic, coupled 

at both ends for adding additional lengths, will stand out on your 
sales floor as though under a spotlight—it has the 

beautiful “Mirror Finish” originated by Gering. This glamour 
look means quick sales—turnover—profits! 

Write for the name of your nearest supplier... right away, today. 
Make sure you’re all set to get your share of “SPRAY-GUIDE” 
Sprinkler Hose profits this season. 


Effective Dealer Aids that “keep them moving’”’ 


Space-Saving Display Rack e “Stopper” Window Streamers Mfd. by GERING Products, Inc. 
Novel Counter Display « Skillfully Written Newspaper Mats Kenilworth, N. J. 
Distributed through 


Herculean Appliance Company 
1150 Broadway, New York 1, N.Y. 
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_ | New “snap-on” handle 
Y \ snaps up sales 

\ New, streamlined, “snap-on” 
handle is sturdy and 

adjustable to user’s height. 

Fingertip throttle control 

permits changing engine 

speed without stooping or 

stopping. Toe-tip control 

safety latch. Handle 
stands upright for 


5 
. > 


compact storage. 





ADJUSTABLE 
DEFLECTOR 





Model 310-T, 21” cut \ \ Model 300-T, 18” cut ; , Model 320-T, 20” cut | ——— 18” - 
| | Also available ere self-propelled | ee 
with rope starter ) » | ze ¥y hp, 3450 rpm 


“Since 1904”... Worcester, one of the country’s leading producers of quality lawn mowers 
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New feature-packed line 


for volume sales 








[ 


These are the features customers 
want...the features that sell! 


e Side chute prevents clumping or matting 
e Adjustable deflector controls discharge 
e New, streamlined, “snap-on” handle 
e Fingertip controls 
e Inset wheels for close side trimming 
e Staggered wheels prevent scalping 
e Unbreakable steel deck 
e All-steel wheels with recessed hubs 
e “Sta-Temp’” hardened blade 
® Quick, easy cutting-height adjustments 
e Large, wide-tread tires 
e Nationally-famous 4-cycle engines 


e Leaf mulcher included, no extra cost 


+! 


Model 900-R, 21” cut \\ \, Model 750-R, 18” cut \ 


\ Worcester 
: ; Model 450H, 16” Sweep Master ® 
Also available \ 24” & 30” 


‘ 


| \ Model 550, 16” & 18” 
~ e 


: Model 350, 16” 
with rope starter Model 350H. 16” width 


%, 

















LOW HAULING COSTS COME RIGHT 





FROM THE “HEART” OF A ’S7 CHEVY 


Many of the things that make a 
Chevrolet truck more economical to run are 
se/dom seen by the owner. They’re 
hidden features, deep in the truck’s design. 
Here are just a few of them, fo 
prove a Chevy’s engineered better and built 
better for bigger savings! 


1. Forged steel crankshaft—It’s extra sturdy, precision ma- 
chined and balanced, the foundation for dependable, long- 
lasting power! 


2. Aldipped exhaust valves*—Special aluminum treatment on 
valve surface protects valves against pitting; engine wears 
less, costs you less to run! 

3. Hydraulic valve lifters—for longer valve life in V8’s, 
fewer engine repair jobs. 


4. Chevy V8 piston—Thanks to short-stroke V8 engine design, 
this piston travels a shorter distance, wears less. Short-stroke 
efficiency aids fuel economy, too! 


5. Oil-bath air cleaner—standard on all Chevrolet truck 
engines for added protection against dust and foreign matter 
that shorten engine life. 


6. High-capacity oil filters**—They remove dirt particles 
from Chevy engine oil to cut engine wear and maintenance. 


7. Easy-adjust distributor points—You can adjust this new 
Chevy V8 distributor with the engine running; it’s added 
insurance against costly down time. 


8. Multiple fuel filters—F¥or clean fuel, all Chevy engines 
have fuel filters in the carburetor and fuel tank; in addition, 
V8’s provide an extra filter at the carburetor. 


9. Baill-Gear steering mechanism—Inside this steering gear 
scores of polished steel balls virtually eliminate friction. 
Less friction means less wear, less maintenance! 


10. Rugged manual transmission —Synchro-Mesh design 
eliminates the need for double-clutching, reduces costly 
wear. Gears are shot-peened for extra strength. 

11. 12-volt battery—provides sure starting, good ignition, 
long battery life in all Chevrolet trucks. 

And there are many more! See your Chevrolet dealer for all 
the dollar-saving facts. . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 

*Qn Thriftmaster 6, Trademaster V8. 

** Standard on V8’s and Jobmaster, optional on Thriftmaster 6. 


1957 CHEVROLET TASK-FORCE TRUCKS 


PROVED ON THE ALCAN HIGHWAY...CHAMPS OF EVERY WEIGHT CLASS! 
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Red fagg says: 


“Take a good look at 











Because of the many uses to which hardware cloth 
is put in the home (window guards, gutter guards, 
screen doors); the variety of applications it finds 
on the farm (for poultry feeders, hen nest floors, 
partitions, grain and fruit bins); the use to which 
builders and contractors put it (sifters, stucco base, 
concrete driveways reinforcement, machinery pro- 
tection )—the sales potential for Cyclone Hardware 
Cloth is extraordinary. 

Cyclone Hardware Cloth is easy to use and long- 
lived. It is woven hardware cloth with the exclusive 
welded selvage (see the illustration above). This 
means that Cyclone Hardware Cloth is easier to 


CYCLONE HARDWARE CLOTH... 


It’s a high sales-and-profit item 


g// 
* 


EXCLUSIVE 
WELDED 
SEL VAGE 


tack into wooden frames. And it is easier to weld 
to steel. See how the mesh, too, reflects precise, 
quality manufacture. Wires are straight the entire 
length of the cloth. It is thus a simple matter to cut 
it square .. . to produce a stronger, more attractive 
finished job. Moreover, Cyclone’s special method 
of galvanizing keeps mesh distortion at a minimum 
. results in a smoother protective coating that 
adds longer life, increases strength and rigidity. 
Why not goafter this profitable business actively? 
For quick delivery, see or call your Cyclone jobber 
right now, or write or wire Waukegan for further 
information and quotations. 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 


WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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Here's the 
oscillating sprinkler 
that outsel/s 
all others 
I by far... 


Swingin Sprays create buyers 
for everything Melnor makes... 
and Melnor makes everything: 





NOW! 4 SWINGIN’ SPRAYS 6.95 to 13.95! A COMPLETE GARDEN ACCESSORY LINE 


New 6.95 model opens huge suburban = Fingertip dial gives any desired V2 2. Hose nozzles, connectors,. sprinklers, conven- 
market! All models have lifetime lu- spray area. New advance now avail- @% lence items like the famous Stop 'n Flo shut- 


bricated ‘‘Perma-Sealed’’* motor unit. * able on 3 Swingin’ Spray models. ) off and Aqua-Gun hose nozzle. 


MELNOR INDUSTRIES, INC. (Garden Products Div.) 300 DeWitt Ave., Brooklyn 36, N.Y. 
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RE shapotceapanpl IN LUBRICATION 






0 DRI-FILM 


43 TIME LUBRICANT 



























USED BY LEADING INDUSTRY 
FIRST TIME AVAILABLE TO PUBLIC 
MAKES OILING OBSOLETE 
EVERYONE’S A PROSPECT 
NOT OILY...NOT MESSY...NOT GREASY 
PRICED RIGHT TO SELL 
6-0z. SPRAY CAN...... $ .98 
16-0z. SPRAY CAN...... $1.98 


Lifetime Dri-Film 
LUBRICANT 


Spray it oh! 


x He He Ke Ke 


* FULL 40% PROFIT! 















6-oz. LIST PRICE ... $11.76 Doz. 

PERMA-GLIDE YOUR COST... 7.06 Doz. 

98¢ Suggested 40% PROFIT 

Retail Price FOR YOU... . $4.70 Doz. VNEXCELLED PERMANENT 
LUBRICATION FOR HOME, 

16-0z. JUMBO LIST PRICE . . .$23.76 Doz. CARDEN AND WORKS 





TOOLS, MACHINERY, TOYS. 


ECONOMY SIZE = YOUR COST. . $14.26 Doz. USE ON METAL, WOOD, PLASTIC 


$1.98 Suggested 40% PROFIT 
Retail Price FOR YOU... .$9.50 Doz. 


. 
> 
. 
i i ae SS 
} 7 . - _ — ia 3 
mJ oF, Hi piri ressietes a ie git 
D SESPRBEP SPT Sts SEEPS # i 
ee * ayn 








ORDER FROM YOUR DISTRIBUTOR or mail coupon for more complete information: 
FLAMEMASTER CHEMICALS INC., Culver City, California 


Please RUSH more information about New PERMA-GLIDE 
... THE LIFETIME DRI-FILM LUBRICANT. 





PERMA-GLIDE provides a complete assortment 
of store display materials to help you sell 
customers and prospects ... homeowners, work- 
shops, stores, offices, factories, garages. 


Store Name 











Street City State 











Distributed by FLAMEMASTER CHEMICALS, INC. 


Jobber’s Name 
Divison of IDEAL CHEMICAL PRODUCTS, INC., Culver City, Calif 


-—------------ 





| 

| 

I 

| 

| 

Your Name - | 
| 

| 

al 
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DOLL CARRIAGES AND STROLLERS 





683-1 REINDEER 
DOLL STROLLER 


666-4 PANDA 
DOLL STROLLER 


children cherish them 


Gat a = + AN aay 3-in-1 Convertible 


Becomes Girl's Train-A-Bikes 


by simple removal . 
of crossbar — > oe 
Removable trainer *, my 


wheels. sa : , gf 
* eS : eS ‘ | 632-1 Fluffypup 
, es 4 ‘ : a Doll Carriage 


650-1 EMPRESS 
DOLL CARRIAGE 





ALL YOU NEED to get ACTION in YOUR 
TOY SALES is RIGHT on this page in 


STEBERT 


1957 ‘Future Look” ACTION TOYS 
and ‘Instant Selling 


JUVENILE FURNITURE 


a : COMFORTABLE CAR BEDS AND AUTO SEATS FOR YEAR ROUND SALES 
: be sure to sell SIEBERT — to be sure to sell! 


CB156 CAR CRIB 
& AUTO SEAT 


SS AS-56 AUTO SEAT 


the best toy profits come 
from the best... 


SIEBERT 


TC) Sete, GARDNER, MASSACHUSETTS 
With sliding ss 
chalkboard panels. PERMANENT SHOWROOMS 

ee SPACE 1537, AMERICAN FURNITURE MART, CHICAGO 


fop quality -@ nation’s choice SPACE 305, NEW YORK FURNITURE EXCHANGE, NEW YORK 





SOUTHERN PLANT — ALEXANDER ST. & VICTORY BLVD., PORTSMOUTH, VA. 
Write Dept. HA2-14 SPACE, 5TH FLOOR SOU. FURN. EXPOSITION BLDG., HIGH POINT, N. C. 
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NOTHING SELLS LIKE REPUTATION! 


Pennsylvania 


Most respected name in mowers since 1877 


Your business is built on the quality of the products Lawn Mower line. Simply because no mowers made 
you sell. Sell the best and you get known for it... today carry as fine a name for sheer quality! Stock 
you cash in on it. Not only today, but also tomorrow! them ... feature them! 

That’s why it pays you most to sell the Pennsylvania 


1957 Pennsylvania ROTARY POWER MOWERS 


18” Penn Acco ~ a 21” Penn Acco Self-propelled 


Rotary Power Mower Rotary Power Mower 


Now equipped with new hand throttle con- 
trol. Has easy starting 1.75 H.P., 4-cycle 
Briggs & Stratton engine with new low- 
tone muffler. Rewind or rope starter. 
Easily masters those tougher, faster- 
growing grasses — in addition to 
giving a “green velvet” trim to 

finer grassed lawns. 


Finest, easiest-to-use rotary you can sell! 
Rugged 2.75 H.P., 4-cycle Briggs & Strat- 
ton engine has plenty of extra power for 
both self-propulsion and heavy mow- 
ing. Low-tone muffler. Finger-tip free- 
wheeling and throttle controls make 
Q)\ it easy for customers to match their 
walking speeds. 


Model 68221 
(Rewind Starter) 


Model 66218A (Rewind Starter) 





20” Penn Acco 


18” Penn Acco Electric Rotary Mower 
Rotary Power Mower 


The quality electric for small lawn own- 
ers! Powered with special, heavy-duty 
2 H.P., 3450 RPM motor. Mowing 

and body features same as 18” 
PENN ACCO Rotary. 


Has new hand throttle control. 2.25 H.P., 
4-cycle Briggs & Stratton engine with re- 
\ wind starter, low-tone muffler. As with 
all Penn Acco Rotaries, 
one front wheel may be 
staggered to prevent 

scalping. 


— 


1 
Model 67220A Model 6601812 


(Rewind Starter 


| 

I 

| 

| 

i 

i 

i 

t 

i 

= | ! 
Model 66118A (Rope Starter) I 
! 

; 

: 

I 

| 

i 

| 


ON ALL 
a 
ACCO 

ROTARY 

MOWERS 





1957 Pennsylvania ~) 1957 Pennsylvania 
REEL POWER MOWERS HAND MOWERS 


a 
| 


NEW! Pennsylvania - | [ ‘ee 2 


21”’ RIDING MOWER ro \\ as : GREAT AMERICAN 


Pennsylvania’s answer to your wyy —— *, | Best hand mower you can 
“carriage-trade” market! A great DOO Ye — *\ sell! 

new “sit-down” mower for large | | — 3 . Model 2415 (15) 

lawn care. “Has everything” - | Model 2417 (17”) 

plus all the quality that made fo) Model 2419 (19°) 
Pennsylvania famous! Cuts a Model 42221C 

full 21” swath with Pennsylvania’s 
exclusive self-whetting mowing unit. 
3” wide semi-pneumatic tires give super 
traction. Large, padded coil spring seat. 


2.85 H.P., Continental ‘Red Seal’ Heavy Duty 
4 Cycle engine, rewind starter 


PENNA-LAWN 


Top value for medium price! 
2 models: 5-blade; 7-blade 


RIDING CYCLE converts most for bent and other fine 


late model Pennsylvania 21” 


ae grasses. 
reel power mowers to riding 
mowers. Model 1516 (16’) 


TWIN TRAILER attachment widens Soh} Model 15716 (16” 7-blade) 
scope of Pennsylvania Riding Mow- : 

Model 4 
er to full 56” mowing width. a 


Model 706E 
(Trimmer and Edger) “&G 
—_ 


Pennsylvania 18” EXETER Power Mower 


Tailor-made for your mass market. Features 
easy-turning, tight-corner mowing. Has TRIMMER and EDGER 
Pennsylvania’s exclusive double-ground, he Sialic uBiat © deals ben dine 
self-whetting blades that stay sharp for | 7 — replaces half-moon hoe, 
years of normal use. Dependable 1.75 - | grass hook, hand shears. 
H.P., 4-cycle Briggs & Stratton en- ) Medel 706A 
gine has low-tone muffler. Rewind « ademas only) 
or rope starter. Exclusive grass y & ; 
stripper prevents fouling of drive opener € PENNSYivay 
chain, sprockets. Low cut mod- ; { =e AS 
els also available for bent | — a, 1 
and fine grasses. AN <=" 

| Pennsylvania 
Model 22118 (Rope Starter) Model 22118LC (Rope Starter) d SPECIAL 
Model 22218 (Rewind Starter) Model 22218LC (Rewind Starter) Your high quality, 5-bleded 


mower at a low price. 16” 
width. 


Pennsylvania 21’. DE LUXE Power Mower | , | Model 1416 (16”) 


_— 








The finest reel power mower you can sell! 

Has new lever controls. Blades are full Model 40221 
spring-tempered, crucible-analysis, double- 

ground and self-whetting. 1.75 H.P., 4- 

cycle Briggs & Stratton engine has ae | 
rewind starter, low-tone muffler. TN 5 
Equipped with Pennsylvania’s a3 PENNETTE 
grass stripper. Also available ‘ee! 252777 = ee ae ee 
with 7 blades for bent and s See ae cae Sa ae 
other fine grasses. ae yy ia om ae | 4 blades. 

Model 407221—7-blade for creeping bent Lt ~~ 3 « Model 2112 (12”) 

and other fine grasses cementite i _— Model 2114 (14”) 


ww 


PENNSYLVANIA LAWN MOWER DIVISION 

American Chain & Cable Company, Inc. ) 

Stevens Lane, Exeter, Pennsylvania @ Bridgeport, Conn. De, Litho in USA 
Export Dept.: 230 Park Avenue, New York City, N. Y., U.S.A., Cable Address “AMCHAIN” N. Y. a 


= 


Specifications subject to change without notice. 












BN 


Suggested 
Retail 
$1.50 

per pair 
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LIGHTWEIGHT 
- ‘ \@, 14-7 PADS 
ol liek tile 


re-usable 





® GOOD PROFITS 


@ YEAR-ROUND DEMAND 
iil @ PRICED TO SELL 
HEAVY DUTY for Men especially, 


Tile setters, cement finishers, carpenters, 


® GOOD TURNOVER 
roofers, landscapers, cotton pickers, truck 


farmers, miners—anyone who works on 
his knees. 


made by 


JUDSEN RUBBER WORKS, two 


CHICAGO 24, 


ILLINOIS 





caren. 


THE \}EW RED JACKET |, | LINE OF 
CONVERTIBLE SHALLOW AND DEEP WELL 
JET PUMPS AND WATER SYSTEMS gna = 


1. Nothing extra to buy to convert "CJ" , 30 and 42-gallon tank systems can be 
models from shallow to deep well. installed either vertically or horizon- 
tally. 


COLORFUL, EYE- 
CATCHING TRAFFIC- 
STOPPING DISPLAY 





SCrectty end Louly converted trem Sheliow te 
Deep Well Operetee — WOTHING ELSE T 


RED JACKET 
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nV Oa = 


“water ~ 
service 
products 


_... THE \) EW RED JACKET \ 
LINE OF SHALLOW WELL JET PUMPS 
AND WATER SYSTEMS 


3. Priced to meet all quality competition. 4. Available as pumping unit only and as 
4, 12, 30 and 42-galion factory- 
assembled complete packaged systems. 


ABOUT THE RED JACKET 


Here's all you have to do: 


I. Get an official entry in one month, try again 
blank from your jobber or — the next month. 


eee peer sieemen, 5. Drawings will be held 
pame and ad- each month by the L. W. 

same Ramsey Advertising 

gency, Davenport, lowa. 

bbe notified 


} 


MANUFACTURING C O., DAVENPORT, Tehve- 
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HODELL CHAIN 
for every farm use 


Chains of all types and sizes are needed on the 
farm. That means good, year-around profit possi- 
bilities for you when you stock the full line of 
Hodell welded and weldless chains... high-quality 


chains for your farm customers. Display Hodell e Hodell Pailettes are strong, all-steel, re-usable con- 
e tainers. Each holds 100 Ibs. of Proof Coil or BBB 


a chain in the four most popular sizes: “%s, Y%, As, or 
Pailettes to sell Proof Coil and BBB Coil chain, to ¥% inch. 600 or 1000-Ib. barrels, Proof Coil, BBB Coil 


make steady profits from sales for the farm. as or High Test chains, also available in these and 
Ask your distributor about the full line of Hodell a 
Chains or write today for your Hodell Chain catalog. 


PROOF con. CHA! 
Pail elle 


as 
888 con cHall 


Paicethe 


animal and farm chains in your store, and Hodell 











HODELL CHAIN COMPANY « Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 





| ational. 


iii ae _ Fasteners i. Hodeli Chains Chester Hoists 


~-” 
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MINNEAPOLIS SUADAY TRIBUNE PHOTO wae 
Cc A Li NEPPLE PAIL 
mauve (> LOS WHY CALFEEDER HAS THE REPUTATION 
an * 2 “BEST PAIL MADE FOR BABY CALVES” 
CALFeeder nipple Sia made of indestruct- @ More calves survive the hazardous first 8 weeks of life. 


ible rust-proof. metal fittings and a pure rubber 


Sala Maeibene. Giles ts tele cnet: and dine, @ CALFeeder eliminates tiresome weaning of nursing 


calves and prevents udder damage. @ CALFeeder fed 
) CALF GETS ALL THE MILK calves show increased vitality. @ CALFeeder tends to 
Bite. ( seccnful of silk sensins in reduce scours caused by gulping from pail. 
\—___s CAL Feeder Nipple Pail. 














TWO SIZES AVAILABLE 


















Only CALFeeder gives General Metalware Company, Dept. HA 
ce erence rege A water sc ee 1401 Central Ave., N.E., Minneapolis 13, Minn. 
sizes and prices to suit their PI d 

our ease sen 
requirements. Another rea- y [] More information. 
son why CALFeeder is wholesaler, | C] Name of nearest wholesaler. 
popular with dealers! NOW! 

8 QUART 12 QUART Behan 


Cempany Name 


GENERAL METALWARE COMPANY Address 


MINNEAPOLIS 13 MINNESOTA City Stote 
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; a long close look at two products headed for 
record sales. 

Thousands checked them at the trade shows—and the 
concensus is that again in 1957 the top products in their 
field are the Springfield riding lawn mower and the 
Springfield rotary tiller. 

Why is Springfield the line to carry? 

First of all, features. Not just chrome and gadgets but 
solid quality appeal with real sales power. Springfield 
engineers have put their finger on what buyers want— 
ample power, ease and convenience, use versatility—and 
most of all, performance. 

Second, appearance. There is nothing freakish about 
Springfield—no design oddities. The riding mower and 
the tiller have clean lines with the look of power. They 
make a terrific first impression that helps make sales. 

Third, value. All we ask is that you compare. Imagine 
—a riding mower with 3.5 h.p. engine, recoil starter, 24” 
cut, 4 speeds plus reverse, 4 wheel stability, knee action, 
brakes, separate blade clutch and priced at only $259.50 
retail plus freight! Imagine—a 3 h.p. tiller able to till rows 
of many widths, with tines removable without wrenches, 
with tines guaranteed for life—and priced at only $134.50 
retail plus freight and optional transport wheels. Cus- 
tomers almost always expect to pay more. 

Yes, a Springfield spring is just ahead. We’ve added a 
sizable new factory addition to help with production. 
We've scheduled our heaviest advertising program to 
help you move it. 

Order Springfield—but order early. Write for whole- 
saler’s name. 


: 


pringtield spring 


COMING... 
A HEAVY-DUTY AD PROGRAM. 
IN NATIONAL MAGAZINES 


Lire, Post, True, NEwsweeK—dil wit 
this Springfield ad to masses of pi 
territory. a, 


newspaper co-op allowance; free mats, stuffers, radio 
script, TV film, displays, window banners, etc.; and a 
“complete sell” handle envelope. 


USE THIS 3-POINT PROGRAM 


1, Order Springfield mowers and tillers early. 
2. Get them on display on walk or front of store. 
3. Use tie-in ads and other sales aids. 

Yes, just ahead will be a SprIncFIELD SPRING. 


PRODUCTS OF 
QUICK MFG., INC., SPRINGFIELD, OHIO 
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SALES GROW... we PROFITS THRIVE 


BOSTON Vigilant 


5," inside diameter. Green cover, sun-weather- 
wear resistant. Seamless rubber tube, two-braid 
high strength synthetic reinforcement. Solid 
brass full flow couplings. (Also in black 3” 
and 3/,” heavy duty.) 


BOSTON Vixen 


4," inside diameter. Green or black cover, 
highly wear-resistant. Seamless rubber tube, 
single braid high strength reinforcement, Solid 
brass full flow couplings. 


BOSTON Tiger 


9/16” inside diameter. Black cover, long- 
lasting. Seamless rubber tube, single braid high 
strength reinforcement. Solid brass full flow 
couplings. 


BOSTON Special 


1/7,” inside diameter. Durable green cover. 
Seamless rubber tube, single braid reinforce- 
ment. Solid brass couplings. A real promotional 
leader. 


SOLD ONLY THROUGH 
VERIFIED WHOLESALERS 


BOSTON NOZZLES 


— the established leader in quality nozzle sales. 
Full size, machined entirely from solid brass 
stock. Packed 1 doz. to display, 6 displays to 


shipping carton. 


BOSTON BOSTON WOVEN HOSE & RUBBER COMPANY, BOSTON 3, MASSACHUSETTS 


MANUFACTURERS OF BULLDOG TAPE .. . another great BOSTON profit booster 
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System gums, 





Cleans Carburesor 
Bd tie! system 


removes fuel 
varnish and 











ADVERTISED IN 
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. and knows it! 
GUMOUT DIVISION 


Pennsylvania Refining Company 


2680 Lisbon Road, Cleveland 4, Ohio 
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Be prepared. Stock plenty of this fast selling, nationally 
advertised carburetor cleaner. Order from your jobber, 


nothing like it! It cleans as the mower operates. 





dissolves the gum and varnish that chokes off the air and 


gas supply. Simply add GUMOUT to the fuel. 


nish deposits that were built up during last summer’s use, 
GUMOUT cleans carburetors quickly and effectively ... 


F very power mower is clogged up with the gum and var- 
last winter’s storage. These deposits mean trouble. . 


starting, low power, poor performance. 


Every power mower owner needs help. . 
That’s what sells GUMOUT for you. 
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The perfect combination 
for bigger sales— 


Here’s America’s favorite fence com- 
bination: American Steel Posts and 
their perfect partner—sturdy, long-last- 
ing American Fence. This pair of profit 
pullers will really put strong sales ap- 
peal in your American Fence displays. 


These bright American Posts are 
available in three styles—the Studded 
T, the “U,” and the All-Purpose “U.” 
Stock these posts along with American 
Fence and the complete line of USS 
American Products, so that you will be 
better able to meet the over-all farm 
needs of your customers. 


And those customers will be in to see 
you soon. U.S. Steel is running a strong, 
consistent advertising campaign on 
American Fence Posts, as it does on all 
USS American Products, to keep the 
farmer “in the know.” Youcan best take 
advantage of this advertising by bcing 
well-stocked with American Fence Prod- 
ucts and by keeping them displayed 
prominently on your floor. This year, 
make harvest time profit time. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN 
STEEL FENCE POSTS 
AND 
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FENCE 7 
ZAZA AND POSTS 7 
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BARBECUE BELL 

FARM & RANCH BELL 
CALL THE CHILDREN BELL 
COME & GET IT BELL 
CHOW DOWN BELL 
CAMP BELL 


ao ee 


* 6-inch Solid B * Beautifully Polished BIG SPRING SALES 
inch Solid Brass eautifully Polishe 
* Pony Shoe Bracket * Display Packaged BIG SUMMER SALES 


i 
There is something almost irresistible about a BIG polished YEAR ROUND GIFT SALES 


brass bell! And this Patio Garden Bell is a beauty that 
folks just won't be able to leave behind. It’s a 6” Solid 
Brass Bell, highly polished and lacquered. Tongue is cast 
and has an easy rocker type pull action, a slight pull on 
the rawhide lanyard produces a loud pleasing tone. 


The Patio Garden Bell is mounted on a steel, genuine 
“Good Luck” pony shoe bracket . . . finish on bracket is 
antique black satin. This bracket is perfect for mounting 
on building, fireplace, patio, porch or tree. 





Bells are individually packed, fully assembled with bracket 


attached in attractive display cartons. Show it and you'll 
SELL it! 


Please send me more information on 
the BEVIN PATIO GARDEN BELL. 


NAME 





—— —— -—_- —— 
ipo aid ba etna et a peta ee ar a ee eo 


EVIN BROS. 


MANUFACTURING COMPANY, East Hampton, Conn. 








ADDRESS 








Sales Representatives: 
JOHN H. GRAHAM & CO. Inc., 105 Duane St., New York 8, N. Y. 
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MY JOBBER IS 
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/, MILLION “SALESMEN” 
push the 


Sevmour Smits Snap Gt Li WY E 





Lenk handled ; 


pre pes 


aah 


Here’s the famous 
“Snap-Cut” blade and 
anvil principle applied 
to a long handled 
pruner with the fine re- 
sults you’d expect. 
Sharp cutting blade is 
alloy steel, handles are 
select ash with long, 
steel ferules. Light- 
weight, yet cuts up to 
1144” limbs. 





It’s a snap with 


Sop Gt 


Garden Shears 





ee The famous 
Spapt 


Pruner known to 
millions for qual- 
ity. Out-cuts and 
out-lasts any 
other pruner. 
#119-8” $2.95 
Other “Snap-Cut” 
pruners $2.19 to 
$4.25 


#1312 a | 
Tree Pruner s 
$7.25 RS 


retail 
with #1300 
saw blade 
attachment 
$8.75 


For removing dead 
branches, thinning out 
trees, removing 
branches that interfere 
with gutters, eaves, 
electric wires, etc. 
Comes in two 6’ jointed 
sections, easy to assem- 
ble. Rope operated 
blade cuts cleanly. Saw 
attachment is easy to 
install. 


Seymour Smitn 
Swnce E50 


Yes, sir! There are over 2% million Seymour Smith “Snap-Cut” 
pruners in use today. And, because of their outstanding, efficient 
performance, everyone is a salesman for you in selling the “Snap- 


Cut” Line. 
<§nep (at Garden Shears 


for All Pruning and Trimming 


This gives you the magic name “Snap-Cut” on each of the Garden 
Shears below—and puts those 214 million “salesmen” to work for 
you to speed sales. 


#1207 ap 
Grass Shears 
$2.50 


retail 
with plastic 
grips 


} Tension bar automatically 
holds precision-edged, hol- 
low ground blades at cor- 
rect tension. Tougher the 
grass, the greater the ten- 
sion. Hence smooth, easy 
cutting. Plastic grips are 
wonderfully comfortable. 


#575 ae 
“Stand-up” 


Grass : 
$4.7 


aan 


NEW 


Easiest-cutting hedge 
shears ever! Precision- 
edged, hollow ground 
blades, plus exclusive 
spring steel shock absorber 
and blade tensioner are 
strong selling features of 
these fine “Snap-Cut’”’ 
hedge shears. 


#154-9” 7 = 
Hedge Shears . 
95 


retail 


No stooping, no bend- 
ing. Shears roll 
smoothly on two large 
wheels. Simple 
‘‘squeeze’’ action on 
handles operates sharp, 
clean cutting blades. 


Think now, Mr. Dealer, in terms of “Snap-Cut” Grass 
Shears, “Snap-Cut” Hedge Shears, “Snap-Cut” Loppers 
and “Snap-Cut” Tree Pruners in addition to “Snap-Cut” 
Pruning Shears. Our increased sales show it paid off for 
those who did last season. 








SEYMOUR SMITH & SON, INC. 
2702 Main St., Oakville, Conn. 


Inc., 105 Duane St., 





Soles Representatives: John H. Graham Co., New York 8, N. ¥, 
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Sates Can Grow! 











Danny and his helpmate Dot 
Look over lawn and garden plot, 
Soon discover that they need 
Help in fighting pest and weed. 


Danny SHows How Yi 


> 
. —_— 
Leo 


They buy the brands th 
End-o-Weed and End-o-Pest, 
From the makers of Vigoro! 

That’s how your sales and profits grow! 
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ey know best: 
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End-o-Pest and End-o- 
Weed Products make 
your garden department 
complete 


Stock them—Display them 


Priced to give you a good 
profit. Promoted to give 
you fast turnover 








End-o-Pest 
Rose Dust 


‘“‘Best,”’ say rose grow- 
ers. Controls all pests 
and diseases for which 
cures are known today. 
Easiest to use, most ef- 
fective. In handy re- 
fillable dust guns with 
refill cartridges and in 
20-0z. packages. 








LAWN WEEDS 
KILLER @ 


ee ’ 3 


GARDENERS COUNT ON IT! 


Instant Vigoro Complete Water- 
Soluble Plant Food is ideal for 
house plants, transplanting and 
supplemental feedings of every- 
thing that grows—lawns included. 
Double-acting: feeds plants thru 
both leaves and roots. Benefits 
plants in matter of hours. 










End-o-Pest 
Garden Spray 


Contains Malathion for 
sure death for hard-to- 
kill insects that attack 
vegetables and orna- 
mentals. Easy to mix. 
Safe. Used throughout 
growing season. Avail- 
able in 2-oz. and 6-oz. 
sizes. 








Vigoro, End-o-Pest and End-o-Weed are trademarks of Swift & Company 
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End-o-Weed 
Lawn Weed Killer 


Sure death for weeds. 
Doesn’t harm grass. 
Easy to use, especially 
with Side Spray that 
fits ordinary gallon jug. 
Available in 8-oz. and 
qt. cans. Special End- 
o-Weed for crabgrass 
and chickweed in 7-oz. 
and 22-o0z. cans. 














~~ 
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Plant Food Division 


The BIG line for BIG profits 





Pe cu ~ Stock and display these Vigoro Plant Foods too: ~~~ 


- ~ 
7” NVigoro Complete Rose Food * Special Vigoro for camellias and * 
, azaleas * Vigoro plus Chlordane * Vigoro Complete Plant Food ‘ 


GOLDEN VIGORO COMPLETE LAWN FOOD 


See your local Vigoro Plant Food Representative or write if 


SWIFT & COMPANY st 





End-o-Pest 
Garden Dust 


Big repeat item. Used 
regularly to control all 
types of fruit and vege- 
table insects and dis- 
eases. Safe to use. Avail- 
able in applicator guns, 
refill cartridges and 2- 
lb. canisters. 




























End-o-Pest 
Tree Spray 


Big seller, protects 
home owner’s favorite 
trees — evergreen, fruit 
and ornamental. Con- 
trols chewing and suck- 
ing insects and many 
fungus diseases. All 
purpose. Available in 1- 
lb. and 3-lb. canisters. 





End-o-Pest ARC 
Ant and Lawn 
Insect Control 


In two forms: Dust— 
available in 1-lb. and 4- 
lb. canisters, controls 
ants, grubs and other 
soil insects. Liquid 
form—in 6-oz. and pint 
bottles—controls 
3 household pests as well. 


~ . 
“> an. 
~ 


~ 


‘ 


Chicago, Illinois ne 
nae 


—_—_ 
— oe oe eee ee ee ee ee 


WHITNEY’S 


UPGRADER DISPLAY 


Persuades... 
UPGRADES... 


your customers 
to permanent 


lawne vee - ee ia 
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KKK | ror wt we 
This full-color 3-piece UPGRADER display helps : 


you sell more lawn seed, and the more permanent 
and profitable brands, too. Watch more customers 
UPGRADE themselves to the “4 Star’, high-profit 
mixture . . . because they see the luxury lawn they 
want. Stock Whitney’s “2”, “3” and “4 star” brands 

. use this UPGRADER display for the best lawn 


seed profits ever! 


*%*& XX More customers than you realize are really 
in the market for a fine-textured, permanent en aay 
“show lawn”... as the display illustrated at top At bene ; ve do be ! 
can prove to you. woe i 
*%&¥*&¥* This full-color barbeque scene, and the copy a ~ 
with it, sells the value of a useful, permanent 
lawn that requires a minimum of care-taking. 


/ fa il? 


Xx You will interest customers in this rugged, 
low-cost grass ... and many will buy it for back- 
yard planting while choosing a better Whitney 
brand for other areas. 


For full details write to: 
WHITNEY SEED CO., INC., Buffalo 5. N. Y. 
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So you've tried playing 
the Lawn Mower field across 
the board ...and you've 
ended up with a bunch of 
“also rans.” 


That kind of gamble 
really didn’t pay off, did it? 


Here’s a tip from the 
smart boys... put your 
money on the real champion 

. watch the long line of 
RUGG-ED mowers romp 
home, your sales and profit 
winners all season long. 


Call your jobber today 
for the RUGG mower dope- 
sheet... satisfy yourself that 
RUGG is your best bet for 
a fast start and a strong 
finish. If you prefer, write 
direct to: 





NEWARK, OHIO 


Manufacturers Since 1883 
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COMPANY 


why play the field? 





t 
Ring puts Rugg Rotary 
Mowers in winner's circle! 
Creates suction that pulls 
grass straight up for clean 
cutting . . . then whirls the 
cuttings around to chop 
them into a fine mulch. 
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NIXDORFF-KREIN MFG. CO. 


916 HOWARD STREET ® ST. LOUIS 6, MISSOURI 
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“Long time WiQO-SEE - - - : 
15 year guarantee”’ _~’ 
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The original 


WO-SLE 
GRASS 
BARRIER 


NOW PACKAGED 2 WAYS! 


New 40-foot connected coil! 
Disconnects every 2 feet. No cutting. 


Here’s extra convenience for your cus- 
tomers. It’s a continuous coil . . . but it’s 
the only coil that doesn’t require cutting. 
Can be disconnected or re-connected to 
make any length or perfect circles for 
around trees. If your customer needs a 
40-ft. length, it’s ready for installation as 
it comes from the box. Disconnects to any 
shorter length with a twist of a pliers. 
4-inch depth. 


Standard 40-ft. package iis 


The regular No-See package thatisa “Fs WO GE ‘ ea m 
fast seller everywhere. Individual : , canna wag Nl 
2-ft. sections are easily con- Se ary aaa aaa 
nected with special clips — gore f : 
to make any length, ~~. “ia GEE 
4-inch depth. . ee 
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3 MORE GOOD REASONS WHY NO-SEE SELLS BETTER... 


Nationally advertised —No-See is advertised in larger ads, and 3 New 16-page book of uses—Raise 
in more magazines ... to sell homeowners on the benefits of the cover on the No-See coil package 
grass barrier. No-See advertising sends customers into your and this book is displayed. 


store .., assures brisk, volume sales. Shows a dozen ways 


to use No-See... sells 
2 Guaranteed 15 years against rust failure—Printed guarantee yee ote Se 
is enclosed in each package. This guarantee of resistance to a 
corrosion together with the superiority of rigid, stronger, galvan- 
ized steel ossures customer satisfaction. 


Order from your hardware or garden supply jobber 











NO-SEE Grass Barrier is manufactured by: 


KEELOR STEEL, IN Cc. 


925 NINTH ST. S.E.. MINNEAPOLIS 14, MINNESOTA 
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Signal for spring selling... 


HOUSE & GARDEN’S 
ANNUAL 


LAWN & GARDEN 


Leading National Advertisers 


like these have 
joined H&G and will be 

part of this 
big spring promotion 


AM Chem Paint 

Avon Mfg. Co. 
Borden Co.—38 
Edmont Gloves 
George Garden Tools 
Hayes Spray Gun 
Hudson 

International Harvester 
Jacobsen Mfg. Co. 
Jari 

Lodge & Shipley 
Mandeville & King 
Midwest Mower 

Moto Mower 

Nichols Aluminum 
Parker Sweeper 
Porter Cable 
Propulsion Engine 

O. M. Scott 

Seymour Smith 
Stadler Fertilizer 
Sunbeam 

Swift — Vigoro 

L. Teweles Seed 
Vermiculite 

Western Tool & Stamping 


| 
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SUPPLIES /EQUIPMENT PROMOTION 


Again this spring, House & Garden will send you without charge 

a really outstanding promotion kit jam-packed with useful selling aids — 
real traffic builders! Use these materials to signify your store 

as a House & Garden headquarters for quality lawn and garden 
supplies and equipment. You're sure to attract many of the H&G 
reader-families in your community who look to stores carrying 

H&G advertised products when buying. 


Here’s what you'll receive free with H&G‘s Complete Kit 


* Colorful hang tags containing a large space for you to indicate price. 
¢ Giant 3-color Streamer for window or interior store display. 

* Reprints of special editorial section in H&G’s April issue. 

¢ Counter Display Cards of advertisements appearing in H&G. 


¢ Spray Chart for common garden insects and diseases with space 
for your store imprint. 


...and that’s not all! House & Garden will back up this big spring 
promotion with a special editorial section in April featuring 

all types of lawn & garden supplies and equipment... _ 

with the accent on power! This feature is sure to generate 

great reader interest — start hundreds of thousands 

of H&G families looking and buying! 


Sign up for H&G’s free promotion kit, now! 


TO: House & Garden 

Garden Merchandising Dept., 420 Lexington Ave., New York 17, N. Y. 
Please send me H&G’s Spring lawn and 
garden promotion kit without charge. 


Your name 





Store name 





Street 


City 





State 


Zone 
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MNBL Clean-up 
Pall: 


2 aI SWEEPERS 


—_— 


Ten times faster than 
hand raking * Sweeps 
lawns, patios and drives 
¢ a‘‘must’’ for all home 
owners °® Three types. 
hand, gasoline and elec- 
tric-powered ¢ Display 
now for Spring Profits. 








WRITE FOR FREE FOLDER 


be sure to get 
nome V4, your powerful 


merchandising 









kit for 

Spring 

profits 

(Right) The PARKERETTE .. . avail- ' 
able in 20 and 28” sweeping widths ™ “Sime MAIL TODAY! 








(Above) PELICAN LAWN CART A. 8 Ss 
es 


...in 5 and 15 bushel capacities Sa : 


: 







FULL PAGE ON RADIO 


HOUSE BEAUTIFUL file Titian MuGaCneisit: 
FULL COLOR ON TV BOOK 


wea 


Point - of - Sale 
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@ Parker SWEEPER COMPANY ¢° 
e SPRINGFIELD, OHIO Dept. HA . 
® Please send full information about your spring ®@ 
LAWN SWEEPERS © merchandising program for Porker LAWN ® 
@ SWEEPERS and CARTS. * 
The oniy Complete Profit od ° 
Line of Lawn Sweepers _— Title ° 
* 
@ Store Nome .7 
a + 
@ Address ° 
wy +e * 
e 2 Se e 
Parka SWEEPER COMPANY, SPRINGFIELD, OHIO > 
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Ked eggs Merchandising lips: 


‘This 


nationally known 
USS CYCLONE 


‘Red Tag™ 


LABEL 


HARDWARE 
PRODUCTS 





is your greatest business-booster!”’ 


When you display Cyclone Red Tag 
Hardware Products—and identify 
them with the well-known Cyclone 
Red Tag Label—you’'ll find that your 
sales will take a big spurt. That’s be- 
cause these products are recognized 
and accepted everywhere as the high- 
est quality and most dependable line 
on the market. 


So, make sure that these products 
are given prominent space in your 
store. And make doubly sure that 
they are clearly marked with the 
sales-producing ““Red Tag” label. 

Meanwhile, check your stock of 
these hardware products. Don’t run 
the risk of losing a sale because you 
don’t have the items your customers 


want. (That means Cyclone Lawn 
Fence and Gates, Flower Bed Bor- 
der and Trellis, Cyclone Insect Wire 
Screening—Galvanized, Bronze, and 
Aluminum — Cyclone Hardware 
Cloth, Cyclone Catch-All Baskets, 
and Cyclone Flexible Steel Mats. ) 
If you don’t have all these items, 
contact your Cyclone jobber now! 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST-TO-COAST - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


PACIFIC COAST HEADQUARTERS—OAKLAND, CALIF. 


USS CYCLONE| 
‘Red Taq” 


Hardware Products 


FLEXIBLE STEEL MATS 


Clean Better-Last Longer 
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Cc 


How to know and control all these common insects: 









One 
——— 


INSCChiCida Protec 
kills 


Oo 


It diagnoses bug problems all by itself. Hands out colorful free 
folders, loaded with useful information. Displays any malathion 
insecticide you stock. Takes only 18%” of counter space. And it’s 
punched for wall display! 


The same full page, full color ad this display puts on your 
counter appears 3 times in America’s leading magazines. Over 
23 million families will see it! ... including 7 out of 10 in 
your town! 


Cut inventory — boost sales 


You can recommend any malathion insecticide with confidence. 
Because malathion meets every major garden insecticide need, it 
helps cut inventories, boosts sales at the same time! 


Take a minute now to write for your FREE counter display and 
sales kit. And check your supply of malathion. Available from 
ALL leading formulators in sprays and dusts. 





—_cYANAMID — 
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Ccls your whole 
es, mosguitoe: 


~-.MALATHION 
da f 


7 out of 1O garden owners in your town 
will see this malathion ad in Life, Sunset, 


Better Homes & Gardens, Household 





Ss. 


c------------------ 


* farden 
dog ? Pests foo! 
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Displays the ‘’ 
malathion insecticide 1 
you sell! 2 
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MALATHION 


ae This DSCOticice contains 








American Cyanamid Company 
Dept. M1, 30 Rockefeller Plaza, New York 20, N. Y. 


Rush my FREE malathion counter display and 

supply of consumer folders. Also send me follow- 

ing number of: 

(No.) _.. Streamers—5” x 24”—‘“Protect your 
whole garden...ask for a MALA- 
THION insecticide” 


l 
| 
| 
| 
| 
| 
(No.) _.. Envelope Stuffers—(Fits #6 envel- 
ope)—Tells customer to stop by for 

free folder ...and malathion. 7 
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SEE HOW THIS 


EXCLUSIVE DESIGN 


LOCK-CU T BLavE 


MAKES THE 77 ELECTRIC 


HEDGE TRIMMER 


; 
; 
: 


You can’t offer your customers a better 

value in Electric Hedge Trimmers than this one by Central! 
Superior in design and construction throughout, 

it offers extra features that will sell it on sight! 


@ Exclusive Lock-Cut blade design which catches and holds twigs and branches 
No. C-600 
Delune Electric until cut... cer egenshess.a slipping ovt. 
Lawn Trimmer @ Sickle-type blade (12') of fine tool steel, hardened and precision ground to stay sharp. 
@ Streamlined design . . . perfectly balanced; can be used with one hand. Right or left side 
grip provided for use when desired. Comfortable form-fit handle. 
No. C-602 
Electric @ improved bevel pinion gear and cam action. 
Kul-T-Vator @ Powerful, light weight 110-volt motor; long-lasting, conveniently located toggle-type 
switch. Shock-proof handle and side grip. 
@ Total weight only 5 ibs. . . . ideal for women gardeners. 
@ Priced to sell to the home-owner market! 


CENTRAL STAMPING 
AND MANUFACTURING CO. 
POLO, ILLINOIS 


HARDWARE AGE, FEBRUARY 14, 1957 









i ey ANTI-BENDING 
i CRANKSHAFT 
4 AUTOMOTIVE-TYPE 
a NSTR 
SYNCHROMESH 1 CONSTRUCTION 
TRANSMISSIONS | 
Se CLOSE TRIM 
: Ses DESIGN 


DIAL-A-MATIC 
CUTTING-HEIGHT 
er ADJUSTORS 





NON-SCALPING o 
STAGGERED-WHEEL 
DESIGN 16 REEL AND ROTARY 
' -s DELUXE MODELS AND 


PROMOTIONAL MODELS 
PRICED TO SELL AS 
LOW AS $59.95 





FAMOUS 
4-CYCLE ENGINES 


Sell the Mower with the Features 
Everybody Wants! 


Moto-Mower is America’s Fastest Selling—and Easiest to Sell—Power Mower! 


Moto-Mower offers a long list of exclusive features Dealer Plan gives you more profit on every sale. 
that make for smoother, easier mowing! Features With this combination, you will sell more power 
pre-sold by both national and local advertising. mowers in 1957—easier—and make more profit than 
Features not available on any other power mower! ever before. Ask your distributor or send the 


AND-—the sensational Moto-Mower Preferred coupon for complete information—now. 


The Most Sensational Profit Plan in the Mower Industry! 


® Longest Discounts in the Industry— a3 
Throughout the Year! eee ee a gE 


® Non-recourse, Non-reserve Consumer Time (HA) 


Payment Plan (Available in most states) Moto-Mower Division, Detroit Harvester Co. 


50-50 Co-op Advertising Plan (unlimited) 625 “G" Street, Richmond, Indiana 


Factory-paid Local Newspaper Ads “N | = Please send me complete Preferred Dealer Plan and full- 
; | color descriptive literature on the 1957 Moto-Mower Line. 
Factory-paid Local TV Spots 


Free Displays and Selling Helps : Nome_ 


Big National Advertising Program 
Including LIFE and POST 


Prospect Coupons from National Ads Oo Address _ 


Store Name 


Nation-wide Service Organization <a eee 





DEALERS: Here's a Big Ticket Item 
that’s moving fast in the fast-moving 
A outdoors field! 


— 


Sea ai si 

































































IT’S INSECT-TIGHT 


The New ® ALL-ALUMINUM PORTABLE SCREENED ROOM 


This room is actually larger than most screened porches or 
terraces, yet costs less to buy, much less to own. Here’s Optional 
modern, protected “outdoor living”’ at its finest. PORANDA accessories: 


Portable, quickly erected. No foundation required. Rug- ® Ceiling Light 


ged construction will withstand severe storm conditions. 
@ Basswood Roll-down Shades, 


The all-new, all-aluminum PORANDA is available in three sizes: either green or natural 


PORANDA NO. 8 - = = = = = «= size x Y 
PORANDA NO. 10 - = = = «= «=. size 9 x 12 8" ® Anchoring Posts 
PORANDA NO. 12 <= = «= = size 12'8" x 12 8 


Poranda bears the Alcoa label 


® Canvas Drop Curtains 


LVLNEVCEDUOPONEYOALGHUAREOOEOATONYU AHHH EAA THA 


EFYYLITAUCLEEEUOOGAUEONAAORETRDDAATH EAT EAT APT 


The high-quality Poranda offers alert dealers an opportunity for 
immediate profits and substantial future growth. Your territory 
may be open. Write or phone us for details. 


Wee ecco bec eee PRE 


PORANDA PRODUCTS SPECIAL 
UNITED SPECIALTIES CO. 


9705 COTTAGE GROVE AVENUE * CHICAGO 28 * REGENT 4-5000 
66 HARDWARE AGE, FEBRUARY 14, 1957 








PEST CONTROL CENTER] 
__ROOT- LOWELL 





hens 





, 








14A MERCHANDISER 
Includes Your Entire Sprayer and Duster Needs 


® 6 DOZEN HAND SPRAYERS 


® 1% DOZEN HAND DUSTERS 
e 
© 2 SLIDE SPRAYERS MERCHANDISER DISPLAY 


© FREE MERCHANDISING KIT 
. ooo AIR including window spots, store 
identification decal, NSDA 

® PARTS DISPENSER 


Sprayer & Duster Manual and 
with 12 kits of compressed air newspaper ad mats 


Dealer cost *12895 
(slightly higher in western states) 


sprayer parts for customer “re- 
pair-it-yourself” use 
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MAKES 4 SQ. FT. 
REALLY PAY OFF... 


Root-Lowell’s 
New Pest Control Center 


e Industry’s Finest Sprayer and Duster 
“Point-of-Sale"’ Merchandiser 





e Attractively Displays All Sprayers 
and Dusters Now in Demand 


Here is the new, big-profit, fast turnover way to sell 
sprayers and dusters...in a space only 30 inches wide. 
Shows a dozen different sprayers and dusters in gay 

colors ... provides magnet for quick impulse sales... 
has real sales sock . . . real eye-appeal . . . builds store 
traffic . . . increases sales of related items. You'll sell more 
sprayers and dusters than ever before because customers 
can quickly select the right one for their needs. And 

you can fill their orders immediately from stock. This 
colorful display comes to you completely assembled—is 
included right in Root-Lowell’s big sprayer and duster 
Merchandiser that gives you a complete initial stock of 
all popular sprayers and dusters for a minimum 
investment. Valuable kit of selling aids also included 

to promote maximum sales and profits. 


with each 
Coe Walcadalelaleiti 
Retail Value over $19.00 


Genuine LOWELL 
os PENNANT 


4 gallon compression sprayer 


Root-Lowell sprayers and dusters nationally ' 
advertised in Saturday Evening Post. 








Please send me detaiis about your big profit-mak- 
ing Sprayer and Duster Merchandiser package. 


NAME 














HIND YO 


YOUR DISTRIBUTOR 
KEEPS YOU IN THE 
ALUMINUM FURNITURE 
BUSINESS...PROFITABLY 

















Your distributor of All-Luminum sum- 
mer furniture is the man who can put 
you in the aluminum outdoor furniture 
business profitably ...and keep you 
there. Before the season he’s there to 
show you the newest best-sellers in the 
All-Luminum Line. When the season 
starts, he delivers your opening inven- 
tory without big investment on your 
part. When it gets hot, he’s the one 
who delivers the merchandise you need 
quickly from his local warehouse. And 
he handles the handsomest, best-made 
nationally-advertised line, All-Lumin- 
um, the line with built-in profits. Get 
the whole story, from the man you 
can count on, your All-Luminum Prod- 
ucts distributor. 

Distributors: Some choice territories 
available. Write today or call collect. 

















MODEL 250 LAWN-KING 
Carnival pattern Saran webbing, on 71%’ 
ALCOA aluminum for “armchair” comfort. 
Extra-wide arms. 18” seat. ‘“‘Wonder-Folds”’ 
in one motion. Coral/White, Green/White, 
Charcoal/White. Weighs 6% lbs. 

MODEL 450 FOLDING CHAISE-KING 
Fingertip adjustment relaxes this spacious 
chair to any of 4 comfortable positions. 
‘“‘Wonder-Folds” in one motion. Carnival 
Saran webbing on %" ALCOA aluminum. 


Coral/White, Green/White, Charcoal/ 
-ALL-LUMINUM PRODUCTS 
MODEL 255 UPHOLSTERED LAWN-KING 

36th and Reed Sts. Philadelphia 46, Pa. ‘Luxurious “‘living room comfort’. Heavy 

gauge vinyl cushions filled with rubberized 

hair, helical springs. “‘Wonder-Folds”’ in 

| ALUMINUM FURNITURE FOR MODERN LIVING one motion. 1¢"’ tempered ALCOA aluminum 
| frame. Green/Gold/Charcoal and Coral/ 
Gold/Charcoal. Weighs 8 '4 lbs. 


et ae nes ents: dcnememstcenacas.samemes - .0 Reem 5 - wea. ao watine nee wane acme aeons woot tn eee — 





Write for free color catalog and name of your local distributor. 
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THIS 
LONG-LASTING, FLEXIBLE 
PIPE IS MADE OF 


WINE 


POLYETHYLENE 
an Eastman plastic 


Senile Petpeiatone to the Grand acts af 2 Sigh quality 


marketed 
Chemical " a  - of EASTMAN 
and resistance to oft types of 
deterioration 
are outstanding. 


‘Easy to instar « Never Corrodes + Requires no Threading 
Lignt in Weignt + Asoures High Fiow + Unaffected by Freezing 


TENE 


POLYETHYLENE 


an Eastman plastic 


1932-—EASTMAN’S 25TH YEAR IN PLASTICS—1957 
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Durable plastic pipe 


carries a tag like this 


This tag identifies pipe made of Tenite Polyethylene. It guarantees your 
customers a tough, durable pipe that’s ideal for carrying water for drink- 
ing, irrigation, animal watering, lawn sprinkling systems—or wherever 
cold water must be brought from one location to another. 

Farmers and homeowners like the many advantages of pipe made of 
Tenite Polyethylene. It's light in weight, and hence easy to carry. It's 
flexible, can be curved around obstacles, and therefore requires fewer 
angle fittings. Since it’s available in rolls, long coupling-free runs are 
possible. Where shorter lengths are desired, it can be cut with a knife 
and quickly joined with simple compression fittings. What's more, pipe 
made of Tenite Polyethylene resists weathering, corrosion and electrolytic 
attack, assuring long years of trouble-free service. 

Tenite Polyethylene plastic is made by Eastman and supplied to ex- 
truders who produce the actual pipe. Eastman advertising is helping to 
tell your customers about Tenite Polyethylene pipe and the tag that 
identifies it. Be sure you stock this pipe and display the tag. For a list of 
extruders, as well as additional information about pipe made of Tenite 
Polyethylene, write: EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of 
Eastman Kodak Company, KINGSPORT, TENNESSEE. 
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New handy handle 
helps sales! 


New, streamlined, 
“snap-on” handle ts sturdy 
and adjustable to user’s 
height. Fingertip throttle 
control permits 
changing engine speed 
without stooping or 
stopping. Toe-tip 
control safety latch. 
Handle stands 

upright for 

compact storage. 





























These features 
are your selling points: 





@ Side chute prevents clumping or matting 
e Adjustable deflector controls discharge 
e New, streamlined, “snap-on” handle 

e Fingertip controls 

@ Inset wheels for close side trimming 

® Staggered wheels prevent scalping 

e All-steel wheels with recessed hubs 

@ Unbreakable steel deck 

e “Sta-Temp” hardened blade 

@ Quick, easy cutting-height adjustments 
e Large, wide-tread tires 

@ Nationally-famous 4-cycle engines 


e Leaf mulcher included, no extra cost 


ay 


What do your customers need? 


There’s a Savage here for every re- 
quirement...in every price range! 





Model 31-T, 21” cut 





Model 30-T, 18” cut* 





Model 32-T, 20” cut 
Self-propelled 





Model 30-E, 18” cut 
Electric-powered, 
¥% hp, 3450 rpm 





Model 90-R, 21” cut 





Model 75-R, 18” cut* 





Modei 55, 16” & 18” 
Mode! 45H, 16” 
Model 35, 16” 
Model 35H, 16” 





Savage “Sweepalawn” © 
24” & 30” width 





ne t 
A Completely Ma NOOLERS! 


‘7 PORTABLE 


Snow-White Molded ROYALITE Interior — 


Lighter than aluminum—Tougher than 
sheet steel—Can‘t rust or leak — 





Holds cold hours longer! 


A SURE-FIRE SELLER with all these big 
new sales features: 
NEW — modern vinyl bonded-to-steel top (40: 
times more abrasion-resistant than leather—won’t 
Stain, wipes clean with damp cloth in a jiffy. Its 
beauty lasts!) 
NEW Scratch-proof Polystyrene Lid Liner! 
NEW Snow-White Royalite Lining can’t rust or 
corrode — no seams. 
NEW Bright Chrome-plated Hardware. 
NEW Cleanliness— rounded corners easy to 
clean — odor free. 
NEW low K-Factor — heavy fiberglass insula- 
tion holds cold 25% longer. 
FAMOUS fingertip lid latch! 
NEW non-breakable, flush Polystyrene drain 
plug with “no-lose” snap cap! 


Now COLEMAN is FIRST to give you a portable cooler 
with the new spectacular, light-weight Royalite lining; as 
rust-free, and easy to clean as a home refrigerator. 

FIRST with new inside-and-out beauty never before seen in 
any similar portable cooler. 

FIRST with a cooler that’s pounds lighter than all-metal 
coolers of similar capacities. 

FIRST with hours longer refrigeration service. 


To see it is to want it — practically sells 
itself and now you can sell it under the 
famous Coleman label! 


IN TWO MOST POPULAR SIZES 


=: 


SNOW-LITE Model 5206— 
| Just right for a family picnic. 
Big capacity. Outside: 102” 
wide, 18” long, 13%” high. 
No-pinch ammunition chest 


SNOW-LITE Model 5207— 
King-Sized cooler! Food and 
beverages for a big group. 
Outside: 13’ wide, 22” long, 
16” high. Recessed easy-carry 


Order From Your Wholesaler... THE COLEMAN COMPANY, INC., Wichita 1, Kansas 
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handles. 


Model 633 — Deluxe 
Service Model — Big! 
Unique fingertip latch... 
recessed handles. Flexible 
adjusto-tray. Same size 
as Snow-Lite 75207. 


Model 632 — Family 
Model—Up to 16% larger 
than others in its price 
class. Fingertip latch. 
Adjusto-tray. Same size 
as Snow-Lite 35206. 


handles. 


Model 631 — Party 
Model—Heavy duty sin- 
gle bail for easy carry- 
ing. Fingertip latch. Just 
right when small capacity 
is required. 
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NEW GREEN SPOT 
MERCHANDISERS 





RACK UNIT provides complete Green Spot depart- 
ment in only 3% sq. ft. of floor space. Made of heavy 
gauge wire—has special hooks for hose display. Can 
be ordered 3 different ways: 1—Order rack with com- 
plete assortment of sprinklers and watering aids— 
and get free 12 heavy duty nozzles, 50 “Watering 
Guide” booklets, and colorful window banner. Retail 
sales value of nozzles more than offsets price of rack! 
2—Order rack without assortment and get 12 free 
heavy duty nozzles, or ...3—Order rack alone. 


SCN 


Green Spor WATERING AIDS 


SPRINKLERS FOR EVERY SHAPE 
OF LAWN AND GARDEN 





QUICK SERVICE COUNTER UNIT comes com- 
pletely stocked with best-selling Green Spot sprin- 
klers and watering aids—can be assembled in just 
two minutes. It’s a $4 value—yours for price of mer- 
chandise alone. The detachable backdrop lets you 
adapt unit to many different display locations—coun- 
ters, windows, shelves or aisle-end stands. Complete 
details on how to get Green Spot Rack and Quick 
Service Unit are available now through your whole- 
saler. Why not call him and place your order today? 


Si a 
A product of SCOVILL 


Scovill Manufacturing Company, Waterbury, Connecticut 





featuring — 


_ sprinklers of 


spectacular new design 
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ENTIRELY NEW! 


Galvanized GASOLINE CANS 


THE NEW-STYLE COMPLETE 


Co ae oe as A Ai oe ve © ee 


es oak 
at 
“es 


tat Sey . ‘ 3 Pur 
Re ee ae hE AD Cy 
ee ee 


» «+ complete with 


CONVENIENCE = Sa 
FEATURES BRA IE: ontil 


“A” line comes equipped with graduated 


EAGLE “A” & ““M” GASOLINE CANS oil measure of %, 4s and 2 pint capacities. 
* Have seaiu.iless-drawn dome- 
shaped body ...no top seam... 
no side seam. 


THE NEW-STYLE COMPLETE ““Mi’’ LINE 


® 
* Feature strong, double-seamed 


bottom. 
& 
* Are fast-selling ... ideal for out- 


door, marine, garden and home 


‘g 
M-2'2 — 22 GAL. M-5 — 5 GALS. 


FEATURES... ee ee 


and “M” line Gasoline Cans NOW or write direct 
to Eagle for information. 


(AAA AAA Ahh 


prevents clogged fuel easy flow of gasoline. For faster The flexible spout makes it easy to fill supply 
lines. pouring, open the vent. tanks without spilling. 


| 
, 
Fine mesh brass strainer ; Vent clip and filler cap permit 
: 
| 


ce 


: Serving Industry Since 1894 


ae 
r 





ANNOUNCING } fectanch acievEMENTS 


FOR GARDEN, FARM, HOME AND FACTORY 


The new-style "400" series 
EAGLE OIL CANS 


The new-style "500" series 
EAGLE GASOLINE CANS 


401-NS — 1 GAL. 402-NS — 2 GAL. 501-NS — 1 GAL. 502-NS — 2 GAL. 


ideal for use with stoves, heaters, in 
construction work, service stations, gen- 
eral plant and railroad maintenance. 


ideal to use with outboards, camping, 
in home workshops, with garden imple- 
ments, power lawn mowers. 


402'2-NS — 2'2 GAL. 405-NS — 5 GAL. 502'2-NS — 22 GAL. 505-NS — 5 GAL. 


i 
| 
| 
i 
/ 
. 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
/ 
' 
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EAGLE "400" and “500” Series Cans... 
Order the new Eagle 


Oil and Gasoline = @ feature seamless-drawn dome-shaped body. 
ropa ‘ane: ~ @ have double seamed bottom—no top or side seams. 
information. @ are made of heavy 26-gauge galvanized steel. 


@ are designed for rough use and unlimited service. 


Serving Industry Since 1894 


MANUFACTURING CO. Wellsburg, West Virginia 








revolutionary new 


“Swing-a-way” Flexer Blade 





Homko obsoletes all other rotary mowers with the FIRST and 
ONLY flexible airfoil-shaped blade. When this new blade 
strikes an object, the shock of the blow is absorbed by the 
two flexible ends as they swing out-of-the-way, instead of by 


the engine drive shaft. This prevents the shaft from bending, 
and leaves the blade free to continue mowing. The ends snap 
‘oy- lol ula; Mig-leadlelame)m- m-1-1e1elalem dalaelelelametclaldanielet-|mielgetc mm O10). 


FOR THIS BIG SELLING FEATURE ON HOMKO America's 


finest power lawn mowers. 


reo) a) 4-10) tee lak 4-3-jal-bammeolt-laalt-tel— 


PAT. PENDING 








the Flexor Blade is an exclusive feature on every 57 Homo Rotary Mower 


Model RF-22 

THE BEARCAT 

22” heavy duty 
trimmer-type rotary 


Model AE-180 Model RA-222 

THE LAWNMOWBILE THE THUNDERBIRD 

24” deluxe trimmer- 22” self-propelled 

type riding rotary heavy duty trimmer- 
type rotary 


there’s a Homko for every lawn 


a ... America’s biggest and best line! 


x sonal iPaee ae” LAWN Seaur 
0 e e — ¥ 
Model LP-228—18” Mode! NS-81 
5” LAWN SCOUT 
THE LAWN TRIMMER ELECTRIC EDGER— 
MARKSMAN TRIMMER 


Model RR-140 Mode! TD-170 ALL-PURPOSE 





THE LAWN TRAVELER 
. 30” deluxe reel-type 
riding mower 


‘THE BILLY GOAT 
24” economy reel- 
type riding mower 


manufactured by 


FOLD-AWAY 

LAWN SWEEPERS 
Model LS-240 24” 
Model LS-200 20” 
Model PS-124 
24” Power Model 


WESTERN TOOL AND STAMPING CO. 2725 Second Ave., Des Moines 13, lowa 


the world's largest producer of power lawn mowers 


Model EL-18 

THE PRESIDENT 
18” electric 
trimmer-type rotary 


Model RM-20 Model JK-50 
THE WORK HORSE THE FIREBIRD 
20” deluxe heavy 18” trimmer-type 


duty rotary rotary 


WESTER 
N TOOL 
2725 Secong Avenue, Des — STAMPING co 


S 13, lowa Dept. HA-j{2 


QO Please 
line. send me free Color literat 


U 
O Please hav ‘© On Complete 


e@a repre 
OU lama dealer, sentat 


ive 
0 | Call 


am a jobber. 
Name 


A aap ee 
Street Germ 
i 


On me. 











Solk Bost- 


Sorinklec Bost 


Supplex Flexible Sprinkler is “up front” everywhere. It out- 
sells all others because it out-sprinkles all others. Your cus- 
tomers know it, tell their neighbors and make new customers 
for you. 


Test after test has proved that dollar for dollar no other 

sprinkler can equal Supplex. It covers more area with fine o 
droplets that penetrate deep, never flood. Rectangular spray ~ ‘> 
pattern means no drenched areas, no dry spots. And it 


curves around contours to sprinkle irregular areas. Put Supplex in your want book today 


No. 600 25 ft. ..... $3.98 each retail 
Sprinkles 625 sq. ft.—(25 ft. x 25 ft.) with reel 


No. 1000 50 ft. ..... $5.98 each retail 
Sprinkles 1000 sq. ft.—(50 ft. x 20 ft.) with reel 


A plus value is the sturdy reel which permits proper storage 
for longer life and makes handling easier. 


Continuous advertising and promotion keep your customers 
asking for Supplex. Tie in to our big advertising program. 
Stack Supplex “up front” and cash in on sales that stay 
sold. Ask your jobber for Supplex today. SUPPLEX COMPANY, 
Garwood, N. J., Division of American Hard Rubber Co. 


Look for the AD-DOLLAR 


in your Supplex car- 
tons* pays 100% of 
your Supplex adver- 
tising up to the 
“dollars’’ you accu- 
mulate. 


* Except non-reinforced Hose. 


Tire-Cord Reinforced 


en Hose . 
Won't burst even if left 
in hot sun under full 
water pressure. Full 
range sizes and lengths. 


Tire-Cord Reinforced 
Garden Hose 
Packed on Storage Reel 
for easier handling— 
quicker sale. 4-Ply hose 


—tough and burst-proof. 


Non-Reinforced Flexible Sprinkier 
Garden Hose Best Seller of All 

Finest quality traffic Test after test proves 

builders in V2” |. D. and that dollar for dollar it 

7/16” 1.0. at real low out-performs all others. 

prices with full profit 

margins. 
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Spray-Soaker 
for Deep Watering 
Designed for foundation 
plantings, garden rows, 
etc. Virgin vinyl tube 
sprays upward to cover 
entire root system. 





DAISY’S OWN PROMOTION 


New free Daisy Spring Promotion Pack- 
age for April, May, June display may be used alone 
or to augment IRHA or NSGA Kit. Daisy’s new-style 
national advertising also runs in the same period. 


30,000,000 comic books in April, 
May, June carry two Daisy ads— 
one to Dads, one to juniors. This, 
plus page Daisy ads in March Out- 
door Life and June Boy’s Life— 
represents Daisy’ s biggest spring national advertising 
campaign. Models featured in ads: 98, 25, 94, 1094. 


FREE DAISY PROMOTION “PACKAGE” 


Consists of: 1 Pyramid 
Gun Display (cowboy 
hat size) die-cut to hold 
any Daisy and Card; 1 
Display Card for Pyra- 
mid illustrating 98, 25, 
94, 1094; 1 Ad Mat pic- 
turing 98, 25, 94, 1094. 
Package to be shipped 
March 15.Send coupon. 


KEAL SNOOT) INV’ FUN 








MODEL 98 SHOWN ON DISPLAY 


ey Eval Ww?) 


NSGA 


Daisy is buying 2 Participating 
Units in the 2nd Annual NSGA 
Spring and Summer Sporting 
Goods Promotion (May,June). 
Order your Merchandising Kit 
now from NSGA—cash in, 


PLUS SPORTS ILLUSTRATED ADS 
Two ads on 98 Eagle 
Air Rifle and harm- 
less 960 Smoke Rifle 
appear in NSGA’s ad 
May 27 Sports Illus. 


PLUS BOYS’ LIFE PAGE AD! 
Daisy’s page ad June 
Boy’s Life shows 98, 
25,94,1094—in same 
issue NSGA ad runs! 


DAISY MANUFACTURING COMPANY 
DEPT. 3327. PLYMOUTH, MICHIGAN, U. S. A. 
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C We pendent 
HARDWARE 


STORE 
__. 


IRHA 


Daisy has scheduled full Par- 
ticipation in the famous IRHA 
Hardware Week Promotion 
April 25th through May 4th. 
Order your Free Shenehaandiie- 
ing Kit from IRHA—cash in. 


PLUS AD IN THE POST 
April 27 Post carries 
IRHA ad section with 
Daisy’s 98 Eagle ad 
in it. Five millior | 
parents will see it. 


POST 2 


PLUS AD IN FARM JOURNAL 
Daisy’s 98 Eagle ad 
will be in May Farm , 
Journal IRHA section. 
3,400,000 readers. 





1997 FORECASTS 


GREATER PROFITS 
GREATER DEMAND 


for > /- 
Prognoss PLEASURE CHESTS 


Plan now to share in the profits of America’s greater surge toward outdoor fun and living. 
Meet your customers’ demands for PROGRESS PLEASURE CHESTS, the portable coolers 
that have built a quality reputation among those who carry their own food and drinks. 


CUSTOMER SATISFACTION ASSURED. All metal .. . zinc-coated bonderized 
steel-exterior. Galvanized steel-interior . . . fiber glass insulation. Bottle opener—lift-out 
food tray. Baked-on red finish with white letters. 





PLEASURE 


THE CHEST 
MASTER MODEL No. A3 


MODEL No. A9 Capacity: 


Capacity: (Standing Upright) 
(Standing Upright) 22 6-oz. bottles or 


32 6-oz. bottles or 20 12-o0z. bottles 
24 12-o0z. bottles Ice and Lunch 


Ice and Lunch OUTSIDE 
OUTSIDE DIMENSIONS 


DIMENSIONS 1444” Length x 
Q” 2” 1134” Width x 16” 
ng al Overall Height. 


all Height. Packed Packed one to Car- 
one to carton. Ship- Pe eee wt. 


ping wt. 28 lbs. 


THE PAL 


ORDER FROM YOUR JOBBER’S STOCK NOW ff MODE No a 
(Standing Upright) 
12 6-oz. bottles or 


ASK YOUR JOBBER FOR sale Bo a 


OUTSIDE 
FREE ADVERTISING MATS! | 2s0xs 
s 18” Length x 834” 


Width x 11%” 
Overall Height. 
Packed one to Car- 


ton. Shipping wt. 
14 lbs. 


THERE’S PROFIT IN 





REFRIGERATOR CO., LOUISVILLE, KY. 
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Flere it is! The center ring star which will steal any 
showing of power mowers anywhere—in your town, too 
—in 1957! 

It has more selling features than any other riding mower 
you have ever seen. First, there’s the variable-speed drive. 
Lets rider go at forward speeds of 2-6 m.p.h.—and reverse. 
Speed is controlled by a lever at rider’s side. This feature 
assures greater driving control and maneuverability. 

We call this model the “F-M Cushioned-Ride Mower.” 
You’ll see why when you look at those big 3” x 10” oversize 
tires ... and at that big, thick foam rubber seat cushion! 


FAIRBANKS-MORSE 


a name worth remembering when you want the BEST 





WATER SYSTEMS ©* GENERATING SETS * MOWERS @© MAGNETOS 
PUMPS @© MOTORS ¢ SCALES « DIESEL LOCOMOTIVES AND ENGINES 
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Then, there’s a rugged 2°4 hp., 4-cycle engine that’s 
filled with live power. The cutting blade is a 21” bar lift 
type, and is adjustable from 114" to 3” for all-weather 
mowing. A “Lo-Tone” silencer quietizes the powerful 
engine—which also starts with an easy pull on the recoil 
starter. 

For complete details about the F-M 1957 power mower 
line, mail the coupon. 





Fairbanks, Morse & Co., Dealer Div., Dept. HA-214, 
600 S. Michigan Ave., Chicago 5, Il. 


Gentlemen: We want to know more about the F-M 21” Riding Mower 
0 RR-21-VR (0 and the rest of the 1957 F-M power mower quality 
line. 


Nt ek ad slawedh awe « 
RBI GREER Seg Foe SEY por ERR Ra a nes Oe Pa Oe ea ED 
i I i 8 lien ctesebes’ 


Tes Ten toe, = 














. ¥ 


). This great new line-up o 
\ RIFLES - REVOLVERS - SHOTGUNS 


~~ ae \ut 
) I oF B 


at the recent National Sporting Goods Association Show 
in Chicago 


do it today! This sales-producing, volume-priced line 
is loaded with exclusive H &R features. The new guns 


will spark this great team of sporting arms to record 
sales and profits for you. Fill out the handy order blank 
below and drop it in the mail today. Get set for ’57! 


Description 


H&R .22 cai 
. - RIFLES 
Pioneer” 
“Pleiommen 8. A. Repeater oneal Swing-out 4” bi 
; . ‘ : pea er ‘ Ki k*’ ; ” y 
Slide Action Repeater "SideKick"—99 24" o 
H&R sHOTGUNs ““Side-Kick’"—~22 cgi. 4” . 
Side-Kick" —29 col. 6” bbi. 


““Topper”’ 12 e 
“Topper” 12 4 Lad at. Sportsman” 6” bi 
“Topper” 16 “4 8° on sontomersight 2,” bb 
“Topper” 16 90. 30” bn eguiarweight 4” by 
Topper" 20 “ 7” a Regulorweight 6” ta 
“Topper’’ 28 “ 8” = Deluxe Bantamweight 2,” 
“Topper” 410 go. 28” 64 Dente Regvlarweight 4” ~ 
“Topper Deluxe’ . - uxe Reguicrweight 6” bby 

vxe 410 ga. 28 bbi. 22 Cal. inane 2” a bbi. 32.95 

) 4” bbl 
; 27.95 


“Huntsman” 12) 
400 Slide 4 ti oe 
clion Repeater—12__14 ga. 22 Cal. Revolver 4” bbi 
22 Cal Revolver 4” 29.95 
4” boi 
: 29.95 


401 Slide Acti 
on R = 
(Equipped with “Venn 2% 9% 78.50 
ariable Choke’) “Guardsman” 39 Cal. 21,” 
H&R REVOLVERS “Guardsmen” 32 ai. 4” yy 35-95 
= $83 Se a aoa 


—— 929 “Signin —~ 
i” Sates. ” 
wing-cut 21,” boy $37.95 960 Storter's Revel 
—— 979 Starter’s atin “bay 19.98 
ver .22 (ol 
. 19.95 
Company s Nome 


1-57 City 
’ Pe . 
Stote egg ee 
Ea 


HARRINGTON & RICHARDSON, INC. 


ESTABLISHED 1871 
403 PARK AVENUE, WORCESTER 10, MASSACHUSETTS 
CANADIAN PLANT AND SALES OFFICE: H. & R. ARMS CO., LTD., ST. LAMBERT MONTREAL 23, P. 0.,CANADA 
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NEW Climbing Tower 
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oR REF ump 
<e 4 Or 
* Guaranteed by 
Good Housekeeping 
', Noy ~ 


A) 
\ AS adveRTistd wire 


GYM-DANDY QUALITY 


makes Sales ...increases protits 


Customers with an eye for quality select a Gym- 
Dandy* Gym, Slide or other play unit every time. 
They’re safety-tested, quality-tested and fun 
tested. 16 gym models, 10 slide models, 2 climb- 
ing towers and the WHIRLWIND* give you a play 
unit to fit the needs of every customer. 


See the New 1957 Line at the 
MARCH TOY FAIR 
March 6 thru 15 


*T.M, Reg. U.S. Pat. Off. 





Choose YOUR displays 
from the complete Saw ine 
= 








freryone/ / 





“!) BAR-B- 0 TOOLS/ 


NEW 


Androck Line is your profit leader 
for 1957. Send for Catalog No. 257 
illustrating the largest line of Bar- 
becue Tools made. There are 86 
popular items, 20 of them NEW 
for 1957 











a No. 1957 Floor Display 


Let the Outdoor Chef see these 17 best 
grade Androck Tools — every one the 
right tool for the right cooking job, and 
every one a high profit, fast seller. Mostly 
Stainless Steel, all with hardwood handles. 
Rustic fence type fixture with hooks front 
and back. Only 4 ft. wide x 5 ft. high. 








Androck, the leading line of outdoor cooking equipment, is made by The Washburn Company Worcester, Mass. and Rockford, lil. 


84 HARDWARE AGE, FEBRUARY 14, 1957 








IG YEAR FOR 
L [the original liquid plant food 


RABID 

























asking for “Ra*pid*gro”. 


HOW T0 DOUBLE PLANT FOOD SALES 


Raspid*gro’s magic name and unique uses will make consumer demand 
grow and grow. Page ads will appear in garden magazines from now 
until Fall, featuring latest discoveries on Leaf Feeding, Bark Feeding, 
Use with Antibiotics, Hot Weather Benefits, Fall “Winterizing”, 
bining with Insecticides, Bulb Dipping, etc. Ad reprints to all dealers. 


Local Newspaper Ads Work All Season 

Heavy advertising schedules will start on garden pages of all key news- 
papers in March, continuing through August. . 
careful timing, and close cooperation with newspapers and Rarpid+gro 
distributors, these newspaper ads will force gardeners right in to you 
These ads will put money in your pocket! 


Display Material, Ad Mats, Publicity, Sales Aids 


During the long selling season, every dealer will get several kits 
of sales-packed display material. This will feature Ra-pid+«gro’s 
unique uses and benefits. Mats and other usual sales aids avail- 
able, plus supporting Raspid+gro publicity. 


Com- 


. and beyond! Through 












“NAL nuTRITIOUS RA’ 











RA-PID-GRO Best For Your Customers 










F 





Science has proven 
advantages of leaf- 
feeding all plants. 


Leaf Feeding Means More Sales 
_ Feeding plants thru the leaves as well as 
the roots will increase plant food profits. 


Best “All-Purpose” Plant Food 
From African Violets to Zoysia grass, 
Ra-pid-gro feeds everything that grows. 
From seed soaking to tree feeding, it 
gives every user fast, satisfying results. 
Clean, odorless and harmless to handle. 
Quick and easy to apply. Non-burning 
even in hottest weather. Ra-pid*gro is the 
ONE ideal plant food for all gardeners, 
whether they’re beginners or professionals. 













. ie B 
Applied in A Dozen Different Ways 


Your customers can spray it on. They can 
sprinkle it on. Water plants in with it. 
Use it as a dip. Syringe house plants, 
flood window boxes, sub-irrigate planters. 
They can combine it with insecticides 
and antibiotics. Use it with hose-end 
sprayers, siphons, tanks or whatever way 
is easiest. No matter how they use it, 
Ra-pid*gro does an amazing job... fast! 








FAST TURN-OVER FROM | THIS DISPLAY | RACK 
Simply put this colorful Display in a 


feature spot, and back it up with a 
good shelf stock. (No charge for rack.) 
Rarpid-gro will be a fast-selling, high- 
profit item. All ads will feature the 
green-and-white Ra-pid+*gro can, tell 
about “Foliar Feeding’, Antibiotics. 







RA*PID*GRO CORP. 


For dealers NOT now handling Ra:pid-gro 
iy Vi Geel') fe), mile) mee). | 15 seal ite) ty wale), 


A few distributorships open. Write or call Dansville 325 for information. 


RABIDICR 
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Sales Increase Year-After-Year 
Public demand for Ra-pid+gro in- 
creases every year ... while imi- 
tators come, and go, like flies. Your 
customers will read and hear about 
Ra-pid-¢gro’s unique advantages, 
unusual benefits. When they use it, 
they'll see amazing results and come 
back for more. 

Dealers report users who started with 
a 2 oz. packet, now buy 25 lb. drums! 





RA°PID-GRO Dealers Enjoy These papeingne 













Quick Turn-Over 
No bulky bags. No 
inventory prob- 
lems. No spoiling. 
Ra-pid+gro is a 
pure, concentrated 
plant food. Stock, 
display on count- 
ers, shelves. Ideal 
self-service. Big vol- 
ume, small space. 







” 





BULKY = 
FERTILIZER 








TO PRESENT DEALERS 


Your supplier will soon have 
ad schedules, proofs, mats, re- 
prints, display material, etc. 
No need to mail coupon. 





DANSVILLE, N. Y. 


RA-PID-GRO CORPORATION, Dept. C-1 
Dansville, New York 


Please rush all information on how I can 
profit from your 1957 campaign. Also send 
names of Raspid*gro distributors near me. 











SEES EEE OEE EEE EERE EEE ERE EEE EE EH EHS 





85 





LVallapstgat 


The only complete quality line 
of white steel tapes 


6, 8, 10 and 12-Ft. Wa } . 
Ses Ce ceae i with ALL these sales features 


A size for every use 


ify. quality w2ela diilelie f . eee 
ship. The pace- setters ~ Plastic Utility Cases 
@ Double Markings 


of the pocket tape field 





Work in feet and yw . 
R i SEE ES DEBS EEE 
ead here le 1 oO! iI 111 





Work in inches? ubutt Fi hule $ 
Read here. 











KING-SIZE : c - @ Sliding Hook — For Accurate 
10-Ft. and 12-Ft. 2 4 Inside-Outside Measuring 


Something NEW. 34 
wide blade permits 


higher upright measure- : | ) @ Chrome-Plated Cases @ Guaranteed 


ments. EXTRA: The Unconditionall 
Evans KING-SIZE is 4 


tag om tetoy ee 4 . . @ Replaceable Blades @ Snow-White Blades — 
In All Sizes Jet Black Markings 





LONG TAPES ff - \ “ RETAILERS REPORT ward 


25, 50, 75, 100-Ft. LE D THEIR BEST-SELLING 
Viny! leatherette cov- : : ry, TAPE LINE ae BY y J TO ] bs 


ered, special hook-ring 
attachment, chrome- \ SS 
plated winding reel and we éf : In a recent survey, thousands of retailers 


double roller mouth- : were asked: 


piece. Stainless steel | 
edge band . / | 1) Which brand of tape sells best? 
' 2) Which manufacturer does the best pack- 
aging and merchandising job? 


By two to one, dealers said Evans outsold 
all other lines! 


They rated Evans America’s best packaged, 
best merchandised tape line, too! 


Evans was first to foresee the volume sales 
possibilities of steel measuring tapes. Evans 
“firsts”...in products, packaging, pricing and 
promotion...took tapes out from under the 
counter—and dressed them to go places. 
The result? A tremendous sales increase for 
Evans’ dealers — thanks to the public’s new 
“tape-consciousness” produced by Evans ad- 
vertising and merchandising. 


Are you taking full advantage of this 
proved, profit-rich market? 
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For a BIGGER SEASON in 


Marlin 
SMALL-GAME RIFLES... 



































PAY-LATER 
PLAN 







MALL-BORE weather is just ahead, and 
S there'll be many prospective custom- 
ers checking your small-caliber rifles and 
prices. Especially teen-agers, with big eyes and small budgets! 

Make sure they know that any Marlin rifle or shotgun can be 
theirs immediately, for only 10% down-payment—and that 
monthly payments are low. 

And remember that you get full cash on the barrelhead as soon 
as the nationwide Seaboard Finance Company approves your 
customer—and that Seaboard immediately assumes a// respon- 
sibility and risk! 

Be sure your Pay-Later Plan window-sticker and streamer are 
prominently displayed. Reports show that the Plan has been 
boosting Marlin Sales in all parts of the country. It will bring you 
extra small-bore sales in the coming season! 


If you don’t have the Marlin Pay-Later Plan Kit, 
or if you need additional window-stickers or streamers, 
this coupon will bring them to you. 


| MARLIN FIREARMS CO. a 
P. O. Box 995, New York 17, N. Y. 
| Please send me: 
| .. The Marlin Pay-Later Plan Kit, with complete information. 
. Pay-Later Plan window stickers ; | 
J 
| . Pay-Later Plan window streamers > (State How Many) | 
.. Customer-application forms f 
D NOR cc ccc ccnceccenvacesuveweuescocccernencegwecccces: | 
CS hnidin do. «0.64 eee oh da <0 kp Ghd e ss dncecna 
Marlin Model 56 Marlin Model 55-Hunter, Marlin Model 322 | | 
Levermatic .22 with Micro Choke 222 | CLC ins . . sd Padras Gh wilaninie’s ¢ de bb en Ee Cb eens vase | 
NE | dk esas beh as <6 sae 0ewes Zone... .State.. 
Telescopic sight is not standard equipment | 
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VINYL WEATHER STRIPPING 


YOU CAN PUT YOUR ma 


CONFIDENCE IN THE VENETIAN BLIND CORD 


SASH CORDS 

CLOTHES LINES 
MASON LINES 

FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 








La 


“ 3 100% % or Si 
wy AT DO-IT-YOURSELF 
WEATHER 100% VINYL 


STRIPPING bh WEATHER STRIPPING 


COMPLETE \\AA\AY KIT 
DO IT YOURSELF KIT ey 


> SAVES ON estes mennme = 18 FEET » TACKS INCLUDED 


cost, seals out cold, dirt, noise, 


dust and drafts. ga a Hammer and scissors only tools 


EASY FOR YOU .. ) At | needed— enough for average 


apply to wood or metal. can be paint- 4 . 
ghee asaya oe 4 door or window. 
ed any color. - 


> LONG LASTING moisture 3 yf ; - —for All Purpose weather stripping 


ff 3 
and temperature changes will not affect this ye : : : a 
th ; . —for heating or air conditioning 
s es insulation—Grey color 


vinyl weather stripping. 


18 FEET tacks inciupeo 








Full directions on reverse side of label ART. 902 Packed 12 to box 


in individual display Polyethylene bags 
ORDERS OF $50.00 OR MORE, FREIGHT i seen 
é rice per box — $7. 
PREPAID. Orders of less than $20.00 f.o.b. Mill, 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- 
nesota, Dallas, Texas, or Waynetown, Ind. Orders 


of $20.00 to $50.00, freight allowed to $1.00 per ; Oe 
cwt. Freight prepaid does not include extra charges When you display the 


incurred outside carrier's regular zone of delivery. Se Ll 
‘t Sells! 


e LAWNDALE, NORTH CAROLINA 
Cleveland Mills Company} 


7861 Sepulveda Bivd. Marietta 3104 Gaston Ave. 
ESTABLISHED !N 1873 





Van Nuys, California Minnesota Dallas 26, Texas 


Waynetown, Indiana 


88 HARDWARE AGE, FEBRUARY 14, 1957 








CUhot 0. Cine! 


FOR REAL GARDEN SUPPLY VOLUME 


This is the line that'll add real PUSH to your Garden Supply Busi- 
ness! Better design, better made, better prices... it all adds up to 
more sales and more profits for you. For more information and 
prices ask your jobber. 











LAWN SWEEPERS 





GHD = DUNHAM” LAWN ROLLERS 


4 Se * TWO MODELS 
A 20°’ Sweeping Width A variety of adele fe meet 
4, ” : : the needs of Home Owner, 
, . 24” Sweeping Width Golf Courses, Large 
* BIG BASKET CAPACITY Estates, etc. 
ii 20° Model 5'/, Bushels 
: 24’ Model 7'/, Bushels 
jf * RUGGED all steel 
# frame * Fill with water or sand 


Heavy duty brush 
Ball bearing brush reel 
* Rubber tires 


* Drum edges are rounded 


* Self cleaning adjustable 


scraper 
This is the finest lown sweeper you 
can sell. It’s built for easy 
handling and long service life. 
Everything about it is rugged, 
everything about it is modern. 


SMES Lawn ano HOME AND GARDEN 
poe 


* Oilite bearings 











GREEN AERATORS WHEELBARROW 
~, 





* BUILT RIGHT 





% * The Best Aerator . sae PRICED RIGHT 


Y * E-Z does it push pull 
action 


Deluxe Model 50-P | 
- @ top quality 
borrow built for 
easy handling on 
gardening and 
around the house 
jobs. Big 31/2 cu. ft. 
capacity, 18 gauge 
steel tray, 10” ball 
bearing wheel. All 
nuts and bolts 
cadmium plated, 





* Big seller to 
homeowners 








Manufactured by 
OHIO MACHINE PRODUCTS, Inc. 


COLUMBUS, OHIO 


This is it for seeding and 
feeding. 


fi . Manufacturers of the Dunham Hand 
t and Fairway Water-Weight Rollers 


* Rugged, heavy duty 
Exclusive Sales Agent 


JOHN H. GRAHAM & CO. INC. 


105 Duane Street, New York 8, N.Y. 


construction. 


¢ 3 sizes, there's one 
for every lawn. 
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B.EGoodrich suggests: 


Sell twice as much 


Koroseal hose this year 


Two new hoses carry Koroseal name. 
Sell with less effort, in less time, 
no increase in your investment. 


ou sell more in less time — make 

more profit, too—with Koroseal 
hose. It takes less ‘‘selling talk’’, less 
explanation, because people know 
Koroseal, know what it costs, what 
its advantages are. 


For next spring you have a wider 
price range, two new hoses to sell with 
the Koroseal name. They should prac- 
tically double your Koroseal volume 
without taking any more of your time 
and effort. 


Koroseal King Size is larger, gives 
faster flow and more sprinkler cover- 
age, is still a third lighter than ordinary 
rubber hose, and advertised at $9.95 for 
50 feet. You pay your distributor only 
$6.65 and make 49% profit (mark-up). 


Koroseal Imperial, is advertised at 
$7.95 for 50 feet. You pay your distrib- 
utor only $5.33 and make 49% profit. 


Koroseal Extralite is smaller, carries 
less water, advertised at only $5.95 for 
50 feet. You pay your dineliontee only 
$3.98 and make 49% profit. 


Koroseal Crystal is translucent, won't 
turn grayish brown or hard after long 
exposure to hot, bright sun as some 
hose does. Same size and price as Koro- 
seal Extralite and you make the same 
profit, 49%. 


With these new hoses to sell, you 
get twice as much advantage of the 
Koroseal name as you have ever had 
before. 


Lasts 10 Years 


Koroseal is the on/y hose of its type 
that has been sold in big quantities 
for more than ten years. If you hap- 
pened to sell some of that first Koro- 


90 


seal hose 10 or 11 years ago, chances 
are you know of many lengths that 
have been in use all that time. The 
brilliant colors may have dimmed a 
bit in time, but the hose is just as 
strong and flexible as it was when new; 
most of it has never had a leak. 


Hose women like 


Your customers know from Koroseal 
hose advertisements that it’s a third 
lighter than ordinary rubber hose. They 
know they can leave it out all year if 
they want to, don’t have to drain and 
put it away carefully. Women like it so 


much they often take over the entire 
job of lawn sprinkling. (After that, the 
men like it more than ever.) 


Often sells itself 


Koroseal hose now comes in new dis- 
play cartons, five lengths to the carton, 
see photograph below. Open a carton 
and it forms a brilliant display. Then 
the hose itself comes on discs with dis- 
play centers. Prices are shown in big 
figures. Bottoms of the discs fold into 
“stand up”’ easels. Then the coils stand 
anywhere. People can see and read the 
discs. Often they buy on sight because 
they know the hose is what they want. 
Even if they take time to ask questions, 
Koroseal is still the easiest hose to sell. 
Your customers know (and you know) 
that B. F.Goodrich backs it up, guaran- 
tees its high quality, expects the hose 
to last many years in normal service. 


Display all types 


Make the Koroseal name work for 
you by displaying all the types listed 
above. Let people see there are different 
prices. That’s the way to make sure you 
don’t lose sales, the way to get easy 
extra sales. Ask a distributor's salesman 
about it. Get ready to double your 
Koroseal sales! B.F.Goodrich Industrial 
Products Co., Akron, Ohio. 


Koroseal—T. M. Reg.'U. S. Pat. Off. 


GARDEN HOSE 
BY 


B.EGoodrich 
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JET YOUR 


NEW GOULDS PRIME-FLOW 


Designed especially for deep wells 
where pumping levels do not exceed 
90 feet. Compact, self-priming— "| 
one moving part. “% and % HP. 
sizes—capacities to 890 G.P.H. 
Complete unit, ready to install, mount- 
ed on 12 or 30 gal. tanks. 


SALES 


he makers of the sales-proven Balanced-Flow — 

Bs another great sales leader — this all-new Goulds 

4s® pump line! Now Goulds engineers have built a more 

compact, more efficient jet without sacrificing Goulds 

trusted quality. Now we bring you the industry s most 
dependable, most wanted pumps at new low prices! 


Call your Goulds Distributor 


for full details — and ask about the 

Goulds Plan to help you Sell More 

Pumps in '57! Have him show you the 

new Goulds Profit-Maker Display 

that’s designed to pull more customers 

into your store — help you sell more! 

This, plus Goulds hard-hitting na- 

tional advertising, is guaranteed to be 

ures at sales- the greatest One-Two sales punch 

m and % H.P. the industry has ever seen! See your 

. tanks — capac- Goulds Distributor today—or write . . 
Hp Easy to install — GOULDS PUMPS INC. 

george saaaman Dept. HA-257, Seneca Falls, N. Y. 


pumps 
Ip you sell... MeTo}U] Mola 10] Tas 


for every farm and home need 


NEW GOULDS JET-O-MATIC 


Absolutely the finest in convertible 
systems! Completely packaged for 
inst ation tea shallow ord 

em, vil wg hp 


capaeiniee to 1576 OH Has all 
famous Jet-O-Matic advantages—at 
a new low price! 
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. Sliding door pocket frame set for 
all doors, 2 0 to 3 0 wide 


New #2825 slashes inventory 
... fits all door sizes 


@ 2’ 0” to 3’ O” wide 
@ 6’ 6” and 6’ 8” high 
@ %” to 134" thick 
Here is the most revolutionary development for 


sliding doors since Stanley introduced its now- 
famous #2800 hardware for by-passing doors. 





Now one pocket frame set replaces from 4 to 
10 sizes of this space-consuming item. Just 
think how this will affect your inventory and 
turnover! 


And #2825 is loaded with bonuses for builders. 
Let your customers compare these features: 


® All steel, telescoping, warp-proof 
header and track. 


® Extra rigid steel split jambs. 
® Maximum pre-assembly, insuring 


fast installation. STANLEY 
does it again! 








Companion set to 


STANLEY #2800 HARDWARE 
for %” and 1%” by-passing doors 


SAME TRACK . . . SAME HANGER 
SAME FLOOR GUIDE . . . IN ONE PACKAGE 


Stanley #2800 is the original hardware with a re- 
versible hanger designed for 34” and 1%” by-passing 
doors—and it’s still the best! 


NOTE: Stanley also makes the most complete line 
of trim available, in all standard sizes. 
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Promotional aids — literature — in- 
struction folders — these are just a 
few of the many sales helps provided 
by Stanley to turn a sliding door 
hardware department into a profit- 
making investment. 


Stock the complete inventory-slashing Stanley line. 
Ask your wholesaler about how to get started. Or 
clip this coupon and mail to Stanley Hardware. 


STANLEY. 





is easy to sell 
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It’s designed for 
builders’ convenience 


Just one set for every job! 





Builders can’t lose time when they order or receive 
the wrong size—because there is no “wrong” size! 
#2825 is adjustable, fits all standard door sizes. 


One-man installations made easy! 


A builder on the job can quickly 
adjust the track—lengthwise . . . ad- 
just the uprights—vertically .. . ad- 
just the floor guide—laterally. And 
even after the trim is in place, he 
can still readjust the hanger. 





Easy to roll up big profits! 


SY OS ieaniasps ee pe coe 


Stanley Hardware 
Division of The Stanley Works i 
Gentlemen: ( 


382 Lake St., New Britain, Conn. 

Please rush to me information on #2825 and the ( 
complete line of sliding door hardware. 

Name m Bi si a : 
Company i 
Address 


City State ( 
Wholesaler’s name 


------- 


a a a oo am am am al 
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Play it smart, mister...carry a gun! 


Carry the gun tacker kit that’s sweeping the trade! 





——————— } 











MEA 


— 
ARROW'S T-SO GUN TACKER KIT- Introduced SSUUEEEDEENEREEEEEEEnETanenee rte tae 
just a few short months ago and already Arrow’s kit is ONE SQUEEZE Soe 
responsible for the greatest single increase in tacker sales and you've nailed it! <<? Cy 

in the last 10 years! Even hardware and housewares dealers, ses prrene 

who’d never handled tackers before, are discovering new 

profits in tackers...and why not! The kit is perfect for 


Do-It-Yourselfers! It’s the ideal all year ’round gift item! 


e Built-in 2-color display sells right off the counter! 
e 3 sales in 1 for you... plus years of repeat staple business! 


e Sold only through the trade! In stock at leading 
hardware and building supply jobbers. 


irha a 


‘Sour featured value during h di rd i Atig-me te k 


April 25 thru May 4 





EACH KIT Ig Special Retail Price......615.50 
CONTAINS: ~ a AS Dealer’s Cost 10.33 


DEALER’S PROFIT.......$5.17 


WY Staple Lifter > | i Nationally advertised in: 
Gun Tacker Handy all steel de Pak LIFE 
Arrow’s famous all-pur- staple lifter with i. le Pa 
pose machine. Does 1001 special steel Multi Stap SATURDAY EVENING POST 


fastening jobs. Shoots a See tongue to aa ee Fy oo BETTER HOMES & GARDENS 
i aci itate ri - . . 4, a 
aged — die ping. _— : VY", Ke", each individu- POPULAR MECHANICS 


ally packed. 











Salesmen & Representatives: 
Inquire about available territories. 





Each item individually packed in its own regular stock box. Can be sold separately if desired. 





MRraaw FASTENER £[0.. JNE. oe suis st., Brooklyn, N.Y. 
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that CANT RUST 
...and you've made an extra-profit sale! 


ATKINS [BW 


new ain eas —=yte © 
| Sex 


taegs 


DUPLEX PRUNER 





... the indestructible, dual purpose saw that 


Can’t rust or corrode, even in salty, seashore climates 


Stays sharp and shiny-new in any weather—is EASY TO 
RE-SHARPEN 


Has weatherproof, 11-Ply Marine Plywood Handle, 
unaffected by climate or abuse 


» Has fast-cutting Tuttle teeth for large limbs and keenest 
peg teeth for smaller branches 


Show the Saw that Wins Friends and Makes Money for You! 


Atkins B-W Pruner No. 200—in gleaming stainless steel—is a 
traffic stopper in any saw display."Premium materials, workmanship 
and performance mean premium profit for you! Its ability to with- 
Stand hard use, abuse and neglect without rust or corrosion .. . 
and the ease with which it can be sharpened repeatedly . . . make it 


the most saleable pruning saw you can offer any customer for pro- 
fessional or home use. 


“Sharpie” says: 


Call your Atkins B-W distributor today . . . Order No. 200 
DUPLEX PRUNER in new Stainless Steel. Always buy 
ATKINS B-W Saws and Accessories—a Cut Above the Rest! 


ATKINS SAW DIVISION 
BORG-WARNER CORPORATION 
indianapolis 9, indiana 


BRANCHES: 

Chattanooga © Philadelphia © Portland, Oregon. 
EXPORT SALES: 

Borg-Warner international, 36 S. Wabash, Chicago 3, Hi. 


*A Trade Mark of Borg-Warner Corporation 
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CRESCENT SOCKET WRENCHES, 
ATTACHMENTS 
AND SETS 


Complete Set No: CSB18 

1/2” Square Drive. Twelve 12 point 

sockets 7/16', to 1-1/4", three handles and two 
extensions in a heavy gauge, piano-hinged steel case 


“Midget” Set No. CMB16. 1/4” Square Drive. Eight 
6 point and three 8 point sockets 3/16” to 7/16’, 
two handles and cross bar and two extensions in a 
sturdy metal case with piano-hinged cover. 


Here’s world-famous Crescent Quality in a mod- Bi 5 do 8 
erately priced line of Socket Wrenches. All popu- | ae f. HARDWARE DEALERS every- 


where are increasing their tool 
sales with Crescent Display panels. 
and 34” square drives; 6, 8 and 12 point sockets; Designed for wall, counter, table 
or window display, they can be 
used with various mounting fix- 


drives and attachments. Precision machined from tures. Ask your jobber for details. 


lar sizes. Thirteen set combinations: 14”, 3/9", 1/9” 
standard and deep types, and a variety of handles, 


alloy steel, permitting thinner than average side 
walls with no sacrifice of strength. Chrome-plated 
.-- loaded with utility features. 

Order from your jobber. 


Tign of lhe $rtisan 
Symbel of Euccllence 


, a 


Crescent is our trade-mork, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


GCBeES CReMT Toot COMPANY, B@AREZBIEOWW BR, BME Fert n 
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new Golden “‘Logmaster”’ 
with exclusive new 


>. + a 


roller-bearing nose 
boosts cutting horsepower 
up to 20 per cent! 


Amazing Saw Does More Work Than Any Other Direct Drive Model! 


Now, for the first time, you can sell a line of chain saws and power 
tools built with the quality and precision that have made Remington 
famous for 141 years in sporting firearms and ammunition. 

Take the powerful new Golden ‘‘Logmaster’’ Chain Saw, for 
example. The revolutionary new Roller-Bearing nose, an exclusive 
feature, permits faster chain speed...increases actual cutting horse- 
power up to 20%...and gives your customers a saw that does more 
work than any other direct drive model. 

Just think what the Remington name and reputation mean to you 
in sales! Now is the time to build profitable new business by offering 
the complete Remington line. The market is tremendous, because 
Mall ‘Tool Company, Division of Remington Arms Company, Inc., 
builds chain saws and power tools for every need—farming, industry, 
construction and home workshops. 


Better have a representative Remington stock on hand. Don’t delay! 
Just fill out the convenient coupon. 


Kemington 


® MALL TOOL COMPANY 


Division of Remington Arms Company, Inc. 
25000 S. Western Ave., Park Forest, Illinois 
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now, in chain saws, too, 





pn MO 


The Golden “Logmaster”. Jn 5 Ap. class. 1 cylinder; 7/16" pitch 
self-feeding router chain. Bar sizes 18", 24", 30" 





Belt and Orbital type sand- ; 
ers for sanding with or . 
across grain. 


Electric Drills in many capac- 
ities for drilling steel, wood, 
plastics and other materials. 


* Specifications subject to change without notice. 


MALL TOOL COMPANY, Division of Remington Arms Company, inc. 
Dept. B11, 25000 S. Western Ave. «+ Park Forest, illinois 


Please send complete information on your power tools with address 
of nearest distributor. 


oo a 








ADDRESS__ a a 





ciTY. nemattendienia __. ZONE __.__STATE 





Oxwall “SLIDE -PAaK” 


10-Piece 
Combination 

©) Socket and 
Screwdriver Kit! 


EZ mes 


Packed in transparent molded 


Plastic tray that Slides off 
e 


tray. y ng for store 
display or home convenience! 


KIT CONTAINS: 
° Amber handie with chuck | ® 21 Phillips type blade 


- . ® S0cket extension bar 
* %" blade e “” blade * 5 different size sockets 


PACKED } dz. to a box. WT. 4 Ibs. Per dz. 


HARDWARE WEEK spEcia; +1.00 
DEALER'S COST: ONLY, __ 67c 


Mi NLT 


CAT. #393] 


6-Piece 
& Screwdriver Set 
Hl: = In Slide-Pak Kit! 
: KIT CONTAINS: 


© Amber handle with chuck 


°%" blade %.” blade 
°%” blade Awl 
ez] Phillips type biade 


PACKED } dz. to box WT. 3% Ibs. Per dz. 


Reg. retail $1.99 |HARDWARE WEEK SPECIAL . 7Qc 
DEALER'S COST: ONLY, . __ 47c 








hardware week 


April 25 thru May 4 


= Oxwall “CARRY-ALL” Tote Trays 

CAT. #3962 

16-Piece Combination Screwdriver 
) i : ft. "en Socket Set! 
eh 


15 handy tools 
*+»Packed in ail. 
metal tote tray 
that also acts 
4S wall rack. 


All plastic handles are non- 
inflammable, unbreakable, <{+ 
f and UL AP. ORS: 


SET CONTAINS: 
© %” x 8” heavy duty © %” x 3%” 
©,” x 5” Square mechanic | e wo Phillips type yy” offset 
©,” x 4” Cabinet © 5” socket drive handle 
© %” x 2%” Pocket *7 assorted SiZe sockets, 
eK” x 1” Stubby Carry-All Tote Tray Wall Rack 


PACKED 30 sets to Carton. WT. 66 Ibs. 


$ 
Reg. retail $2.98 |HARDWARE WEEK seciat °1.98 
DEALER'S COST: ONLY. _ _ 1.33 


CAT. #3961 


7-Piece Magnetized Screwdriver 
wr in Carry-All Tote Tray! 


SET CONTAINS: 
© x,” x 8” heavy duty 
©,” x 4” Cabinet 
° _ x 3% ” 
+] Phillips type 
ye” x %” pocket 
>» ©”, 1” Stubby 
* #2 Phillips type— 
%,” offset 
* Carry-All Tote Tray 
Wall Rack 


PACKED 50 sets to carton WT. 50 Ibs. 


HARDWARE WEEK SPECIALS] 29 
DEALER'S COST: ONLY. ___ . 86c 


ay, New York 10, N.Y, 
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Reg. retail 41.89 














makes carton lot sales easier 
HUBBARD sno coven 


TOOL DIVISION 
Dan 


Pittsburgh 1, Pennsylvania 


Pioneers since 1843 in quality, safety, serviceability and packaging 
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The line that measures up to every need 


HANDY® WYTEFACE ... pocket-size . . . for short meas- MIGHTY HANDY® WYTEFACE .. . extra-rigid pocket 
urements. 6, 8, or 10 ft. with replaceable blade. Sliding tape rule. 4%” replaceable blade . . . 10 ft. long. Easy 
end-hook for accurate inside and outside measurements. reading. With sliding end hook. 


\\W 
\\WY 


ANY 
\ 


> 


AN 


\ 


Wil idhifiy “ 
\ \\ 


\N 
% 


LST WYTEFACE ... it’s a Level—it’s a Square—it’s a FAVORITE® WYTEFACE ... for Jong measurements. 
Tape. And it’s pocket-size! Has built-in, unbreakable level Choice: 25, 50, 75 and 100 ft. Foot numbers in red 
with easy-view bubble. .. accurate square... and 10 ft. at every inch. Sturdy steel case with tough cover. 
replaceable Wyteface® tape rule. Sliding end-hook. e A first choice with professional people. 


... sell themselves every inch of the way 


K & E WYTEFACE is the line that creates confidence the quality that gives them extra value. Display 
... Sells itself on sight . .. and offers a tape for every WYTEFACE lapes prominently and sell your share. 
purpose. No wonder WYTEFACE is found in homes, 
workshops, plants, factories and on job sites every- KEUFFEL & ESSER CO. 
where. Everyone, from homeowners to production, ES: SAR Oy RES GeEENES net 088 
maintenance and construction men, knows it has 
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—YOUR CUSTOMERS 
@WILL BE ASKING FOR 
THIS ILE 9LPLLUCSIR 


\ A 


Over 3!/, million hand tool customers 
. .. yours among them .. . are being told 
and sold on the usefulness of the new 
Channellock No. 415 Smoothjaw Plier. 


y They’re reading about it now in Popular 
B no Mechanics, Popular Science and Mechanix 
cor crore 4 LT Illustrated. And we’re asking them to 


Fixtures © 


eating? come into your store to buy. 


1g you'll ever Be profit-wise . . . be ready to sell 

_ ys 2 e 

he handiest TOP TH smooth them. Get your supply of the new Chan- 
ew 


“6 toothless ’ 


S 

ying: . . 
.. without €ONe nellock No. 415 Smoothjaw Pliers now .. . 
t grip? chro 


od and other and then put them out front 
where your customers can eye 
"em and buy ’em. 


SHIPPED IN ATTRACTIVE 
DISPLAY CARTON 
6 Pliers Per Carton 


HAMPION DEARMENT TOOL COMPANY. 
REA BD Vit te es jf Bae ee as Se Se 





os andlecitae 
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HERBERT BLACK, Man- 
ager, who tells why he 
wouldn’t operate a busi- 
ness without a National 
System. 


ay : 
* 2 


one 


THIS STORE’S CHECK-OUT System featuring modern National 
Registers has helped increase patronage as well as the average 


sale. 


*, % =. 


mm Vana | <a oe eel 
ers : 5 bee re hae ity ; ee 
as ee. & , —-- — ae ba 


Ae ee nae Oe ee al meni 


ONE OF THE EFFICIENT National Check-Out Registers that pro- 
vide Town Fair customers with machine-added, printed, item- 


ized receipts of their purchases. 


“Our Salional System SAVES US 2,200 da year... 


pays for itself every 9 months!” —town Fair Hardware & Variety 


Williamstown, N. J. 


‘*Since our National Check-Out 
System has been in operation for 
nearly four years,’ writes the man- 
ager of this New Jersey store, “‘we’ve 
had a good chance to evaluate its 
benefits. 

“First of all, we are able to serve 
25°% more customers with a 20% 
saving in payroll cost. We attribute 
this increase in business volume to 
better display opportunities, quicker 
check-out service to customers, and 
fewer errors in totalling sales. Added 
to the payroll savings, our average 
number of items per customer has 
also risen. 


“Our Nationals provide strong in- 
ventory control that helps us adjust 
profit margins for slow-selling items, 
and determines the best use of display 
material. The audit tape locked in 
each machine saves us many hours of 
bookkeeping time each week. 

“‘At the very least, our National 
Check-Out System saves us $2,200 
a year, which means that it pays for 
itself every 9 months. We highly rec- 
ommend Nationals to any hardware 
store—we certainly wouldn’t try to 
operate our business without them.”’ 

How about your hardware store? 
How much would a National Check- 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 
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Out System save in your operation? 
A National System soon pays for 
itself out of the time and money it 
saves, Often in less than a year, then 
continues to return these savings as 
extra annual profits. Find out what 
a National System can do for you. 
Call your nearby National represen- 
tative, whose number is listed in the 
yellow pages of your phone book. 
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GENERAL ELECTRIC FANS 
-WILL SELL EVEN 


WINDOW FANS-—LEAD ALL OTHERS IN DOLLAR VOLUME! 








ie Ta le x aaa anc RT Ty pte en > 


Sng 
STARS 


Powerful 20" Exhaust Fan —W-2 Electrically reversible 


" 
is Miaeaall ¢ 95 5 % 20" Window Fan —W-3 $ g 5* 
%& Convenient controls % 6 speeds (3 intake—3 exhaust) 
%& Adjustable % Adjustable 
¥% Rain-proof motor ¥% Rain-proof motor 








REE I AINE OEE NAA 


os 


econ AOSD LIEE IAD 


Portable Twin-Fan Ventilator —T-3 De luxe Automatic 


%& Fits casement or sash windows $ 99 . * Window Fan—W-4 $ Gg b* 

% Reversible . rere reversible 

%& Automatic thermostat control 
* 3 sem sagan sc Automatic thermostat control 


+ Pushbutton panel. 3 speeds each way 
*Manufacturer’s recommended retail or Fair Trade price. 


Promote General Electric Fans for fastest turnover 
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SOLD OUT FIRST IN 1956 
FASTER THIS YEAR! 


General Electric has the 
“most wanted” fan line in 
the industry—most wanted 
by consumers—most wanted 


by dealers because they sell out first. 
You’re just not in business this year 


unless you display, promote, sell your 
best bet yet—General Electric’s proved- 


successful line! 


ny > — 
RV ACY \ SRO ee 
fy é : » bed NW, — 
AOS 
. 


S-YEAR WRITTEN 
WARRANTy 


replacemen 
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~ 
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New! Special! Promotional Model 


Portable 20" Fan—W-6 
%& Portable—vuse on floor or in window $ 3 Q» 


%& Ventilates and circulates 
% 3 speeds 
%* Safety designed 


AT FULL PROFIT! 
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General Electric is First Too with Proved Successful Advertising and Displays my 





FOR HOME AND OFFICE 


LOW-PRICED FAN 


: a 


* 
% Tilts to any angle *& Quiet, sturdy 


FAMOUS OSCILLATING FANS 


AES 


SOT! BIg! S54 
% Oscillates or not 
at the twist of a knob 


+ For wall or table 
4 Quiet—rubber mounted 
POWERFUL SPECIALTY FANS 


‘gaat Say, . 


ee ead 
be 


ris eae Te 
aor 


New All-Purpose Fan 





We 2 fans int 

% Cools entire room * Adjustable from 45" to 62" 
% 3 speeds—Safety design %& Tilts full 360° 

te Rugged construction te Three speeds 
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Only GENERAL ELEGTRIC FANS 
give you this powerful advertising 


AGAIN IN 1957... 


“TARGET 
TORRID 


The most successful fan advertising ever run! 
**Target Torrid”’ is General Electric Fan’s weather- 
forecasted way of releasing fan ads in your town 
when the weather’s hot and humid—when your 
customers are really in the market for a fan! 





_ 


ie ete MS ee we a wm i ee 
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HARD-HITTING ADS 
IN LOCAL NEWSPAPERS 


sell ““Low Cost Home Cooling 
With Powerful General Elec- 
tric Fans’’—bring people into 
your store to look at General 
Electric Fans . . . to decide 
which one they want—and 
then buy. 


















































US... 








BIG, NEW LOCAL 
RADIO CAMPAIGN 


Now, it’s ‘“Target Torrid” on 
radio, too! High-frequency, 
hot-day commercials week 
after week get the General 
Electric Fan message into 
thousands of homes! 


A GENERAL ELECTRIC 
FAN EXCLUSIVE! 


Only General Electric Fans are in one of the 
greatest impact mediums of all! Memorable, full- 
color, 24-sheet posters will be flagging your cus- 
tomers every day during the hot months. 
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AGAIN IN 1957... displays that helped 
you sell out fast in 1956! 


1995 @ FANS @aieup 
, window . 


6 BS ee SU OR an % ie Sn ae % Sie, eS 


These displays come packed with the fans you order: Large, colorful, display banner, six feet long for window or store; Price 
Display Cards for window fans; Display Cards featuring General Electric Five-Year Written Warranty; Colorful display cartons. 


qkeep Cool Display. Here’s 

a real traffic stopper to use 

| ae. wie ae in your window or inside 

( 2 Oe your store. Arresting .. . 

ACTION (on, _ ee | =< instructive . . . it will spark 

{ \ @ } 7 i your sales to new highs! 

DISPLAYS Happy Home Display. 
we - Colorful and compelling, 
In your window—or on the “i =." this display carries a simple 
floor—displays that make ae. message with dramatic im- 
customers Stop— Look—and 2 - _ pact—the dancing figures 


Listen to fan sales talks. catch the eye to drive the 
: message home! 


@Permanent floor displays. A complete fan department. Show 
every fan in General Electric’s fast-moving °57 line—and in only 
a few square feet of floor space. These sturdy displays can be 
used in any combination, any position on your floor—or even in 
your window. Automatic Blanket and Fan Department, General 
Electric Company, Bridgeport 2, Connecticut. 


ORDER EARLY 


GET READY FOR THE 
BEST GENERAL ELECTRIC 
FAN YEAR YET ! 


Progress Is Our Most Important Product 


GENERAL @@ ELECTRIC 
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SWI N ‘ i A : W AY Pe : 


it’s the top value in the field at the regular 

price of $2.98 ... but what a buy it is for 

your Hardware Week customers at $2.48! 

Order the No. 506 Deal now. Includes 6 

No. 507W-White enamel can openers in » 
a self-selling counter display. Total retail Sass 
value $14.88, less your regular discount. 


FIRST IN SALES BECAUSE IT’S FIRST IN VALUE! 


SWING-A-WAY MANUFACTURING COMPANY ° SAINT LOUIS 16, MISSOURI 


et eee 
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The NEW —all NEW 


LOAF 
ANGE 
‘. 
By WEAR: tng 








Exciting Mew, NE 
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This Brand N 
cc ee ew LOAF ANG 
is being pre-sold for you EL PAN 


Loat ange! pan 
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excl 
_in, easy to-c 
pan while cake cools! T 
important feature, 
angel cake will § 


mot ed 


to resl 


Built 


jrom 


ents with this new loaf 

1 It bakes cakes high- 
*s made 0 

> to rest 

» fabulous SQUARE Angel Pan, too! 

x5 cakes look bigget ~ decorates 8° 

jy. Holds full package cake mix! 

store has these N EW 


plus the 
angel pan— a 
handy “legs - 


N EW KENS 
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MAY | 
McCALL'S : 
PROGRESSIVE | 
ake wiix< JUNE 
‘eZelels .? ¢ 
HOUS 
ysivEe EKEEPING 
. 


Tell your customers you have Am 


erica’s. Favorite Bakeware 


with these FREE merchandising helps 


Colorful 
Displayer 


(RA-1727) 
A NATURAL FOR BUSY 
DEALERS TO BUILD 
VOLUME SALES AND 
PROFITS ALL YEAR. 





IT SELLS 4 WEAR-EVER 
ANGEL PANS 


e THE SENSATIONAL NEW LOAF PAN 


e THE FABULOUSLY POPULAR 
SQUARE PAN 
(with loose bottom) 


e THE TRADITIONAL ROUND PANS 
(with loose bottom) 
(with solid bottom) 


CLES bn, cape 
gee that 


YOU GET 16 ONEHINCH SLICES 
© eROM ONE PACKAGE OF CAKE MIX 


ATTRACTIVE 22" x 11" 
WINDOW POSTER—RA-1722 


eeeeeeeoee eevee eee ee eee eeeeeeeeeeeee ees eeeeeeeeeeeeee eee ee 6 


“PARTY IDEAS” 
using Loaf Angel Pan, 
folders— RA-1724 


eeeeeCGeoeceeeoe eeoee 


exenina Ag NE Jp/ von noast Pan 


j es trom 
inch stic 

Mm packase ot ange! Food 

One 


11" x 14" 
COUNTER CARD 
RA-1721 


LOCAL 
NEWSPAPER 
AD MATS 

1 col. x 6" 
1957S-2A 


2 col. x 8" 
1957S-2B 


ee SEKEEPING 
Ls - GOOD HO 
MicCALL’ NGRESSIVE FARMER 
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Shapes 


(Ne stew rend + Deming . 
ANGEL FOOD canes, 47": 
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REPLY CARD 
STATEMENT 
ENCLOSURE, 
RA-1726 





(STORE NAME) 





SELL these brand new additions to the 
WEAR-EVER profit leader line—the brand your 


customers have confidence in 


NEW me 
NEW acon criv = JALW esroir'r BAKE ee 


Your customers need this heavy-duty, 


Holds bacon flat in pan— Here's a self-seller, especially pure aluminum foil for cooking, roast- 
it can't curl. Makes pouring with today’s crowded kitchens. ing, freezing and storing. They see it 
grease a cinch. For grilling One handy, easy-to-clean unit advertised on the ALCOA TV HOUR 
sandwiches, too! Attrac- doubles as a bake pan, pie 
tive, die-cut card with each. pan or broiler. 5. ; 
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NO. DESCRIPTION SHIP. UNIT 





SEND THESE FREE 
Loaf Angel Pan 4 MERCHANDISING HELPS 





Square Angel Pan 4 ae aii 
Round Angel Pan isplayer, - 


(solid bottom) Window Poster, RA-1722 
Round Angel Pan Counter Card, RA-1721 
- - (loose bottom) “Party ideas” Folders, 
Fill in Bacon Grid RA-1724 
Broil 'R Bake Reply Card 


* Statement Enclosure, RA-1726 
4-cup Perk , 
and mail p +i aiadiasieames 


6-cup Perk mat ad, 1957S-2A 


* 
this S-cup Por 2 col. Newspaper 
Alcoa Wrap, 15" x 50' mat ad, 1957S-2B 


Cc @) U yw Oo N Alcoa Wrap, 18" x 50' 
today YOUR NAME 


ADDRESS 
CITY 
RA-1723 YOUR JOBBER'S NAME 
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% pring ME erchandising Quuide 


Your lawn and garden handbook for building more store traffic 


by becoming outdoor living headquarters 


Contents .. . 


Jump into the market 
Know your customer 
Plan early for profits 
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Jump in with both feet 


Beat your competition for the profitable outdoor living market 


by becoming your community’s lawn and garden headquarters 


by Paul Eisenberg, assistant editor 


The swing is to the out of doors. 

Your customers are moving out of doors each spring and summer 
in increasing numbers. 

This year they will spend about $1 billion in the outdoor living mar- 
ket. That’s 25 percent more than they spent last year. 

Sales of $1.5 billion are already predicted for the near future. 

What does this mean to you? What should you do about it? 

@ It means that for every man, woman, and child in your com- 
munity, an average of $6.25 will be spent in the outdoor living market. 

@ It means increased store traffic when you handle outdoor living 
supplies. One out of every four persons is a customer for these goods. 

@ It means increased competition for these outdoor living dollars. 
Everybody will be selling outdoor living supplies. 

@ It means you had better jump into the outdoor living market 
with both feet if you want to get your share of these dollars. 

This Hardware Age Spring Merchandising Guide will help you 
become outdoor living headquarters in your community. 

It will show you how to build up traffic in your store for these spring 
and summer lines and for all of your other departments. 

All the information you need, from the basic stock list you should 
carry through ways to display and sell merchandise is contained in this 
Guide. This is your Guide to successful store operations and higher 
lawn and garden profits throughout the year. 

The market for outdoor living supplies is growing and so is the 
competition. Everybody is getting into the act. Department stores 
will set up special departments this spring. Mail order houses will 
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be in there pitching too. So will variety stores, chain stores, auto 


stores, food markets and drug stores. Some will stress price in their 
promotions. Others will offer variety. 


If you are to lure customers from these other types of retail stores, 
you must offer so much more that your store will automatically be 
labeled outdoor living headquarters in your community. Customers 
like to shop in the store that is headquarters for their particular needs. 


How to pull profitable traffic to your store 


Now that does not mean that you can order a few lawn and garden 
supplies and sit back to wait for customers to come in. 

@ It means you will have to jump into the outdoor living market 
with both feet. 


@ It means you will have to carry full and complete assortments in 
depth. 

@ You will have to plan your promotion from your advertising 
through your displays and sales talks. 

@ You will have to show your customers how convenient it is to 
shop in your store. 

@ You will have to be prepared to treat each customer’s needs and 
problems with a personal touch. 

These are the things these other types of stores will not offer. These 
are the things which will convince your customers that your store is 
really outdoor living supplies headquarters. 

Your customers will believe that your store is headquarters only 
if you believe it. If you do not go into the outdoor living market 
wholeheartedly, your customers will detect it. They won’t come to you. 

But make your store outdoor living headquarters and you build re- 
peated traffic. Customers coming into your store in the spring for 


seeds will return later in the summer for insecticides. They will be 
back in the fall for clean-up equipment too. 


You can build solidly now for the years ahead 
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Your other departments will benefit too. Outdoor living customers 
need more than just equipment for lawns and gardens. They need 
building tools for patios, electrical equipment to light their outdoor 
living areas at night. They need housewares, paints. 

Every visit to your store for an item in the outdoor living market 
opens the way to sales in other departments. 

This then is the market you cannot afford to pass up. It is one of 
your fastest growing markets. More than one million new homes were 
built in the past year. That means one million new customers for out- 
door living supplies. Another million homes is to be built this year. 
That means another million new customers. 

The trend to the shorter work week is sending even more people 
into the outdoors for leisure living. 

Sure you have competition and you fight back to build store traffic 
and sales by trying new lines. There is no harm in doing it. But don’t 
neglect lines that have proven themselves over the years, especially 
lines in the outdoor living market. 

The late Dr. Russell H. Conwell, founder of Temple University, used 
to tell the story of a wealthy Persian who gave up his rich and profit- 
able farm to search for acres of diamonds. The Persian roamed the 
earth in search of this added wealth, and died penniless in his search. 
In time the diamonds were found—right on his own farm. 

There is a moral in this story for you. You can gain profits in new 
lines. But don’t give up the old in search of the new. Acres of dia- 
monds are all around you—in the grounds around your customer’s 
homes. 

Establish your store as outdoor living headquarters and you will sell 
outdoor living supplies. You will build repeat traffic for all your other 
goods and services. You will cash in on your acres of diamonds. 
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Know your customer 


You have to cater to his interests if you want to stay 


in business. This article tells you what customers want 


If you are to draw traffic to your store, and 
increase your sales volume, you have to know 
what your customer is interested in. 

That way you cater to his needs. You make 
him want to return to your store whenever he 
needs something else. 

Knowing your customer and catering to his 
needs is one of the most effective ways of build- 
ing store traffic. 

® Who is your outdoor living customer? 

@ What is he interested in? 

@ What are his needs? 

Here is a picture of your outdoor living 
customer. 

To a large degree, he is essentially a hob- 
byist. Like all hobbyists, he takes pride in his 
accomplishments. The work that he does in 
his lawn and garden is on public display so he 
tries to do the best job possible. 

That means that when he comes into your 
store, he is not coming in to buy supplies. He 
really has come in to buy an end result—a 
finished product. 

Your outdoor living customer is not buying 
lawn seed; he is buying a beautiful lawn. 

He is not buying a packet of flower seeds; 
he is buying a colorful garden. 

Look over your better seed and nursery cata- 
logs. They are filled with pictures of end 
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results—a fully grown ear of corn, a ripe to- 
mato, a bed of flowers, an attractive hedge. 

Your customer buys the end result in the 
illustration. The products he plants do not 
resemble the pictures in the catalog. 

Your customer does not buy a barbecue. He 
buys pleasant hours of cooking outdoors. He 
buys tangy, tasty food cooked over charcoal. 
He buys the finished product, not the barbecue. 

That is why he will come to your store. 

Your store has the tools, supplies and ap- 
pliances to make these end results possible. 
But you must make your customer visualize 
the end result. You must cater to this hobbyist 
frame of mind. 

If you can sell end results first, you have 
sold more than the chain, supermarket or dis- 
count house ever sells. They merely sel] prod- 
ucts, mostly at a price. 

By catering to this hobbyist frame of mind, 
you can trade up your customers. 

Hobbyists are the greatest source of repeat 
and multiple sales of related merchandise 
offerings. Price is a factor to be sure. But, 
end results are more important. Hobbyists 
may start in the lower price brackets but they 
usually end up in the higher-priced lines. 

Your hobbyist customer will have plenty of 
questions to throw at your salesmen. He will 
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ask not only about the relative performance 
of the products you sell, but also questions 
about individual problems. 

Your salesmen should be able to answer 
questions such as these: 

How much seed is needed to plant a new 
lawn? 

How much is needed ‘to repair an old lawn? 

How heavy should fertilizer be spread? 

What is the right type of weed killer to use 
on lawns and driveways? 

What is the right type and size power mower 
for a lawn? 

How many bulbs will fill a flower bed prop- 
erly? 

If you and your salesmen can supply this 
kind of information, the outdoor living cus- 
tomer will come to your store first. He will 
come because he will not get this information 
at the large self-service centers and supermar- 
kets. These do not specialize in sales help that 
knows the answers. They just service merchan- 
dise. They do not sell end results. 


The customer wants help with his hobby 


Since your average outdoor living customer 
is a hobbyist, he wants to talk with sales people 
who can help him with his hobby. Therefore 
you will have to brief your sales force on all 
new merchandise as it arrives. 

This hobby business calls for knowledge. 
But it is well worth the effort because of the 
type and volume of sales it will ultimately 
produce. 

Your hobbyist customer is also very much 
interested in service. He will come to you for 
garden and outdoor living supplies just be- 
cause of the quality of service you offer. 

Service means many things to many people. 

What it will mean to your customer will 
depend on you. 

For example, are you a center of information 
and advice? 

Will you make adjustments on goods un- 
wittingly sold with the wrong recommenda- 
tions? 

Do you offer rentals? 

Do you deliver when necessary? 

Will you help out a good customer whose 
equipment has broken down on a holiday or 
Sunday? 

Are you a friend to your customer and not 
just another cold merchandising center? 


The outcome of his job depends on you 


Your hobbyist customer is working on a 
project. Whether he completes his job success- 
fully may well depend on the service you offer. 
As you can see, your service is a vital factor 
in building more repeat sales in the future. 

Your hobbyist customer wants ideas. He 


HARDWARE AGE, FEBRUARY 14, 1957 


wants ideas for projects, ideas for improve- 
ments, ideas to attain end results. 

He will come to your store for garden and 
outdoor living supplies if he finds your displays 
interesting and provocative and if it will give 
him any ideas. 

Related merchandising displays can do this. 
They will build larger individual sales tabs 
at the same time. For instance, barbecue grills 
naturally would be displayed with the other 
materials that go toward cooking that perfect 
outdoor meal. These materials would include 
fuel, gloves, cooking implements, grill baskets, 
charcoal lighters, skewers, electrical barbecue 
attachments, recipe books, insect repellants, 
outdoor lights, picnic tables, benches, chairs, 
umbrellas, coasters, picnic jugs, patio blocks, 
etc. 


Suggest when the work should be done 

Putting timeliness in your displays of re- 
lated goods is also extremely important. 

Motivation signs stating this is the month 
to do this or that are suggestion selling of the 
first order. Such ideas as this is the week to 
start spraying roses or this is the week to 
start crabgrass kill will increase sales. 

You might also sell the ease approach. Every- 
body wants to save time. Ideas for signs in 
this case might be grass trimming is easy and 
quick with this tool or no mower ever cut a 
smoother lawn. 

Here is another idea that will appeal to 
your hobbyist customer. Place a bulletin board 
in your store with the caption things to do in 
your garden this week. It makes the purchase 
of certain items a necessity, as far as the 
hobbyist goes. 

When you advertise, remember that your 
customer is interested in the end result. Always 
try to sell the sizzle, not the steak. Your cus- 
tomer is more interested in a beautiful lawn 
than he is in just grass seed. So try to sell 
him that end result in your advertising. 
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Plan early for profits 


If you plan your sales program ahead, you can forget 


about competition. Here’s what you should plan now 


The spring selling season is just around the 
corner. 

Before you know it, the peak selling season 
will be here. Will you be ready when it comes 
or will your competitors get the jump on you? 

Plan your spring merchandising campaign to 
start early. This Guide will help you plan your 
campaign from all angles so that you do not 
lose out on any sales. The important thing is 
that you start your planning now. 

It is never too early to start your spring 
promotion. Some dealers are well into their 
spring selling program even while snow is still 
on the ground. They claim an early start gives 
them an edge because customers start buying 
lawn and garden goods as soon as they are re- 
minded spring is almost upon them. 

In this Guide there is a timetable of merchan- 
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dising to help you plan your promotion. Mean- 
while, there are many things you should be 
planning now. 
© Have you set a sales goal for outdoor living 
supplies ? 
® How much business did you do in these lines 
last year? 
¢ How big an increase do you expect this year? 

You can get some idea of how much business 
you can do in outdoor living supplies from the 
chart on the opposite page. This chart will help 
you figure out the market potential, in your com- 
munity. You can work out your goal from that 
figure. 

Have you ordered everything you need in the 
spring line? 

By now most of your ordering should be com- 
plete. But check your inventory now to make 
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sure there is nothing missing. You do not want 
to lose any sales because of outs early in the 
season. 

The important thing is that you have full 
and complete assortments of all outdoor living 
supplies and that you are stocked in depth. That 
is the way to impress upon customers that you 
are truly outdoor living supply headquarters. 
Customers like to shop where they are offered 
a complete selection of goods. 

What about advertising? 

Have you set aside an advertising budget for 
your outdoor living supplies? 


Plan now to hold demonstrations 


You should figure to spend at least 2 percent 
of your expected sales volume in these lines for 
advertising. Some dealers even go as high as 3 
percent. Remember, advertising is important to 
building traffic in your store. 

In addition to any newspaper, radio or tele- 
vision advertising that you do, remember to 
make full use of manufacturers’ cooperative ads 
and envelope stuffers and wholesalers’ circulars 
and broadsides. These should be in addition to 
your 2 percent ad allowance. 

Plan now to hold demonstrations and contests 
during the season as traffic builders. Work out 
your timetable in advance so you can promote 


these in your advertising. Now is the time to 
start making arrangements with garden clubs, 
civic improvement groups and other groups in 
your community for people to take part in your 
programs. Maybe you can speak at one of their 
meetings to show what lawn and garden im- 
provements can do for the community. 


Can you find extra display area? 


This is also the time to look over your store 
to figure where to set up your outdoor living 
merchandise. Modern store layouts provide for 
display areas for seasonal merchandise. 

If your store does not have seasonal display 
space, now is the time to figure out where you 
will display your outdoor living wares. 

Do you use the space in front of your store 
or along the side of your building? Many dealers 
do this to get extra display space. 

How about taking part of another building or 
lot nearby and setting that up as an outdoor 
living annex? This is another favorite device 
used by many dealers to pick up extra display 
space. 


Rearrange stock areas if you can 


If neither of the above methods is available 
to you, start planning now to rearrange your 
stock to make extra display space available for 


How to figure your outdoor living market potential 


Use the form below to figure out the outdoor living market potential in your community. 
Then decide what percentage of that business you want to do and figure out your sales 
quota for this spring and summer. How does this compare with your sales last year? 


Fill in the blank spaces: 


(A) Number of people living in my community 


(B) Average sale for every man, woman and child in my community. .. . 


$6.25 





(C) —- living sales in my community will total (multiply line A by 
ine B) 
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(D) | want to do this percentage of business __ 
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(E) " share of the outdoor living market will be (multiply line C by 
ine 
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Begin planning now for your spring profits 
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your outdoor living department. One way of something in their sales talks. Hold instruc- 


doing this is illustrated in the diagram with tional meetings in related selling. 


this article, Make sure your employees know the answers 














What about window displays? to all of the questions customers might ask 
Have you given any thought to them yet? about gardening and outdoor living. The more 
Have you planned a series of window dis- employees know about your products, the easier 
plays? it will be for them to sell and the more sure you 
} Windows must be changed periodically if they will be of getting increased sales. Product 
are to attract attention. Give thought now to knowledge is a sure way to convince customers 
the items you will display and the times you will your store is outdoor living headquarters. 
display them. As you run your advertisements, be sure to 
tell your employees what items will be featured. 
Discuss sales plans with employees Nothing irritates a customer more than a sales 
What new items will you feature in your person who doesn’t know about the items fea- 
lawn and garden section? Customers always go tured in an advertisement. 
for new items. Read the What’s New section of If you have a rental department, don’t forget 
HARDWARE AGE for new lawn and garden mer- to tie that in with your outdoor living promo- 
chandise that will appeal to your customers. tion. Now is the time to make sure all your 
Gadgets particularly appeal to most customers, tools are in working order. 
so plan to feature some in your ads and to spot Once you complete your planning, putting your 
them around your lawn and garden department. program into operation will be easy. Like any 
Above all now is the time to discuss your project, the most important part, and the hardest, 
sales plans with your employees. Make sure is the planning. Once the plan is set, carrying it 
they know what promotions you plan for the out is much easier. Early planning will mean 
outdoor living department so they can include profits for you. 
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How to find space in your store for lawn and garden supplies 
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These two diagrams of a hardware store sales floor show how departments can be moved and consolidated to make 
space for a spring merchandise department. The diagram on the left shows a sales floor set up for regular business. 
The arrows show how departments can be shifted. The diagram at the right shows the selling floor, after depart- 
ments have been moved. The vacant islands and wall space up front are available for a lawn and garden merchandise 
display. 
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Don’t be caught short 


You can’t sell what you don’t have. Here is a Check List 


to help you set up your minimum lawn and garden. inventory 


Profitable selling means having the good sell- 
ers in stock. 

You can’t do business from an empty wagon. 

Therefore this spring, as every spring, when 
consumers are shopping for their basic lawn 
and garden needs, be certain that your store is 
in the best position to fill them. 

After all, where is the most logical place to 
shop for lawn care equipment, gardening tools? 
The hardware store of course. 

But customers are temperamental. If they 
expect you to have an item and you don’t, they’ll 
find it easier to shop elsewhere and will con- 
tinue to do so. Walk-outs don’t get you the most 
profit from one of the biggest and most ex- 
tended selling seasons you have. Walk-outs 
merely build business for your competition. 

So now is the time you should make certain 
that you have spring and summer sales insur- 
ance. Check into the future orders you placed, 
or should have placed, and your inventory stock 
on hand. 

When spring selling starts in your commu- 
nity, will you have at least the minimum stocks 
required for a good turnover in your lawn and 
garden department? 

Those will be the items most frequently 
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called for in your community. This will be the 
merchandise you must never be out of, and for 
which consumer demand never changes, year 
after year. 

They will be the items of primary importance 
to the man with a spot of lawn to take care of; 
the woman with a flower border or vegetable bed 
she’s proud of. These are your bread and butter 
items. 

Take care of these needs and you will set the 
foundation for the best possible spring busi- 
ness you can have. This will be your spring 
board to an almost unlimited selling opportunity 
in related departments and lines; in those spe- 
cialties that give that big plus over your break- 
even point. 

To help you realize this potential, here is a 
Check List that outlines by types those items 
that should be in every dealer’s lawn and gar- 
den department. This listing does not attempt 
to cover all items or all categories. Rather, it 
is designed to outline the general basic garden- 
ing and lawn needs of every community. These 
should be sold by every hardware store, regard- 
less of size. 

The Check List is divided into three broad 
but important categories: cultivating tools, 
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Here is a Check List of basic spring 





Don't lose out on outdoor living supplies sales by being out of the items customers ask for most 
frequently. Use this check list to be sure you have at least the minimum stocks necessary for an 
outdoor living department that will meet your customers’ basic needs. Expand this list where 
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you can to fill any additional needs of customers in your community. 


CULTIVATING TOOLS 


Small garden tools 
Garden trowel 
Transplanting trowel 
Spading fork 
Weeding hoe 
Cultivator 
Hand rake 
Long handle garden tools 
Rakes 
bow and floral 
Forks 
spading, 4-tine, D handle 
Hoes 
61% in. blade 
Shovels 
round point, D handle 
round point, long handle 
square point, D handle 
square point, long handle 
Spades 
D handle, ram type 
D handle, 14 in. blade 
D handle, 16 in. blade 
long handle 


LAWN CARE AND 
GROOMING TOOLS 


Mowers, hand 
16 and 18 in. 
Mowers, power reel 
18 and 22 in. 
Mowers, power rotary 
18 and 21 in. 
Grass catchers 
Lawn rakes 
bamboo, 18, 24 and 30 in. 
Lawn brooms 
steel, 18 and 24-tooth 


Dandelion diggers 
14 in. and long handle 
Grass hooks 
16 in. blade 
Grass whip 
8 in. blade 
Grass shears 
push type 
spring action 
long handle 
Pruners 
regular 9 in. 
anvil pattern, 8% in. 
ladies, 6 in. 
Hedge shear 
8 in. 
ladies, 6 in. 
Electric hedge trimmer 
Tree pruner 
long handle 
Loping shear 
Pruning saw 
14 and 18 in. 
Turf edger 
Trimmer and edger 
Spreader 
15, 18 and 30 in. 
Wheel barrow 
Garden cart 


GARDEN HOSE & 
ACCESSORIES 
Garden hose 


plastic, transparent, 25, 50, 
75 ft 


plastic, opaque, 25, 50, 75 ft 


rubber, 25, 50 ft 
three-tube sprinkler 
soaker-sprinkler 





Hose reels 
¥g in., 125 ft 
34, in., 100 ft 
Hose hanger 
100 ft 
Hose nozzles 
pistol grip, automatic 
brass, adjustable with shut- 
off 
fan-type 
Lawn sprinklers 
2-arm 
3-arm 
ring-shaped 
oscillating 
traveling 
Hose couplings 
clincher type, 4%, %, %4 in. 
Hose connectors 
goose neck 
siamese 
Hose menders 
clincher type, %, %, % in. 
Hose washer 
Hose clamps 


SEED 


Flower, packets 
Vegetable, packets 
Lawn seed 

1, 5, 10, 25-Ib 


INSECTICIDES AND 
SPRAYERS 
DDT, pts 
Spray mist, dispenser type 
Spray, finger-type dispenser 
Nicotine spray 
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items to stock 


Dusting sulphur 
Rotenone 
Chlorane dust 
Floral dust 
Vegetable dust 
Rose dust 
Weed sprays 

8 OZ 

quart economy size 
Sprayers 

8-0z glass jar 

14-0z sprayer 

1 qt continuous 

2 qt continuous 

1-°4 qt tank 


FERTILIZER 
1, 5, 10, 25, 50-Ib 


MISCELLANEOUS 


Mower oil 
Plant markers 
Plant ties 
Garden gloves 

men and ladies, small, 

medium, large 

Plant stakes 
Flower and grass border 
Knee pads 
Sprinkling cans 
Steel flower boxes 

15, 18, 24, 30 in. 
Rubbish burner 
Gasoline can 
Garden trellis 
Garden furniture 
Barbecues 
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Don’t be caught short 





continued 


lawn care and grooming tools, garden hose and 
accessories. 

In addition there are listing of pest and weed 
controls, plant foods, seed, and a broad catch- 
all category—specialties. In the latter classi- 
fication any number of related items could be 
listed. You should expand this as much as you 
can to fit your trading area. 

The items in each category for the most part 
form natural families of merchandise. They 
should in so far as possible be displayed to- 
gether. Displaying merchandise by family 
groups, lines and items is the simplest ap- 
proach to related selling and selling-up. It is 
the biggest influence on the size of sales slip. 


Start low and then sell up 


Also, if possible, try to have two or three 
price lines of an item—good, better, and best, 
in terms of quality. Use the low-end items in 
promotions to create price impression and to 
draw the shopper to your store. Then sell him 
up in quality and price. That is a chain store 
tactic that the hardware dealer doesn’t use to 
full sufficient advantage. 

It should be needless to point out that since 
gardening and lawn goods will have priority 
on spring shopping lists, this merchandise 
should be given priority display spots in the 
store. 

In most hardware stores, the steel goods sec- 
tion has its set location. But it can be dressed 
up for greater eye-attraction. 

However, every store that has been properly 
laid-out should have one or two up-front display 
islands for seasonal merchandise. These should 
be set up with lawn and garden items. 


Don't neglect your promotions 


Since lawn and garden needs change as the 
season advances, these displays should be 
changed as frequently as necessary in order to 
keep the most important part of the store, up- 
front, alive. Also see to it that on the islands 
themselves, the most seasonal merchandise gets 
the most prominent display space and is most 
easily accessible. 

Once the stock has been decided upon, se- 
lected, and the proper display space allotted, 
the final, important job is promotion. Walk-bys 
are worse than walk-outs. If you don’t take 
steps to get the shopper into your store, if you 
let your competition out-promote you, you 
might as well be doing business from an empty 
wagon. 
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Let ’em know you have it 


You can’t draw traffic if customers don’t know what you 


As the trend towards outdoor living increases, 
so does the competition for your customer’s 
dollars. 

The season for selling outdoor living supplies 
and equipment is often relatively short. So, your 
advertising must be well-timed, well-prepared, 
and must carry a maximum of punch. 

Your campaign must naturally be supported 
by a well-rounded stock of outdoor living mer- 
chandise which in turn must be well-displayed in 
your store or on your adjoining outside sales 
area. 

Considered generally, let’s look at four major 
points that your advertising program must cover 
in order to be successful. 

These are: 

® Color 

® Animation 

® Selection 

© Convenience 

First, your entire campaign must be colorful. 
Much of the purchasing of outdoor living mer- 
chandise is done by women, and women are 
notably more color-conscious than men. Color 
is playing an increasingly important part in 
merchandising many items that in the past have 
been produced only in surgical white or in neu- 
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have. Here’s how to plan an ad campaign to build store traffic 


tral tones. We now have orchid-colored bath- 
room fixtures, pink ranges, and a selection of 
outdoor furniture that is all the hues of the 
rainbow. 

The trend towards color in outdoor living 
products is being stressed by manufacturers, 
and there will be many sales aids to help you 
present your wares in an eye-arresting manner. 

Your advertising must transmit this color- 
thought to your prospects. Getting color into a 
black-and-white newspaper ad, or the spoken 
word of radio, is not easy but it can be done. 

First, remember that people are well aware 
of the lift they get from the color inside their 
homes. It should not be too difficult to create an 
awareness in their minds that most of their 
back-yards and patios are comparatively drab 
and uninteresting. 

Get color into your advertising by emphasiz- 
ing color. The phrase “Lawn Furniture For 
Sale” creates no color-picture at all. Changed to 
“Lawn Chairs in Six Striking Colors” conjures 
up a mental picture limited only by the imagina- 
tion of the reader. It’s the same psychological 
magic that occurs when the name of a paint is 
changed from “gray” to “moonmist,” or an auto- 
mobile finish from “tan” to “Sahara beige.” 
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“Colorize Your Outdoor Living Room” at the 
top of an ad on exterior paint will arouse a 
beautifying urge in your reader. But the phrase 
“Time To Paint Your Fence” will age your aver- 
age male prospect 10 years in 10 seconds. 

When you sell lawn and garden tools and 
supplies, you aren’t just selling rakes and shovels 
or lawn-mowers and hose. You are selling beau- 
tiful lawns and pretty flowers and a pleasant 
and colorful place where your customer can while 
away his evenings and week-ends. Sell him on 
that idea, and the job of selling barbecue sup- 
plies and lawn furniture is more than half-done 
by the time the prospect enters your store. 


Get animation into your advertising 


Our second major point is animation. Anima- 
tion is closely allied with color, since each offers 
something interesting to your prospect. In store 
or window displays, animation attracts attention 
because it is different from its static surround- 
ings. Animation is the answer to the problem 
of forcibly drawing the eye to a particular item 
or location, and unless it is overdone, is one 
of the most effective instruments in a merchan- 
disers box of tools. 

Your outdoor living advertising should be an- 
imated, too, and in exactly the same manner that 
you animate one or two special items in a dis- 
play. You catch the reader’s eye with a colorful, 
arresting headline: “Enjoy A Golf-green Lawn 
This Summer.” Now give him something to 
look at that doesn’t remind him of plain, hot, 
hard work. 

Get away from the static three-quarter view 
of a lawn-mower if you possibly can. Instead, 
use an illustration from your newspaper mat 
service or your manufacturer’s clip book that 
shows a man relaxing on a _ black-and-white 
version of a golf-green lawn after he has mowed 
it. The mower will naturally be at his side or 
in the immediate background. Your prospect 
will get the point. 

Unfortunately, too many manufacturers miss 
this proven point and furnish the usual unim- 
aginative and unemotional line drawings of their 
products, but the trend is towards improvement, 
so get on the band-wagon whenever you can. 

You’ll agree that it is more imteresting and 
informative to see a picture of a child or a dainty 
housewife lifting a 100-foot coil of light-weight 
garden hose with an index finger than merely to 
read that “This Hose Is Extra Light.” If you 
agree, then your reader will agree as well. All 
you have to do is tell him with a little animation. 

Selection is a third important point. All people 
like to have a choice of basic items from which 
to buy. 

If you go into your spring selling season with 
only a meager stock, you will not do justice to 
the money that you will spend on advertising. 

Extend the possibility of satisfying the needs 
of all types of prospects by having a good choice 


HARDWARE AGE, FEBRUARY 14, 1957 





of colors, types, and prices. Your embryo out- 
door-living convert may not want to proceed too 
rapidly, and may hesitate to invest any large 
sum in barbecue equipment or lawn furniture. 
You should be able to supply him with inexpen- 
sive answers to his needs. You will also need a 
display of the type of merchandise that will 
satisfy the most rabid enthusiast. 

This varied selection should be made apparent 
in your advertising with such notations as: 
“Other Models As Low As” or “Prices Start At” 
whenever the more potentially popular model is 
in the middle or higher price bracket. 

Leaders, as in any advertisement, are excel- 
lent attention-getters. These need not be loss- 
leaders, but should attract your prospects from 
the price angle. Leaders are always more force- 
ful if they can readily be compared with prod- 
ucts of known quality. 

A “24-Inch Barbecue Fork” won’t mean much 
at any price because the reader probably has 
no familiar item to compare it with, and as a 
result wouldn’t known how much such a fork 
should sell for in the first place. An “18-Inch 
Rotary Electric Lawn-mower” at a good price 
will strike a chord, because a reader who finds 
such an offer interesting will probably have a 
pretty good idea whether or not the price is 
actually a bargain, even without investigating 
the quality of the advertised machine. 

Remember that there are more and more re- 
lated items appearing on the market. Many of 
these stress living it up outdoors. There are 
fancy man-and-wife apron sets, many new items 
for outdoor parties, and scores of others that 
will round out your selling and your advertising. 


Stress convenience in your ads 


The last of our four points is convenience. If 
at all possible, your displays should invite brows- 
ing. Don’t cram everything all together. This is 
merchandise that you are asking people to live 
with, and they will want to touch it and sit on 
it and heft it. Make it easy for them to sell 
themselves. 

Stress this convenience in your ads. Play up 
the fact that you have the type of displays men- 
tioned. If you have special nights when you are 
open for the public’s convenience, let them know 
about it in your ads. 

And above all, don’t minimize the value of 
terms. Some major home improvements can be 
carried through FHA. Others can be arranged 
at your local bank. And still others may be 
profitable ventures for your own firm. 

Check all the possibilities, then play them up 
big in your advertising program. It isn’t good 
to encourage the customer to extend himself 
beyond his depth, but there is no harm in mak- 
ing it possible for him to buy the things he 
wants at the time that he wants to have them. 

Since all of the points mentioned up to now 
must be considered before your actual advertising 
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Let them know 





begins, the last points are timing and placement 
of your advertising. 

The first phase of your promotion should start 
reasonably far in advance of the actual advent 
of spring in your area. Make your prospect 
aware that your store is prepared to supply him 


consultation services or gardening and lawn care 
booklets. Let your prospects know that you are 
in business to serve them. 

This first phase should then flow evenly into 
advertising of a more specific nature when out- 
door activity actually begins. The first thing 
that any family must do in preparation for the 
outdoor life is to refresh their yard and lawn. 
This is the period when you should advertise 
your items for lawn care, renovating, outside 
painting, fence preservatives, do-it-yourself out- 
door projects, equipment rental, yard lights, etc. 


with all his needs for reconditioning and reno- 
vating his yard and garden. If you have a rental 
plan on equipment, mention it frequently in your 
ads. Play up brand names and quality. Promote 
anything you may have to offer in the way of 


Keep an eye on the activity in your own 
neighborhood, and try to anticipate the items 
that will be needed before the need actually 
occurs. Add to your ads those things that will 
be in demand as the projects begin to take shape: 


Here is an advertising plan to build store traffic for your lawn and 


Phase 1: This is the ad to tell customers that you 
have what they need for their lawns and gardens. 
a The ad is institutional rather than hard sell. 


Phase 2: Now your advertising program is geared fo 
promote specific items that are seasonal in their use. 
+ Change items in your ads regularly. 
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hand and power mowers, grass catchers, weed 
killers, flower bed fencing, sprinklers, and the 
like. 

As projects begin to develop and the weather 
warms up to the point where it indicates a 
slacking off of physical activity, you reach the 
phase where your emphasis must be placed on 
the fun theme. Now is the time to cut loose with 
your lawn furniture, barbecue equipment and 
supplies, back-yard games, party needs, and all 
the extras you can find. 

As the season wanes, convert your advertising 
to your clearances and late-season bargain offers 
in order to clean up your inventories. The type 
of merchandise demanded for outdoor living is 
space-consuming, and you will want to carry 
over only a minimum. 


But use caution during this clearance period. 
Don’t indulge yourself so freely in mark-downs 
and reduced prices that you destroy the good will 
you have been building. You’ll want your cus- 
tomers to come back. Too many sensational ads 
may easily create the belief that a long enough 
wait for any type of merchandise will bring 
about a reduced-price offer from your store. 

Try to place your ads where the editorial mate- 
rial deals with related activities and problems. 
Sports articles draw male readers, so use space 
on such pages for the items that will have pre- 
dominantly masculine appeal. 

When you stress color and gadgets, keep in 
mind the increased interest being shown by your 
feminine prospects along this line and use the 
home decorating and social news pages. 


garden department from early spring through your fall clearance sales 


Phase 3: The theme of your ads shifts now to having 
fun. The stress is more on buying items for enjoy- 


= ment. 
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Building TRISEIC 


HARDWARE AGE 
SPRING MERCHANDISING GUIDE 


Training pays traffic dividends 


Getting repeat traffic into your store hinges more 
on good personal salesmanship than any other factor 


“What is training?” we asked an expert. 
“How can you define its value?” 

“That’s simple,” the counselor said, and 
itemized: 

“1. Training is learning and remembering as 
much as possible about all phases of a given 
activity. In selling, it is learning about mer- 
chandise: how it is used, and how limited it is 
in performance. 

“It is learning and remembering procedures 
and systems. It is learning and remembering 
basic moral points such as courtesy, neatness, 
and respect for the customer as well as the 
hand that feeds. 

“2? Value? It is great and it’s intangible. 
How much do you value success? Training new 
employees makes the difference between an 
order taker and a salesman. It makes the dif- 
ference between browsers and buyers. And it’s 
the difference between squeaking by and being 
a howling success.” 

Initial and follow-up training of new sales- 
people is what puts one store head and shoul- 
ders above another in the same competitive 
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neighborhood. Even when they are identical in 
outward appearance. 

Think a moment of your own buying habits. 
Where do you buy suits, furniture, or steaks? 
Isn’t it where you are treated with respect and 
courtesy? And where an inquiry about the best 
way to use your purchase results in more facts 
about performance than you actually need? 

Would you go back to a store where you had 
to wait a long time for service, or pry product 
information from clerks? 

You would not. No store is that attractive. 

Now, take a long look at the salesmen you 
have selling your highly-technical outdoor liv- 
ing products. How do they measure up as clerks 
you would want to wait on you or your wife in 
some other store? 

Have they been trained on merchandise, sys- 
tems, and customer relations? 

Can you honestly say that every new clerk 
you hire gets sufficient background before he is 
put on the floor with a salesbook in his hand? 

Quiz yourself with this gage for selling- 
staff 1.Q. 
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Honest answers to these questions may point 
up some obvious deficiencies that you have 
missed in the busy rush of everyday routine: 


Product knowledge 


1. Have your salespeople learned and remem- 
bered enough about what they sell to pick up 
virtually any item in your outdoor living sec- 
tion and give a reasonable sales talk without 
reading product labels? 

2. Can your expert on power mowers be 
called expert on soil conditioners, fertilizers, 
and pest control? 

3. Can your salespeople explain how many 
pounds of grass seed, lime, or clover seed is 
needed for a 10x10 ft plot, or a half-acre? Do 
they know how big a half-acre is? 

4. On slow days, do your salespeople swap 
stories or spend most of their time with the 
merchandise? 

5. Would the majority of your staff admit to 
knowing all that it should about the items that 
make up your outdoor living section? 

Any “no” answer is a danger signal. 


Procedures and systems 


1. Are you often called to the sales floor to 
explain ground rules for credit, time-pay, or 
layaway sales? 

2. Has it been a long time since you gathered 
the staff around to bring them up to date on 
minor changes in handling of credit, revolving 
credit, time pay, or layaway sales, or the han- 
dling of bank checks, or returned goods? 

3. Is there anyone on your staff who is known 
for sloppy writing or figuring on tapes, bank 
checks, or credit forms? 

4. Are you fairly certain that many of your 
customers, especially newer ones, have never 


Did you know? 


@ Gardening is the fourth most popular 
hobby in America. Only _ reading, 
swimming and card playing, in that 
order, attract more people. 


@ About !0 million pounds of grass seed 
are required to start lawns around new 
homes each year. Five times that 
much is needed each year to reseed 
and restore old lawns. 


@ Flower seed production runs to about 
$50 million a year at retail prices. 


@® The cost of maintaining home lawns 
in New Jersey alone is $46.3 million a 
year. Building lawns in new homes in- 
volves another $5 million a year. 
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been sold on a credit account or layaway pur- 
chase? 


5. Do you believe that more energetic effort 
by your salesmen would result in more charge 
and time pay accounts? 

Any “yes” answer is a signal for training 
action. 


Living with others 

1. Have you had recent complaints of sloven- 
ly appearance or service by your salesmen? 

2. Do you feel the need of mentioning the 
manner or appearance of one of your staff to 
that man in the hope he might take corrective 
action? 

8. Isn’t it possible that you sometimes fail to 
set a good example in appearance, manner or 
knowledge of your products? 

4. Do you have salesmen who feud with each 
other either openly or privately? 

5. If the mayor of your town came in to shop, 
would you feel it urgent that you wait on him 
personally? 

Any “yes” answer shows a training lack 
which can be quickly corrected. 

Think back. That last new salesman you 
hired. Was he trained by you or one of your 
better salespeople? Or did you give him the 
one-hour grand tour and put a pencil and sales- 
book in his hand? 

The quick tour cheats you and him. A cap- 
tain wouldn’t let a fledgling coxswain steer his 
aircraft carrier. Giving your store over to un- 
taught salesmen is like handing a boy a loaded 


gun. 


And how about right now? Do you continue 
training even the old timers with regular meet- 





131 


Sales training pays traffic dividends 





ings to explain advertising, new products, and 
changes in system? Or do you rely on a word 
of mouth grapevine that forgets, and distorts 
facts? 

The grapevine has never been known for 
accuracy. 

When you hire a new man, hold these three 
basic rules in mind for more sales to more 
satisfied customers: 

Start him slow. Don’t let a new man sell a 
thing for at least one full day. Let him watch, 
listen, ask questions, and get the feel of your 
way of doing business, even if he is a hardware 
veteran. 

Have him shopped. After a few days or weeks 
on the job, have a friend or professional shop- 
per buy something, or try to buy something, 
from him. Get a report on sales ability, appear- 
ance, and familiarity with products. If report 
is good, commend him publicly. If it is bad, tell 


him privately how he failed. Follow-up reports 
should be made occasionally. 

The rule of thumb for bad reports: three 
straight bad reports usually call for a new 
salesman. 

Train him in all ways. During early training 
days divide his time. Let him sell in the morn- 
ings and help with back stock or billing in the 
afternoons. Teach him and quiz him occasion- 
ally on how to spot a bad bank check. Show him 
how your billing works, how you return de- 
fectives, and mark new stock. Regardless of 
whether he will ever have to do these things, 
it helps his selling by showing what happens 
before and after the sale. 

Above all, train him to feel that he is part of 
a smooth working machine. He’ll be a more con- 
fident, relaxed salesman. He will gradually 
build up his own customer following. And the 
net result to you is bound to be more traffic. 


Avoid outs: Use Pocket Want Cards 





en ' 


HARDWARE AGE 
Pocket Want Card 


You can’t sell it, unless it’s in stock. Write 
down here all outs, low stocks and 
special requests. Take a new card each 
morning. Turn card in each evening. 


In order to keep the traffic level in your store high, you want 
to avoid being caught without the goods your customers want. 

Every time you tell a customer you are out of an item be- 
cause you failed to keep a close check on your stocks, you lose 
a sale. You send your customer to a competitor. You lose the 
opportunity to build repeat traffic in your store. 

HARDWARE AGE Pocket Want Cards are one way to cut down 
on outs. They will help you keep your stock lists up-to-date 
easily and simply. You can write down your customer’s spe- 
cial request right away without having to run back to your 
want book. 

The Pocket Want Card fits into a shirt or jacket pocket. 
The card has space on both sides to write down outs, shorts 
or special requests the minute you discover them. 

Each evening your clerks put the cards on your desk. Each 
morning they pick up a new card. Your want book is always 
up to date. 

You can order Pocket Want Cards from HARDWARE AGE. 
Seventy cards cost $1; 450 cards cost $4.95 postpaid. Send a 
check with your order to Pocket Want Cards, HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 












































(use bock of card, if you need more space) 
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How to sell related goods 


Add-on sales are easy when you know how. Here is how to 
sell more so you have higher profits, lower selling costs 


Would you like to get higher sales without 
adding one dollar to your investment? Would 
you like to cut down your selling costs? 

Then check your related sales program. Are 
you getting higher volume from related sales? 

If not, now is the time to go over a related 
selling program with your employees. This is 
the time to check your display plans so that you 
will group related items together. 

Related sales or tie-in sales are other names 
for suggestion selling. 

Suggestion selling is one way to increase 
your sales volume without adding to your in- 
ventory. It is also a way to cut down your sell- 
ing costs because you get higher sales from 
each clerk. 


What is related or suggestion selling? 

When you drive into a gasoline station and 
the attendant asks how your oil is, that is sug- 
gestion selling. When a drug store clerk asks 


if you have enough razor blades, that too is 
suggestion selling. 


Your employees should be doing the same 
thing with each customer. If yours is a self 
service store, your displays should do the same 
thing. Both your employees and your displays 
should suggest other purchases to your customers. 

For instance, when a customer comes in for 
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grass seed, does he need fertilizer, a spreader, 
lawn seeder, new hose, nozzle, sprinkler, hose 
reel, lawn roller, or mower? 

Maybe you won’t sell him ail the tools and 
materials he needs for a job, but by suggesting 
them, you may sell him some or rent him some. 

Do your clerks suggest rental items? Do 
they suggest other materials to complete a job 
properly? 

If yours is a self service store, are these re- 
lated items grouped together? 

Do you have signs in your lawn and garden 
department pointing out that tools for the job 
can be rented? 

This, basically, is related selling. 


Beware how you phrase your questions 


The nice part about related selling is that it 
will be welcomed by most customers if you and 
your clerks make the right approach. Instead 
of being irritated by suggestion selling, most 
customers will welcome the idea. It all depends 
on how you go about it. 

First and foremost in your approach is this: 
Never throw a whole list of suggested items at 
the customer. The customer will instinctively 
answer “no.” 

When you do suggest something, how you 
suggest it can either close off the sale immedi- 
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ately or leave the door open for more sugges- 
tions. 

For instance, if a customer is buying flower 
seeds, you might suggest a pair of canvas work 
gloves. But don’t ask the customer if he has a 
pair of gloves. He may answer yes and that 
would end the possible sale. Instead, ask if his 
work gloves are in good condition. Point out 
that you are featuring a good buy in work 
gloves. 

That way if the customer already has gloves, 
he may still buy a pair. If his gloves are in 
poor condition, you have reminded him to buy 
a new pair. If his gloves are in good condition, 
he may decide to buy an extra pair. And if he 
does not own gloves, you have opened the door 
to an additional sale. 


You can do the same with displays 


From there, you can go on to suggest some- 
thing else. You might also remind him to stop 
back later in the season when he will need in- 
secticides and fungicides for his plants. 

The same thing holds true in making barbe- 
cue sales. Your customers need more than just 
a barbecue. They need charcoal, starter fluid 
and a host of other accessories. By proper sug- 
gestion selling, you can build sales of these re- 
lated items. 


Clerk: "Ils your garden trowel in good condition? 
It's not rusted or broken, is it? We have some ex- 
cellent buys today in garden trowels.”’ 

Customer: "As a matter of fact my trowel is rusty. 


continued 


You can do the same thing with displays in 
self service stores. Arrange merchandise in 
groupings. Food markets do this. For example, 
they place sherbet dishes, fruit toppings and 
syrups, pretzels and crackers over their ice 
cream freezer. 

You should do the same thing in your store. 


Customers like related groupings 


For instance, in your seed department, place 
sprinkling cans, work gloves, small bags of 
fertilizer, insecticides, pruning shears, trowels, 
and other materials your customers might need 
for their garden work. That way your cus- 
tomer will be reminded of something he needs 
for his work. 

This grouping of related items not only in- 
creases your sales, but also pleases the cus- 
tomer by making your store easy to shop. The 
customer will also visit your other departments 
for the same reason. 

When you personally suggest items to cus- 
tomers, you perform a service for them. You 
show them you are interested in their lawn and 
garden problems, so they will return to your 
store for other purchases because they know 
you will help them solve their problems. 

Through proper related selling, you will 
build traffic in your store throughout the year. 


Not this... 





Clerk: '‘'How about buying work gloves, knee pads 
or a kneeling stool, a garden trowel, a garden fork, 
fertilizer, a fertilizer spreader, a hose or sprinkling 
can, stakes and a border? You need them all, you 
know.” 


Maybe | will take a look at those trowels.” Customer: “No, the seeds are all | want." 
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Tested display ideas 


you can use fo sell outdoor living goods 


Finding display space and new ways to dress Below is an all-around outdoor living window 
up windows and departments for spring mer- display. On the next page are ways of making 
chandising programs are yearly problems for your garden department stand out. 
many dealers. The page after that shows how some dealers 

Shown on these pages are methods used suc- use side lots and sidewalks. 
cessfully by other dealers. The ideas are simple. Different themes for window displays, promot- 
They will give you ideas for your store. ing one line at a time are on page 138. 


The cardboard cutout of the man 
gives life to this all-purpose window 
display for lawn and garden equip- 
ment. Customer sees himself in the 
picture. 
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10 tested display ideas 





(Continued ) 


Your garden department will stand out from all 
parts of the store if you build a little roof such as 


W this over the display. 


You can draw attention to your de- & 
partment, from any part of the store, 
by using a wall insignia over your 


display. 


Placing small pots of flowers around 
the garden department provides a 
colorful touch that attracts women 


shoppers to it. 
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< 


Space alongside your store building 
can be enclosed to form a separate 
garden supply shop without remov- 
ing regular displays. 





> 


Lawn furniture is best displayed out- 
doors where it would naturally be 
used. Convert your sidewalk to an 
outdoor living room. 





< 


The sidewalk in front of your 
store can be used to good 
advantage for displaying 
wares when there is no other 
space available. 
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10 tested display ideas 





(Continued ) 


> 


Father's Day can be used successfully 
for a window theme to promote bar- 
becues and their accessories. 
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An entire window can be given over 
effectively to the display and pro- 
motion of a single insecticide line. 


You can promote the sale of outdoor 
play equipment for children with a 
separate window display. 


v 
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Credit: your magnet for traffic 


Because most customers today are budget conscious, 
the store offering credit draws the budget traffic 


Bob Smith finished stomping. He wiped his 
shoes off on the grass and backed away to 
admire the tree he just planted. 

“It looks nice,’’ commented Betty, his wife. 

“But you used the last of the peat moss. If 
we had more we could get in some more foun- 
dation plantings this week-end.” 

Here is a sale-in-the-making situation that is 
the key to the success of your lawn and garden 
department. That key is: credit. 

The Bob and Betty Smiths budget their pur- 
chases. These are the folks who make up the 
vast bulk of this billion dollar lawn and garden 
market. A few customers will give you whop- 
ping big orders for their entire season’s needs 
of tools, equipment, seeds, fertilizers and lawn 
furniture. Most customers, however, buy the 
basics as quickly as possible. Then they fill in 
the other things when, if and as they can afford 
them. 

Your customers need lawn and garden mer- 
chandise from the first warm day of spring until 
the first chill of autumn. They are willing to 
buy. The sale depends on the age-old question, 
“What’ll we do for money?” 
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The obvious answer is “Credit.” 

The Bob and Betty Smiths may see a project 
as a whole. But, they usually buy piecemeal. 
That is why they budget their income. Each 
month they have so much money to spend for 
each project. That is the way they buy their 
home and their car—so much paid each month. 
They pay for their electricity, gas, telephone and 
other services monthly. Their financial thinking 
is on a monthly cycle. 

Credit lets them buy their lawn and garden 
needs on a budget. The Bob and Betty Smiths 
can picture their completed lawns and gardens, 
and figure how much they can afford to spend 
on them each month. 

You can offer three credit plans to cover lawn 
and garden purchases. These are in addition to 
usual 30-day charge accounts. Two of these 
plans will cover regular purchases and also 
emergency purchases. Here they are: 

1. Revolving credit. 

2. Open end budget accounts. 

3. Layaways. 

Revolving credit. This is the most popular 
form of credit now for small purchases. Re- 
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Credit puts your store in a position to get credit as well as cash customers 


volving credit combines the advantages of instal- 
ment terms with the freedom of purchasing on 
a 30-day charge account basis. 

Here is how it works. 

The customer decides how much money he can 
pay off each month. You decide whether to ex- 
tend credit over a given number of months, 
usually 6, 8, or 10. 

Supposing the customer can set aside $15 a 
month for his account in your store. Your policy 
is to extend credit for 10 months. Then this 
customer has a total of $150 in his revolving 
credit account. 

The credit is revolving. Each time a payment 
is made, that amount of credit then is available. 
You and your customer have agreed on a maxi- 
mum amount of credit. You know at all times 
your maximum outstanding credit. Your cus- 
tomers know how much credit they have avail- 
able, and can govern their purchasing accord- 
ingly. 

Customers make monthly payments in your 
store. You apply a 1 percent service charge on 
the unpaid balance. 

Here are the advantages of revolving credit 
to you: 

1. You create store traffic. All revolving credit 
customers come to your store at least once a 
month. 

2. You get a return on the money you invest 
in revolving credit. 

3. You avoid a check-up every time a cus- 
tomer wants to get extended credit. You estab- 
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lished a credit rating on opening the account. 
The regularity of monthly payments shows you 
that the account is good. 

4. Customers think of shopping your store 
first, even for emergency and impulse merchan- 
dise. It is easy to just “charge it.” 

Open end budget accounts. This form of con- 
sumer credit is similar to revolving credit, but 
applies more to big ticket merchandise. 

The customer, in effect, establishes a credit 
rating on signing up for his first conditional 
sales contract. More credit becomes available as 
the original contract is paid off. 

A customer, for instance, might buy a power 
lawn mower. The down payment is made, and 
terms set up to repay the balance over a year. 
About 10 months later the customer is interested 
in some lawn furniture. This represents a capi- 
tal investment. There is some security value 
in the furniture. This purchase, then, can be 
tacked on the end of the power mower deal. 

There is no conflict between revolving and 
open end instalment credit plans. Both have 
their particular fields. Revolving credit applies 
mainly to smaller, day-to-day sales. Open end 
instalment account credit applies to big ticket 
items. 

Both forms of credit have a tremendous appeal! 
with consumers. Their monthly payments are 
fitting right in with their budgets. That makes 
it easy for them to decide how much merchandise 
they can afford, and when additional purchases 
can be made. 
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Both forms of credit let customers beat a 
path to your store. It makes your store com- 
petitive. 

Layaways. Layaway is consumer credit in 
reverse. It has its place in the lawn and garden 
department merchandising program, both for 
small and big ticket sales. 

Here is how layaway works: 

The customer decides on the purchase and 
when he wants to pick up the merchandise. The 
customer decides how often he wants to make 
payments, and in what amounts, so the trans- 
action is paid up on the date he wants the 
merchandise. 

You set aside the merchandise in storage. You 
record the payments. When payments are com- 
pleted you turn over the merchandise to the 
customer. 


These are the requirements for a layaway 
plan: 

Storage space for the merchandise. 

An identification ticket, usually in three parts. 
One part is attached to the merchandise. One 
part is given to the customer. One part is filed 
in the office. The office and customer portions 
are used to record payments. 

The retail hardware store has traditionally 
operated on a cash basis. 

This cash only basis gradually has been worn 
down. First, dealers opened monthly charge 
accounts. Or, they put it on the books until pay 
day. Second, competition latched onto the credit 
gimmick. Hardware dealers have had to extend 
credit in order to remain competitive. Too many 
big ticket sales were going to competitors in 
other retail fields who offered terms. 


Much of the early credit extensions were 4 
matter of convenience for the customer. Farm- 
ers, for example, waited until their crops were 
harvested and marketed before settling their 
bills. Customers in city stores did not carry 
much cash, so it was convenient to “charge it” 
and pay by check at the end of the month. 

Credit, however, showed your customers how 
to get merchandise immediately, enjoy it while 
they paid for it. This brought on the need for 
some way to pay for money in use for credit 
backing. It was one thing to carry a customer 
until the end of the month. And it was quite 
another thing to carry the customer for that 
purchase up to 10 or 12 months, or longer. 

Lending institutions were quick to recognize 
the rewards of putting money to work to let 
consumers buy now and pay later. Dealers now 
realize that money invested in the credit market 
pays a handsome return. 

The dealer who wants to extend revolving and 
open end instalment credit can ask that same 
age-old question, “What’ll I use for money?” 

Here is where the money can be obtained: 

1. Use your own surplus funds, either those 
of the store or your personal savings, depending 
on your organization set-up. The return of 1 
percent or more a month is considerably above 
interest paid on saving accounts, or dividends 
realized from investments. 

2. Arrange a bank loan for the amount you 
want to invest in credit selling. 

8. Discount your receivables with your bank 
or financial company. | 


4. Sell your receivables to a finance company 
or bank. 


How to decide if I should use revolving credit 


Use this series of questions to establish facts about your credit sales. Then consider what 
financial backing is available to set up your store to offer revolving credit to increase 


your lawn and garden department sales. 


A | have this amount outstanding each month, on the average, in charge accounts eee 
B | could convert this amount of my charge accounts to revolving credit accounts $.. 
C If | offer revolving credit my charge sales would increase each month by >.. 
D My total average monthly outstanding revolving credit would be (B plus C) a en 


E At | percent charge on unpaid monthly balances my return would be (D times 1%) $........ 
copyright 1957, HARDWARE AGE 
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Draw traffic with rentals 


Customers will need tools for their spring projects. 
Rent them these tools and watch your traffic increase 


Remember tool rentals when you plan your 
outdoor living sales program. 

Your customers are going to need tools for 
many of their spring projects. Whether they 
build a patio, install a fence, establish a lawn, 
or simply plant a flower patch, they will need 
tools for their work. 

You can rent them these tools and, at the 
same time, open your store to more traffic, more 
profit and more sales. 

Here is why: 

More traffic. Customers who rent tools must 
come to your store twice—once to pick up the 
equipment and once to return it. This exposes 
them to all your departments, not just to lawn 
and garden supplies. 

More profits. First, rentals become profit 
after the cost of the tool has been covered. 
Second, after a tool has passed its rental life, 
you can sell it as used for still more profit. 
Third, customers who rent tools often decide to 
buy tools of their own. 

More sales. The first noticeable sales are to 
the customers who buy the tools they have been 
renting. Then too, being able to rent tools per- 


mits customers to do jobs they did not think 
they could do, so they buy the materials for 
these jobs. Also rentals open the door to tie-in 
sales in lawn and garden supplies and lead to 
sales in other departments to which customers 
have been exposed. 

What should you do? 

First, plan to promote your tool rentals. 
Point out to customers how rentals can make 
their work easier and faster. Do this with signs 
around your store, in your advertising, and as 
a suggestion during your sales. 

Second, check your tools. Repair or replace 
those tools which are not in perfect working 
order. Do it now. You will save yourself head- 
aches, and losses, if you avoid breakdowns of 
equipment during the height of the rental 
season. 

Third, be sure your rental list is complete. 
Should you expand any lines to meet the de- 
mand for rentals? Should you take on new 
lines? Your experience last year will be a 
guide. If you are taking on rentals for the first 
time, ask your customers what tools they want 
to rent. 


Remember these rules 
for operating a rental de- 
partment successfully: 


1. Do not deliver unless 
the item is very bulky. 
Otherwise you will lose 
store traffic. 


2. Do not ask for a de- 
posit. The no-deposit pol- 
icy builds good-will. 


3. Do not rent equip- 
ment that can be damaged 
easily. Use heavy-duty 
equipment to avoid many 
servicing headaches. 


4. Specify all rental 
terms clearly. That way 
you will avoid misunder- 
standings with your cus- 
tomers. 











range 


C] Post hole Guger C) Lawn roller 75¢-$1.50 


CJ Concrete breaker C] Chain saw (electric) $8-$12 


CL] Weed burner 


C) Chain saw (gasoline) $15-$20 
[] Rotor cultivator 


(] Large sprayer $6-$7.50 
[] Pipe cutter 25¢-$! 
OC Soil pipe cutter $1.50 (J Small sprayer $2.50-$5 
C] Power post hole digger $7.50-$12, =) Tank sprayer $1! 
C) Caulking gun 25¢-50¢ (] Power sprayer $5 
CL} Roof jack 75¢ C) Spreader 
() Ladder jacks (pair) 50¢-$! C] Lawn sweeper 

Extension ladder (25 ft) $1.25-$1.50 (] Power lawn sweeper 
_] Extension ladder (40 #) $2-$2.50 C) Dirt tamper 

Step ladder 50¢-$1 0) Blow torch 

Concrete mixer $4.50-$8 C) Tractor and roller $10 

Power mower (electric) $2-$2.50 CJ Small garden tractor $6-$10 
(] Power mower (gasoline) $3-$6 (J Hedge trimmer $2.50-$4 
[J Paint peeler (electric) $! LJ Long handle tree trimmer 50¢ 
1 Extension plank $! L] Wheelbarrow $1-$1.25 
(1) Car polisher $1.50-$1.75 CJ Electric drill | %4-in.) $1-$2 


1 Fence puller $2 C) Electric drili ('/-in.) $1.50-$2.50 
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What you should know 


about your market? 


How much do your salesmen know about the outdoor living market? Its size? 
Its potential? How much do they know about your products and what they 
are best suited for? This quiz is designed to give you a quick review. Use 
this quiz for a staff meeting to boost spring merchandise sales. 


|. How many pounds of grass seed are sold each year in the U. S.? 25 million pounds? 75 


million pounds? 150 million pounds? 


2. What is the average life of a power mower? 3 years? 5 years? 10 years? 


3. As a rule, women shoppers are more interested in what? Fashion? Price? Construction? 


4. On the average, how much does industry spend each year to maintain just one acre of 


industrial lawn? $50? $100? $200? 


5. For which would you recommend nitrogen? To aid growth of plant tops? Plant bottoms? 
6. To make shishkebab, which would you use? A skewer? A grill? 

7. How much grass seed is needed to each 1000 sq ft of new lawn? 2 lb? 5 lb? 10 |b? 
8. Dwarf fruit trees yield what size fruit? Dwarf-size? Standard-size? Large-size? 


9. Peat moss is most beneficial for which type of soil? Clay soil? Sandy soil? 
10. When is it better to spray weeds? Cool days? Warm days? 


||. Your advertising budget should be what percentage of your expected sales? 2 percent? 


4 percent? 5 percent? 


12. When cooking over charcoal, which is better? A roaring fire? Glowing coals? 


13. How many power mowers will be sold in 1957? 1.5 million? 2.5 million? 3.5 million? 


14. There are how many gardeners in the U. $.? 25 million? 40 million? 53 million? 


Answers 


|. Seventy-five million pounds of grass seed will be 
used this year for home lawns, golf courses, highway 
and industrial landscaping, according to the Ameri- 
can Assn. of Nurserymen. 


2. 5 years is generally agreed upon as the average 
life of a power mower, according to the Lawn Mower 
Institute, Inc. 


3. Women shoppers are usually more interested in 
fashion as a first consideration, according to Deport- 
ment Store Economist. 


4. The average spent is $200 for maintenance of 
each acre of industrial lawn in New Jersey, according 


to Golf Course Reporter. 


5. Nitrogen is best for aiding the growth of plant 
tops. 


6. Shishkebab is made on o skewer. 


7. Five pounds. 


8. Standard-size fruit. The size of the tree does not 
influence the size of the fruit. 


9. Clay soil and sandy soil benefit equally from 
peat moss. Clay achieves greater water absorbency. 
Sand achieves greater water-retaining qualities. 


10. Warm days because the active ingredients of 
the weed killer will be carried through the plant to 
hasten the kill, says the National Sprayer & Duster 
Assn. 


11. Two percent is the general standard. 


12. Glowing coals provide better heat and more 
even cooking. 


13. Three and one-half million, says the Lawn 
Mower Institute, Inc. 


14. Forty million gardeners are in the U. S. accord- 
ing to The Twentieth Century Fund. 
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bi) ‘i <> -. * ... biggest profit story 


... in the history of home lighting began just four months ago 


Before Westinghouse took the initiative, there never was a complete line 

of tinted-light bulbs, decorator-selected expressly to beautify interiors. 
Then came Beauty Tone, the Westinghouse trio of tinted-light bulbs. 
They caught on fast with retailers. Because they sold and returned more 
profit per sale. 


... how did the public react ? 











loved 
’7em 


.. they 
bought 
’7em 


Look at these reports from dealers! 

Over $1,000 in Beauty Tone Bulbs sold by a Cincinnati 
store in 5 weeks. 

Fort Lauderdale store has 46% increase in light bulb sales 
since stocking Beauty Tone bulbs. 

Dealers all over the country report Beauty Tone bulbs are 
building extra light bulb sales: 


@ Brooklyn—Sales up 11.6% 

@ Baltimore—Sales up 24.14 

@ Bluefield, W. Va.—Sales up 41.04 
e Pittsburgh—Sales up 19.0% 

e@ Cleveland—Sales up 20.0% 

@ Milwaukee—Sales up 30.0% 


and that’s only a small sample! 





Sso...FOR 


WESTIN 


even more 





@ Westinghouse plans a high- 
frequency powerhouse of adver- 
tising... biggest in Westinghouse 
light bulb history! 


@ Look how The Beauty Tone story 
will be told! 


@ Full color spreads and full pages 
in LIFE, Better Homes & Gardens 





a home lighting br 


westinghous© 
4 great advance | 
ete range of 


seauty TO" aqua.-- 
sted and cool' M estinghouse A compl 
colors in your h 


conhnine colors ere 
aubtle tert decorator : 
you re the magician, © 


for new sper perenres® sarpiraat 
“mall eree* ‘open UP 
fresh, oe 
of many color 

Exclusive scaled 


ree te read by wwe! 
live with easy to see 
er-light your home 
Buy all three 


subdued with thee 
arlected to make ¢ 
echemet Reatfully giere-! n colors, ealt and 


he mort 
Lovely wo 
for penmes flatt 


Beauty Tone tre 


you CAN BE SURE... 





ought to you first by 
tinted bulbs —t e 


by So crea 
with this Westinghouse 


for flattery’ 


Ruy Beauty Tone in ss 100, 150 watts and Sway 22 


we 
gcauty Tone PINK: 


rn — they 
fer your home 


* 
aw, 


ort Westin ouse 


GHOU 
homage is out to make 


@ An ad ev 
wel d every two weeks in 
profit, months peak buying, 


@ TV covera 
sé e ge on the T 
Studio One’! popular Westinghouse 





Dealers make up to 53% more profit. . . 
and make it on every WESTINGHOUSE 
BEAUTY TONE BULB SOLD! 


Cash in on the most successful light bulb line ever offered! 
You can’t afford to miss getting into this profit picture with Westinghouse Beauty Tone Light Bulbs: 





Dealers make at least 

Beauty Tone List Price Case this much more than 
Light Bulb Each Quantity on same case quantity 

of inside frost lamps* 





60-watt $1.44 
75-watt 1.80 
100-watt 1.26 
150-watt 50 
50/100/150 watt .6$ 1.44 




















*Based on Minimum Discount 


PLUS A POINT-OF-SALE 
DEMONSTRATION WELL WORTH 
YOUR WHILE TO DISPLAY! 


Here’s the most convincing demon- 
strator ever devised to sell light 
bulbs! Same rooms, same fabrics, 
same furnishings decorator-lighted three 
ways with Westinghouse Beauty 
Tone Bulbs. Display is 30" wide. 


Customers can see the color-values 
change before their eyes, see Beauty 
Tone create new glamour three ways. 


Be sure to order this sales-making 
demonstrator. Use the coupon below. 
Also get your Westinghouse Lamp 
7 representative to show you the whole 

Brenika tne Beauty Tone point-of-sale program. 
~/ CANDLELIGHT It’s well worth looking over. 


SAME ROOM BeaatyTore GULG> REDECORAT wiTW TINTED Decorate with Light_| 


SAME FURNITURE LIGHT BUY 

SAME COLORS Westinghouse 
Beauly <\ « 
TONE ses L' 

































































AND ABOVE ALL, TIE IN, GET SET TO PROFIT FROM THE HISTORY- 
MAKING LINE OF WESTINGHOUSE BEAUTY TONE TINTED-LIGHT BULBS 


FILL OUT NOW! 


Use Beauty Tone—the leader in tinted-light 
bulbs—to pull premium profits on 
Westinghouse Eye Saving White bulbs. 


Display Eye Saving White right beside 
Beauty Tone. Make it easy for customers to 
buy the best—and for you to make the best 
profit— with Westinghouse tinted-light and 
luxury white bulbs! 


Westinghouse Electric Corporation 
Lamp Division, Bloomfield, N. J. 
Advertising Department 

Dear Sir: 


You bet I want that demonstrator! Ship it as soon as possible. 





YOU CAN BE SURE...1F ITS 


Westinghouse 
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What 'll it be 


a partnership 
or corporation 


Part 3 


It may pay you to convert to a corporation from a partnership or sole 
ownership of your store. Again, the tax situation is a factor in your deci- 
sion, and in how you make the actual conversion. Here are some facts to 
consider, in this the third article prepared by J. K. Lasser & Co., well known 
firm of tax advisers. The first article on the fundamentals of organization 
set up was published in HARDWARE AGE, Jan. 17, p. 57. The second 
article, on the best salary tax-wise, was published in the Jan. 31 issue, p. 32. 


by Howard F. Elin 
Partner 

J. K. Lasser & Co. 

and 

Sydney Prerau 

Director 

J. K. Lasser Tax Institute 


When you convert a sole proprietorship or a part- 
nership to a corporation, you generally want the 
transaction to be taxfree. 

This can be accomplished if you follow the rules. 
But there may be some cases where you are willing 
to pay the tax on the incorporation in orc to get 
the corporation a higher basis for depreciation on 
the assets being transferred to it. In those cases, you 
try to avoid the rules that make incorporation trans- 
actions taxfree. 


When exchange is and is not taxed 


You may incorporate a partnership without tax if: 
® Assets are transferred to the corporation solely 
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in exchange for stock and securities of that com- 
pany; and 

® Immediately thereafter the partners own 80 per- 
cent of the voting stock and 80 percent of all other 
classes of stock of the corporation. 

Securities received by each partner need not be 
substantially in proportion to his interest in the 
partnership before the exchange. However, although 
a disproportion between the value of the property 
transferred and securities received will not make the 
exchange itself taxable, part of the deal may be 
taxed as a gift or compensation. 


Example: A and B, father and son, organize a cor- 
poration with 100 shares of common stock. 

A transfers property worth $8000 to the corpora- 
tion and receives in exchange 20 shares. 

B transfers property worth $2000 and gets 80 
shares. 

There is no gain or loss on these transfers, the 
organization of the corporation being taxfree. 

But—it might be shown that A made a gift to B of 
the disproportionate number of shares. Then there 
would be a gift tax on that gift. 

B might have rendered A services not related to 

(Continued on page 152) 
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We're planting 17 million sales seeds in this 


LOICT 


APRIL-MAY 


STEP STOOL PROMOTION 


@ Look what’s coming up! Extra Cosco Step Stool 
sales...all through April and May! Planted by a two- 
color, full-page ad in the May Goop HOUSEKEEPING 
and a two-color junior page in the April 27th 
SATURDAY EVENING PostT, plus colorful quarter- 
pages in the April LADIES’ HOME JOURNAL and the 
May BETTER HoMEs & GARDENS! Get your share 





of the easy pickin’s! Plan your own profit-packed 
tie-in promotion now. Feature Cosco Step Stools 
in your displays ... and your advertising. Send 
today for free sales kit, containing easel-mounted 
ad reprints, wall and window banners, display sug- 
gestions, and ready-to-use ad mats and radio com- 
mercials. And be sure you have plenty stock on 
hand... all models in all colors. Act now... 


and be ready when those sales start sprouting! 


HAMILTON MANUFACTURING CORPORATION « COLUMBUS, INDIANA 


BE READY FOR EASY PICKIN’S|! 
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When a Step stoo] 
is handy... 


everything else is! 


Get a 


MET Ad /) 


Step Stoo] 


o High Spots to reach ? Up and at ‘em on a Cosco 
Step Stool, the safer household ladder with 
the ©xtra-roomy. rubber-treaded Steps! It's 
@ restful, comfort Padded Seat, too, for working 
at cabinet, range, sink and ironing board Spar 
kling chr mum or fashi mable black enamel finish - 
Washable. wearable Duran upholstery in red, ye]. 
low, ereen, charcoal &ray, pink or turquoise. At 
depart nent, furniture and hardware Stores. Get 


ITs now for safer. handier homemaking! 


myrtwwe 13.95 


Other Models as low as $9.95. 
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~~ | ay = andl, =, 


f ¢ : 
RING RPORATION . “COLUMBUS, IND 


DAY! 
ES KIT, TO 
MPLE STOCK, PLUS FREE SAL 

ORDER A 
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What’ll it be: partnership or? 





(Continued ) 


the assets transferred or to the corporate business. 
The disproportionate stock ownership might be com- 
pensation for these services paid by A to B. 

Then B would have taxable income on the fair 
market value of the extra 60 shares, and A would 
have gain or loss for the difference between his basis 
for the 60 shares and their fair market value. 

If you receive stock from the corporation in return 


PPP PLE LE LLLP LLE LCL LOL E ELE LE LE LE LER LLL LE LEE LOOLEP? 
This article is based upon the forthcoming 
Standard Handbook of Business Tax Tech- 
niques, by the J. K. Lasser Tax Institute, 
published by McGraw-Hill Book Co. 


PEEP P PL PP PLP LPL GL LLPL LLLP LGL OOD GLP PPD OPPO OOO OO 


for past services or services to be rendered the cor- 
poration in the future, the value of the stock is taxed 
to you as compensation. You cannot get that stock 
taxfree even though you also transferred property 
at the same time in return for additional stock. But 
in counting whether you have the necessary 80 per- 
cent control, stock you received for services count in 
the total stock you have. 


Example: Stock received from corporation for 
property transferred and services. 

E owns some property worth $18,000 but which 
cost him $10,000. He also performs some services for 
the F Corp. The services are worth $2000. 

F Corp. has 100 shares outstanding, all owned 
by G. F issues 400 shares of stock (worth $20,000) 
to E in exchange for his property ($18,000) and ser- 
vices ($2000). 

Immediately after the exchange, E owns 80 percent 


of the F stock. E has no taxable gain on the transfer 
of the property to F. But he has compensation income 
of $2000 on the stock issued to him for his services. 

Tax freedom to partners can be had even though 
one partner may receive substantial “other” property 
in addition to stock. Here is how the rule works: 

Say A and B, equal partners, transfer partnership 
property worth $50,000 to X Corp. (which was pre- 
viously in existence). A receives stock worth $25,000. 
B receives stock worth $15,000 and $10,000 cash. The 
stock represents the necessary 80 percent control. 
No gain or loss is recognized as to A. B would have 
gain recognized, but not in excess of $10,000. 


Sole proprietorship to a corporation 


A sole proprietorship, like a partnership, may be 
converted taxfree into a corporation. An individual 
has no tax to pay if his assets are transferred to the 
corporation solely in exchange for its stock and 
securities and immediately after the exchange he is 
in 80 percent control of the corporation through 
ownership of the stock. 

Example: 

A building which cost A $10,000 is now worth 
$25,000. He organizes X corp. and transfers the 
building to it in exchange for all its stock. The ex- 
change is taxfree. He realizes no gain. The basis of 
the building to the corporation is $10,000. 


Example: 

B owns a building which cost him $20,000 and 
now is worth $30,000. B transfers it to Y Corp., an 
existing company, in exchange for 70 percent of its 
stock. The remaining 30 percent of the stock had 
been issued by Y Corp. in a prior year to C for cash. 
The exchange is not taxfree. B realizes a gain of 
$10,000. He did not have the required 80 percent 
control of the corporation immediately after the 
transfer. The basis of the assets to the corporation 
is $30,000. 

When a sole proprietorship and another person 
transfer assets to a corporation, the two individuals 
have no tax to pay if both are in control of the cor- 
poration immediately after the exchange. ® End 








Baby gift promotion 
builds store traffic 


This neat message on a govern- 
ment post card is used by Impe- 
riale Hardware at 304 Woodside 
Plaza in Redwood City, Calif., to 
attract the parents of newly born 
babies. When a new youngster’s 
arrival is announced the firm lets 
its parents know that the event 
has been noted. 

The Imperiales bought more 
than 500 baby fork and spoon sets, 
with retail value of $1.50 per set 
for distribution to new parents in 
their trading area 





We have a gift awaiting you for that NEW baby 
in your home: Please call at your early 
convenience. Most assuredly...no obligation! 


304 Woodside Plaza, R.C.- 


CONGRATULATIONS * 


Helen Imperiale 


Imperiale Hardware 
& Gifts 


EM 8-9191 


Please Present This Card 
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ROYAL CON LATION 

SERIES » GAS 
. CIRCULATOR HEATERS ~— 
q 12 Models a 


& Go: 


FURNACE-TYPE 
BLOWER — Snaps in 


bas 


. ae 
Rome 


ASG ROYAL ALLS 


aioe 


% NEW! Die-formed combustion chamber — . 
eliminates noise — = ROYAL GAS 


+ Famous Royal cast-iron Lifetime burners pe 


% Designer-styled futurama look ) —! | Vasented 


% Coppertex baked-on enamel finish 
% Complete, priced-right line 
% ALL MODELS A. G. A. APPROVED 


bao 


ROYAL COOL 

CABINET GAS 

CIRCULATOR 
HEATERS 
Unvented 


2 Models 


HEATERS Lacs FOR FREE CATALOG, 


7 Models 4 Models Mail us this ad and your letterhead 








eataial ~~ RPC Se ~- te OR oe 








a? canned ee 


CHATTANOOGA ROYAL COMPANY 
CHATTANOOGA 6, TENNESSEE 
Since 1891 
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Only RidJid roit-or-tote offers all these special selling features! 


@ Adjusts to 3 heights for many uses. @ Rolls anywhere on swiveling plastic wheels. 


@ Locks into each position with double safety catch. @ Finished in beautiful chrome with yellow and 
black plaid basket liner of heavy-duty plastic. 
@ Folds flat for storage in small space. 
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wEW 3 =ROYAL CHROME 


Rid -Jid KNEE ROOM 


REG. U. S. PAT. OFF. 


ADJUSTABLE ALL-STEEL IRONING TABLE 


Stop traffic . . . start sales rolling! Feature 
America’s most spectacular ironing table 
. . . the glittering new Royal Chrome 
Rid-Jid Knee Room. Here is eye-catching 
beauty and quality construction in an 
ironing table designed to meet modern 


Knee Room offers really comfortable sit- 
down ironing and 12 comfort-level height 
adjustments. The fully ventilated open- 
mesh steel top is completely chrome-plated 
to give improved utility and sparklin 

new beauty . . . another Rid-Jid FIRST! 


needs. The new Royal Chrome Rid-Jid 


we =2idJid ROLL-OR-TOTE 


ADJUSTABLE-HEIGHT LAUNDRY CART 











. > r 


(O<— 


GS 











"4 


L 


Raise it! Lower it! Roll it! Fold it! 


It’s new Rid-Jid Roll-Or-Tote . . . the deluxe laundry 
cart with a dozen uses. A flick of the thumbs adjusts 
height instantly . . . double safety lock holds basket 
firmly in position under heavy loads. Roll-Or-Tote glides 
on free-rolling swiveled plastic wheels . . . folds flat for 
storage. It’s a beauty in gleaming chrome with bright 
yellow and black plaid basket liner of heavy-duty plastic. 
See it . . . you'll say, too, it’s the laundry cart with a real 
sales future . . . and your future sales will prove it! 


THE J. R. CLARK COMPANY 


SPRING PARK, MINNESOTA 
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Specially designed for 
faster, cooler, drier VENTILATED IRONING, 
the Deluxe Air Flow lets steam and 
moisture through. Never gets soggy or 
mats down. Highly scorch resistant cover. 
Drawstring with tie-button assures per- 
fect fit. 








When You 
Sell 2 


grease type 
lubricant 


Sell the best | 


PACKAGED TO SELL! 

In new eye-catching display cartons. 
PRICED TO SELL! 

Three handy sized tubes—25¢, 50¢, $1.00. 
ADVERTISED TO SELL! 


Millions of sportsmen and homeowners 
read about Lubriplate regularly in The 
Saturday Evening Post, Outdoor Life, 
Field and Stream, American Legion, 
Popular Mechanics, True, Motor Boat- 
ing, Outboard and other magazines. 


— A 
—_ — 


ASK YOUR JOBBER FOR 


LUBRIPLATE 


AND SELL IT IN YOUR STORES 





EE 


LUBRIPLATE DIVISION 
FISKE BROTHERS REFINING CO. 














Anglers Are Encouraged 


To Handle Fishing Tackle 


A Maryland hardware dealer, | 
who does a $2,000 monthly volume | 


in fishing tackle eight months of 


the year, says, “Let anglers han- | 


dle the merchandise.”’ 

This dealer serves both fresh- 
water and salt-water anglers, and 
holds that the “let anglers handle 


merchandise” policy is a big fac-_ 


tor in building this volume. 


He says, “Fishermen like to look 
at and handle bait and reels. That 
is why we display our entire stock 
of fishing tackle to permit anglers 
to feel and remove it from panels 
for examination. There is no 
single feature of a successful fish- 
ing tackle department which is 
more important than this idea.” 


The firm displays reels on a 
two-tier rack made of one-half 
inch pipe to which the units are 
fastened. While these expensive 
reels are not easily removable, 
customers may turn them as much 
as they want. 


When a customer buys one of | 
these fastened reels, he receives | 
delivery from overstock kept in | 


back of the display. 


ones “ 
sees 


You can display mailboxes and sup- | 


ports permanently with this arrange- 
ment. Box supports are welded to 
oblong base which is lagged into the 
concrete space in front of the store. 


The entire assembly is painted black. | 
Lettering is white. This display is 
used by Kay & Sullivan in Donelson, | 





Series “68” “Diamond-Arrow” with 242” and 
3” soft rubber tread wheels for home, school, 
store and institutional use. 


New packaging for 
hest selling 
Bassick truck casters 


Here’s your ammunition to go after 
an even bigger piece of the expanding 
do-it-yourself market. 

2%” and 3” Bassick truck casters, 
previously sold in bulk, now come con- 
veniently packaged in sets of four units. 
They're perfect for dollies, portable 
tables, tools, utility carts and other fa- 
vorite projects of the home craftsman. 
And now in the new heavy-duty clearly 
labeled boxes, they’ll sell faster than ever. 
Especially when you keep them out on 
display along with other do-it-yourself 
items. THE BASSICK COMPANY, Bridge- 
port 2, Conn. Jn Canada: Belleville, Ont. 

78 


™ Series “61” (inexpensive 
but rugged) with 242” 
and 3” “Biron” sintered 
iron wheels for rough 
service in shops or ga- 


Series “70” (swivel) and 
Series “71” (rigid — 
packaged % set per 
box). Lighter duty cast- 
ers for home utility 
carts, portable tables, 
stands. 3” Dia. soft 
rubber tread wheels. 


ADVERTISED i” 
The Saturday Evening 


A DIVISION OF 


129 Lockwood Si., Newark 5, N. J. | Tenn. | MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 
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DEALER’S | CHOICE 





Quality Wire 


a and Cord Sefs 
/ ELECTRIC | 





QUALITY CORDS FOR EVERY NEED! QUALITY WIRE THAT PAYS OFF! 


Stock up now from America’s most complete line of For extra sales . . . satisfied customers . . . feature a 
household extension, appliance, and replacement cords. complete selection of Royal lamp, fixture and portable 
Royal 2 and 3-Conductor Heavy Duty “Powr-Kord” cords on the famous orange and blue spools. Popular 
Extensions in all popular lengths from 10’ to 150’... No. 2 Wire Assortment Merchandiser provides a com- 
available in red and black. All UL listed. plete wire department in less than 2 feet of space. 


SELL MORE...MAKE MORE! STOCK THE 
ROYAL ELECTRIC LINE NOW! ASK YOUR 
(Ni. WHOLESALER OR WRITE FOR CATALOG. 
ROYAL ELECTRIC CORPORATION 
PAWTUCKET * RHODE ISLAND 


fal TET, Manufacturers of WIRE * CORD SETS * FUSES + WIRING DEVICES 
Assoc! 
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YOUR PROFITS WILL 


with the 


'57 Brookville 
Glove Line 


GARDEN and UTILITY GLOVES 


LADIES and MEN 
erent 


© 42% Profit on selling price 


e Complete line—popular 
styles and prices 


® Nationally advertised 
® Gloves shipped on rack 


Get this self-selling merchandise é 


rack with multi-colored sign free 
with your order of two dozer 
ladies’ Soft-Touch garden at 
eg A gloves and one dozen KV 
Soft-Touch gloves for men. 

You make 42% profit at o 


= 


BROOKVILLE GLOVE CO., INC. 


stat?) aa ee 


Gentlemen: Send complete information and price 
lists today. No obligation. 


Company 


Address 








Outside signs promote 
Tool rental business 


Hardware dealers operate tool 
rental departments to pull greater 


traffic into their stores. 


Robert Goldberg advertises his 
tool rental service with a large 


sign over the outside of the main 


encrance to his United Hardware 


| Co. in Warwick, R. I. That sign is 
| topped with large lettering which 


reads, “Articles For Rent.” Below 
it are listing of some items the 
firm rents out. 

The store is located on a four- 
lane highway used by heavy traffic 
going to and from southern Rhode 
Island. It attracts good traffic. 

All of Mr. Goldberg’s rental 


and display seasonal merchandise. 


business is on an informal basis. 
“I trust my customers. We do not 
use any written contract or agree- 
ment on the equipment. One of 
our regular sales slips is signed 
by the customer for a rental item.” 

Rental fees for this equipment 
by the day are: floor sanders, 
$4.50; belt sander, $2.50; oscillat- 
ing sander, $2; %4-in. drill, $1; 
blow torch, $1, and lawn spread- 
er, 50¢. 

Other rental fees are: lawn 
roller, 50¢; lawn aerators, 75¢; 
post hole diggers, 50¢; small ce- 
ment mixer, $2.50, and large ce- 
ment mixer, $3.50. 


| Space above front entrance of hardware store to advertise its rental lines 
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FOR BIGGER 
APPLIANCE PROFITS... 
TIE IN WITH DOMINION’S 
















PROMOTION! 


“Here’s your big opportunity to sell your customers two appliances instead of one — 
during Dominion’s exciting ‘Perfect Companion’ promotion. It features 
Dominion’s all-new coffee maker plus the popular immersible fry-skillet 
... and it gives you a real opportunity to step up your appliance profits. “Your Dominion 
distributor has all the details. Call him right now!” 


ROBERT SHAFFER 
Director of Sales 





DOMINION ELECTRIC CORPORATION + Mansfield, Ohie 
in Canada: Samson-Dominion Limited, Toronto 
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Model P5521 BR 


Best Seller 


Here’s PINCOR’S 21” deluxe reel- 
type mower equipped with a 
Briggs & Stratton engine. Like all 
Pincor reel-type mowers, this 
model is all-steel with the finest 
cutting reel and knife available. 
Recoil starter and deluxe tires are 
standard equipment. 


om 977 


f.o.b. factory. Incl. F.E.T. 





PIONEER Gen-E-Motor Corp. 


5841 West Dickens Avenue, Chicago 39, Illinois 
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DOOR-EASE 


WORLD'S LARGEST SELLING 
HOME STICK LUBRICANT 
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AMERICAN GREASE STICK CO. 
Muskegon, Mich. 


Manufacturers of 


ael4@. EASE 
Ve. Fluid 4 
S / pic 
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play next to store entrance. 


You will sell more 





Selling giftwares 





i ... 


Show all items of the same type 
in one section. This is the advice 
of a mid-western dealer. 

When that firm started using this 
idea, volume went up in the house- 


'wares section. In the past year 


sales increased 17 percent. 

This idea is used at Offen’s Hard- 
ware at 200 E. 6th St. in Topeka, 
Kan., by Mrs. Marie Trickett, 
housewares buyer. 

Offen’s, advertised as Kansas’ 
largest hardware store, has a house- 
wares department which occupies 


a ae ae ee 


rou ers hoe 


Woodenware items in lower- & 
priced and high-quality num- 
bers are highlighted in dis- 


Adjustable glass shelves 
show gift lines in neat wall 
displays. 





you keep them together 


display space of 35 by 70 sq ft. 

George H. Offen says, “Our gift 
department includes all of our 
housewares department. We say 
this because every day household 
items like can openers are now 
glamorously boxed to make gifts 
for the most discriminating house- 
wife.” 

Mrs. Trickett says, “We show all 
merchandise of one type in the 
same section to let customers know 
that we have a wide stock.” 

Three eight-foot, recessed wall 







Rl OS 
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Rug Shampoo 
Machine 


Floor Sander 


Wet-Dry Vacuum Cleaner 


and this 
business-building 


plus other tried and tested 

business-builders, including chart 
newspaper mats, radio scripts, 

envelope stuffers, window 

streamers, electric flashers and 

can top stickers. 


way profits 


> 
From (1) rental fees, (2) sandpaper and 
shampoo sales and (3) related item sales, 
totaling up $2500 annually from each set 
of machines. 


SANDING MACHINE CO. 
Clarke 302 Clay Ave., Muskegon, Mich. 


Authorized Sales Representatives and Service Branches and Distributors in Principal Cities 


In Canada: Clarke Sanding Machine Co. (Canada) Ltd. 21 Advance Road, Toronto 18, Ont. 


Send me information on Clarke's ‘Three-Way Profit’ Rental Plan 


Name 





Firm 








Address 
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ANCHOR 


For All Masonry 
(RUST PROOFED) 


DRILL HOLE 

Same diameter as an- 
chor. Depth should be 
length of anchor less 
thickness of fixture. 





INSERT ANCHOR 
Through fixture and tap 
it into masonry flush 
against the fixture. 





PLACE NAIL 


into anchor and ham- 


: : i é 7 
mer nail until fully in- f Ypys r A, oS. 
serted. eee 1G I a Gers, 
ee 
+ : at hg 2 k 


The fully inserted nail 
will expand the anchor 
and fasten the fixture 
firmly and neatly to 
the masonry. 








13 SIZES AVAILABLE 
Diameter and Length 
from K,''x%" 
thru V2"'x3¥2"" 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1600 Boone Ave., Marion, Ohio 
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displays and five tables feature the 
firm’s housewares lines 

A 12-ft table shows woodenware 
in lower-priced and top quality 
numbers. More than 50 different 
items are featured in this unit. 

This display unit is low enough 
to permit women customers to 
freely examine these items. 

There is a 10-ft table to show 
baskets. Thirty types are displayed. 
This table makes a fast turnover 
of items such as wastepaper and 
fruit baskets priced from $1.25 to 
$3. 

Displays are stocked to attract 
people in all income brackets. Dis- 
plays show a few items priced 
from 50¢ to $2 to meet needs of 
people who want items for minor 
gift occasions. 


Price tags for everyone 

A vase display, for example, in- 
cludes one number at 50¢. Ash 
trays are shown in prices from $1 
to $3.50. A gift bargain table dis- 
plays a set of glasses for $2, snack 
sets at $1.50. It also shows a $2 
pitcher and a lazy susan which sells 
at $2. 

The department features open 
stock dinnerware on a 12-ft island. 

Mrs. Trickett says, “The cus- 
tomer who shops for dinnerware 
wants to be sure that a broken cup 
or saucer may be replaced.” 

At Christmas the firm’s news- 
paper ads promote the store as 
Christmas cookie jar headquarters. 
A seven-foot display of cookie jars 
shows 25 shapes and colors of these 
items priced from $2 to $15. 

Mrs. Trickett says of that dis- 
play, “Everybody likes cookie jars. 
Children buy them as gifts for their 
mothers. Our cookie jar stock is 
tuned to youngsters’ tastes.” 

Farm customers account for a 
substantial portion of the firm’s 
housewares trade. Stocks are 
geared to farm tastes. Because 
farmers’ wives like tea pots, the 
firm offers 25 numbers priced from 
$2 to $4.75. 

Pottery used for outdoor eating 
is shown on a 15-ft table. 


Ray and George H. Offen, owners 
of the store, believe in regular 
newspaper advertising. Their ads, 
like their displays, promote related 
items. A typical ad, for example, 
will feature three chrome items. 
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Hardware Week 
Special! 





HER HANDS STAY LOVELY... 
DISHES SPARKLE FAST! 


No more messy dishrags . . . no more half-clean 
dishes, glasses, pots and pans or silverware. The 
long-handled Speedy-Clean keeps her hands out 
of harsh dishwater while it cleans all kinds of 
dishes better, cleaner and faster. She’ll have more 
free time for movies, TV, bridge. Faced with 
millions of dishes to wash in her lifetime, every 
housewife will want a Speedy-Clean Dishwasher. 
Better stock up right now. 


SELL HER ALL THESE USES! 









eee 


GLASSWARE—Fully rounded SILVERWARE—The only an- 


face washes glasses thor- swer to cleaning spoons, 
knives, between fork tines. 


oughly—cleans bottles, too. 





POTS 'N PANS—1Long-weor- 
ing SARAN bristles clean out 


corners and edges of sticky 
pots and pans. 


_ a 
SCRAPING DISHES FOR 
AUTOMATIC DISHWASHER 
— With Speedy-Clean, dish- 
washing becomes almost nice! 























The light, sturdy brush 
that washes dishes 
~ FASTER, EASIER, BETTER! 


SELL IN VOLUME 
WITH SMART DISPLAYS 


2 


DISPLAY PACK 


6 Speedy-Clean Dish- 
washers (3 yellow, 3 
pink) protectively pack- 
ed in stand-up display. 
Just insert colorful top 
sign and start to sell. 
















}! i rk s cae hg 4 / {ty 
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INDIVIDUAL PACK 


One Speedy-Clean Dish- 
washer, carded for hang-up 
display, in printed, folding 
carton ... ideal for mass or 
jumble display. 








irhe 
hardware week 


April 25 thru May 4 

















SPEEDY-CLEAN §$ 
WILL RETAIL AT 


749 





(Reg. $1.69) 








See Your Jobber for all details! 





i ef, - . cS 
We are an industry Sponsor | 


™ Advanced Course in 
Hardware Retailing 














OX FIBRE BRUSH CO., INC. 
FREDERICK, MARYLAND 


folabliahed /§§4 








APPROX. % SIZE 
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Model P5518 R 


Best Seller 


This Pincor reel-type mower has 
all the deluxe features. Recoil 
starter, adjustable cutting height, 
big diamond tread tires and a 
PINCOR 1.6 H.P. engine with re- 
coil starter. 


crc 34 


f.o.b. factory. Incl. F.E.T. 


| a, 
rotucts 


PIONEER Gen-E-Motor Corp. 
5841 West Dickens Avenue, Chicago 39, lilinois 








at these prices 
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a complete line of 
ALL PURPOSE — ALL SURFACE 
GUARANTEED QUALITY 


PAINTS b y 
PROCTOR 


in smart decorator colors — 
formulated to retail for 


ge GAL. fet : ax 


© Oil-alkyd-acrylic latex bases © Huge selection 
of labels available — exclusive distribution in your 
trading area is guaranteed — your profit protected 
© Freight prepaid. 


it’s no gamble when you 


PROMOTE with PROCTOR 


weececese= INQUIRIES INVITED --------—- 
Proctor Paint Mfg. Co. 
Box 6-630, Yonkers, N. Y., off.: Mr. Hart 


Firm 

Name 

Address 

City Zone State 
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Outdoor Display Promotes Garden 
Woodwork Sales 





How would you like to get a ten-fold increase in your sale of garden wood- 
work lines? Sawyer's in Worcester, Mass., attained that up-swing in the sale 
of trellises, arbors and fences by displaying these items on a patch of lawn 
adjoining the firm's retail division in a shopping center. The 85-year old com- 
pany has been handling this line of garden woodwork for many years. Since 
locating in the shopping center these items have been given outdoor display. 


Wall Display Promotes Tileboard 


ph a fee? ? 
qe 2 BID ae 


, 3" 7 = fe oe 
44. ae _ \\ « th war jaa IE ; 


A full window pai space heaters, mostly gas units, and related items 
showed a wide range of sizes and capacities with their prices. 

With sections of colored tileboard above the stock shelving at Southern 
Hardware Co. in Gadsden, Ala., gets double use of that area. Bulky mer- 
chandise is shown on the shelves with enough of the tileboard showing to add 
attractive patches of color. Different colors are used, each sheet being 
fastened to the brick wall. 
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SPREADS LIKE PASTE! 


“*‘Do-it-yourself’’ 
customers 


create boom for 
aluminum 


Lab-metal 


Alvin Products, Inc. states: 
No mixing! No measuring! No heat! 


Today, thousands of “‘do-it-yourself”’ customers are buy- 
ing Lab-Metal® for those 101 repair jobs around the 
home. Compounded with ALcoA® Aluminum by Alvin 
Products, Inc., Worcester, Mass., Lab-Metal is applied 
directly from the can, spreads like paste, hardens to a 
permanent metal bond. Satisfied users say that Lab-Metal 
is waterproof and rustproof—can be drilled, chiseled, 
machined, tapped or ground. 

When Alvin introduced Lab-Metal to the consumer 
two years ago, response was immediate—and sales have 
increased each year since. Volume hit a new high in 1956, 
with a substantial increase over 1955. Dealers all over 
the country report that soaring demand makes Lab- Metal 
a ““must”’ shelf item. 
ALCOA does not make aluminum putties, but ALCOA 
Aluminum Powders are used in all the best brands. Cold 
solders are easy to use, require no tools, heat or flame. 
| They adhere to metal, wood, plastic, glass or concrete... 
HARDENS TO METAL! oe are not affected by water, oil or gasoline . . . can be 
a burnished to a high luster or even painted. 
| —, Cold solders are big money-makers in today’s “do-it- 
; Cb. metal | yourself” market. Write today for more information. Use 


$e pastt the coupon. 


PIGMENTED WITH 


ALCOA &. 

ALUMINUM THE ALCOA HOUR 
TELEVISION'S FINEST LIVE DRAMA 
ALTERNATE SUNDAY EVENINGS 











Aluminum Company of America 
1735-B Alcoa Building, Pittsburgh 19, Pa. 


Please send me more information on cold solders made with 
Alcoa Aluminum Powders. 


Name 





Company 





Address 





City 
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Step up your sales of 


RUBBER TAPE 


— with the brand 
they like best 
because if... 


FRICTION 
RUBBER 
PLASTIC 


BEST SELLER FOR 
PLANT SUPPLY }> 


All types of GOLD SEAL 
TAPE — Friction, Rubber, 
Plastic —are packed in 
10-roll cartons as well as 
single rolls. All rolls cello- 
phane protected, stay fresh. 


JENKINS BROS., RUBBER DIVISION 
100 Park Ave., New York 17 
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Special shelving overcomes 
store storage problem 


A dealer with a 20x50-ft hard- 
ware store may have an acute stor- 
age problem. Exact arrangement 
of shelves and aisles in the storage 
section overcomes that problem. 

Wayne Williams operates Wayne 
Hardware at 922 Second Ave. S. in 
Minneapolis which measures 20x50 
ft. Two ideas help overcome his 
storage problem. 

Shelves are from 8 to 10 in. deep, 
a depth which will accommodate 


most packages of hardware and re- 
lated items sold in the store. 

Two aisles in the storage portion 
of the store are but 3 ft wide, suffi- 
cient to permit Mr. Williams to 
wheel a truck loaded with packages 
down the aisles. 

A carpenter built the shelving to 
Mr. Williams’ specifications. 

Mr. Williams checks his stock 
closely and often to overcome his 
limited storage area problem. 


Wayne Williams pushes a hand truck through one of his two narrow, but neat 


storage aisles. 
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{" TO AU PAINT } DERUSTO SALES-O- GRAM ,, 


| AND HARDWARE | 


\ eaters) 


[ MERCHANDISING } 
















MASTER BRONZE 
POWDER COMPANY, INC. 
CALUMET CITY, ILLINOIS 














NEW PRODUCT AND MERCHANDISING SCOOP! SEVEN 
OUT OF TEN HOMEOWNERS NEED-WANT-HAVE WAITED FOR 
READY-TO-USE DERUSTO galv-a-grip. NEW PRODUCT DEVELOPMENT 
PROTECTS — PRIMES—BEAUTIFIES GALVANIZED AND SMOOTH 
METALS WITHOUT SPECIAL METAL TREATMENT! 
COLORFUL galv-a-grip MERCHANDISING ASSORTMENT IN 
COMPACT “SELL-ON-SIGHT’ COUNTER DISPLAY CREATES 
A STEADY FLOW OF BIG VOLUME IMPULSE SALES-SELLS 


ONE OUT OF EVERY FOUR HOMEOWNERS! galv-a-grip 













MERCHANDISING ASSORTMENT #64 COSTS ONLY $9.60-—YOU 
MAKE $6.42-—A FULL 40% PROFIT! YOUR DISTRIBUTOR 


HAS IT IN STOCK-—CONTACT HIM TODAY! 


READY-TO-USE DERUSTO galv-a-grip 


A product specifically developed for unpainted, new, old 
or partially rusted galvanized metals...even aluminum, 
terne plate and tin... WITHOUT SPECIAL METAL 
TREATMENT! galv-a-grip is ready-to-use... ready to 
brush, spray or roll on. Available in gallons, quarts, pints 
and 4 pints in RED, GRAY and WHITE. 


COMPACT “SELL-ON-SIGHT” ASSORTMENT #64 


“Moves” Derusto galv-a-grip in steady sales volume 
...Creating more impulse sales than you've ever seen 
before! Don’t miss out... ... order your galv-a-grip 
Display Assortment #64 from your distributor today! 





MASTER BRONZE POWDER COMPANY, INC. 
CALUMET CITY, ILLINOIS 


NEW 
195/ 


g 
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Best Seller 


A hot leader that can pull in cus- 
tomers ... smart new off-set 
wheel styling .. . lightweight... 
3600 RPM 3% H.P. Pioneer electric 
motor ... complete with on-off 
switch and overload relay. 


Dealer Cost 4) Q” 


f.o.b. factory. Incl. F.E.T. 


PIONEER Gen-E-Motor Corp. 
58641 West Dickens Avenue, Chicago 39, Illinois 








NOW! } ( 
Scientific discovery 

turning industry 

upside down... 


| 


sensational 


THA 


The Original Wash Away 
PAINT REMOVER 


T™M-4 has taken Paint 
Remover out of back 
rooms and out 

from under counters 
UP FRONT to 

the best-seller 

of the industry! 

Sell MORE with 

TM-4 ... the ONLY 
Paint Remover with an 
unconditional 
money-back 
guarantee! 


Write for brochure 


WINFIELD BROOKS CO., Inc. 


WOBURN, MASSACHUSETTS 





U-shaped fixture 


for seasonal displays 


How would you like to trade an 
eight-foot square of floor space 
for 54 linear feet of wall shelving? 

The unit illustrated enabled Al 
Coppin, Puyallup, Wash., operator 
of a Marshall-Wells store, to do 
just that. 

Limited space in the downtown 


_ store was the motivating factor in 


the creation of this U-shaped dis- 
play fixture faced on three sides 
with perforated panels. A parti- 
tion which separated the store’s 
storage area from the sales floor 
was removed and the 5-ft high 
unit erected. The open end of 
the unit faces the storage room. 
Shelves are on the inner side of the 
U for storage of overstock. 


The new display area is particu- 
larly well suited to seasonal dis- 
plays. Placed at the end of the 
center aisle it is so located that 
most customers note it as soon as 
they enter the store. 

Mr. Coppin says of the value of 
this display, “It has increased our 
impulse sales and helps to draw 
traffic back to the rear of the 
store. 

“Since we use it for seasonal 
items, flexibility is important. The 
perforated panels enable us to 
quickly change any part of the 
displays on the unit. We can strip 
the entire fixture in about 30 min- 
utes and get it ready for a differ- 
ent setup.” 


How fixture is used with displays at several levels to feature lawn and garden 


supplies. 
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ROLLER TRIM — Finishes walls 
where roller misses 






SCREEN PAINTER AND DUSTER 





Gets into screen mesh without 
or use along edges and corners. filling. Saves paint and time. 


F 

Za 

* 
? “ 
Made of top grade paint roller Painting portion made of good ~ 
fabric over non-warping strong e quality rug (fitted over non- — 
plastic frame. Size: 3” x 5”. breakable plastic. Has comfort- ~— 
Saves hours of time. Easy to — able large handle. Size 3” x 5”. — 
wash out. Sell with every paint Packed two dozen to a display. _ 
= roller. Packed one dozen to a dis- Retail 29c. Your cost $2.09 per - 
— > play. One dozen $4.25. Retail 59c. dozen. Profit $1.39. eh 
= Your profit $2.83. —_— 
= PAINT = 
- - —_—— 


Here’s the most complete selection of spec- 
ialties in the paint field — a total of 10 
excellent items offered by The Leonard 
Company. All are packaged in beautifully 
designed displays — and cartoned for easy 
re-shipment to your dealers. All are na- 
tionally advertised. 

Now you can order as little as_ six dozen 

of each of Leonard’s ten items to secure 

prepaid freight to any point in the 
United States. 


OUR POLICY 
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Ze \ Lott eee ge. gee we Any items which might move . 
BA BRUSHETTE — slowly for you may be ex- SMOOTHY — Use in place of 4 
eS For fine easy edge painting changed without penalty or nedeientitinn anuee - 
Zz Use around moldings of window time limit for those sandpape ears ou ~ 
AZ sash and frames. No scraping, no nice ll f: The all-in-one tool for smoothing ™ 
ZZ mess. Has plastic palm-fitting wnhicn se aster to plaster; removing paint and paint 
Z handle and mohair brush sur- your particular scale or old wallpaper; fitting S 
“4 face. Raised edge Keeps paint trad drawers, doors, screens, etc. Made ™S 
“yy off glass. Packed 1 dozen to a rade. rugged—has permanently bedded ~< 
ZY display. Also available carded. tempered steel blades. Size: 7%” ~ 
/Zz Unusual new display is sure to x 1%”. Easy grip. Acts as rasp 
Zz make sales, Counter or hanging. or file. Retail $1.00. One dozen 
Op Retail 39c. “os cost $2.81 per yy o \ ey Hane in Stiaphey Ce costs $7.20. 
dozen. Profit $1.87. : were our profit $4.80. ~ 
G 
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6 other proven profit builders — in self-selling display cartons 








“a 


PLASTER-STIK PIPE-SEAL CRAK-SEAL PASTE-BAK PAINTER'S PAL TRIM-GUARD 








Fills those nasty hair- Gives perfect leak- Edge trim for For loose wallpa- Flexible handle Feather-light 
line cracks in plaster. Proof joints which tubs, sinks, etc. 15 per. Long, flexible reaches hard-to- straight - edge 


No mixing. No mess. ©2n be reopened ft. of white vinyl tip slides under Paint check-rails makes painting 
Always ready to use. without galling. Is plastic stripping, loose edge without and other hard-to- quicker by keeping 
Selt-coltine Giatluw eax quickly applied — plus exclusive pre- taaein ener. Soft reach surfaces. paint where it be- 

é' ay car- no muss, no brush, formed corners, ‘©®#™!"s paper. SOM- Brush-face rivited longs. A proven sel- 
ton nelds one doz. Retails 15c. One brush and cement, ©®5 old paste. Won't to aluminum han- ler. Full 40% 
sticks. 25¢ retail. Your qozen in display only $1.69. Your spot. 40% profit. 1 dle. One dozen in Packed two dozen in 
cost, $1.80 per dozen. carton, $1.08. Full cost, $1.01. Pays you dozen display box, display,$1.80. Retail display carton, $1.80 
Pays full 40% profit. 40% profit for you. a full 40% profit. costs $2.81. Retail39c. 25c. 40% profit. per doz. Retail 25c. 


// Wis NRE AEONARD)\COMRANY Re 
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OVER 1500 COLOR HARMONIES 
TAKE THE GUESSWORK 
OUT OF COLOR SELECTION 


TT : ‘9 : ’ | SS ~ = 
Another Exclusive for America’s ull Mic ly ae, | 
two fastest selling paints! @ “1s bathrooms and Finest 


Wherever the Color Harmony Book is displayed and 
loaned to customers, sales of Super Kem-Tone, the 
Deluxe Latex wall paint, and Kem-Glo, the Miracle 
Alkyd enamel, take another big jump — UP! They're 


° S ‘ ; , ; wu 
selling faster than ever! Pet Washable. Super D™ 


Ft eee A laa 


FEATURED PRODUCTS — HARDWARE WEEK 
APRIL 25 THRU MAY 4 


FOR FULL DETAILS ABOUT THIS PROFIT-MAKING COLOR SERVICE, WRITE 
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and Kem-Gio dealers 
building color service ! 


New Color Harmony Book speeds 
color selection —increases sales! 





Here's the ingenious new color book that takes the guesswork out of decorating! 
Big pages of actual paint colors show over 1500 authentic color harmonies 
make it easy to select decorator-approved color schemes in seconds. No wonder 
homemakers, everywhere, are asking to see this new Color Harmony Book 
right now! It will pay you to use this wonderful new color service that is keeping 


— Super Kem-Tone and Kem-Glo Retailers out in front in sales and _ profits! 


Top selling team of radio, TV and magazines 
is reaching homemakers in your area! 


Arthur Godfrey, America’s No. 1 salesman, 


shows. talks and sells the Color Harmony Book over 
972 CBS Network Television and Radio stations everv 
week! A tremendous boost for Super Kem-Tone and 


Kem-Glo sales! 





Big-circulation magazines, 

that penetrate every trading area in the United States, 
feature the Color Harmony Book this Spring in 
double-page, full-color ads! Result? A steady flow of 


Super Kem-Tone and Kem-Glo customers for you! 





To get complete facts, write: 

Super Kem-Tone, 1200 Midland Building, Cleveland 1, Ohio 
or contact one of these companies: The Sherwin-Williams Co., Cleveland °* Acme Quality Paints, Inc., 
Detroit * JohnLucas & Co.,Inc., Philadelphia * W.W. Lawrence & Co., Pittsburgh * The Martin- 
Senour Co., Chicago °* The Lowe Bros. Co., Dayton ° Rogers Paint Products, Inc., Detroit. 
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Pre-Packaged Nails 
Save Time, Build Sales 


Here is how a hardware dealer merchandises 


pre-packaged nails with sample for 


customers to decide what size they want 





T Buy these 
6 Quarts —6 Pints 


Get these FREE: 





“Little Dixie Kaeas 


Prefer a 
wash-away remover ? 


Here’s your best paint remover buy 
ever. Six each of the three popular 
sizes of non-inflammable Klean- 
Strip . . . and the half-pints in this 
package are yours FREE, along 
with sales-making display material. 
There’s no limit on quantity so stock 
up now for spring and summer sales. 


Klean-Strip- Your cost 1044 
RETAILS FOR $20.88 








Just ask for Heavy-Bodied Klean- 
Strip . . . a semi-paste fully water- 
washable remover at regular price. 
Same deal applies with half-pints 
FREE in the Little Dixie Package. 


Heavy-Bodied- Your cost 1134 
RETAILS FOR $22.32 


For free sample 
and jobber’s name write 


THE KLEAN-STRIP CO., INC. 
29340 S. Lauderdale, Memphis 6, Tenn. 


KLEAN-STRIP ‘Pook off Paint” 
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Pre-packaging of nails in l, 2, 
5 and 10-lb paper bags can bring 
an up-turn in your sales. 

If you show a few of the nails 
in bulk in front of those packages 
customers can check the size they 
want. 

Acme Hardware Co. in Crans- 
ton, R. I., has members of its staff 
make up the packages in slack 
moments. 

Bertram F. Turner, manager of 
the store, says, “In any self-service 
nail display, there must be some 
provision whereby people can pick 
up a few loose nails and make 
certain of the size. While many 
people know in a general way 
what they want, oftentimes they 
do not know the precise type until 
they examine several samples of 
nails. 

“The prepackaging work is done 
in spare moments to even out our 
work and to speed up service. It 
has saved considerable time for 
us and for our customers.” 

Sixty-nine sizes and types of 
nails are shown on a gondola on 
four shelves. Topping the unit is 
a shelf on which cartons of tacks 
are opened for customer selection. 


Bertram F. Turner checks stock in 
self-service nail gondola. 
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Mr. Nagrich stimulates sales by displaying a wide 
variety of brushes bristled with TYNEX nylon in two 
six-foot glass counters. 





Well-made brushes with “TYNEX” bristles 
have all these advantages: 


1. Full paint pickup 2. Smooth, even flow 
3. Right for all paints, varnishes, lacquers 


4. Easy to clean 5. Last 3 to 5 times longer 


OUFUNS 


BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 








“TYNEX” bristles ™ “Nl fr \\ HOME 


are the most widely 
advertised on Se 


backed by a continuing campaign 
in these leading national magazines 





HARDWARE AGE, FEBRUARY 14, 1957 


“Here's why my sales of brushes 





with “}X)))=2<nylon bristles 
are on the increase’ 


says William P. Nagrich, Owner, 
Rich’s Paint & Wallpaper, Detroit, Michigan 


“It’s easy to figure why sales of brushes with TYNEx nylon 
bristles are increasing,” Mr. Nagrich reports. “Nearly all 
customers who try these brushes are pleased with the re- 
sults, and that includes professional painters as well as 
the do-it-yourselfers. 

“They like the way these brushes hold up and paint 
smoothly on any kind of job. Customer reaction has 
always been good — and it’s getting more favorable every 
day with more and more people preferring brushes with 
TYNEX nylon bristles.” 

Are you profiting by the increasing popularity of 
brushes with TYNex nylon bristles? Stock a full line and 
watch both customer satisfaction and sales increase. 


TYNEX is the registered trademark for Du Pont nylon bristles 








STANLEY 


Electric 
Tools 


Heavy duty belt sander 
does more ... costs less 


it’s new! It’s heavy duty! It’s Stanley! 

And the H31 does more — 
Because it sands faster than other belt sanders. 
Because the ball bearing motor runs cool and stays cool. 
Because the drive belt delivers full power to the sanding belt. 
Because it doesn’t need constant lubrication. 
Because it is heavy duty and has a long working life. 
Because it has a low noise level in use. 


the H31 costs less — 


less than any comparable heavy duty belt sander sold today. 


H331 Belt Sander Kit — $96.95 


National Advertising 
Your customers will see Stanley Sander 
advertising in February, March and April 
issues Of The Saturday Evening Post, 
Popular Mechanics, Popular Science, 
Mechanix Illustrated, Science & Mechan- 
ics, American Builder, Practical Builder, 
Building Products, Carpenter, Home 
Craftsman and Family Handyman. Tie in 
with your own ads — mats are available. 


NOTE: Order both new Stanley Sanders in H7 unit from your 
wholesaler and get handsome merchandiser FREE! 

Your wholesaler has the new Stanley Sanders now. For full details, 
catalog, envelope stuffers, etc., write Stanley Electric Tools, Division 
of The Stanley Works, 382 Myrtle Street, New Britain, Connecticut. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 products of The Stanley Works—quality hand and electric 
tools, drapery, industrial and builders hardware, magic doors, aluminum windows, metal parts, chemicals, 
steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 





Shelf Holds Merchandise, 
Doesn’t Obstruct Window 


Here is a way to display small 
merchandise high in a window and 
still permit customers to see inside 


| your store. Place a shelf high in 
| the window. This shelf, at Biener’s 


Hardware in Nashville, Tenn., is a 
single 12-in. wide board supported 
on three 2-in. pipes. Heavy flat- 
bars which extend the width of the 
board keep the board from warping 


| at the edges. Pipe flanges are bolted 


to the flatbars. Board and piping 
are enamelled in white and centered 
in front of the four floodlamps that 


| light up the front part of the store 
| after closing. 


OO — 


_ Animated Window Displays 


Help Build Store Traffic 


In a small town, unusual ani- 


| mated window displays stop pass- 


ing traffic. As the customer lingers 


_ to watch the display in operation, 


he may remember some item that 
he needs and enter the store to pur- 
chase it. 

This system of animated displays 
works for Ernest Jones, owner and 
manager of Jones Hardware in 
Bridgeport, Texas, a community of 


3000. 


The one display that has proved 
most effective for Mr. Jones is his 
Jones Mill display, illustrated here. 


Mr. Jones built an old water 
wheel mill in miniature. The mill 
is powered by a small circulating 
water pump. The mill is built in 
sections and can be taken apart 
easily to be moved to any part of 
the store. 

Mr. Jones uses other moving dis- 
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plays in the window. These dis- 
plays may be miniature oil rigs or 
models built with children’s con- 
struction sets. 


Heavy duty orbital sander 


Nuts, bolts displayed, 


stored in island unit | does more eee costs less 


it’s new! It’s heavy duty! It’s Stanley! 

And the H36 does more — 
Because it sands faster than other orbital sanders. 
Because the ball bearing motor runs cool and stays cool. 
Because the pad is wide and absolutely flat. 
Because full power is delivered to the pad. 
Because it is perfect for flush sanding. 


the H36 costs less — 
less than any comparable heavy duty orbital sander sold today. 


National Advertising 
Your customers will see Stanley Sander 
advertising in February, March and April 
issues of The Saturday Evening Post, 
Popular Mechanics, Popular Science, 
Mechanix Illustrated, Science & Mechan- 
ics, American Builder, Practical Builder, 
Building Products, Carpenter, Home 
Craftsman and Family Handyman. Tie in 
H336 Orbital Sander Kit — $58.95 with your own ads — mats are available. 


NOTE: Order both new Stanley Sanders in H7 unit from your 
wholesaler and get handsome merchandiser FREE! 
Your wholesaler has the new Stanley Sanders now. For full details, 


catalog, envelope stuffers, etc., write Stanley Electric Tools, Division 
of The Stanley Works, 382 Myrtle Street, New Britain, Connecticut. 











You can use an island fixture like this 
to solve your display and storage 
problems with nuts and bolts, ma- 
chine screws, lag screws, washers and STA N q L VY 

casters. Adjustable glass bins on 

top of unit hold sorted items tor dis- | This famous trademark distinguishes over 20,000 products of The Stanley Works—quality hand and electric 
P lay. Drawers ye bottom hold wt hee tools, drapery, industrial and builders hardware, magic doors, aluminum windows, metal parts, chemicals, 
stock. This disp lay we is used by | steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 
Ernst Hardware Co. in Seattle, Wash. | 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 
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for extra PROFIT 


Vises 


each a model of UTILITY 
STAMINA ¢ VALUE 


No. 153 : 
COMBINATION 
SWIVEL VISE 


For home, garage and school shop. Bind- 
ing screw makes possible many swivel 
positions. Gray iron, fine grain, precision 
machined and finished. Screw parts nick- 
el plated. Firm, competent ... and 
a wonderful value! Width of Jaws and 
Opening 2!/,". 


No. 175 ass 
PORTABLE SAWHORSE VISE 


Low priced professional type, holds work 
vertical or horizontal. %'' main screw 
with Acme thread. Clamps work up to 
2". Width of Jaws 53%4"" x 5". Open- 
ing 4". 


No. 176 | 
WOODWORKER’S VISE 


For home and shops. %'* screw with 
Acme thread. Jaws have holes to se- 
cure wood inserts. Width of Jaws 6!/,"'. 
Depth of Jaws 3'/2"". Opening 4//,"'. 


Each Individually Boxed 


Get all the details from 
your local jobber, or 
write direct. 


THE 
BRINK & COTTON 
MFG. CO, 


33 POLAND STREET * BRIDGEPORT, CONN 





i 
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Store remodeling 





Why remodel again? 


You gain 10 to 12 percent by completely 


Because owners believe that a 
layout effectively used for several 
years just cannot be improved upon, 
some hardware firms make no ef- 
fort to change the appearance of 
their display rooms. These owners 
just do not realize that the buying 
public is always interested in what 
appears to be a new or an improved 
store. 

A western hardware store man- 
ager could have said, “We re- 
modeled nine years ago. Why do so 


modernizing your store 


again?” Instead the store manager 
sald, “There is no store arrange- 
ment so good that it cannot be fur- 
ther improved.” 

The store has the distinction of 
having been in continuous opera- 
tion in the same location for 100 
years. Its ownership has changed 
several times in that century. 

In 1946 White Hardware Co. of 
Boise, with its main store at 731 
Main St. in Boise, Idaho, was ac- 
quired by Ray S. White. At that 


Space just inside visual-front windows on two streets is used for the promotion 


of seasonal merchandise. 
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& reasons why: 


CELLOTHENE PACKAGING INCREASES HARDWARE SALES 








MOISTURE-PROOF | 


... resistant to grease, dust, cracking. 

Metal products can’t rust in heat-sealable 

Cellothene. Packages remain crystal- 
clear through temperature extremes. 


TOUGH ... pliable and puncture : 
resistant to sharp edges and constant Sis 
consumer handling resulting in 
longer shelf life. 
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SELF-SERVICE | 4 
. .. wWindow-pane clarity agile, - Za 


VE RSA TILE easily printed to quickly identify a 
contents. Pegged, hung or | 


... easy to handle, ship, stock and 
display — from screws, nuts and bolts to 


stacked — Cellothene packages 
bulky parts, tools or delicate instruments. 


trigger impulse-buying. 


THE PRECISION EXTRUSION COATED CELLOPHANE / POLYETHYLENE PACKAGING FILM 

® 
OMeCNC sw ooo: 
[] Please send me a copy of your bulletin on 


For Cellothene Packaging for Hardware. 
CHES LAM CORPORATION Giz [] Please have representative call. 


A Division of Chester Packaging Products Corp., dbdbhhd Name 























aoe Name  — ic ie oT 
A Subsidiary of St. Regis Paper Company pone Company iti tS es 
Address SAREE Mer ERNE SRS ee 
684 Nepperhan Avenue, Yonkers 2, New York City CLs 
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There’s ALWAYS a call 
for THESE 3! 








HARDWARE CLOTH 
POULTRY NETTING 
ANIMAL PEN NETTING 


MAKE SURE your store is well stocked with Cortland Brand 
Hardware Cloth and Wire Nettings. Because there's always a 
call for these products. Made from finest corrosion-resisting elec- 
tric furnace steel, they're strong, durable, easy to handle... 
heavily galvanized and uniformly woven. Meet U.S. Department 
of Commerce Commercial Standard. 


HARDWARE CLOTH Standard and heavy grades. Square mesh. 
Mesh: 2, 3, 4. and 8. All-welded wire cloths also available in '2”, 
%”, %” and I” mesh. 100 linear ft. rolls, standard widths. 


HEXAGON POULTRY NETTING Mesh: %”, 1”, 2” standard 
20 gauge. Standard widths. 150 linear ft. rolls. Continuous or 
lock-twist types. Galvanized before or after weaving. 


ANIMAL PEN NETTING Heavy grade hexagon netting, galva- 
nized after weaving. Includes Mink, Fox, Crab Trap Netting. 
Mesh: 4”, 1”, 12”, 2”. Wire gauges: 14, 16 and 18. Standard 
widths. 150 linear ft. rolls. Continuous-twist type. 


FREE DEALER KIT! 


Contains folders streamers, ne 
paper mats 

you need to 

Brand products. Send 





Wire Screening ©@ #£Nails & Brads 


WICKWIRE BROTHERS, INC., Cortland, N. Y. 


178 

















time, the old high fixtures with wall 
units which ran to the ceiling, 
were replaced with new units to 
provide for more open displays. 
The changes made in 1946 
brought immediate results in in- 
creased sales of more kinds of mer- 
chandise. A change in ownership 
in 1955 was followed with remodel- 
ing of the nine-year-old fixtures 
and relocation of several major de- 
partments. Dr. Raymond L. White, 
son of Ray S. White became princi- 
pal owner of the business. Under 
management of John C. Oliver, 
a man with 30 years of hardware 
store experience, departmental lay- 
out and fixtures were improved. 


Paint display improves 

These changes resulted in in- 
creases of 10 to 12 percent in the 
sales of some of the firm’s major 
departments. 

Sporting goods were moved to 
the front of the store, and on the 
opposite side. Paint and related 
lines were relocated to be nearer 
the front of the store, just in back 
of sporting goods. At the same 
time up-front space was provided 
for special seasonal displays. 

Housewares were moved back to 
a center-of-the-store space. Port- 
able electric tools are now in the 
front of the tool department. These, 
says Mr. Oliver, “are the glamour 
items which build traffic and sales. 


Island units are down 

“The new arrangement is clearly 
better for us, since we gained sales 
of 10 to 12 percent in sporting goods 
and paints but did not lose sales 
by moving kitchenware farther 
back. It is too soon to teli just what 
the effect will be in portable elec- 
tric tools, but sales are expected 
to increase there also.”’ 

Island displays were lowered by 
dropping the top shelves several 
inches. Of this change Mr. Oliver 
says, “We had formed the habit 
of building up our top shelf dis- 
plays, since this gave each island 
a more impressive individual ap- 
pearance. This interfered with 
visibility of the store as a whole, 
and made it seem excessively long 
and narrow. 

“Floor circulation is now better 
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START SALES SIZZLING 


PADLOCK DISPLAY No. 57 
includes the following 
assortment of padlocks: 
P45 P75 
P95 
P65 P904 
P65P 


CABINET LOCK DISPLAY No. 
510 includes the following 
assortment of desk locks and 
draw pull catches: 

Nos. 

590 

7028 

02066 


34 and 
02065 15250C 


"4 « 
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PADLOCKS and CABINET LOCKS 


These bright new displays will put extra zip 
into padlock and cabinet lock sales. They’re 
designed to catch the eye and “spark” the 
buy-urge of the hardware trade. Each display 
carries a popular assortment of padlocks or 
cabinet locks plus identification tags with a 
place for prices. Each is made of durable, 
attractive Masonite. The padlock display 
board is constructed with a depressed area 


CORBIN CABINET LOCK DIVISION The American Hardware Corporation 
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for each padlock to keep it flat and in line. 

Corbin displays are helping CCL dealers 
increase sales volume — produce greater 
profits. New ones are added periodically to 
provide a change of pace, a “fresh” look, 
an appropriate setting for new products. Ask 
your Corbin Cabinet Lock representative to 
show you his samples. You'll want a twin-set 
if you see it. 


New Britain, Conn. 
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/ industry 


For more than 30 years, 
Marion has been making and 
supplying Hickory Tool Han- 
dies of the highest quality. 
Industries of all types have 
accepted Marion Handles as 
the very best obtainable. 
Here’s why: 


Tough, Selected, Straight Grain Appalachian 


Mountain Hickory 

Resilient and Shock Resistant 
Properly Seasoned 

Quality Controlied 

Long-Lasting Service and Lowest Cost 
Guaranteed Values 

Especially Designed for Industrial Use 


More and more plants are specifying 
Marion Handles—because Marion Handles 
provide the greatest Service, Satisfaction 
and Safety. 


Marion Handles are sold exclusively 
through wholesale hardware and industrial 
distributors. Industrial activity is at an all- 
time high; now’s the time to plan on in- 
creased sales to industrial users. Write 
today for Marion’s price list No. 26 or list 
No. 100 on the new Power Packed Line. 


Power Packed 


MARION HANDLE MILLS, Inc. 
Marion, Virginia 





throughout the store. The sales 
floor also looks much wider than 
formerly. 

“Near the middle of the store 
it widens from its narrow front to 
a width of 40 ft. Extreme length 
of the store is 120 ft. 

“With discontinuance of major 
appliances, because of local competi- 
tive conditions, housewares and 
giftwares stocks and displays are 
being increased.” 


How to sell the summer 
home owner market 


There’s more business to be had 
from owners of summer homes 
than what they transact during 
the months their homes are open. 

Guarcello’s Hardware, in Silver 
Creek, N. Y., does a lot of business 
with summer home owners. The 
store has found a way to get busi- 
ness throughout the year from 
these summer customers. 

The basis of the program is that 
Guarcello’s Hardware has the key 
to these summer homes. Store em- 
ployees can inspect homes during 
the closed season and make a 
check list of their needs. James 
De John, operator of the hardware 
store, makes the most of his oppor- 
tunities by writing to each owner 
before the summer season, sug- 
gesting purchases of equipment to 
condition the homes for the com- 
ing summer. 

When several summer residents 
asked Mr. De John to mind the 
keys to their summer places and 
look after the buildings during the 
cooler months, he agreed. Some 
also asked that he make out lists 
of new equipment needed for their 
homes, including items needing 
repair or replacement. 

When a summer home owner 
leaves his place at the close of the 
season, a store employee visits the 
house to see that water and other 
utilities are shut off. The employee 
makes sure that the house is prop- 
erly locked. 

Between the end of one summer 
and beginning of the next, each 
summer home is checked several 
times. 

Early in June, Mr. De John 
writes each person who uses his 
key-minding and home inspection 

(Continued on page 185) 
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3 New Long-Profit Deals 








A sparkling new 6%” saw at a special introductory price. 
Makes every cut required — even 2” lumber at 45° bevel. Power- 
packed motor — over 1 horsepower! Exclusive “Vari -Torque” 
slip clutch. Lightweight, compact. Foolproof lower blade guard. 
Regular $54.95 value. Model 536 now only $4995 


™, 
at, 


New, heavy-duty, ball-bearing 614” saw for the craftsman who 
wants the best. Professional-type saw! Extra powerful motor — 
- helical gears. Exclusive “Vari-Torque” slip clutch guards 
against motor burn-out, excessive wear on gears, bearings. 
Foolproof lower guard! Model 552—%64** 


A new, improved 1%” drill. Most powerful drill for the money. 
Now a full 2.5 amps! New helical gearing delivers increased 
power smoothly, efficiently. Cool-running! Geared chuck and 
key. Safety-type trigger switch and locking device. Compact, 
rugged, yet weighs only 3% ibs. Model 549—528*5 


All new SKIL Jig Saw! Full 4%” stroke: maximum cut 2” lumber. 
Powerful motor, 3350 strokes per minute. Accurate, versatile 
— cuts straight lines, curves, short radius, irregular shapes. 
Lightweight, compact — weighs just 3% Ibs. Easy-to-use, com- 
pletely safe to operate. Model 511—*42°° 
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It’s the only way to describe the new SKIL Cy MZ 
program. From product to customer every step 


has been planned to sell more SKIL power TOOL CENTER 
tools for you. 


¢ Nationally advertised to reach all of your very best 
power tool prospects: 


LIFE SATURDAY EVENING POST 


SUNSET BETTER HOMES AND GARDENS 
POPULAR SCIENCE POPULAR MECHANICS 


PLUS 


e Powerful “profit package"’ that adds eye appeal to 
buy appeal. 


e Exciting new window displays. 

e A complete package of local tie-in promotions. 
e Cash advertising allowances for local ads. 

e “‘Sell-yourself"’ packaging for all SKIL tools. 


| , : ‘“ aaa * ' : , | . . 
Tool Center Display No. 18630 
Display this SKIL TOOL CENTER 
The hottest power tool display ever offered. Every SKIL 
advertisement urges buyers to look for this selling display 
at their local dealer. It draws buyers to your store. Be sure 


to have it ready when the Spring buying season starts. 


: 
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SKIL quality merchandise helps you get the top HERE'S YOUR DEAL! 


profit dollar from every SKIL power tool sale. sl lei “— 
Your customers know that SKIL is the choice of nip th = Beh pony 


professional buyers. Now, we tell them that you sell 1 oe PN Git sands adie ss.cetecansecal $42 


these same professional quality tools at home work- It costs you only : 4g 
ee OO. oss a 


shop prices. We also tell them that SKIL quality does PLUS 
cost more... let them know that it is not a “cut- oe allowance certificate 


price” line. What’s more, the special price incentive BONUS PACKAGE 
Special stock incentive plan: An extra 5% discount on all 


plan for the Spring program helps you make a longer additional purchases of SKILSAWS Models 552, 553 or 
e # 554! Offer expires March 31, 1957. 
profit with the SKIL line. 














SKIL tools are on the move in 1957! Exciting new 
tools. Powerful national advertising. Strong mer- 
chandising tools. They all help pull customers into 
your store. Timed to sell when people buy power 
tools for their Spring projects. There is no time to 
wait. Send for complete facts today. Just mail in 
the coupon and we'll get you the details. 


SKIL Corporation, Dept. M-1234 
5033 Elston Avenue, Chicago 30, Illinois 


[] Send me SKIL tool center Display No. 18630 pius all the SKIL 


selling helps. Bill me through the wholesaler below. 
[] Please have a salesman call on me with more details. 
My wholesaler’s name 
My name 


Products of SKIL Corporation Factory branches in all leading cities. 

















Printed in U.S.A. Prices subject to change without notice. F.14224 





How to sell the summer 
home owners market 


(Continued from page 180) r e- m ost o eo 2 i e 


service. He tells them of the con- = 

dition of their home, and suggests “4 still want qu al ity! 
replacements of equipment which | 3 

is in poor condition. Sometimes 
he suggests that a paint job is 
needed. 

Summer home owners are asked 
to notify Guarcello Hardware at 
least two weeks in advance of 
their return. This permits store 
employees to see that utilities are . 
connected in advance of actual wv” _ that’s why it 
need. | | 

Summer home keys are kept on 
a special wall rack in the firm’s 
office. The name of the owner is 7 
indicated on a tag attached to 7 to sell 
each key on file at Guarcello Hard- : 
ware. A _ special file book lists Bee GREENLEE 
names of summer home owners, 
addresses of their summer places 
and their winter homes. 








always pays 


The minute you hand a GreENLzE tool 
to a customer, he can “‘feel’’ the 

fine quality and extra workmanship that 
go into its making. Every GREENLEE 
tool is carefully formed and finished for 
accuracy and correct cutting edges . 

and properly heat-treated for strength 
and long life. Built to do day-in, day- 
out hard work swiftly and cleanly, 
GREENLEE tools bring /asting satisfaction. 
This means that more customers keep 
coming back to you for more fine tools, 
when you sell Green.ez. Line includes 
famous GREENLEE 22 Solid-Center Auger 
Bits . . . Electric-Drill Bits . . . Expan- 
sive Bits... Chisels... Gouges... 
Turning Tools ... Drawknives . . . and 
many more. Ask your wholesaler, or 
write for free, new complete catalog. 
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Collapsible display stands provide 
the answer to the problem of getting 
more display space for peak periods, 
yet storing out of the way ina mini- | 
mum amount of space when not | fend i 

needed. The frame of the stand is | a FREE? HAND TOOL 
made of two sections of tapered | pee PROFIT CHART 


: at ay Quickly converts cost per dozen of various 

Y/>-in. plywood, one notched from oY om ; items into unit cost. Gives profit percentages 

the bottom, the other from the top | ; 3 on selling prices and on costs, to help you 
“ oo rapidly figure your markups. Tells your 

so they fit together into a cross. Each te profit story in seconds. Free to hardware 

. | . ae t ; i di | d | . . . 

shelf has a cutout cross in the center sy sequel G8 your tenehend. ba 

so that it slides over the frame. Feet | 

are nailed to the bottom shelf and 

braced to hold the stand rigid. These 


stands are used at Kay & Sullivan | GREENLEE Too L co. 
Hardware Co. in Donelson, Tenn. | 1802 HERBERT AVE... ROCKFORD, ILL. 
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Sales-Making 
Wrench Set Display 


Exclusive with Vichek, this attrac- 
tive wall display is available in 
two styles: (1) polished chrome 
plated and (2) Velco finish. ~ 


Each holds 19 wrench sets. 


This permanent display is sup- 
plied free when you order the 19 
wrench sets, as illustrated. 


A real sales-producer. Write now 
for information and prices. 


Fast Selling VLCHEK 
PLASTIC BOXES 


Attractive, practical, durable. 
Hinged cover closes securely. 
Various compartment arrange- 
ments to fit any need. Molded 
from sturdy, crystal clear poly- 
styrene plastic. Twenty standard 
boxes of various sizes available 
from stock. 


Write now for catalog and prices. 


THE VLCHEK TOOL CO. 


3001 East 87th Street, Cleveland 4, Ohio 











Made to order! 
... the sales key to 
irrigation systems 


It’s profitable to fill the needs of your commu- 
nity. Here’s how one department of a store can 


be built to fit that need 


Agricultural diversification is on 


_ the march through the South. 


Government restrictions on such 


crops as tobacco, cotton and corn 


acreages is one reason for this. 
Another is that the southern 
farmer has discovered that his land 


| will grow many other crops. 


No matter what the cause for 


| this may be, however, the right 


amount of moisture through the 
growing season brings the highest 
yield per acre. Here is where ir- 
rigation comes into the picture. 
John W. and John D. Wyker are 
trying to cash in on the trend to- 
ward irrigation in the South. The 
brothers operate a sizable irriga- 
tion equipment department in their 


store—J. Wyker & Son Co., Deca- 
tur, Ala. This firm’s irrigation ser- 
vice differs from others in one 
important way. A Wyker job is en- 
gineered and practically custom 
built to fit each project. The two 
Wykers are well equipped to handle 
this sort of operation because each 
is an engineer. 

The firm stocks aluminum pipe 
in 2 to 8 in. widths. There is a hy- 
draulic press in the shop which is 
used to fabricate this pipe into 
the proper length sections, with 
valves etc. A farmer gets many 
years of service from a system cus- 
tom built to his needs. 

The cost of a Wyker system 

(Continued on page 190) 


Employee shows a customer a section of aluminum irrigation 
pipe. Sections are fabricated by the firm. 
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Investigate... 


Enroll e0°¢€6hl6e 


NRHA Advanced Course — 
in Hardware Retailing | 


verybody Profits! 


THE RETAIL SALESMAN who takes the course will sell better, will advance 
more rapidly. 


THE RETAILER who sponsors the course for his sales force will enjoy a more 
efficient operation, greater profits, and more customer satisfaction. 


THE WHOLESALER who encourages use of the course will get more volume 
and faster turn-over. 


THE ADVANCED COURSE IN HARDWARE RETAILING was developed by 
Indiana University and the National Retail Hardware Association with the 
assistance of leading hardware manufacturers. It's conducted by 
correspondence — no time lost from the job — and consists of a series of 
lessons and graded examinations covering the entire field of hardware retailing. 
The cost is low, the reward high. Investigate now — write to the National 
Retail Hardware Association, 964 N. Pennsylvania Street, Indianapolis 4, Indiana. 


We have supplemental material to help you sell 
tapes and rules better. It’s yours for the asking. 





RULE COMPANY 
: SAGINAW, MICHIGAN 


132-138 LAFAYETTE ST., NEW YORK CITY @ BARRIE, ONT 
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Black & Decker Leads — 
HARDWARE WEEN... 


Hardware Week Special — 


B&D % UTILITY DRILL 


—priced to 
sell fast! 


YOUR CUSTOMERS SAVE $5.00 


Ideal for repairmen, electricians, plumbers and home 

handymen. 34” Utility Drill is built for those tougher- 

than-ordinary drilling jobs in metal, masonry or wood. It 

has extra power and capacity to drive twist drills, wood 

augers, masonry bits, hole saws, B&D Screw Driving and 
Hardware Week Saw Attachments. Builds profitable “‘razor blade” business. 
d : Only a limited supply at this low price! Call your whole- 
Special Ads in these saber toc 
Leading Magazines! 


THE SATURDAY EVENING POST a 
€ 


BETTER Homes & GARDENS Pike 
| 
SS EXTRA! 4 B&D Hole Saws AQke 


MECHANIX ILLUSTRATED and Mancdrel — a $4.95 ” 
SUCCESSFUL FARMING Your Customers Save 50c Be 


Four Hole Saws from 4%” to 1%”. Fit B&D 
36” and 4” Drills perfectly. Cut clean, 
round holes in any material a hack 

saw will cvt. Ideal for professional 
handymen-= and _=hobbyists. 

Handy counter display keeps 

your B&D Hole Saws in plain 

view., Bright colors attract 

customers, display reminds 

them of many Hole Saw uses. 
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Customers to Your Store! 


Big Line of Accessories 
and Attachments keeps ’em 
coming back! 





When you sell a Black & Decker Tool, you start a 
chain reaction that sparks profitable sales of both 
accessories and attachments. The Drill owner needs 
bits, Hole Saws and attachments such as those 
shown at left. The Sander owner must constantly 
buy sandpapers, the Saw owner needs blades, and 
so on. Stock and display a complete selection of 
Black & Decker accessories and attachments so 
that you can cash in on this profitable ‘‘repeat’’ 
business that also builds store traffic. 








This new Electric Tool 
Department stops ‘em in 
their tracks! 


You make $367.66 profit—each and every turn- 
over! The Black & Decker U-1101 Electric Tool 
Department features 10 tools, plus a well balanced 
stock of accessories that suggest multiple uses for 
the tools. You can concentrate your complete 
Portable Electric Tool Department in this one 
display that shows everything in limited floor 
space (36” x 42”). It’s colorful, easy-to-see, ideal 
for self-service operation! 


Take advantage of this high-volume, profit- 
making Tool Department now. You become iden- 
tified as tool headquarters in your area. THE 
BLACK & DECKER MFc. Co., Dept. H-502, ‘Towson 
4, Maryland. 





Look in the Yellow Pages under “Tools-Electric” for Nearest Wholesaler 


(]) Glack&i Decker: rrremg 


World’s Largest Maker of Portable Electric Tools Hardware Retailing 
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D THIS 
DAPPEN T0 YOU! 


IF YOULL WAIT, SIR. 
/ SURE | CAN FIND THE RIGHT 














Drill 


pa—~ DISPLAY 


\ Aone 


THE DRILL DISPLAY 
THAT ASSURES SALES. EVERY 
DRILL INSTANTLY ACCESSIBLE. 





CONTACT YOUR JOBBER OR — 
HENRY L. HANSON COMPANY 


24 UNION ST. WORCESTER, MASS. 
OS * ella Se 
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varies. Several factors influence 
the final price. One is the type of 
land in which the system is to be 
installed. Another is the number 
of fixtures that may be needed. For 
instance, a man with 80 acres to 
irrigate may pay $10,000 for the 
job. Another man who also has 
80 acreas may pay only $6000 be- 
cause he needed smaller pipes, 
fewer valves and so on. 


The brothers say that it takes 
an investment of $30,000 to swing 
such a custom built irrigation de- 
partment. It takes a number of 
years to reap benefits from irriga- 
tion projects, so, there is a selling 
job to be done on each prospect. 


Completed jobs help a great deal 
in the sales process. If a farmer 
looks over a Wyker job on a neigh- 
bor’s property he can see the bene- 
fits for himself. He also gets some 
word-of-mouth advertising from 
his neighbor on behalf of the 
Wyker’s. 

“We’ve been in this business 
for a little over a year,” reports 
John W. Wyker, “and we think it 
fits in with our program very well. 
You see, we both have an engineer- 
ing education. There aren’t too 
many firms in custom built irriga- 
tion systems to date. So we can 
develop fast in this line, if we 
want. 


“Frankly, we won’t know for a 
couple of years, whether or not 
there is enough volume in these 


Irrigation stock is stacked behind the 
J. Wyker & Son Co. store in Decatur, 
Ala. Store was established in 1888. 








HINDLEY 
Bright Wire Hardware 


$s < s 
eee 
Se 
> 
53 
ae 
bon cae 
“SEE. $x. 
; ee » 


Be smart and get the money-making 
facts on the complete line of Hindley 
Bright Wire Hardware now. Quality 
products ... traffic-stopping displays 

. convenient Pic-Pak packaging 
and fast turnover make it a year- 
round profit producer. Write us 
today for complete details. 


indley/ 


MANUFACTURING COMPANY 
Valley Falls, Rhode Island 


WIRE HARDWARE - COTTER PINS 
PLUMBING SPECIALTIES 
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With NEW S-K/Lectrolite Wrench Merchandising Program 


Today’s market for socket and flat wrenches is enormous 
—a market which hardware stores have barely tapped. 
The new S-K/Lectrolite Merchandising Program enables 
the hardware retailer to gain a major share of this tre- 
mendous business. 


HOW BIG IS THE MARKET? 

There are millions of users of socket and flat wrenches 
-—including homeowners, farmers, hobbyists, mechanics 
and technicians—and they are all regular customers of 
hardware stores. 


CAN HARDWARE STORES SELL THIS MARKET? 

Absolutely . . . and sales records prove it! BUT only 
if hardware retailers offer full coverage of the most popu- 
lar wrench sizes in a top quality line competitively priced 
and properly displayed. This is exactly what is offered 
in S-K/Lectrolite’s Merchandising Program. 


WHAT DOES THE S-K/LECTROLITE PROGRAM INCLUDE? 

A complete merchandising program—all ready to in- 
stall on existing fixtures in your tool department, Package 
includes fastest selling loose socket and flat wrenches 
and wrench sets, promotion kit, display accessories for 
use with perf board and adapters for mounting display 
accessories on surfaces other than perf board. 
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WHAT DOES S-K/LECTROLITE MERCHANDISING PROGRAM OFFER? 

1. Full merchandise coverage—wrenches included in 
program cover more than 90% of everyday wrench 
applications. 

2. Merchandise pricing that makes hardware stores truly 
competitive with a// other tool outlets. 

3. An actual 3 to 4 time turnover or more. 

4. A full 33149 margin. 

5. A top quality line with high customer acceptance— 
S-K /Lectrolite wrenches are the choice of mechanics, 
technicians and maintenance men. 

6. Complete flexibility with special merchandising acces- 
Sories to create eye-catching displays that capture cus- 
tomer interest and stimulate sales. 

7. Low cost investment for complete S-K /Lectrolite Mer- 
chandising Program. 


APPROVED MERCHANDISING PROGRAM 





Write today for com plete details Let 


> Sik 4 S-K/LECTROLITE TOOLS 


5 Lettolicn 3535 WEST 47TH ST., CHICAGO 32, ILL. 
















systems to make it profitable. But 
we are hopeful. Continued diversi- 
fication of agriculture will, perhaps, 
tell the story.” 


The firm’s large stock of pipe and 
supplies is stacked behind the store. 
The fenced in materials serve as a 
constant reminder that Wyker’s 
is in the irrigation business. The 
sign helps, too. Copy says, “Irriga- 
tion Equipment . . . Complete engi- 
neering service.” 


Outside displays produce 
more sales and traffic 


With spring nearly here, it’s time 
to think of moving impulse traffic 
items out of doors. 

Argo & Guffin Hardware Co., De- 
catur, Ala., uses its sidewalks as 
a display showcase for weekly spe- 
cials. Selection of items to be used 
is not made haphazardly. Each 
weekly special is bought in large 
quantity. By buying big lots, man- 
ager W. Ralph Guffin can trim costs 
enough to give staples extra sales 
appeal. 


For example, Mr. Guffin has 


priced six-stitch corn brooms as low 
as 69¢ to 89¢. To make certain he 
would move large quantities bought, 
the sidewalk display was compli- 
mented by a newspaper advertise- 


ment. 
tised. 


A wheelbarrow on out-front dis- 
play was filled with pottery planters. 
It took only two days to sell more 
than two gross at 29¢ each. 

Here are Mr. Guffin’s rules for a 
successful “outside” sales promo- 
tion: 


Specials are usually adver- 


1. Buy quantity, for two reasons. 
First, you usually can get a better 
price that lets you lower the retail. 
Second, if it is a good enough item 
to want to promote outside, you 
will need quantity. 

2. Stick to staples. Any staple 
with a lower-than-usual price is a 
guarantee of added sales and traf- 
fic. Customers help themselves, 
then come into the store to pay 
for purchases. And more overall 
volume results. 

38. Use signs that show compari- 
tive prices, and are big enough to 
be legible from a distance. Your 
sign is your salesman. 


Garden tool wall is 
bonus display space 


Utility and good looks are com- 
bined in garden supplies at Law- 
son Hardware & Supply, Tulsa, 
Okla. 

A three-foot wall of perforated 
paneling was custom built to front 
the lower part of this garden tool 
display. It holds long handles in 
position and gives invaluable bonus 

(Continued on page 194) 
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COVERED 
TROLLEY TRACK 


A WATERSHED TRACK DESIGNED to 
handle doors weighing up to 350 Ibs. 
FOR MODERN BUILDINGS 


: 
: 





HANGER is made with pressed steel wheels, full 24” in 
diameter and equipped with roller bearings for smooth 
easy operation. Both wheels and adjusting bolt and nut 
are heavy zinc coated and drop-strap is of the best 
grade baked Japan. Hanger permits vertical and lateral 
adjustments to be made easily and quickly. 
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BY THE MAKERS 


TRACK has interlocking joint assuring precise align- 
ment ...no brackets are needed. Lifetime cover is 
stormproof, bird proof, protects top of doors from 
rotting. 


OF THE ORIGINAL 


WATERSHED 


Both rail and cover are made from 16 gauge steel, 
electrically welded top and side. The No. 66 Hanger 
and No. 109 Trolley Track is one of the best combina- 
tions Frantz has ever offered the trade. 


TRACK 








——-———FRANTZ MANUFACTURING CO. 


STERLING, ILLINOIS 
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PITTSBURGH PRODUCTS used in this modern, good-looking store are Pittco® 


Store Front Metal, Pittsburgh Polished Plate Glass, and a Tubelite® 
Entranceway. Architect: Peter Schumacher Sons, Inc., Mishawaka, Indiana. 


“Pride and satisfaction 


in our new store front,” 


says John W. Barnard, Partner, Barnard’s Hardware, Mishawaka, Indiana 


“We have noticed a marked in- 
crease in traffic due to this extremely 
attractive, bright, modern front. It 
is our intention to change over to 
this type of front in all of our stores 
as fast as we can proceed with our 
modernization program.” 
Everywhere in the country mer- 
chants in all sorts of stores are talk- 
ing about their new Pittsburgh 
Open-Vision Store Fronts—and the 
way these fronts are helping to 
build up new businesses and to im- 
prove old ones. Increases in busi- 


“PITTSBURGH 





PAINTS + GLASS + CHEMICALS 
2G 


PLATE 


ness as high as 70% are not unusual 
following a good modernization 
with a Pittsburgh Front. 

And what helps one merchant 
will help others too—including you. 
If you havent recently remodeled 
or improved your store, you owe it 
to yourself and your business to in- 
vestigate Pittsburgh Open-Vision 
Store Fronts. Just send in the con- 
venient coupon and welll be glad to 
give you more information on Pitts- 
burgh Store Fronts and Store Front 
Products. 


BRUSHES + PLASTICS + FIBER GLASS 


GLASS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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COMPANY 





Pittsburgh Plate Glass Company 
Room 7182, 632 Fort Duquesne Blvd. 
Pittsburgh 22, Pa. 


Please send me a FREE copy of your 
store front booklet. 














| display area for smaller hand tools. 
Long-handled tools are inverted 
so that the lower display board 








FOR FAST SALES AND GOOD PROFITS 
There's BIG profits in these small items and every cus- 
tomer is a potential buyer. Powerfully merchandised in 


self-service displays, these best sellers will be your most 
consistent profit producers. 


SHOW ‘EM — THEY SELL THEMSELVES © 
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“THE WORLD'S ha hides nothing but the tips of 
ELECTRIC anne handles. More than 45 sq ft of dis- 

_— Prt hot causing play space was gained with the ad- 


Bp wae te dition. And the lower wall makes 
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play carton of 25, oF 24. fishing reels 
display cord - 





mma Only one square foot of wall 
UG FUSE space is used to show up to 24 fish- 

"©.K." GLASS PL — ing reels on this ingenious home- 
_— made fixture at Oscar Daume’s 
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EAGLE ELECTRIC MFG. CO., INC. 
Long Island City 1, New York HA-257 
Please send me your complete new 1957 Catalog & price list. 
FIRM 

ADDRESS 
JOBBER'S NAME 











Home & Garden Hardware Co., 
Nashville, Tenn. 

This pipe rack, shaped like a 

Nee eee | ells Bene, states 33 ease fem 

SOLD THROUGH == — —— the wall. Each reel shows unob- 

_ ~ WHOLESALERS — scured on the curved upper arm. 

aS oS ONLY Each is tightly fitted to the bar so 

— Pe that customers can twirl them. 
EAGLE ELECTRIC MANUFACTURING CO., INC. This type of steel arm can be 
LONG ISLAND CITY 1 * NEW YORK . 
s rs adapted to display other types of 
Perfection (is not au rtccideut hardware items where a dealer has 


a space problem. 
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FOR THE NEW FAST-TURNOVER !ITEMS—LOOK TO YALE! 
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TWO NEW 
LOW-COST 
PADLOCKS WITH 
EXCLUSIVE 
DESIGN APPEAL 


Suggested retail price of new 
Yale 600 Padlock (below). 
Suggested retail price of new 
Yale 601 Padlock (above). 


Unbelievable prices for padlocks of such 
high quality! Solid rustless case, alumi- 
num finish, heavy steel shackle, 4 disc 
tumblers in the 600, 5 in the 601. Ideal for 
any general padlock use. Add sturdy, lasting 
protection to their low price—and you’ve got 
red-hot, fast-turnover items. Self-display 
carton (left) contains 6 locks, each lock 
individually packed with 2 keys. Available 
keyed-alike at no extra cost. 


























For today’s big doings in locks 
and hardware—LOOK TO YALE! 


The Yale & Towne Manufacturing Company 
Lock and Hardware Division 
White Plains, New York 


VALE — REG. U. &. PAT. OFF. 


YALE & TOWNE 
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#49 REGAL 


The Fastest Selling Lawn Rake 
on the Market Today! 


A 
“HOT” 
ITEM 
FOR 
A 
COLD 


The new #24 “LIFE-SAVER” 
ALL ALUMINUM SHOVEL 
Blade 11%” wide 


IT'S A WINNER! 


RUGG MFG. COMPANY 


GREENFIELD, MASS. 


Manufacturers of a complete line 
of Snow Shovels, Snow Scoops and 
Snow Pushers, Steel and Wood 
Lawn and Hay Rakes. 


Buy Them From Your Jobber 








Truck Sign Advertises Store 


A neatly painted sign including the firm name and a large hand saw on the 
sides of its truck serves as a mobile advertisement for Dean's Hardware of 
7253 Foothill St. in Tujunga, Calif. Decoration of the truck with this sign 
tells people over a wide area that the unit is operated by a hardware firm 
making deliveries wherever it is seen. 


ARDWARE \ i . ‘ RGM Py n 
FL.3-7977 me 4 rm. an 


7253 FOOTHILL - TuUUNGA = TS 
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-Pet Department is Effective Sales Builder 


| People with ground enough to grow things are also likely to have space enough 
for pets, believes John Kelly of A. H. Kelly & Sons, in Fayetteville, N. C. 
Accordingly, in November, 1954, he started a pet department, part of which 
| is shown above. The complete stock assortment takes up only 75 sq ft. A 








| local veterinarian suggested the inventory items. 
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HARDWARE DEALERS | 








Weigh all the FACTS... 


A 














...and you'll find the YIGORO Line 
your best bet for SALES and PROFITS! 


Now—more than ever before 
you can buy VIGORO right! 


Our attractive new policy enables you to earn top dis- 
counts even if your volume is not the biggest. Your 


Swift Field Representative has all the facts. 
business to help your business. , 


He’s in 


. and he’s selling a 


line that’s backed by years of consumer confidence. 


Golden VIGORO 
Complete Lawn 
Food 


Proved on over 3 
billion sq. ft. of 
fawn. Safe, non- 
burning—lasts 
longer, gives 
steady feeding for 
months. 


The VIGORO ‘Senile of Gardening Aids 


‘Golden Vigoro Complete Vigoro Complete Rose Food 


Lawn Food 


Vigoro Complete Plant Food 

instant Vigoro Complete 
Water Soluble Plant Food 

Special Vigoro for 
Camellias & Azaleas 
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ViIGORO 
Complete 
rlant Food 


Top seller for years 
—outsells the next 
brand by 6 to 1! 
ideal for flowers, 
shrubs, vegetables, 
trees. 





ViGORO 
Complete 
ROSE FOOD 


New! Special for- 
mula provides 
needed nutrients 
for better, and 
more, blooms. 
Nothing likeitever 
before ! 


Vigoro Plus Chlordane 


End-o-Pest Garden Dust 
End-o-Pest Rose Dust 





instant VIGORO 
Complete water 
soluble plant 
food 


Provides fastest 
possible feeding 
action .. . nour- 
ishes plants 
through both 





leaves and roots. 


End-o-Pest Ant & Lawn 


Insect Spray 


End-o-Pest Tree Spray 


End-o-Weed 


Easier to SELL with NEW 
Advertising and Merchandising! 


The complete VIGORO line of gardening aids will be 
backed by the biggest ad campaign ever. Reader’s 
Digest, Saturday Evening Post are just two of the 
publications that will sell "em. PLUS—display ma- 
terial that pinpoints your area—‘‘made right for the 
soils and gardening conditions in your area.”’ 








Made Right 
for oe a 


VIGORO 


COMPLETE p 














Additional Specialties Available in Certain Markets 


a ae 


SWIFT & COMPANY 


Plant Food Division, Union Stock Yards, Chicago 9, Ill. 


Vigoro, End-o-Pest and End-o-Weed are trademarks of Swift & Company 


End o-Pest Garden Spray 


End-o-Pest Ant & Lawn 
insect Dust 


End-o-Weed for Crabgrass 
and Chickweed 
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Ass 


...Complete line of best-selling 
"garden shears/ 


...Completely nferchandised with 


eye-catching displays 


TO CONSUMERS, Wiss means shear quality. 
TO DEALERS, Wiss means shear magic...shear sales magic, because Wiss 
is a cut above competition in all four vital respects: 
1. Wiss offers the most complete line of garden cutting 
tools for professional and home gardeners. 
2. Wiss is the only line with best-sellers in all categories — 
hedge, grass, and pruning shears. 
3. Wiss is the best known brand through powerful national 
advertising. 
4. Wiss is the standard of quality everywhere. 
Cut yourself in on the big profits to be made with Wiss garden tools 
this year. Feature these self-selection displays available now from 
your jobber. Call him today. 


RETAILERS SAY THIS ABOUT WISS: 


“Complete Wiss assortment doubled our shears volume...” 


“When we switched to Wiss, we eliminated multiple inventories, got 
faster turnover... 


> 


“With Wiss, we have what our customers want and ask for... 
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All WISS Grass Shears 
are individually boxed 









| @ #701 
gone ob —new, easiest cutting 
All Grass Shears! 
Pruning Shears 
are now in 
Mylar Informative new tag 
window boxes for Hedge Shears 


WITH WI 
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New GT-56 
Display Free 





Not a display, but a 
complete department! 
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New Wiss pruner boxes are high-powered sales- 
men attractively displaying the pruners through 
a tough Mylar window. (#908 illustrated). All 
boxes clearly identify the model number and 
type of pruner, all have a special tab so packages 
can be hung on peg board. When sale is made, 
tab is detachable enabling precise inventory con- 
trol. Reverse side of box contains sales informa- 
tion for clerk and customer. 


#701—New easiest cutting Grass Shears! 
Wiss #701 “Grass Masters” are the fastest cutting 
grass shears made! These new grass shears actu- 
ally require half the usual cutting effort . . . easily 
cut the toughest grass! Equipped with vinyl 
handle grips to protect hands, and convenient 
one-hand closing latch. Bevel-ground, high- 
carbon hardened and tempered blades for last- 
ing knife-like keenness. 

PRE I oak nn eo vans ceneee. $2.7 

Dealer’s cost 


All Hedge Shears are now equipped with an 
informative, red and white label, which clearly 
indicates stvle and model number. Wiss offers 
five different types of hedge shears ranging in 
retail price from $2.75 to $7.50. 





GT-250—A Complete Department! Features 
the entire line of best-selling Wiss garden tools 
in just four square feet! Actually displays up to 
76 assorted pairs of hedge, grass, pruning, and 
lopping shears... permits self-selection by cus- 
tomers. Items are identified by style and price. 
Retailers report that the GT-250 display has 
doubled and tripled sales for them. 


ga ere $151.62 
New GT-56 Display works wonders with 1% 


square feet of space. The GT-56 display features 
one pair of each type of grass, pruning, and 
hedge shears, plus one flower cutter-holder. Thus 
you can display the complete Wiss line, but tailor 
your stock to your individual requirements. The 
GT-56 is 14 square feet of sure-fire sales success! 
Es in osha ut eee webs $42.05 
TTT $28.04 


#900 Long-Handle Grass Shears are becoming 
increasingly popular with home gardeners. New, 
narrow blades give unmatched keenness; two 
wheels provide steady operation. Featuring sim- 
plified trouble-free construction, these new shears 
require half the effort of other types, will cut the 
toughest grass. 

Retail EDP bA activ yp bbeeeeee rons $4.75 

Dealer’s cost 


Wiss 


... always a cut 
above competition 


J. WISS & SONS CO., 


Newark 7, N. J. 





World's Largest Manufacturer of Shears, Scissors, 
Pinking Shears, Metal Cutting Snips, 
and Garden Shears 
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You're Sure to... 


Make More 
Money 


with the 


_ 


HARDWARE 
WEEK Special 


the ORIGINAL DURO 


PLASTIC ALUMINUM 


“Metal in Putty Form” in big 5'2 oz. tube 


DURO handy-patch 


“The Self Soldering Patch” 





| DEALER SPECIAL HS 157 | 
12-Pak Display 
DURO PLASTIC ALUMINUM *12.00 
6-Pak Display 
DURO handy-patch 
2 FREE tubes 
DURO PLASTIC ALUMINUM 2.00 


Retail Value *20.00 


Plus 50 FREE envelope stuffers and 
sample applications 





Retail Value 


6.00 





Your Cost 


$10.80 
YOUR 
PROFIT 
$ g2e 
ORDER FROM YOUR JOBBER 


‘Originators and World's Largest 
Mirs. of Plastic Metals 


WOODHILL CHEMICAL CO. 


1391 E. 33rd St. « Cleveland 14, Ohio 





| chain 








(Continued from page 10) 


Favored promotion allowances 
outlawed by new FTC ruling 


From now on your competitors 
cannot get any better breaks from 
manufacturers for in-store sales 
promotions than you do. 

Manufacturers have to offer pro- 
portionally equal promotional al- 
lowances to all their customers for 
in-store advertising and preferred 
display space, according to a recent 
ruling by the Federal Trade Com- 
mission. 

The FTC said a manufacturer 
cannot negotiate allowances with 
each customer individually unless 


| the negotiations are part of a gen- 
eral plan that offers all customers 


proportionally equal help. 
The FTC ruling came in an or- 


_der prohibiting Atlanta Trading 


Corp., a New York food producer, 


'from giving the type of promo- 


tional allowance it had granted to 


| Giant Food Stores. 


FTC charged Atlanta violated 


| the law when it made a deal only 


with Giant Food Stores to pay the 
promotional allowances as 
part of its special sales. It was not 
enough that Atlanta went to Giant’s 


| competitors and tried to negotiate 
| promotional allowances with them 
| on an individual] basis, the FTC 


ruled. 


Save time, money in direct 
mailing; SBA tells you how 

Are you using direct mail as 
efficiently as you should? 

The Post Office is ready to offer 
you many services that will speed 
your handling of direct mail and 
reduce your costs. Everything is 
explained in a new pamphlet pub- 
lished by the Small Business Ad- 
ministration. 

The pamphlet, No. 78 in the 
series of Management Aids for 


Small Manufacturers, is of use to 
hardware dealers who mail promo- 
tional material to customers. 


The pamphlet is entitled “How 
the Post Office Helps Small Busi- 
ness.”” Copies are available free 
from all SBA field offices. 

Among the services available to 
you from the Post Office and dis- 
cussed in the pamphlet are special 
mail services, revision of mailing 
lists, printing of return addresses 
on stamped envelopes, and sales of 
envelopes and postal cards. 

Pointers are given on such time- 
savers in the handling of mail as 
simplified addressing, elimination 
of individual stamping operations 
and the use of precanceled postage 
stamps. 

The pamphlet also discusses the 
use of coins in advertising mail, 
and the value of advance notices of 
bulk mailing. 


Justice Dept.'s work to aid 
you is outlined in booklet 


How the Justice Department’s 
Antitrust Division is helping you 
is explained in a new pamphlet 
published by the Small Business 
Administration. 


Small businesses are the leading 
victims of trade restraints and 
monopoly practices, according to 
SBA. 

The new pamphlet points out 
recent cases where the Justice 
Department has helped small busi- 
nesses through antitrust suits. 

The booklet is No. 17 in SBA’s 
series of Small Marketers’ Aijids. 


Copies can be obtained free from 
any SBA field office. 


The Antitrust Division welcomes 
complaints from small businesses 
concerning possible violations of 
the antitrust laws, according to the 
pamphlet. 


(Resume reading on page 11) 
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month after month... 


1512 million’ men and women‘“live by the book” 


...and the book is Better Homes and Gardens 


4,250,000 COPIES EACH MONTH 






















































“The book”’ appeals to men and women individ- 
ually through their family interests. Over 31% 
of the readers of an average issue reported they 
had recommended, mentioned or discussed one 
or more items from a BH&G article or ad with 
somebody in the household or a friend. A total 
of 10,700,000 discussions! The more they read, the 
more they talk, the more they buy! 15,500,000 
people read an average issue. One third of the 
123,800,000 people in the U.S. 10 years of age or 
older read one or more of every twelve issues. 
That’s 44,150,000 Better Homes and Gardens 
readers—and over 40% of them are men. Meredith 
Publishing Company, Des Moines 3, Iowa. 
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Ses See gee 


during the year... 


of America 


reads Better Homes & Gardens ! 


* A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 
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The most COLOSSAL* 
rarden supply merchandising 


movie ever made!!! 
se with apologies to Hollywood 





“ORTHO” 
STUDIOS 


PRESENTS 
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Learn the seven secrets of selling! Watch candid cameras 
bare new, sure-fire profit-making sales techniques! 





At last the sensational story can be revealed! 
Thrill follows thrill as the seven secrets of 
selling are exposed with delightful frank- 
ness. See a remarkable demonstration of 
the bare root facts about store location and 
layout. Learn new disarming and overpower- 
ing techniques for promotion. Discover the 
devastating power of display, selection of 
merchandise and sales training. Yow are 
there, as our hidden cameras record expert 


salesmen in action! 





It’s the story of a fantastic treasure—a swag 
of $4 billion, waiting for the men strong 
and bold enough to take it. Are you getting 
your share? This startling film will help 
you meet the challenge. It tells what to 
do and what not to do... how to get out 
of the Tired-Turnover Trap . . . sizzle up 
sluggish salesmen . . . conquer customer con- 
fusion. It’s a bonanza of solid gold sales 


ideas. Don’t miss this pic- 


ture—you can’t afford to! 
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_ COMING SOON! | 


_ Special invitational preview in your town! See it at your ORTHO 
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Dealer meeting — ask your distributor, and watch for it! 
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Profit-making sound ! 


Filmed on location with 









a cast of thousands. 


In gorgeous color AND 


SSSR 


exclusive profit-making 
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admission 


IPREL! 


But it will cost you 
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But it will cost you 


money if you miss it! money if you miss it! 





Read what the critics say: ‘Nothing like this has ever been done before in the Garden 


Supply Field. It’s a gold-mine of sure-fire selling ideas.” 
Comments from leaders in the Garden Supply field who Julian Rice, who also helped produce the movie 
have seen a preview of this outstanding film: 


“Terrific! It shows how to plug up the holes which drain T.M. REG U.S. PAT. OFF.: ORTHO 
profits.” Louis F. Czufin, ORTHO Advertising Manager 











‘A smart retailer could double his volume with this infor- 
mation. Better yet, he could triple his profit!” 


Channing E. Jones, Jr., ORTHO Merchandising Manager 











Produced by 


California Spray-Chemical Corporation — Richmond, California 
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DISPLAY STAND 
\ TN a 
BUILDS SALES 


and 
PROFITS FOR YOU 





Yes sir . . . this new, attractive point-of- 
purchase display is really helping to build 
sales for the new “Red” Russell line of 
putty knives and scrapers. The display 
is included free with the.R-100 assortment 
. . . takes only one foot of counter space. 


LOOK AT THESE REVOLUTIONARY 
NEVER -SEEN-BEFORE “RED” RUSSELL FEATURES 


e Cushioned-plastic handle tip 

e “In the groove” thumb guide 

e Tough plastic handles, tough tool 
steel blade 

e Hollow rivet for easy hanging 

e Popular sizes and shapes 

e Priced to sell! 


Convention Calendar 


1957 


1958 





conventions 


conferences 

















Convention Check List 





For complete details about the convention listed by dates below use 
the alphabetical listings following this quick check list. 


1957 


February 


17-18 Arkansas Retail Hardware Assn. 

17-19 National Garden Supply Dealer 
Show, New York 

17-19 Northern Wholesale Hardware 
Co. Convention & Merchandise 
Show, Portland, Ore. 

17-19 West Virginia Hardware Assn. 

17-22 Decatur & Hopkins Co. Spring 
Open House, Boston 

18-19 Marshall-Wells Co. Convention 
Spokane 


March 


3- 5 Cotter & Co. Merchandise Show 
& Stockholders Meeting, Chi- 
cago 

4. 8 Gift Show, Boston 

6-15 American Toy Fair, New York 

17-19 Florida & Georgia Retail Hard- 
ware Assn. 

17-20 Gift Show, Philadelphia 

19-21 South Dakota Retail Hardware 
Assn. 

31-Apri! | Louisiana Retail Hardware 
Assn. 


19-21 Hardware Assn. of the Carolinas April 


19-21 Kentucky Retail Hardware Assn. 

19-21 Missouri Retail Hardware Assn. 

19-21 Pacific Southwest Hardware Assn. 

19-22 New England Housewares Show 
Boston 

20-22 New England Hardware Dealers 
Assn. 

21-22 Marshall-Wells Co. Convention, 
Billings 


24-25 Mississippi Retail Hardware Assn. 


24-28 Michigan Retail Hardware Assn. 

24-March | Gift Show, New York 

25-27 Marshall-Wells Co. Convention, 
Portland 


7-11 Southern Hardware Convention, 
Palm Beach, Fla. 


May 


16-17 National Assn. of Sheet Metal 
Distributors Spring Meeting, Phil- 
adelphia 


June 


13-15 Texas Hardware Boosters Club & 
Texas Wholesale Hardware Assn. 
Conventions, San Antonio 

18-20 Industrial Supply Convention, San 
Francisco 











HERE’S THE DEAL! 


48 pieces in one foot of counter space 
NO. R-100 ASSORTMENT 
Including display 


30 Putty Knives 

18 Scrapers 
Total Retail $44.10 
Dealer Cost 26.46 
Dealer Profit 17.64 











Order NOW from your wholesaler 


CUTLERY COMPANY 
Southbridge, Massachusetts 
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National Events 


Industrial Supply Convention, June 


18-20, at San Francisco, Calif. 
Attendance restricted to members. 
Mark Hopkins Hotel headquarters 
for American Supply & Machinery 
Mfrs. Assn.; Fairmont Hotel head- 
quarters for National Southern 
Distributors’ Assn. and Southern 
Industrial Distributors’ Assn. Spon- 
sored by ASMMA, W. B. Thomas, 
Hunter- Thomas Associates, 2130 
Keith Bldg., Cleveland 15, Ohio, 
business manager;NIDA, 1900 Arch 
St., Philadelphia 3, Pa., Robert C. 
Fernley, executive secretary; SIDA, 
712 Volunteer Bldg., Atlanta, Ga., 
E. L. Pugh, secretary-treasurer. 


National Assn. of Sheet Metal Dis- 


tributors Spring Meeting, May 16- 
17, at the Warwick Hotel, Phila- 
delphia. Thomas A. Fernley, Jr., 
executive secretary, 1900 Arch St., 
Philadelphia 3, Pa. 


National Garden Supply Dealer Show, 


Feb. 17-19, at the Coliseum; hotel 
headquarters, Concourse Plaza Ho- 
tel, New York, N. Y. Sponsored by 
D. Murray Franklin, 1901 St. Paul 
St., Baltimore, Md. 


Toy Fair, The American, March 6-15. 


Temporary exhibits at Hotels New 
Yorker and Sheraton-McAlpin; per- 
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LESS CHANCE 
FOR BRUSH MARKS — 


when you paint 
with a Wooster 
“Exploded-Tip” brush 


Look for the dove-gray tip 





These unretouched paint 
stripes show how Wooster’s 
““Exploded-Tip’’ brush spreads 
paint smoothly, evenly— 
avoids deep “furrows” which 
cause unsightly brush marks. 





This stripe “‘smoothed”’ on by the thousands 
of extra paint spreaders in Wooster’s exclu- 
sive ‘““Exploded-Tip’”’ brush. 


This stripe painted by a pure 
Chinese bristle brush—4 times as 
expensive as the Wooster brush. 


WOOSTER'S “EXPLODED-TIP” BRUSH 
GIVES YOU 3 BIG ADVANTAGES 


...made only by WoosrTer Everything you paint has that ‘professional’ look—This new brush 
provides a mass contact that smooths paint on. Each bristle tip, actu- 
ally “burst’’ by a special process, gives a soft, feathery contact—no 
needle-sharp tips to “furrow” the paint and leave telltale brush marks. 


©) ST ER You finish every job “ahead of schedule’ — Now it’s unnecessary to 
BRUSH CO stroke-stroke-stroke over the same spot—because no matter what 
: type of paint you're applying, just a few strokes with Wooster’s 

“Exploded-Tip” brush covers completely. It picks up an extra 

supply of paint, too, so you cover more area between dips. And 


when you’re finished, cleaning this brush is much faster. 
WOOSTER, OHIO 


Wooster’s “Exploded-Tip” brush lasts longer— Abrasion tests prove 


that this new brush outwears any other type—it's ideal for rough 
masonry surfaces. 
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TRUMP Deluxe 


There’s a tool for every type of 

ardening job in this new TRUMP 
Dalene line. Trump Deluxe tools are 
made of high-grade, 16-gauge, cold- 
rolled steel. They are superior in 
quality and balance; the materials 
and workmanship make them equal 
to tools costing far more. 


Complete line includes 2 trowels, 
2transplanters, 2 forks, 2 cultivators, 
weed cutter and row cultivator; also 
long handle hoes, rakes and edger. 


™ 


Win More Sales 
with 
TRU 


Paes senate 
Pane 

> + Paes 

eS 

‘ é aed 


TRUMP No. 800 Series 


Ideal partner for the Trump Deluxe 
line. These sturdy, low-priced garden 
tools help you sell the individual 
who’s looking for price, yet wants 
dependable merchandise, too. Made 
of 18-gauge steel with turned, hard 
wood handle plug. Baked green 
enamel finish. 


Complete line includes 
trowel, fork, cultivator, 
transplanter and weed 
cutter. 


No. 802 
Cultivator 


No. 800 
Trowel 


Order Trump 
Garden Tools now 
from your wholesaler! 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. « Pascagoula, Miss. « Niagara Falls, Can 
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manent exhibits at 200 Fifth Ave. 
and 1107 Broadway. Horatio D. 
Clark, Toy Mfrs. of the U. S. A., 
Inc., 200 Fifth Ave., New York 10, 
| ay ff 


Regional Events 


Cotter & Co., Chicago, Annual Mer- 
chandise Show and Stockholders’ 
Meeting, March 3-5, at company 
warehouse, 365 E. Lllinois St., and 
Sheraton Hotel, Chicago. 


Decatur & Hopkins Co., 93 Berkeley 
St., Boston, Spring Open House, 
Feb. 17-22, at company salesroom 
and warehouse. 


Gift Shows: New York, Hotel New 
Yorker and New York Trade Show 
Building, Feb. 24-March 1; Boston, 
Hotel Statler, March 4-8; Philadel- 
phia, Hotel Benjamin Franklin, 
March 17-20. George F. Little Man- 
agement, 220 Fifth Ave., New York 
1, except Chicago Show, which is 
conducted by Eastern Mfrs. & Im- 
porters Exhibit, Inc., George F. 
Little, managing director. 


Marshall-Wells Co. Conventions, Feb. 
18-19 in Spokane, Wash., Feb. 21- 
22 in Billings, Mont., and Feb. 25- 
27 in Portland, Ore. 


New England Housewares Show, Feb. 
19-22, at the Parker House, Boston, 
Mass. Hugh R. Rooney, show com- 
mittee chairman, Parker House, 
Boston 7, Mass. 


Northern Wholesale Hardware Co., 
dealer-owned wholesaler, 805 N.W. 
Glisan St., Portland, Ore., annual 
Convention and Merchandise Show, 
Feb. 17-19, in Portland. 


Southern Hardware Convention of the 
Southern Wholesale Hardware 
Assn. and the American Hardware 
Mfrs. Assn., April 7-11, Palm Beach, 
Fla. SWHA managing director, T. 
W. McAllister, 814 Metcalf Bldg., 
Orlando, Fla.; AHMA secretary, 
Arthur L. Faubel, 342 Madison 
Ave., New York 17. 


State Events 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 17-18. Sessions and 
exhibit at Robinson Auditorium, 
hotel headquarters Marion Hotel, 
Little Rock. J. Wayne Tisdale, 908 
Rector Bldg., Little Rock. 


Florida & Georgia Retail Hardware 
Assns. Joint Convention, March 17- 
19. Hotel headquarters at George 
Washington Hotel, Jacksonville, 
Fla. W. W. Howell, P. O. Drawer 
1000, 1640 Plant Ave., Waycross, 
Ga. 


Hardware Assn. of the Carolinas Con- 
vention, Feb. 19-21. Sessions and 
exhibit at Radio City Auditorium, 
hotel headquarters Charlotte Hotel, 
Charlotte, N. C. Martin F. Kaelke, 
managing director, P. O. Box 6125, 
Charlotte 7, N. C. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 19-21. Sessions, ex- 
hibit and hotel headquarters at Ken- 
tucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bldg., Louis- 
ville 2. 


Louisiana Retail Hardware Assn. Con- 
vention, March 31-April 1. Sessions, 
exhibit and hotel headquarters at 
Roosevelt Hotel, New Orleans. 
David O. Mansfield, P. O. Box 1696, 
Jackson 5, Miss. 


Michigan Retail Hardware Assn. Kol- 
lege of Product Knowledge, Feb. 
24-25, Hotel Statler; Annual Con- 
vention sessions, Feb. 26-28, at 
Hotel Statler; exhibit at Detroit 
Artillery Armory, Detroit. Harold 
W. Schumacher, 1916 Michigan Na- 
tional Tower, Lansing 8. 


Mississippi Retail Hardware Assn. 
Convention, Feb. 24-25. Sessions, 
exhibit and hotel headquarters at 
Heidleburg Hotel, Jackson. David 
O. Mansfield, P. O. Box 1696, Jack- 
son 5. 


Missouri Retail Hardware Assn. Con- 
vention, Feb. 19-21. Sessions, ex- 
hibit and hotel headquarters at 
Sheraton-Jefferson Hotel, St. Louis. 
Fred Boemer, 2340 Hampton Ave., 
St. Louis 10. 


New England Hardware Dealers Assn. 
Convention, Feb. 20-22. Sessions 
and hotel headquarters at Statler 
Hotel, exhibit at hotel and First 
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‘And this is the guarantee that guar- 
antees the guarantee.” 
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The case of the careful do-it-yourselfer 


(He uses a nonflammable paint remover containing Dow Methylene Chloride) 


Scout Master came in the other day with a problem. Wanted 
to refinish an old table for his troop, but didn’t want to tackle 
the job with sandpaper and his bare hands. 


I suggested a paint remover, but he said no. Too dangerous. 
Afraid of the fire hazard. So I told him about nonflammable 
paint removers, the kind made with Dow Methylene Chloride. 
Told him they just won't burn. Told him how methylene 
chloride actually lifts paint, raises blisters that peel right off. 


No hard scraping or rough sanding—makes the job easier as 
well as safer. 


Well, he tried the remover on my recommendation and he’s 
been a steady customer ever since. Buys a lot of things besides 
paint remover, too. And nonflammable paint removers are 
a good deal for me in another way—I make more profit than 
with the flammable kind. THE DOW CHEMICAL COMPANY, 
Midland, Michigan, Department SO1021L. 


YOU CAN DEPEND ON 
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asterware Sy 


Thy NOW with 
POLYETHYLENE 


COPPER — 
(a. 
AND ENAMEL ee. 


Luxury decorator colors high- 
lighted with rich, glowing copper, 
in the five best-selling items. 
Continuous sales with high profit 
margins. Backed by 32 years ex- 
perience in the manufacture of 
quality kitchen specialties. 





nnn ea 


SG, anette 


Richest of all Sanette enam- 
eled styles . . . with lustrous 
chrome, rubber-cushioned 
cover and perfect-seal 14 qt. 
pail. 





Canette 


Space-saving stackable 4 
piece canister set equipped 
with easy-grip removable 
covers. 5 lbs. Sugar, Flour; 
I'/, Ibs. Coffee, Tea. 
All items in a choice of All- 
Enamel, Chrome and Enamel, 
Copper and Enamel, Aill- 


Chrome and All-Copper 





Vispensette 
Newest in the Masterware family. 
3-way paper dispenser, — for wax 
paper, foil and paper towels. For 
shelf or wall. 


Breadette 


Built-in wood slicing board. 
Removable shelf for pastries, 
pies, rolls. Rounded, easy-to- 
clean bottom. 


SANETTE WAXED BAGS 


The preference of housewives — contains 

50% more wax than imitations. Sample 

bag in every Sanette. In handy, 50 bag 
dispenser packages. 

SB-3-50 SB-5-50 Wastette 

for 10 to 14 qt. for 15 to 20 qt. 


cans cans 


Sanette’s companion waste 
basket, space-saving design, 
extra large capacity. 


MASTER METAL PRODUCTS, INC. P. O. BOX 95, BUFFALO 5, N.Y. 
Trademarks Reg. U. S. Pat. Off. — Copyright 1957 Master Metal Products, Inc. 
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Corps Cadet Armory, Boston, Mass. 
A. C. MacHardy, 185 Dartmouth 
St., Boston 16, Mass. 


Pacific Southwest Hardware Assn. 
Convention, Feb. 19-21. Sessions 
and hotel headquarters at Lafayette 
Hotel, exhibit at Municipal Audi- 
torium, Long Beach, Calif. Otto H. 
Grigg, 1519 S. Garfield Ave., Los 
Angeles 22, Calif. 


South Dakota Retail Hardware Assn. 
Convention, March 19-21. Sessions 
and exhibit at Coliseum Auditorium, 
hotel headquarters Carpenter Hotel, 
Sioux Falls. H. T. Benson, 2108 S. 
Western Ave., Sioux Falls. 


Texas Wholesale Hardware Assn. 
and Texas Boosters Club Annual 
Convention, June 13-15, San An- 
tonio. Howard Weddington, 1327 
National City Bldg., Dallas 1. 


West Virginia Hardware Assn. Con- 
vention, Feb. 17-19. Sessions, exhibit 
and hotel headquarters at Daniel 
Boone Hotel, Charleston. James C. 
Fielding, 1628 McClung St., Charles- 
ton 1. 


Values from the past 
make sales every day 


A value from the past sparks 
everyday sales for Coppin Hard- 
ware, a Marshall-Wells store at 
Puyallup, Wash. This phase gets 
attention for the unusual satin- 
padded shadow box built by owner 
Al Coppin. 

“The idea is to show that there 
are still some items available at 


ALUE 


from the 
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There's 
only one 


pe\ SPACKLE 


Largest-selling surfacing compound in the 
world! Painters have always insisted on 





Spackle — and now homeowners and ‘do-it- 
yourselfers are demanding it, too. Nationally 
advertised Spackle has millions of satisfied re- 
peat customers — they buy: it in dry or paste 
form. Sell Spackle as the best insurance for a 
good paint job. 








) . 
- - 


This is your wax ° | 


ULTRA GLOSS 


SELF-POLISHING FLOOR WAX 


Here’s the quality floor wax that is 
sold only through hardware, paint 
and department stores. No super- 
market competition! Ultra Gloss out- 
wears and outlasts ordinary shellac 
type waxes because it contains gen- 
vine Carnauba No. 1. Build a steady 
repeat volume with Ultra Gloss—the 
wax that offers consumers a “‘triple- 
your-money-back” guarantee. 








WRITE TODAY FOR THE NAME OF YOUR NEAREST DISTRIBUTOR 


THE MURALO COMPANY, INC. 


New York ¢ Chicago * Los Angeles 
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Display High-Profit old-time prices,’ Mr. Coppin ex- 


plained. The fancy shadow box 


, guarantees attention. 

SHUFORD S Item featured is always of good 
e a ® quality and in general demand. It 
is an item with a known and ac- 
cepted regular price. Featured mer- 
chandise is offered at less than 
regular prices. Special is changed 

each week. 


How have Puyallup shoppers re- 


ceived the idea? 
od LAS Ti ¢ s LO T i E . Li ae ge Sales with this novel approach 


were a little slow getting started. 
But by the sixth week sales were 
averaging about three dozen a 
week. Owner Coppin expects a con- 
tinued rise to a point of 100 sales 
every week. 


Solves display problem, 
puts waste pillar to use 


Thiede-Mueller Hardware, Fort 
Dodge, Iowa, had a double-barreled 
problem. 

It needed more display space, 
and it wanted to put scissors where 
they could be seen and sold. 

Both needs were filled by simply 
ee 7 re boarding in a supporting pillar 
‘Good lsosetaaeien: with perforated paneling. Paneling 
Zi . 


45 anvenrise WS | x 


Here’s the plastic clothes line 
your customers really go for! 


For more sales, bigger profits, display nationally advertised 
Shuford’s TIGER LILY plastic clothes line up front in your store. 


Extruded over tough, long-lasting tire cord rayon core for more 
strength, less stretch and longer wear. In white and Azure Blue, 
Pin-up Pink, Tiger Yellow and Mint Green pastel colors, guaranteed 
not to fade onto clothes. Packaged in Shuford’s Ever-Wrapped 
clear film bag, two connected 50 ft. continuous length hanks. This 
colorful self-display carton helps you sell! 


° ° . put to use close to 50 sq ft of what 
Sell the tops in braided cotton clothes line! es ips ie a 


Shuford’s HAWTHORN E° put the spotlight on scissors. 


9 
® Pre-stretched . Stronger @ Wears Longer Result ? 


More room for more sales of 
Shuford’s biggest selling cotton clothes line. “Pre-stretched” solid 


2 i , clocks, barometers, and small ap- 
braided cotton. Two connected 50’ hanks individually packaged in pliances, plus greatly increased self- 
clear film Ever-Wrapped Bag. 12 hanks in sales-making self- ; : ; 
display carton. service scissor sales. 


Cost of paneling was nil, and the 





Ss » time taken to do the minor car- 
CLOTHES LINES e TWINES huforg SRE | pentry was little. 
PRESSURE-SENSITIVE PAPER TAPES a aca elie Cie. "866 Every dealer with unsightly sup- 


SASH CORDS « WEATHER STRIPPING Mill ; 
s s or waste-lines can 
COTTON & RAYON YARNS « EXTRUDED PLASTICS PICK, INC porting beams , 
ta, * increase his display area with this 











World’s Largest Manufacturer of Cotton Cordage improvement. 
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Exclusive, New Floor Tile 








For Rumpus Rooms, Kids’ Rooms, Kitchens... 


Brushwood* is a natural—a natural wood design to cash in on 
the big remodeling and buiiding market. There’s a choice of 
8 colors to suit every customer. And “‘Brushwood”’ is exclusive in 
Gold Seal’s all-purpose Vinylbest Tile—the tile that’s made to 
be installed anywhere from attic to basement. It’s so adaptable 
that if you carried Vinylbest alone you could satisfy your 
customers’ flooring requirements. 
























A Gold Seal Tile for Every Purse and Purpose! 


' ; ! 
With a complete line of Rubber, Cork, Vinylbest, 8000 Dealers Use It! 
Nairon® Plastics, Inlaid Linoleum and Asphalt Tiles, Going strong with the “‘do-it- 

. ’ yourself’ trade, this “Tile-O- 
Gold Seal helps you capture every possible sale. Here’s Matic” Display, is @ complete 
color, style and price to suit every customer...and a 


tile flooring department in only 


handsome mark-up to suit you! Get into the booming tile 5 sq. ft. of floor space. This Self- 
business, with a sure-selling line. Satisfaction guaranteed Service, Self-Selling unit dis- 
or your money back. Call your Gold Seal Distributor. And plays 28 patterns, holds 432 


9” x 9” tiles. Why wait? Order 
yours now! 


to make sales easier, use the ABC “Buy Now—Pay Later 
Plan” for Gold Seal Floors and Walls. 











THERE’S BIG MONEY IN FLOOR TILE... 
AND GOLD SEAL HELPS YOU GET IT! 


FOR HOME—BUSINESS—INSTITUTIONS: ~\7E ES M 
BY THE YARD AND TILES—iniaid Linoleum + Nairon® Plastics « Vinylbest* Tile = =e > Zot (et 
Cork Tile + Rubber Tile + Asphalt Tile aC —~(% ; AL 


PRINTED FLOOR AND WALL COVERINGS—Congoleum® and Congowall® FLOORS AND WA LS. 


RUGS AND BROADLOOM—LoomWeve® 









© 1957 CONGOLEUM-NAIRN INC., KEARNY, N. J. 
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Presenting 

3 great new 

best-sellers 
from 


WESTCLOX 


Just in time for extra profits—the 
long-awaited BABY BEN ELECTRIC 
plus your most exciting 

spring and electric clock valves! 


Baby Ben Electric is here! 
Excitingly new, in 3 colors too! 


Now, the electric ‘‘twin’”’ of America’s most famous small 
clock, the Baby Ben spring alarm! Completes your new 
““Ben”’ family; gives you the added sales appeal of new 
decorator colors. And remember, there’s a luminous dial 
model in each color to give you an extra profit on the sale. 
Better stock up on this one...folks will be asking for it! 


Plain dial—Retails at $6.95 (plus tox) 
Dealer cost $4.57 
Luminous dial—Retails at $7.95 (plus tox) 
Dealer cost $5.22 
Beige #1240 plain, #1250 luminous 
Pink #1241 plain, #1251 luminous New “no-work, all-sell’’ display 
Jade #1242 plain, #1252 luminous moves Baby Bens for you! 


Remember, more Westclox have been sold Westclox’ new patented “‘pop-up” display sets up 
than any other clocks automatically. You just open the carton and it’s 

ready to sell for you! Smartly designed with eye- 

stopping reflector background that mirrors back 

of clock for full color impact. It’s free to you! 


Baby Ben Electric Assortment No. 1290 
6 Baby Ben Electrics, one plain and one 
HK; luminous in each color. 
' | 1, Dealer cost (including special 5% discount) $27.90 


Here are your quantity discounts 


5% on 6 or more Westclox Electrics. When you order #1384 

GT Tide assortment and #1290 Baby Ben assortment together, you 

PRODUCTS OF CORPORATION earn the 5% discount on the entire order. 2'2% discount on 24 
Tie e| or more Westclox spring clarms, America model or assorted. 


For your protection Westclox products are Fair Traded in all states 
having Fair Trade Laws. Prices quoted do not include toxes and 
cre subject to change. 


LASALLE-PERU, ILLINOIS 
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The “Tide’s” in! 
New electric alarm with 
rich, new luminous dial 
... just $4.98! In colors too! 


Delightfully-fresh styling that’s sure to ap- 
peal! New Westclox Tide has rich-looking, 
precision molded plastic case with embossed 
flamingo design on the side panels. Has 
sweep-second hand and shatter-proof crys- 
tal. This will be a hot seller. Order now! 








#1255 Pink, #1256 Yellow 
Retails at $4.98 


Dealer cost $3. 46 














This neat and nifty display takes 
up very little space but man how 
it sells! Shows off each clock color 
to best advantage. Display in- 
cludes 4 Tide Electric Alarms; 2 in 
yellow and 2 in pink. 


Tide Assortment No. 1384 


Dealer cost $13 84 


Yours FREE! Smart Shopper-Stopper Displays 


"America” the beautiful new 
low-priced spring alarm... 
in 3 decorator colors! 


This handsome, 40-hour alarm is low-priced to 
sell in volume for you, yet has the fine quality 
and dependability your customers expect from 
Westclox. Top button turns off alarm. Distinc- 
tive new gold-color bezel. Comes in Ivory, Pink 
or Light Blue. Order the assortment now! 


Retails at $3.50 
Dealer cost $2.45 


Opened shipper becomes a selling 
merchandiser in seconds! Flaps fold 
to form colorful, sturdy “display” 
setting for clocks. Peak roof displays 
one of each color. Interior stores 
complete assortment of clocks. 


introductory Assortment No. 2940 
12 America clocks—4 each color 


Dealer cost $29.40 


WESTCLOX ADVERTISING SELLS FOR YOU! 
These new items and all other Westclox 
watches and clocks are featured all 

. year-’round in Westclox! big national 
magazine and network TV advertising 
campaign. Stock up! Use your free dis- 
plays to tie-in for extra sales! 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 217. 


(Continued from page 13) 
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is made of brightly colored canvas 
which comes in four different col- 
ors. Each bag is reinforced to 
stand alone and is low slung for 
car bumpers. H. Wenzel Tent & 
Duck Co. 


For more data circle No. 10 on postcard, p. 217 


Portable household fan 


The Super-Twelve portable fan 
comes complete with Tilta-Breez 


= 
= 


stand that allows the fan to be 
turned at an angle or through a 
full circle. The 3-speed fan can be 
removed from the stand by loosen- 
ing two locking knobs. Retails at 
$39.95. Lau Blower Co. 


For more data circle No. 11 on postcard, p. 217 


Non-toxic modeling compound 


Parents will go for this new kind 
of modeling compound. Play-Doh 


214 


is not sticky, will not stain and is 
non-toxic. It comes ready to use. 
When hardened, the material can 
be filed, sanded and painted. It is 
available in four colors that can 
be blended to make secondary tints. 


Television’s Ding Dong School pro- 
motes Play-Doh which comes in a 
3 can display carton. Rainbow 
Crafts, Ine. 


For more data circle No. 12 on postcard, p. 217 


Children's folding cot 


A line of children’s and nursery 
cots have been added to the Peer- 
less line of folding cots. The child’s 
cot illustrated is 52 in. long and is 
for use in nursery schools and so 
on. Another is identical to adult 
cots but is 54 in. long. Both are 
covered with white or olive drab 


canvas on a sturdy wood frame. 
Tucker Duck & Rubber Co. 


For more data circle No. 13 on postcard, p. 217 


Versatile scraper-cutter 


This all-purpose combination 
scraper and cutter uses all types of 








single and double edge blades. The 
blade can be locked in any of four 
positions. With the blade at the 
end the tool is a handy scraper. 
With the blade at the side it be- 
comes a cutting tool. Bridgeport 
Hardware Mfg. Corp. 


For more data circle No. 14 on postcard, p. 217 


Household cookware for 1957 


The Star-Lume series of the 
Famous Chef Ware line will attract 


the lady of the house. Principal 
feature of the aluminum series is 
the Copper-Glo cover with the stars 
on top. There are seven basic 
pieces in the series that can be con- 
verted into several additional cook- 
ing utensils by the addition of in- 
sets. Enterprise Aluminum Co. 


For more data circle No. 15 on postcard, p. 217 


Riding power lawn mower 


This versatile riding mower will 
also grade and seed the lawn, 
sweep leaves and can be used for 
clearing snow. It will pull loads up 
to 100 Ib, has pneumatic tires and 
turns in a 25 in. radius. Mower 
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KORDITE 


: ie i = 5: 


= 


Rel” ete 


Kordite Freezer Supply Departments provide complete line of home freezing aids: Freze 
Bags, Poultry Bags, Freze Boxes, unbreakable Freze Containers, Plastic Wrap, Freze Tape. 





Pick YOUR new 1957 freezer supplies department... for FREE 


Get your chunk of this plush business with KORDITE 
(over a million new users of freezers and lockers in 1957!) 


Provide a complete freezer sup- 
plies department . . . at no cost to 
yourself. 

You get your choice of two 
dynamic displays when you order 
famous Kordite freezer supplies. 

Smashing new FREEZERAMA (at 
left in picture) can be used as is- 
land, outdoor display, counter- 
end. 

Exciting new CAROUSEL, with 
rotating display, fits in relatively 
small space. Full-color photo 
packs lots of sales appeal. 

Also, compact, colorful Top 


Kordite Plastic Brooms in 
new sparkling Houseware, 
Hardware approved dec- 
orator colors—pink, tur- 
quoise blue, lemon yellow. 











KOROITE company 
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O’COUNTER is fast turnover coun- 
ter display for small store. 

Your customers know Kordite 

. and they like the extras they 
get when you offer them Kordite 
freezer supplies—such as 20% to 
50% more bags per package... 
FREE coupon in each package, 
worth 50c toward their next pur- 
chase . . . and the satisfaction of 
peak quality merchandise. 

* * & 

Order your display now—from 
your jobber. Be ready to cash in 
on this year’s big harvest season! 


/ Jy} Kordite Plastic Clothesline 

guaranteed not to break... 
won't rot, rust, crack, stick or 
freeze ...wipes clean with 








damp cloth. 50’, 100’ hanks. 


WIN :5,0c 
$5,000 
for your “DREAM STORE” 


Enter big Kordite ‘Dream Store’’ Contest 


RIGHT NOW! 


18 BIG PRIZES *15,000! 


2 GRAND PRIZES $5,000 each 
2 SECOND PRIZES 1,000 each 
4 THIRD PRIZES 

10 FOURTH PRIZES 


All prizes are to help you remodel your store, 
to have the Store of your Dreams! Just tell us— 
on Official Entry Form—how you promote the 
sale of home freezer supplies. Official Entry 
Form is contained in each Kordite shipping car- 
ton...or write direct to us for your copy. 
Contest closes August 31... so act now! 


DIVISION OF TEXTRON INC. 
Macedon, New York 








WHAT'S NEW 





makes a 26 in. cut. The unit in- 
cludes many safety features. 
Porter-Cable Machine Co. 


For more data circle No. 16 on postcard, p. 217 


Stationary and portable fans 


Arvin offers a 20 in. window fan 
as the leader of its 1957 line of fans. 








The new fan features adjustable 
side panels, weatherproofed motor 
and three electronically balanced 
air-scoop blades. Retails for $49.95. 
Also offered, is a 2-speed exhaust 
fan for $39.95. Other Arvin fan 
models range from $29.95 to $69.95. 
Arvin Industries, Inc. 


For more data circle No. 17 on postcard, p. 217 


Shish Kebaber and spit basket 
Outdoor cooking enthusiasts will 

be customers for this chrome plated 

wire split basket. The basket fits 


all types of manual and motor 
driven spit bars up to % in. It is 
19 x 9 x 2 in. in size and sells for 


216 


$2.95. A chrome plated rotary 
Shish Kebaber (shown) is another 
new item in the Androck line. It 
has four double skewers, 16 in. long 
and mounted on 5 in. diameter 
rings. Holds 12 in. kebabs, 24 


franks or cut-up chicken. Sells for 
$4.75. Washburn Co. 


For more data circle No. 18 on postcard, p. 217 


Aerosol plant leaf spray 

Folks who like greenery in the 
house or office will be customers 
for Antrol Instant Leaf Shine. It 
gives plants a lasting shine and 
still allows the leaves to breathe 
and grow normally. The quick dry- 
ing spray comes in a pushbutton 


: 


“ ‘ 


aerosol can retailing for 98¢. Boyle- 
Midway Inc. 


For more data circle No. 19 on postcard, p. 217 


Long solid joint pliers 
Two new long-reach solid joint 
pliers have been added to the 


Diamalloy line of tools. One is a 
duck bill and the other is a needle 
nose plier. Other pliers in the line 
have been modified by the addition 
of a coil spring between the han- 
dles. Diamond Horseshoe Co. 


For more data circle No. 20 on postcard, p. 217 


Built-in wall furnace 


Here is an oil-fired furnace that 
can be recessed into the wall or 





closet of any style home. This 
warm air furnace can be installed 
as a central heating unit or a 
forced air plant. The Distributaire 
package, a complete prefab plenum 
and duct system, is used to make 
the forced air system which heats 
five or more rooms. Quaker Mfg. Co. 


For more data circle No. 21 on postcard, p. 217 


Combination food mixer 


Housewives will be customers for 
this versatile combination food 
mixer that offers a knife sharpener 
and a juicer as standard equipment. 
The two attachments work inde- 
pendently of the beaters. The 
juicer has a reamer, strainer and 
a graduated pitcher-bowl with 24 
oz capacity. Two mixing bowls are 

(Continued on page 220) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 



























































use this FREE 





CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 































FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 








BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 





POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 2/14/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 


FOTTTATATTTTTTTTTTTT HUAI 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 2/14/57 


Please send me further information on the WHAT'S NEW items, code numbers ) | 
for which | have circled below. , 
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A big help for busy dedl- 


ers. Use this card for free 
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POSTAGE WiLL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Please use this P. O. 
Box Address for Quick 
Pst Cards Only 
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WHAT’S NEW 








@ For more information 
on these products and 
services use free post 
card on page 217. 


(Continued from 216) 
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Model 619 2R 


Best Seller 


Handsome, modern design 19” ro- 
tary with all the deluxe features. 
PINCOR 2%4 H.P. engine with re- 
coil starter, off-set wheel and 
front grass spray. Complete with 


leaf mulcher. You'll sell a lot more Green Jute 

Beater Cost hy” Garden Twine if it’s displayed in 

the handy KING COTTON SNAP 

f.0.b. factory. Incl. F.E.T. SACK*. Perfect for display, easy to 

get at, easy to stock, easy to sell. 

In 2 |b. balls. Ask your jobber for 

KING COTTON in the SNAP SACK. also included with the-24 speed 

mixer. Sells for $59.95. Westing- 
house Electric Corp. 


on CORDAGE For more data circle No. 22 on postcard, p. 217 
PIONEER Gen-E-Motor Corp. ® 


5841 West Dickens Avenue, Chicago 39, Iilinols JOHN H. GRAHAM @ CO., INCE. - . i 
105 DUANE STREET, NEW YORK 8, N. Y. Gas range with rotisserie 


QUALITY SPONGE LINE 


in the moderately priced Two series 
HIGH PROFIT— QUICK TURNOVER 











New rT 
oF w 
h °Xclusiy, Pek ong 


Per “Ce; lin Coty, . 
@s, @s of Caloric gas ranges that features 


a built-in rotisserie. The Roto- 
Roaster rotisserie is in the oven of 
the Deluxe and Standard models, 
each in 20, 30 and 36 in. sizes, An- 
other feature of the Two series is 
a new silicone oven door seal that is 
easy to clean and won’t absorb 
greases. Caloric Appliance Corp. 


For more data circle No. 23 on postcard, p. 217 


FOR FREE SAMPLE WRITE Home can opener special 


AMERICAN SPONGE and CHAMOIS CO., Inc. This can opener, the Leader 


oa es “te ; | Model, is offered at a special con- 
55 Ann Street, N.Y. 38, N.Y Chicage Sm arlinhin sumer price of $2.95 for Hard- 
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6 per case 


1 per case 
42.5# gross 


Here’s why... 


ARCHER 


Pint cans 

24 per case 

30# gross 
shipping wt. 


1 Gallon cans 


53.0# gross 
shipping wt. 


5 Galion can 


shipping wt. 





Quart Cans 

12 per case 

28.5# gross 
shipping wt. 
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ARCHER -DANIELS - MIDLAND CO., 
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Folmer ik LINSEED OIL 


IS THE LEADER 


s More painting contractors and handymen buy Archer 
Pol-mer-ik than any other linseed oil. This is because it’s 
made from 100% pure linseed oil and is super-treated 
with 10% polymerized oil. As a result, Archer Pol-mer-ik 
brushes more smoothly, levels better, and forms a 
stronger, glossier, and more durable paint film than 
ordinary linseed oils. Pol-mer-ik Boiled has, in addition, 
the correct proportion of scientifically blended driers 
which reduce the drying time. (Boiled oil is raw oil to 
which chemical driers have been added to hasten the 
drying time. Where drying time is important Pol Boiled 
is recommended.) 





ARCHER Polmertk Raw or Boiled has its 
purity protected by attractively lithographed, fac- 
tory-packed metal containers. Shipping cartons may 
be used for store display purposes. Convenient 





stock locations in all parts of the country. 





. include sales boosting posters (at right) .. . 
constant reminders that will increase the sale of 
related materials . . . brushes, rollers, putty, drop- 
cloths, etc. 


.. ask for your Free sample Painting-Contractor’s 
Positive Selling Kit . . . containing promotion 
materials endorsed by the P.D.C.A. 

.. write for a supply of booklets, display materials es 

. order your FREE newspaper ad mats NOW! (\™¢ 
... the complete Archer Pol-mer-ik merchandising 
package promotes extra sales for you by reminding 


customers of the 101 handy uses for this Miracle 
Film every day in the year. 







Tren wears 





America’s Fastest Selling 


LINSEED OIL 





Manufactured Exclusively by... 712 
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MINNEAPOLIS 2, MINNESOTA 


QUALITY 
WHEELBARROWS 


44NCO MATERIAL HANOL/IMG EQUIPMENT 


IN QUALI 


al as 


SINCE 1881 


SPARTAN 


Deluxe model lawn and 
garden barrow. Rolls easily, 
has 3 co. ft. capacity. Qual- 
ity built, attractively painted 
—~a sure seller. 


4 APPEAL 


DESIG 


- - « COMPETITIVELY PRICED 
WITH FEATURES THAT SELL 


Lansing wheelbarrows are first with dealers 
because they’re first with customers. A complete 
line, from lightweight tubular steel to heavy 
duty contractor's barrows, is engineered to last 
longer and priced to sell. 


The ideal barrow for 
home or farm use. Light- 
weight and serviceable with 
3 cu, ft. capacity. 


A low priced utility bar- 
row for wet or dry use. 
Sturdy with extra-strong 
braces. 3 cu. ft. capacity. 


ASK YOUR HARDWARE WHOLESALER FOR COMPLETE CATALOG 
SHOWING WHEELBARROWS FOR HOMES * FARMS * CONTRACTORS 


LANSING, MICH. 
BOSTON, MASS. 


ANSING CO. 


44NCO MATERIAL HANDLING EQUIPMENT 








MINNEAPOLIS, MINN. ., 
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@ For more information 
on these products and 
services use free post 
card on page 217. 


ware Week. The opener which 
normally sells for $3.95, comes in 
three colors and is packed six 
to a display carton. Dazey Corp. 


For more data circle No. 24 on postcard, p. 217 


Rotary-reel power mower 


Here’s a combination rotary and 
reel mower in one unit. The 20 
in. rotary cuts the heavy growth 
first and the 18 in. reel, which is 
set to the rear, does the final trim- 





ming. Cutting height controls are 
on the mower wheels. Clutching 
is automatic. The unit comes with 
a 2%, hp Briggs & Stratton engine. 
Lists for about $179.95. G. W. 
Davis Corp. 


For more data circle No. 25 on postcard, p. 217 


Heat resistant ovenware 


Here is a 3-qt roaster that has 
been added to the Pyrex line. The 
dish is 13 in. long by 9 in. wide and 
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AT LAST! A line of outdoor grills with | 


a brand name that customers recognize! 






Model 7401. . .$19.98* 










Model 7404. . .$39.98° 























Model 7421. . .$39.98* 

























































Model 7420. . .$49.98* 
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“CHARKY” GRILLS 


Eight models cover the popular price range from $9.95 to $59.95 





The name Arvin is an accepted symbol of first quality in millions of American 
homes, where Arvin products have proved their unexcelled reliability and 
serviceability over the years. One of the foremost manufacturers of metal 


products, Arvin now presents a line of 
barbecue braziers superior in design and 
workmanship—with the strongest 4-way 
selling appeal on the market—in name, 


quality, utility and price. 


SSS 
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Model 7802. Heavy gauge, 18-inch fire 
bowl; full-range adjustability of grill; 
heavy-gauge chrome-plated steel tubular 
legs with rubber-tired wheels; sturdy 
tubular steel bracing at bottom holds 
removable enameled utility tray $14.95* 





ONE YEAR GUARANTEE 
on all models. 
Fire bowls are guaranteed 
5 years against burn-out. 





eye 
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Model 7422. 14-gauge, 24-inch fire bowl; 
hinged split grill for easy fire access with 
full-range adjustability; damper drain; 

UL approved motor for slow turning, 
self-basting action; rust-proof, heat re- 
flecting aluminized hood; chef’s work 
board with plastic top and polished alu- 
minum apron; readily removable spit; 
14-inch chrome-plated steel tubular legs 
with 8-inch wheels and semi-pneumatic 
tires; sturdy tubular steel bracing and 
removable enameled utility tray $59.95* 


For full Information write or wire Gordon B. Sutton, General Sales Manager, 
Furniture and Housewares Division, 


Arvin INDUSTRIES, Inc., COLUMBUS, INDIANA 


Manufacturers also of Arvin Outdoor Furniture, All-Metal Lroning Tables, 
Home Radios, Fans, Lectric Cook, Portable Electric Heaters and Automobile Heaters. 


*Suggested retail prices, slightly higher for West and South. 
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HAYES-ETTE®—1% gal. 
sprayer. Thumb-touch con- 
trol orifice. $2.95 


2 


HAYES 4 — Makes four gals. 
of spray. Positive on-and- 
off control vaive. $6.45 


8 


FERTL-RAIN.® Same uses 
as Hayes Lawn Sprayer. Ap- 
plies chemicals in 1 to 120 
proportion. Standard pint 
sprays 15 gallons. $3.65 


HAYES 12—1% galion 
sprayer with wide mouth 
jar for ease in filling. $3.25 


HAYES 6 — Makes six gals. 
of spray. Longer nozzie 
reaches to inside of piants 
and low-lying leaves. $9.95 


HAYES LAWN SPRAYER — 
Handles liquid and soluble 
fertilizers, lawn moth solu- 
tions, fungicides, weed 
killers, herbicides, etc. 1 to 
60 ratio. Quart size jar. 


HAYES 3—Makes three 
gals. of spray solution with 
one loading. ideal for small 
gardens. $4.45 


HAYES 12—A heavy duty 
12 gallon sprayer. For 
estates, parks, industrial 
use, dairies, poultry and 
livestock. $12.95 


HAYES SOIL AND TURF 
SPRAYER—For semi-soluble 
Fertilizers, Soil Chemicals 
and heavy, viscous materi- 
als. Large orifices. Non- 
clogging. 1 to 40 ratio. 


Sprays 15 gallons. $3.95 


Hayes 


Quart jar sprays 10 gallons. 
$2.95 


SPRAY GUNS 


World’s largest selling garden hose sprayers — 
approved by leading manufacturers of garden chemicals. 


Order from your jobber now. 


Hayes Spray Gun Co., 98 N. San Gabriel Bivd., Pasadena 8, Calif. 





MEET MR. PHXZ! 





He's trying to remember how 
much to charge for a fastener! | 
Did the price go up, and how much? What 
does he charge, and will he make a profit 
or lose money? Poor Mr. Phxz! He hasn't 
heard of the Sharon system of pre-pricing, 
with automatic price adjustments. If he 
stocked the Sharon line, he'd have all the 
small-quantity prices right inside the box 
lids. No headaches, and a profit every sale. 


Pre-pricing is one important reason why it 
pays to stock the Sharon line! 


ASK YOUR JOBBER OR WRITE: 


Sharon Gil and Soha Co ; Wore 0d, Wass. 
\ 








Here's An EASY-To-Sell 
PROFIT-Maker For You! 


Prevents 
Paint Blisters 


a ber 
Eliminates Lume 
Cracking & Warping 


NEW Low Cost Aluminum 
MORELL Air Vents 


# Every home needs and should have 
Die Cast Aluminum Morell Air Vents 


| to keep inner-walls moisture free for 
| the protection of both paint and wood. 


Home maintenance costs are cut 50% 
assuring customer satisfaction. ONLY 
MORELL lifetime air vents have 


these exclusive features: 


No Heat Loss 

Prepared for Painting 

Lock Permanently 

Almost invisible when installed 


Write for detailed information and dealership. 


MORELL AIR VENTS CO. 
1041 Carlyon Rd. © Cleveland 12, O. 














WHAT'S NEW 


@ For more information 
on these products and 
services use free post 
card on page 217. 





3 in. deep in an oval shape and with 
large flange handles. Another ad- 
dition to the line is a 3-qt utility 
dish. This dish is 16 in. long and 
934 in. wide with handles and also 
is oval in shape. Corning Glass 
Works. 


For more data circle No. 26 on postcard, p. 217 


Lawn mower line for 1957 


The Moto Mower line of lawn 
mowers for 1957 feature the Dial- 
A-Matic cutting height adjusters, 
synecro-mesh transmissions and 


anti-bending crankshaft construc- 
tion. The rotary mowers also have 
removable front guards, dual dis- 
charge chutes and staggered wheel 
design. Moto Mower Div. 
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Dark brown wall base color 


Kencove Vinyl wall base now 
comes in a dark brown color known 
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They're New! ...They’re Revolutionary! 


Pittsburéh Maestro 
Concentrated Colorants 








Unlimited Color Range... 
Mixed in Minutes...in 5-Gallon Containers 





@ Only 11 Concentrated Tube Colorants for 
Rubberized, Alkyd and Oil-Base Paints 





HOW VOLUME PAINT USERS 
SAVE TIME AND REDUCE COSTS 


1. Match and mix colors accurately right on the job. 


2. Concentrated tube colorants disperse speedily and 
thoroughly in a matter of minutes. 


3. Only 11 tube colorants give you 300 MAESTRO 
COLORS—and many other tints and shades. 


4. You need only two tinting bases for each finish. 


5. These tube colorants can be used with high- 
quality rubberized, alkyd and oil-base Pittsburgh 
Paint tinting bases for interiors and exteriors. 





6. Colors made this way cost less. 


7. Smaller shop inventory is required. 


MAESTRO CONCENTRATED COLORANTS are available for 
use in tinting bases of these famous Pittsburgh Paints 


FOR INTERIORS FOR EXTERIORS 

WALLHIDE Rubberized Satin SUN-PROOF House Paint | H d ¢ " Deck 

Finish Wall Paint SUN-PROOF Trim Paint ee a 
LLHIDE Alkyd- Flat i 

er Sn ac SHAKE & SHINGLE Paint pecs 

WALLHIDE Gloss Enamel CEMENTHIDE Rubberized an ecorators 

SATINHIDE Enamel Masonry Paint 








@ Pittsburgh makes this color deck available for painters and 
decorators. It contains large chips of all the hundreds of 
PITTSBURGH MAESTRO COLORS. 


PITTSBURGH PAINTS 


PAINTS @ GLASS @ CHEMICALS @ BRUSHES e@ PLASTICS e FIBER GLASS 


a 8 EE ee ee ee ee ee a ae oe ae COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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WHAT'S NEW 





@ For more information 
on these products and 
services use free post 
card on page 217. 


as Russet. This flexible base is 
molded to produce a good seal and 
has a corrugated back for a per- 
It is easy to cut and 


manent bond. 


_—_ 


CREAM 


install and is breakproof. Kencove 
base is also available in black, gray. 
green, brown and sumac red. Ken- 
tile, Inc. 
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Self-locking combination fan 


This 20 in. Rex combination 
portable-window fan has twin car- 
rying handles that lock it securely 
in any window. The window is 
simply lowered between the self 
adjusting, rubber-cushioned han- 
dies. Direction of air flow can be 





. ™ 


AN 


YOUR 


CLEAN_PROFITS 


Waterless Hand Cleaner 


“The Best Friend a Worker Ever Had!” 


“The Best Friend a Profit-Minded Dealer Ever Had!” 


TWO NEW PROFIT MAKERS 


MASTICLEAN Achesive Remover 


FOR 


% os é 
} ¥ «f 
hei oe 


rug clea” 


* , ot® 
ADHES'*® aF 


ASPHALT 
& VINYL 


PLASTICLEAN Static-Free Tile 


Cleaner 


au 
PLASTIC 
WALL TILE 


Removes paint, adhesives, dirt smudges 
without loosening or softening the tile. 


QUICKEE PRODUCTS, 


INC. Yonkers, N. Y. 











changed by reversing the position 
of the fan. Air Controls, Inc. 
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Rotary power mower line 


Two-toned color combinations, 
mechanical improvements and 
streamlined styling are the features 
of the Rotomatic line of power 


mowers for 1957. Included are de- 
luxe and standard models of 20 and 
18 in. mowers with Power Products 
2 and 4 cycle engines. Prices range 
up to $99.95. A deluxe 20 in. model 
is shown. Monark Silver King, Inc. 
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Ratchet pipe threaders 


Here are two Pipemaster drop- 
head ratchet pipe threaders with 
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Uniform Guatitwo ’ 
quarunttees 


repeat sales 









Mm CAPITOL 


P 
Coeriines 








@ STRONGER—higher tensile strength, no sand 
holes. 


® TAPER TAPPED—all pipe threads tapered to 
ensure leak-proof joints in every installation. 


@ PROTECTED—galvanized fittings zinc plated 
after fabrication for maximum protection of all 
surfaces, including threads. 


® CARTONED-—for extra convenience in handling, 
eliminates damage and inventory loss. 


® ALL CAPITOL FITTINGS MEET FEDERAL 
SPECIFICATIONS 
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more than 30 YEARS 


PRODUCERS of QUALITY STEEL FITTINGS for 


MFG. & SUPPLY CO. 
) COLUMBUS, OHIO 














ae SE WHAT'S NEW 


HEAVY DUTY GAS CANS 


A complete line 


for every customer need! @ For more information 
Easlest- to-sell ne, . oo on these products and 
he ark 


at! Sturdy, — . services use free post 
ra Edward Gas “ow aame—+~~ 


Cans are ideal for pf a card on page 217. 
sportsmen, motorists, eo “: a 

power garden tool and a c 

boat owners. 


FAVORITE 
MILITARY TYPE segmental dies. These threaders 


Model P622 BR g 2 Be : 
£ LI TZ . e. fee are offered in two size ranges: one 


CAN 4 , is in all sizes from % to 114 in. and 


No. 543—5-gal. ‘ the other is in all sizes from % to 

Be St Seller with “EASY - USE” fn 2 in. The dropheads work in ma- 
screw cap chained to ‘ ; 

Rie SP” dad . —— Rey chine or hand operation. A two 
ig 22” deluxe rotary mower, has 20-gauge steel, lustrous Jae —ee : rf , 
front grass spray and off-set wheel. red. 0b. baked | way ratchet is prov ided for easy 
Powered by a 2% HP. Briggs ing spouts available. backoff. Erie Tool Works. 
& Stratton lightweight engine. 
Equipped with recoil starter, Lo- 
Tone muffler and leaf mulcher as i. No. 530-—2'/ 2-gal. 
standard, free of extra cost. i, 


Dealer Cost 565” { | e ~\ Spout Can Washable interior paint 


Proved profit-maker! § > Decorator’s Latex is a polyviny} 
‘Squat’ design fits 


ST “es - 2! acetate interior paint for brush or 
f.o.b. factory. Incl. F.E.T. * Sle , : , . 
bench, ate. Compe ¢| roller application. This odorless 


| moasurivg, Car sice. «| Paint is scrubbable and resistant to 
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Ask for your FREE 
DISPLAY STAND 


PIONEER Gen-E-Motor Corp. a CAN CO. 


Chicago 18, Ill. 
5841 West Dickens Avenue, Chicago 39, Illinois 


FAST MOVING Sales "Leaders" 














in the Lawn Equipment Field 


HEDGEMASTER—the original 
electric Trimmer with Double 


Pe Pr ee” OF water spotting. Colors range from 
popular medium tones to pastels 


and neutrals, plus off-white and flat 
white. Comes in 5 gal, 1 gal and 1 
qt cans. Valspar Corp. 





why Hedgemaster can outperform 
any other trimmer on the market. 





Thirty cutting edges on each 
blade—36,000 cuts per minute— 
cleaner—faster—easier. Two po- 
sition handle for right or left hand 
operation. UL Approved. Brown friction tape 


For more data circle No. 32 on postcard, p. 217 





This friction tape is readily 





The K-400 “Twins" 


Trim or edge from a normal, standing, upright 
position. Rugged universal-type motor. Hard- 
ened steel cutting blade. Adjustable handle. 
You can buy either Trimmer or Edger and for 
a small additional cost, you can obtain a 
completely interchangeable head and blade 
—making it possible to trim or edge with 
one unit. 


Write for complete details. 


KAUFMAN MFG. COMPANY 


517 S. 29th St., Manitowoc, Wisconsin 
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Serve Yourself BOLTS 


brin PROFITS 
FLEXIBILITY 
TURNOVER 


with the FIRST 
FLEXIBLE BOLT DISPLAY 


Now Available 
Through Your Lamson Distributor 


These new Lamson & Sessions SERVE YOURSELF 


Bolt Trays bring “Back Room” bolts “Up Front” for 
increased sales. 


These new NRHA approved metal bolt trays are so 
flexible they fit perfectly on standard islands, gondolas, 
and wall counters. A SPECIAL ALL METAL TRAY 
STAND with a durable baked enamel finish, as illus- 
trated below, is also available for floor display. 


ADDITIONAL FEATURES OF THE LAMSON & 
SESSIONS “SERVE YOURSELF” 
BOLT TRAYS 


@ All Metal Tray with Adjustable 
Metal Dividers and Price Ticket 
Holders (size 14” long x 23” wide 
x 9” high). 
@ Price Tickets for Current Sug- 
gested Selling Prices. 
@ Measuring Device for Checking 
Length and Diameter. 
SELL YOUR “BACK ROOM” 
BOLT STOCK WITH A SERVE 
. > YOURSELF BOLT TRAY 
tte asso’ = =©6 “UP FRONT”! SPECIAL 


NRHA APPROVED TRAY STAND 
DISPLAY 


MAIL THIS COUPON TODAY: 


THE LAMSON & SESSIONS CO. 


1971 West 85th Street 
Cleveland 2, Ohio 


Please send me details on the new Lamson & Sessions Flexible 
Bolt Display. 











s go. nurs screws 





~ SERVE YOURSELF 
BOLT TRAY 


Trays can be purchased separately or with custom 
“Ready-Stocked” Assortments, Carriage Bolts, Small 
Machine Bolts, Large Machine Bolts, Cap Screws 
and Nuts and Stove Bolts. 


All bolts and nuts are Brite-Plated with nuts 
attached and you can choose the sizes and types 
that your customers ask for most often. 


Refills are Special Small Quantities— No Over- 
stock Storage. 


Company Name 





Address 





City 








Your Name 
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WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 217. 





identified by its brown color. Other 
characteristics of Bull Dog Pre- 
mium friction tape include superior 
adhesion, and high tensile strength. 
This tape is available in No. 8 size, 
3, in. by 60 ft. Boston Woven Hose 
& Rubber Co. 
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Paint brushes for women 


The ladies will be customers for 
this line of paint brushes because 
it has been designed especially for 
them. The Lady Sue line consists 
of five sizes ranging from 1 to 3 in. 
Each brush has a feminine handle 





“BIG 3” IN SHOPS LIKE YOURS! 
Geneca€ 


7/RS7 in Features . . 7/RS7 in Profits 
are famous for these deluxe fea- 


tures which protect burner nozzles and pump parts and save 
1—Wool Felt “Step Back’ Cartridge 
— exposes one-third more filtering surface, traps both particles 
and moisture; 2—Patented Treatment of Cartridge Center Core 








customers’ fuel dollars: 


— eliminates lint, prevents bypassing, improves filtration by making 
felt more dense; 3—Leakproof, Lifetime Cap-Bowl Design; 4— 
Twin Air Vents; 5—Four-Minute Cartridge Replacement; 6— 
Cartridge Interchangeable with All Leading Filter Makes. 


weit ia ENG liigis ae Model 200 is the only warm air humidi- 


fier using no service-stopping floats, needle valves or overflow lines! 
A simple, foolproof Nylon valve, located in the WATER-FLOW 
REGULATOR, obsoletes mechanical parts and controls evaporation 
by simple water flow! Customers can see rate of evaporation... 
can control humidity by number of evaporator plates used—5 to 15, 


Be a General Jobber or Dealer — WRITE 
—— GENERAL FILTERS, INC. 


43800 Grand River Ave., Novi, Mich. 





in one of five pastel colors and 
bristles of 100 percent Tynex Ny- 
lon. Four dozen brushes come 
packed in a colorful merchandiser. 
Superkleen Brush Div., Devoe & 
Raynolds Co., Ine. 
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Gray plate and sheet glass 


A heat absorbing gray plate glass 
called Solargray features glare and 
heat control. The new glass comes 
in 4 in. thickness and is available 









in cut sizes up to 75 x 128 in. 
Pennvernon gray heavy sheet glass 
is a neutral gray glass that provides 
glare control and helps in heat con- 
trol. Furnished in 3/16 and 7/32 
in. thicknesses. Sheet sizes up to 
70 x 126 in. Pittsburgh Plate Glass 
Co. 
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Convertible shelving 

A screwdriver is all that is 
needed to install or shift this 
Berger clip-type shelving. Nuts and 





























AVERAGE FURNACES | 
2A-700A —— 


(For Large or Extra 
Dirty Furnaces, Deluxe 
Model 2A-300) 







MODEL 200 





<— 
SPACE AND WATER 
HEATERS, SMALL 
OIL FURNACES 
1A-25A 





. featuring 
. <— WATER-FLOW 
a REGULATOR 





IN CANADA: CANADIAN GENERAL FILTERS, LTD. 


39 Crockford Blvd. Scarborough (Toronto 16), Ont. 
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TO SELL THESE 
R/M WICKS 


KINDLERITE 


R/M’s standard quality wo- 
ven asbestos kindler. A 
Sturdy. long-lived wicking 
with wire core in both warp 
and filling yarn. Packaged 
542 ft., 6 ft. and 100 ft. to 
the box. In widths of %”, 
1”, 1%” and 1%”. 


























QUIK FLAME 


The most efficient kindler 
ever developed for range 
burners. Patented open 
mesh construction  pro- 
vides best possible results 
with distillate oils. The 
extra-heavy wire core yarn 
keeps the kindler upright 
in the burner channel. 
Glass yarn at burning edge 
facilitates the removal of 
carbon deposits. Packaged 
6 ft. to the box. %” and 
1%” wide. 














WOVEN GLASS 


The acme of perfection in 
stove kindlers. The only glass 
wicking woven with a wire 
core in every strand to pro- 
tect the burning edge. Pack- 
aged 5% ft., 6 ft. and 100 
ft. to the box. In widths of 
%”, 1", 1%” and 1%”. 








R/M lighting rings provide long life and trouble-free performance in wickless 
kerosene stoves and heaters. The public knows this; so keep them in stock and 
keep your customers happy. All of them are priced to yield a generous profit. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION, Manheim, Pa. 


FACTORIES: Manheim, Pa. « Bridgeport, Conn. * No. Charleston, 
S.C. © Passaic, N.J. ¢ Neenah, Wis. © Crawfordsville, Ind. 
Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Asbestos Textiles « Laundry 
Pads and Covers e Engineered Plastics « Mechanical Packings 
Abrasive and Diamond Wheels e Brake Linings ¢ Brake Blocks 
Clutch Facings e Industrial Rubber « Rubber Covered Equipment 
Sintered Metal Products « Industrial Adhesives « Bowling Balls 
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IT’S AS EASY AS Boost your spray sales 


with these 


6 FAST SELLERS 


SCALECIDE 





The superior dormant spray and a 
“best seller’ for 50 years! Gives 
customers the safest and most ef- 
fective way to kill scale, aphis, red 
mite and other overwintering 
sects, 


in- 


Retail Packed Dealer 


1 pint can $ .95 12/cs $ 6.84 
| quart can.. 1.39 12/cs 10.00 
1 gallon can 3.25 6/cs_ 11.70 


PRATT’S 
HOME & 
GARDEN 
INSECT 
SPRAY 


HOME. GARDE 


"MStcy spaay 





An all-purpose liquid concentrate 
for spraying outdoors and indoors 
Contains 5% Lindane and 124% 
premium grade Malathion. Dilutes 
1 to 200 for fruits, vegetables, 
flowers, lawns, pets. Used also for 
mosquitoes, flies, ants, roaches, 


spiders, etc. 
Retail Packed Dealer 


8 oz. bottie.... $1.50 {2/cs $10.80 
| pint bottie.... 2.25 6/cs 8.1 
| quart bottle... 4.00 6/cs 14.40 


PRATT’S 

SHOT GUN 
GARDEN SPRAY 
OR DUST 


The “one-package spray  assort- 
ment’ that can be sold to every 
customer. Contains such modern 
insecticides as malathion, methoxy- 


chlor and captan for the control of 


insects and disease. 


Retail Packed Dealer 
Yo ib. dust gun. $1.29 12/cs $ 9.25 
| Ib. canister.... 1.59 12/cs 
3 Ib. bag 3.59 6/cs 








po 
PRATTS 
J 


AND DUSTS 





— 









L 
ee i 
PRATT’S 72% 


19, «By 
a CHLORDANE 


versatile insecticide concen- 


This 
trate gives customers an easy “do 
it-vourself’’ way to control termites. 


ogre 
uses for household and gar 


ontains 


Many 
den pests, especially ants. ‘ 
8 Ibs. Chlordane per ga! 


Retail Packed Dealer 
$ 9.00 


4 oz. bottie $1.25 12/cs 

VY. pint bottle 2.00 12/cs 14.40 
| pint bottie 3.59 6/cs_ 12.92 
| quart bottle 5.65 6/cs 20.34 


PRATT’S 
SODIUM 
ARSENITE 
WEED 
KILLER 





An all-purpose, super-strength weed 


killer that every customer with a 
weed problem will buy. For walks, 
roadways, tennis courts, ya! Also 


a. termite Ss etc 


kills poison iv 
Retail Packed Dealer 
$ 90 I2/cs $ 6.48 
2.60 4/cs 5 24 


|! quart can 
1 gallon can.. 


D-X 
AERO SPRAY 





A wonderful seller to customers 
who have African Violets and other 
house plants This handy spray 
bomb makes it easy to kill insects 
on flowering and foliage plants. 


Powerful—yet non-p 
ple and pets 


usonous to peo- 


Retail Packed Dealer 


12 oz. spray 
bomb . .. $1.50 12/es $10.80 


Prices slightly higher West of Mississippi River 


Write for prices on the complete Pratt 


Line 


B. G. Pratt Co., 200 Twenty-first Ave., Paterson, N. J. 
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THE LINE 


THAT LEAVeEs | 
SOME PROFIT 


FOR You: 


Sold through Hardware wh 
Full Margin. 





olesalers. 


High Product values, 
c . 

ombines two well-known brands 
Packaged right. | 


One freight-saving Source 






North & Judd. 


den line off 
y . oO ~~ 
eV erything to make it a aie 4 


If you’re ; 
f you’re Interested in a real 


Ask fore man's line, Write ys 
€ new catal 
two Profitable brands — 


NORTH @& JUDD 













WHAT'S NEW 








Manufacturing Company 


New Britain, Connecticut 
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@ For more information 
on these products and 
services use free post 
card on page 217. 


bolts have been replaced by clips 
and studs. A keyhole slot in the 
clip, slips over the threads of the 
screw-like stud to support the 
shelves. Republic Steel Corp. 
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Popular priced sprayer 

This liquid fertilizer spreader on 
wheels applies lawn solutions in 
uniform amounts. Linck’s Liquid 
Spreader has a special one wheel 
drive hose pump that generates a 









constant fine spray at normal walk- 
ing speed. Weighs less than 15 lb 
and sells for $29.95. The unit also 
makes a good rental item. O. E. 
Linck Co., Ine. 
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Aluminum crank dusters 

The Smith No. 17 Savage duster 
(shown ) a lightweight crank 
duster for dusting crops and shrub- 


is 


*‘THEY SELL FAST... 


(G 

















UNCONDITIONAL GUARANTEE 

this Housing ever 
Breaks or Distorts we 
will replace it Free. 


THE RIDGE TOOL CO. 
ELYRIA, O 


i 


me 





Me 2a 


IN BACKGROUND, 
LEFT TO RIGHT: 


D-24A 

YOuR 

profit $1.38 
D-18A 

YOuR 

prorit $1.18 
NO. 12 


YOUR 
profit $.64 


that’s why | always stock and display 


a 
DaSStTon 
‘SPRING ACTION’ LAWN RAKES!” 


This spring more home owners than ever before will be coming 
to you for famous Disston Lawn Rakes. And for good reason. 
Home owners like Disston’s energy-saving spring action. They 
like Disston’s easy, broom-like motion that ‘‘sweeps’’ lawns clean 
of leaves and debris. | 

Make 1957 your biggest year in rakes yet. Stock and display | 
DISSTON Spring Action Lawn Rakes. You'll like the profits. | 
Call your Disston wholesaler today! | 
— e 7 \ 




















Colorful 1957 Garden Tool Catalog. 12 pages 
of selling information on Disston rakes; lopping, 
. hedge and grass shears; grass hooks; pruning 
i saws; hand and tree pruners; saws. For your free 
‘\ copy, write to: 
4 Henry Disston Division, 
H. K. Porter Company, Inc., 
Philadelphia 35, Pa. 


Ade Henry DISSTON DIVISION | 
L—] 
> K. PORTER COMPANY, INC. | — 
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Model P5521 F 


Best Seller 


A big mower at a modest price. 
Power to spare in the big PINCOR 
2 H.P. engine equipped with an 
automotive type carburetor and 
weather-proofed ignition system. 
All-steel chassis and husky dia- 
mond tread tires. Of course the 
cutting height is adjustable from 
16” to 214”, 


manent $49 


f.o.b. factory. Incl. F.E.T. 























SQUARESPRAY 


Famous model 433. It gets the cor- 
ners. Hookup in tandem or use to 


“SS fertilize while you water. $2.95. 
"| WATERSPIKE 


Amazing model 553 
—2 way watering de- 
vice. Waters over- 
head or flip valve for 
sub-surface irri- 
gation directly 

to roots. 

$4.90 ea. 


WATERFEEDER 


Model 954. Applicator for cartridge 
type fertilizers. Attaches easily to 
faucet or hose. Use any watering de- 
vice. Fertilize while 
you woter. $1.99. 


WATERFEED 


Water soluble 
cartridge type fer- 
tilizer. 2 formulae, 
30-10-10 and 15- 
40-10. No lawn 
burn. Leaf feed- 
ing. Box of 20 
cartridges $1.00 or 
in bulk pock. 


oan PROEN 
L[f7860/ 5» oDUCTS of © F 


9th & GRAYSON « BERKELEY 10+ CALIFORNIA 





















| 








WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 217. 


bery. The non-clogging unit is 
made of cast aluminum and features 
a strong agitator and all-angle dust- 
ing attachments. No. 18 Dust-Wel 
duster is the same except for a 
smaller hopper. D. B. Smith & Co. 


For more data circle No. 38 on postcard, p. 217 


Folding doll stroller 
The children will go for 
deluxe folding doll stroller. 


this 


It has 






































a detachable canopy and shopping 
bag made of blue embossed vinyl 
to match the body. Comes com- 
plete with foot rest and hand brake 
and holds a 26 in. doll. South Bend 
Toy Mfg. Co. 


For more data circle No. 39 on postcard, p. 217 


Bi-folding door hardware 


Wood or composition doors can 



















































be used for fast installation of 
folding sliding door applications 
with this new hardware. The hard- 
ware allows center hinged panels 
to fold against the jamb. A fea- 
ture of this set is a unique door 
aligner that eliminates the need 
for a bottom track. Useable on any 
stvle door from *%%4 to 1% in. thick. 
Stanley Hardware Div., Stanley 
Works. 


For more data circle No. 40 on postcard, p. 217 


Deluxe steel wheelbarrow 

Home gardeners will be 
tomers for this steel wheelbarrow. 
The quality barrow has a 3% cu 
ft capacity tray, extra strong tubu- 
lar undercarriage and supports and 
a 10 in. ball bearing front wheel 
with 10 x 2.75 puncture proof tire. 
Red enamel tray, white trim. All 


Ccus- 





nuts and bolts are rust resistant. 
Ohio Machine Products, Inc. 


For more data circle No. 41 on postcard, p. 217 





Hardwood footed arrows 


Archery enthusiasts will be cus- 
tomers for this line of matched 
black hardwood footed arrows. 
These tournament grade arrows 
have been specially developed for 
target, field and hunting use of the 
serious archer. The 1957 catalog of 
Ben Pearson archery equipment, 
now available, devotes five pages in 
full color to these new arrows. 
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‘ALE PT " bet the focls on TOLEDO 


..- the fast-moving, profitable line of PORTABLE 


WATER SAVERS "pe ss 


"Everybody 
Wants 'em" 


chuck, forward or reverse 

rotation, 4" to 2”. capacity 
“ALERT” friction-free 
TANK BALL & GUIDE 


— @ real work saver! 
Stops running toilets, ends 
toilet handle jiggling. 
Round rubber ball, “kink- | 
proof” Monel chain and | 
polystyrene cylinder as- | 
sure perfect flush every 
time. Easily installed by 
anyonein 10min. Nothing | 
to get out of order. 3 year 
guarantee. Over 6 million | 
satisfied users. Self-selling | 
counter display. $2.29 ea. | 
list. 



























TOLEDO No. 68 
Power Drive- 
threads, cranks, 
turns, pulls 
—dozens of uses— 
carry it anywhere! 

















“ALERT” FAUCET REPAIR KIT 


Puts smooth finish on seat—assures true align- | 
ment. Easy to use... can’t damage faucets. One 
tool fits all sizes. On individual | 
display cards. 89c ea. list. 











““ALERT’’ WATER-MISER® 
Ball-Bearing FAUCET WASHER 
Stainless steel ball bearings eliminate grind that wears 
out ordinary washers. Simple to install. Available in 
4", %&" and 14” sizes. Fits 00 to 14” L. Colorful display 
carton contains 2 doz. assorted sizes. 39c ea. list. 







— $$ 


“THREADED PIPE = L—~-.. 


it's toght.it s Best-costs less/ 


iy) 
es U send me | MACHINE CO. 


bulletins checked ' '445 Summit Street, Toledo 4, Ohio 


[} TOLEDO No. 78 Power Drive [|] TOLEDO No. 68 Power Drive 





““ALERT”’ Float-Rite 
TOILET FLOAT APJUSTER 


Stops toilet hissing, overflushing and 
overflowing. Easily installed. Saves up 
to 15,000 gallons of water a year. Cor- 
rosion-resistant brass. 3 year guarantee. 
Colorful display box. 49c ea. list. 


a 





' 
' 
| 





| 
| Meme ........ 


| | 


Address 


: ea : 
| 
. 
| 





2) 


ity Zone ........ State —...... 








FREE! Promotion and 





sales helps. Display® Prices slightly higher BUILDERS OF THE WORLD'S FINEST PIPE TOOLS | 
streamers, ae sellers. in 11 western states. 
mats, enve P In Canada: Fox Agencies Ltd., 

Port Credit, Ont. 


Order now from your jobber, or write direct. PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 
ARDMORE PRODUCTS CO. CONSHOHOCKEN 5, PA. | THE TOLEDO PIPE THREADING MACHINE CO. * TOLEDO 4, OHIO 
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WHAT’S NEW 
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Other pages describe the full line. 
Ben Pearson, Inc. 


For more data circle No. 42 on postcard, p. 217 


Budget priced mail rack 

The Artistic Desk Caddy holds 
letters and other papers neatly in 
place on the home or office desk. 
The handsome unit is made of 





» 
mi ? 
< lis “4 


ems, 


heavy gauge wire, plated with 
Lustre-Bright brass. Comes bulk 
packed or individually gift wrapped. 
Artistic Wire Products Co. 


For more data circle No. 43 on postcard, p. 217 


Gun case line for 1957 


The Jumbo gun case line for 
1957 begins with a 98¢ Kasha 
cloth sheath and continues up in 
closely spaced prices through a 
Then, there 
cases ranging 


complete plastic line. 
are soft 


leather 





STOCK THEM 
TODAY... 
SELL THEM 
TOMORROW 





Famous F & W 
Varijet Shallow 
Well delivers 40- 
70°, more water, 
yet reduces motor load and current con- 
sumption. Best of all, it’s packaged com- 
pletely assembled with tank, pump, and 


accessories. No extra parts to buy or stock. 
Installation easy and quick. A natural for low- 
expense, high-profit selling. Send for details today! 


FLINT & WALLING MANUFACTURING CO., INC. 


188 Oak Street, Kendallville, indiana 


FOR EASY 
SALES AND : 
INSTALLATION | 





















F & W VARIJET 
for Shallow Wells. 
V-%q H.P. Motors, 
720-1800 G.P.H. 
@ 10 ft.@ 20 P.SI. 













with LAUND-R-venr 


LAUNDRY DRYER 
VENTING EQUIPMENT 


COLE-SEWELL 
ENGINEERING Co. 


2288 UNIVERSITY AVENUE - 





higher. The line is topped by hard 
leather hand tooled models that 
go over $100 in retail price. 
Schoellkopf Co. 


For more data circle No. 44 on postcard, p. 217 


Two gallon insulated jug 

An automatic pump is the prin- 
ciple feature of the Great Skotch 
O’Matic decorated 2 gal jug. This 
handy large size jug retails for 
$13.95. Another 2 gal jug is offered 
with a faucet at the bottom. This 











vf More Profits in '57! 

















@ Vents 

@ Vent Kits 

@ Aluminum Pipe 
@ Fiberglas Ducting 
@ Window Plates 
@ Special Adapters 


ST. PAUL 14, MINNESOTA 
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it's new 
it's colorful 


O-Cedar NYLON duster 











Se 2 . NY Wy 
picks up Ww . / 
more .-» 


overall 
length 


18” 








SPEEDS DUSTING OF 
HARD-TO-REACH PLACES 


This new idea in housecleaning will 
open big new markets for you. 
O-Cedar’s brand new Duster in 
beautiful pink Nylon can be dis- 
played in minimum shelf or count- 
er space—sells on sight. Extensive 


BLACK 
PLASTIC research and successful test mar- 
HANDLE keting have proved this attractive 


household helper to be a fast seller. 
Order your supply of O-Cedar Ny- 
lon Dusters today—enjoy quick 
turnover and big profits. 


NEW O-CEDAR ENDUST 


Get your share of repeat business—stock 
and display new O-Cedar Endust in the 
easy-to-use aerosol spray can. Big national 
advertising in Life, Parents’, Good House- 
keeping, This Week and Parade will show 
homemakers how to take the “‘scatter’’ 
out of dusting. 6 oz. retails for 98c—12 oz. 
$1.79. Order your supply of this proved, 
fast-moving, high profit item today! 


O-CEDAR 


DIVISION OF 


AMERICAN-MARIETTA COMPANY 
2246 W. 49TH STREET, CHICAGO, ILL., PHONE LA 3-4700 





®vst. mor spaat 
®85t_ crore 5P8 














rastolels 
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new! 


Speedy, ayer 


‘eakeodod ar 
PAINT SPRAYERS 


NO. 909—MOBILE KIT. New! Makes 


N any 890 Speedy Sprayer a mobile out- 

Ss fit! Handle, 6” diam. semi-pneumatic 

af ma rubber tire wheels, plus mounting bolts. 
s 7 ONG cccvccccccecoccecsceses $7.5 


NO. 890—'% H.P. SPRAYER. Favorite 
of do-it-yourself men and shop owners. 
Delivers 2 cu. ft. of clean, oil-free air per 
minute, 30-40 Ibs. pressure. Never needs 
# oiling. Complete with spray gun. Without 
(bs motor ond mobile kit, retails... $39.95 


ADVERTISED 


Post 








NO. 544 MOBILE SPRAY OUTFIT 
New! Powerful Master Twin Speedy 
Sprayer on wheels. No job too big! 4 cu. 
ft. of clean, oil-free air at 40 Ibs. pres- 
sure. /2 h.p. motor, or engine. With wheels, 
gun, less motor, retail......... 







W. R. BROWN CORP. 
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WHAT’S NEW 


® For more information 
on these products and 
services use free post 
card on page 217. 





is called the Great Skotch Jug 
which sells for $9.95. Both have 
the Skotch plaid design and lug- 
gage tan coloring. Hamilton-Skotch 
Corp. 


For more data circle No. 45 on postcard, p. 217 


Cake pan and dessert mold 


Homemakers will be interested in 
this party-size angel food cake pan. 
The rectangular loaf pan holds a 
full package of cake mix and makes 
16 one inch slices. A Wear-Ever 
displayer will co-feature this pan 
with a square and two round pans. 
Display is free with a shipping unit 






Mode! Rl 
is’ & 21" 








* Priced to Zoom Your Profits 


* Complete, Streamlined Family 


* Rugged, but Smooth Handling * Forceful Ads Spell Fast Turnover 


See your jobber or write us today for catalogue, prices, complete information. 


SOUTHLAND MOWER COMPANY 
SELMA, ALABAMA 


THE GRASS 1S ALWAYS GREENER IN A DIXIE YARD, 


Model R4 
Heavy Duty, 2!" 





of the four items. A fancy square 
and a shamrock dessert mold 
(shown) have also been made avail- 
able by Wear-Ever. Aluminum 
Cooking Utensil Co., Ine. 


For more data circle No. 46 on postcard, p. 217 


Heavy-duty safety stepladder 
Here is a heavy-duty ladder for 

industrial and contractor use. The 

Twin Front safety stepladder has 


* Liberal Dealer Discounts 
* Briggs & Stratton, Clinton, Lausen Engines 


Mode! D3 
18’ & 20° 
Fingertip Control 






steps on both sides each measuring 
1 x 334 in. reinforced with steel 
rods. Rails are 11/16 x 3% in. 
Rigidity is assured with U hinges 
and steel spreaders. W. W. Bab- 
cock Co., Ine. 


For more data circle No. 47 on postcard, p. 217 


Craft knife plastic kit 
Hobbyists will be customers for 

this handy kit of craft knives. The 

self selling Krystal-Pak contains an 






















Mode! SL2A 
i6"" & 18" 
Mode! SPR2-216 


Self-Propelied 2!" 
Fingertip Control 








DIXIE crew-cuts tough 
old weeds as well as gay 
young blades . 


it's safe! 
Dixie Bladeholder prevents 

blade from coming off 
even if bolt is broken. 


. and 


Exclusive 
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BB etm (-a 4-3-7 | 


Reason 
Why 





ARE {| AMERICA’S FASTEST-SELLING 
STOVE and UTILITY MATS! 





the exclusive 
Rigid-edge“* 


with the “lie-flat’ feature 


Pas ey Re 
am 


Continual improvement has made 
Aristo-mats the top seller in the stove 
and utility mat field. First came the 
asbestos-cushion backing, then the 
safety-ringed Kant-Kut-Korners 


and Now the exclusive Rigid-edge*. 


Now, by using an exclusive patented 
process, Aristo-mat has solved the 
problem of making a better quality, more 
durable stove and utility mat. Your 
customers will know about this scientific 
pioneering through Aristo-mats 
powerful national advertising and 


publicity program. Make sure you are 


Formed under able to profit on their demand. 
*Patent No. 2,707,510 Check your stock and order your 
ada fe 
Actual laboratory tests prove the exclusive Aristo-mats today! 


Rigid-edge increases strength approximately 100 
per cent, stiffness 300 per cent, and definitely 
improves the appearance of the mat. 






This sturdy floor display 
rack takes little floor 
space, yet substantially 
increases the frequency of 
““Impulse’”’ sales. Holds up 


A division of PHOENIX TABLE MAT CO. to 6 dozen assorted mats. 
1718 E. 75th Street + Chicago 49, Ill. 





aunt oe *tfume >> 
> Guaranteed by » 
Good Housekeeping 
t to “ 






w 
45 aoveansto ™ 





Distributed in Canada by 
STERLING INDUSTRIES -« 8 Scarlett Road, Toronto 9, Canada 


Only Aristo-mats have the exclusive Triple-feature! 
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‘Model 622 4R 


Best Seller 


A deluxe, moderately priced 22” 
rotary. Powered by PINCOR’S 
NEW lightweight vertical-shaft 
4-cycle engine. Sturdy die-cast 
chassis with off-set wheel. Like 
all Pincor rotary mowers for 1957, 
this handsome mower trims up 
close to walls and trees. 


Dealer Cost hg" 


f.o.b. factory. Incl. F.E.T. 








PIONEER Gen-E-Motor Corp. 


5841 West Dickens Avenue, Chicago 39, Illinois 








TWISTED 


BROWNELL 





Durable? 
Economical ? 


Practical ? 














\ "28s ™ ; 
| CHOICE for Quality the World Over 


| for 70 Years 
SMITH 
BLIZZARD Sprayer 


World’s most beautiful sprayer 
Solid copper tank. Pt. Qt 
Nothing else like it. 


SMITH 
JIM DANDY 
Cart Sprayer 


“King of all sprayers.” 
Easy to wheel and op- 
erate. Large rubber tire 
wheels. 12 ft. oil proof 
hose. 5 gal. tank. Pres- 
sure gauge. Adjustable 
nozzle. Very Popuiar 





Many Other 
Styles and Sizes 














426 Mein St., Utica 2, N. Y. 
a of Sprayers” 
G. lL. Coheen 


Canadien R 
1265 Stenley ox tient 2, Canade 


WHAT'S NEW 


































NYLON MASON tine 


MADE FROM 100% HIGH TENACITY 
DU PONT NYLON YARNS 


THE PERFECT 


For Masons, Contractors, 


en + + 


Plumbers, Do-it- yourselfers 











It’s 4 times as strong as cotton! 


Additional tensile strength over cotton per- 
mits use of smaller sizes — gains yardage, 
reduces costs. 


Your choice of 2 handy sizes: “% Ib. size on 
4” or 6” tube at the same price . . . ' Ib. 
and 1 Ib. tubes if desired. 













Always specify ‘‘BROWNIE’’ — the quality brand 
for over a century—made by Brownell & Co., Inc., 
manufacturers of Nylon Seine Twine and serving the fishing 
industry since 1844. 


the largest 
















At Last ... a Twisted Nylon Mason Line that is not of- 
fected by water, gasoline, kerosene, oils, paints, etc. Twisted for 
proper amount of elasticity, it has much greoter abrasive quali- 
ties than cotton. Once your customers have tried it, repeat sales 


will come automatically. 


Write for Descriptive Catalog Sheet. 


-ARAARAAS SES Sw He 


BROWNELL & CO., W- 


MOODUS, 


CONNECTICUT 











HARDWARE AGE, FEBRUARY 14, 1957 


@® For more information 
on these products and 
services use free post 
card on page 217. 


assortment of basic carving and 
whittling tools plus extra blades. 
Knife set No. 81 comes in this clear 
plastic kit which sells for $3.75 
X-Acto, Inc. 


For more data circle No. 48 on postcard, p. 217 


Versatile bait casting rod 
Fishing enthusiasts will be in- 
terested in this Conolon bait cast- 
ing rod. The versatile unit’s 
chromed spin guides make it useful 
with closed face or level wind reels. 





There is ample handle 


power to 
plug lures yet its light tip action 
makes it good for spin lure use 


also. Lists for $9.95. National Rod 
Co. 


For more data circle No. 49 on postcard, p. 217 


Aluminum combination window 

Homeowners will be 
for the Thermo-Master 
combination window. 
is of double 


customers 
aluminum 
The window 
track design which 





OS ROES Sep: peor 


















provides 
section. 


for the unused 
This new window is part 
of the company’s line that includes 
the Strong-Lite aluminum combina- 
tion door. F. EF. Schumacher Co. 


Fer more data circle No. 50 on postcard, p. 217 


storage 


Rubber-coated nylon wader 


Fishermen will be customers for 
this lightweight wader. The Nylon- 





Zephyrweight wader has stocking 
feet, belt loops, large inside pocket 
and weighs about 1 lb 14 oz. Comes 
in sizes 6 to 12. Retails for $19.95. 
Other sizes available at extra cost. 
Hodgman Rubber Co. 


Fer more data circle No. 51 on postcard, p. 217 


Drink holder for boats 

Boat owners will be customers for 
the Bar-Buoy. It is a metal basket 
with swivel action that keeps a 
glass or other drink container in an 
upright position regardless of the 





or 








roll of a boat. Bar-Buoy sells for 
$3.95. Aladdin Laboratories. 





| 
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Portable Clothes Hanger 

Busy housewives will be cus- 
tomers for this convenient clothes 
rack, the Ironing Caddy. The rust- 
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1957 





Picture of a man about to 
make five dollars * 
















” Well, four ninety-eight to be exact. He's a hardware 
dealer showing a power drill owner the new Versamatic.. . 
the only reversible attachment on the market. It’s almost 
magic the way Versamatic sells. It’s because it does so 
much more. Drives screws, removes screws. Runs nuts, 
off. Reduces speed 7-to-1 for more efficient 
drilling in masonry, metals, etc. 


bolts, on or 
Increases power 7 times 
to make light tools do heavy work. Yes... Versamatic sells 
. so stock up now. The brilliant display shown in the 
photo is free to dealers. List price $14.95. 
Call 
Products Corp.. 
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write 
South Calumet 
Avenue, Chicago 16, Illinois. Makers of 
famous Supreme Brand Chucks. 


jobber 
79999 


your or Supreme 


241 





















Progressive dealers 
everywhere report that — 


NEW 
PAG @ NCI Le 


NEW CHAIN 
DISPLAY STAND 


“ -& 
anette 


Rg, 


- 
} 
| 


ee —Eeeee 


ee 





Both TM Proof Coil and 
BBB grades of Chain are 
packed in handy, metal 
TAY-PAILS for mass dis- 
play ... easy handling... 
volume sales! TAY-PAIL 
, serves as a sales-stimulating 
® premium, may be re-used 
for many jobs around the 
home or on the farm. 


The dramatic new Chain Display 
Stand with the long-leverage 
Chain Cutter isa big sales booster. 
Holds seven reels of welded, 
weldless, and sash chain. Serves 
as a chain department in itself. 
Best of all, it occupies less than 
two square feet of floor space. Ask 
your nearest jobber for Bulletin 
No. 100A today! 


| 





~ 
os —— 


‘Ofolahe-ton am se) i ammal-t-ta 5-3! 


Taytor Mave 


A GREAT NAME IN 


‘ 
SINCE 1873 


jobber! 


Ss. G. TAYLOR CHAIN CO., INC. 


Hammond, Ind. — Pittsburgh, Pa 


WHAT'S NEW 




















resistant tubular steel rack folds 
to a flat 18 x 32 in. Open, it stands 
54 in. high on an 18 x 24% in. base. 
The unit holds 24 wire hangers and 
sells for $3.95. Cal-Dak Co. 


For more data circle No. 53 on postcard, p. 217 


Picnic jugs and ice chests 


Picnickers will be customers for 
this line of Universal Tweed-Cote 
picnic jugs and ice chests. The jugs 
are available in 1 and 2 gal capaci- 
ties and are insulated with fiber 
glass. Two models have a retract- 
able faucet. Prices are from $5.98 
to $10.98. The ice chests come in 
two sizes and feature a foldaway 
top. Retail for $24.95 and $29.95. 
Landers, Frary & Clark. 


For more data circle No. 54 on postcard, p. 217 


Glass baking-serving dishes 


A new line of brass-framed Glas- 
bake ovenware will lead the line 
for 1957. The ovenware is made 
of milk-white heat resistant glass 
in lacquered brass serving frames. 
Also available are gift packs con- 
sisting of a 12-piece set of cas- 
seroles in the bean pot design, an 
eight-piece casserole set in. the 
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Cameo design and a coffee bottle 
and warmer service for two. 
Thatcher Glass Mfg. Co. 


For more data circle No. 55 on postcard, p. 217 







WOOD PRODUCTS 


Appliance heat control unit 
Busy housewives will be cus- 
tomers for the Cook-Master heat 
control unit that powers seven ap- 
pliances. This plug embodies ther- 
mostat and cord set and converts 





EYE APPEAL @ 
BUY APPEAL 


* 







f. & ti ~~, 


ae 






~ BORDER 
BARBEQUE FENCING 


ri | | 
SETS Pooh 





— 








awa GARDEN 

we , TRELLISES 
the utensils to fully automatic ap- ll | } 
pliances. When the plug is removed | 

re tres” - ; - FAN 

the units are immer: ible. The UMBRELLA BARBEQUE TRELLISES ROLL 
square skillet shown is one of the TABLES CARTS _7 FENCE 
utensils available for use with the 





plug. Eastern Metal Products Corp. 
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Color styled reel mower 


Two-toned styling, streamlined 

















appearance and lever type handle PICKET CAPTAIN'S ELARED ey ida 
controls are among the improve- FENCING CHAIR TRELLISES PERGOLAS 
ments in this 1% in. reci mower for . 
1957. The Jacobser. Pacer has a ® = CHILDREN'S 

1.8 hp Hi-Torove engine with recoil ee SETS 









> eS ce 








} r : 
RANCH EXPANSION 
: SENCING | GARDEN ARCHES = goriticec 


i=, CONCORD 
couumsus “5° WOODWORKING COMPANY 


10 Beharrell St., West Concord, Mass. 
1399 Holly Avenue, Columbus 8, Ohio 


KEY SHIPPING 21 West Taylor St., Chicago 5, Illinois 
FREE CATALOG — Mail Coupon 
POINTS FOR CONCORD WOODWORKING CO. 
PROMPT DELIVERY Please send price lists and catalogs: 





starter. Other features include ac- 
curate cutter bar adjustment with- 
out special tools and a 6 in. di- 











eo ennnnnnsenrncbocenangers 

pear five blade reel. Jacobsen LOWER FREIGHT NLS ALE 
g. Co. 
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TO HELP YOU SELL 


(Continued from page 13) 








Each box contains 20 plastic 


24 in. 
bags of bright goods. Stanley- 
Judd Div., Stanley Works. 


For more data circle No. 58 on postcard, p. 217 


Illustrated tool catalog 


Here is a 20-page price catalog 
that illustrates and describes Diss- 


The company’s 


ton saws and tools. 
new order handling and price poli- 
cies have been incorporated in the 
book. Also included is retailer’s 


cost figures in code. Henry Diss- 
ton Div., H. K. Porter Co., Inc. 


For more data circle No. 59 on postcard, p. 217 


Hedge-pruning shear specials 


The hedge shear special has been 
specially built to retail for $2.39 
for Hardware Week. It has 8 in. 
blades, black hardwood handles, 
is 20% in. long and comes packed 























six to a carton. The pruning shear 
has been reduced to $1.69. Both 
tools have a self-locking hinge bolt. 
True Temper Corp. 


For more data circle No. 60 on postcard, p. 217 


Two glue package deals 


Deal No. 1 consists of 12 free 2 
oz squeeze bottles of Franklin Ever- 





tite White Glue (shown), plus, 
twelve 4 oz and twelve 8 oz squeeze 
bottles. Deal No. 2 offers 24 free 1 
oz tubes of Franklin Liquid Hide 





GREAT SOURCE 
GREAT NAME 


for PLASTIC and RUBBER GARDEN HOSE 














® top quality! 





and flexible sprinklers 


® new colors! 


® new packaging! 


AMERICAN BILERITY 
RUBBER COMPANY. 


CHELSEA 50, Massa 
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CHUSETTS 












OWER 
MOWERS 





Six Tip Top Sellers 
for 1957 


The truly important facts about Hoppe’s Gun 
Cleaning Essentials are that they will do a 
GOOD job of gun cleaning for your customer 
and an easy job of selling for you. These 
products are KNOWN — and RESPECTED — 
by every gun owner who has ever used 
them. They have DEMAND 
and are backed by contin- 
ual advertising. Ask your 
obber. He can supply you. 


FRANK A. HOPPE, INC. 


2314A North 8th St. 
Philadelphia 33, Penna. 




















NES Tr PROFITS 


ae 











y No better formula at popular prices 
for roses, vegetables, fruits, flowers, 
evergreens. Kills Aphids, Jap Beetles, Mites, 
etc.—stops Black Spot and Powdery Mildew. 


So why stock several types when one does 
the complete garden job? Get ANTROL Multi- 
Purpose Dust . . . in refillable squeeze cans 


and 1 Ib. refills for dusting or spraying. 
* Nationally Advertised 








For Full Information 
write to “BUG-Z” Dept. HA, 
Garden Insecticide Division 


BOYLE MIDWAY INC. 
22 E. 40th St., N.Y. 16, MY. 


ANTROL 


Multi-Purpose DUST 
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BUILT FOR THOSE WHO 


BETTER 
ENGINEERED 


Outstanding design, sturdy con- 
struction and highest quality, 
have always characterized all 
COOPER Power Mow- 
ers. Thousands upon 
thousands of satisfied 
owners testify to their 
many features for fine 
grass cutting and con- 
venient easy 
operation. 












18” and 20” 
Cutting Widths 


THE “A/PPE vine 


Moderate in cost for such high quality, ‘"KLIPPER*’ 

reel type mowers are buili to give many years of 

economical, dependable and trouble-free service. 

The name COOPER signifies quality - outstanding 

engineering design - precision manufacturing - 

unquestionable TOP performance on America’s 
finest lawns. 


THE Gyelo-mo LINE 


21” Self-propelled or 18” and 20” Push 
Type ““Cyclo-Mo”’ Rotary mowers all pro- 
vide the safest and most effortless cutting 
performance on fine lawns or toughest 
weeds. Good design and rugged 
construction, provide easy han- 
dling and dependable operation. 
















BETTER 
BUILT 


BETTER 


PERFORMING 





21” Self-propelled 
18” and 20” Push Type 


Briggs & Stratton 4-cycle 
engines. Rope, Recoil or 
Electric Starters. 


EDGE'N TRIM: Remarkable new lawn 


and garden maintenance tool. 


A complete line of Power Mowers and 
Accessories for every grass cufting need. 







Write or wire for liferature 
and FREE copy ‘Employees’ 
Selling Guide."’ 





LONGER 
LASTING 
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TO HELP YOU SELL 


®@ For more information 
on these products and 
services use free post 
card on page 217. 





Se 





Glue with a tie-in assortment of 
twelve 4 pt and twelve % pt cans. 
Both of these Hardware Week 3pe- 
cilals are packed complete in single 
cartons. Franklin Glue Co. 
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Revolving fastener display 

Here is an attention getting coun- 
ter display for Wallgrip hollow 
wall fasteners. The special re- 
volving unit is 11 x 11 x 22 in. 
including a display poster at the 
top. Star’s merchandiser is in- 
cluded free with an assortment 
of 72 blister cards and comes com- 


WALLGRIPS | 
pasneenenerere connee: Bye 
dls oo > an . 
y 





x 





& 




















pletely assembled including cards. 
Star Expansion. 
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Electrical extension cords 


These extension cords are spe- 
cially packaged for impulse sales. 
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Each of these new cords is packed | ie 
in a display carton. A metal dis- | : SPAR . 
play rack is offered free with the | <_< ~~ 5 oy ae OW ee EA D Y . 
purchase of 35 cords. Cords are | — 

available in 6 to 100 ft lengths in the ™ Ew 
18 and 16 gauge types with molded 
attachments. Carol Cable Co., Div. 
Crescent Co. 
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Spray paint display 
Six regular or large size cans of 
Seymour spray paint can be shown 





HOW-TODOAT 


@ Promotes Related item Sales! 
@ Saves Clerk ‘Consultation’ Time! 
@ Valuable Service to Customers! 


@ Both 25¢ and 75¢ Sellers! 
@ Liberal Profit for You! 


@ Selection ‘Custom Selected’ to 
Your Specific Needs! 





Retailers all over the country asked us to 


on this attractive wire counter dis- design this space-stingy, self-selling rack 


play rack. The rack is free with a 
20 can selection of 17 colors. A 
color chart and a supply of con- 
sumer folders also come in the deal. 
Seymour of Sycamore. 
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Decorative brick display 


A number of E-Z Decorative 
Brick kits are displayed on this 





wire point-of-sale rack. A _ spiral 
bound book type demonstrator is 
mounted at the top. With it, the 
use of the E-Z Magic Template 
can be clearly demonstrated to a 
customer. Template is used in in- 
stalling the brick. E-Z Decorative 
Brick Co. 

For more data circle No. 65 on postcard, p. 217 


(Continued on page 248) 
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ONLY 14° WIDE 





200 E. Ontario St., Chicago 11, Illinois 





display for famous Popular Mechanics 
Booklets and 75¢ paper bound books. 
Occupying only 14” x14’ of floor space, this 
new display unit is a sales powerhouse; 
what’s more it’s headquarters for every 
“‘do-it-yourselfer’” who comes into your 
store. Tell your clerks to suggest these 
fact-filled 25* booklets for authentic and 
complete information on an amazing 
variety of home maintenance and con- 
struction subjects . . . then watch your 
related item sales mount up fast! For more 
detailed coverage of any “how-to-do-it”’ 
subject, suggest the P M 75¢ books. Either 
way you make a happy customer and ring 
up a good profit! The rack and books are 
offered as a complete unit—including 15 
each of twelve booklets and 5 each of 
twelve assorted 75* books. Selections are 
hand chosen for your specific lines of 
merchandise. 


FREE! Let us send you actual sample 
books and booklets from the up-to-the- 
minute Popular Mechanics line . . . plus 
full information about the new P M self- 
selling rack unit. Just mail coupon—today! 


0) @ a re) 2) A) 























| Popular Mechanics Press | 
| 200 East Ontario St., Chicago 11, Ill. | 
Without obligation, I want to see actual sample books 
{ and booklets and tell me more about your new Self | 
| Selling Display. | 
| i ae bs | 
: Your Name l 
Address 
City State J 
mmm ee a ca Om me nme ee 
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NEW 
1957 






BH Model 619 4k 
SN 





Best Seller 


A brand new 19” powered by 
PINCOR’S latest, a new light- 
weight vertical shaft four-cycle 
2% H.P. engine. Especially de- 
sirable for the medium sized 
suburban lawn. Deluxe die-cast 
rotary with off-set wheel. Recoil 
starter and leaf mulcher standard 
equipment. 


Dealer Cost *h 5” 


f.0.b. factory. Incl. F.E.T. 





PIONEER Gen-E-Motor Corp. 


5841 West Dickens Avenue, Chicago 39, Iilinois 














There's a Tremendous Market 
for this Completely NEW and 


Amazing Formula 77 
Tilette Plastic Aluminum 


REPAIRS . . . permanently 
ANYTHING 
made of METAL 


PLASTIC ALUMINUM 









Large 
5!/> o7. 
Tube 






— 
~ 
~~ 
= 
~ 
- 
- 
= 
~ 
— 
_ 
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Anything cracked, broken, loose or leaky, 
such as holes in auto fenders, plumbing leaks, 
gutters, metal windows, garbage cans, pails, 
radiators, garden tools, etc., can now be 
repaired easily, quickly, permanently. 

Tilette Plastic Aluminum (Formula 77) con- 
tains ALCOA Aluminum and is guaranteed to 
permanently repair anything made of aluminum, 
tin, copper, brass, iron, steel. Won't chip, 
shrink or peel. Can be drilled, filed, ham- 
mered, chiseled. Practically fireproof after it 
has hardened. Light sanding produces a per- 
manent, natural aluminum finish. Every home 


and work shop needs this marvelous metal 





mender. Has extra wide opening for easy use. 
Colorful, ' 
Convenient, Heatproof! 
Eye-catching Withstands 
DISPLAY CARD 600° Fahr. 
Invites Buying =| Waterproof! 


Ask your Jobber! 


TILETTE CEMENT CO. 
401 (B) Lafayette St., N. Y. 3, N. Y. 
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TO HELP YOU SELL 














(Continued from page 247) 


Door weather seal display 
Here’s an attention getting dis- 
play that shows an actual sample 
of the Weather-ex door to-thresh- 
weather seal. The counter 
unit measures 11 x 14 in. and 


WEAF 


DOOR-TO-THRESHOLD 





holds a 2 in. sample of the weather 
seal. Hill & Co. 
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| Steel wool in packages 


Here is a handy orange and white 
package containing three grades of 
Sun Ray steel wool pads. Grades 
are fine, medium, and coarse. Each 
package contains six pads, two of 





each grade, and is designed to per- 
mit the user to reach any of the 
grades as needed. Williams Co. 
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Dust repellent spray 


Busy housewives will be cus- 
tomers for this dust repellent solu- 
tion now being packed in aerosol 
cans. The new formula is recom- 





mended for use on furniture, tile, 
shoes, and many other places where 
dust is likely to accumulate. The 
solution will not stain or injure 
fabrics or polishes. A 12 oz can 
sells for $1.49. Ade-O-Matic Co. 
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Vise display material 


Here’s a variety of sales-help 
material for promoting the new 
Versa-Vise. This is the vise with 
both flat and removable pipe jaws 
and turns 360 degrees. Merchan- 
dising tags, envelope stuffers and 
five kinds of point-of-sale mate- 
rial. Will-Burt Co. 
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Portable cord packaging 

Faster handling of the most pop- 
ular sizes of portable cords is the 
main feature of the Handi-Pak cor- 
rugated cartons. Sizes 18 and 16 of 
types S, SO, SJ, and SJO rubber 
and neoprene-jacketed cords are 
being shipped in this new carton. 
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TWO GRADES OF HEXAGON-HEAD CAP SCREWS 


To enable you to better meet the needs of your close tolerances in a complete range of sizes, and 

fasteners customers, Bethlehem produces hexagon- fully meet current specifications. 

head cap screws in two grades: low-carbon bright, In addition to cap screws, Bethlehem manufac- 

and medium-carbon heat-treated. tures a full line of machine, carriage and lag bolts, 
Bethlehem Cap Screws are furnished with either as well as square and hexagon nuts. Call our nearest 

coarse threads or fine threads. They are made to office about your requirements. 


7 ¥ Ae % nls ~ % te el 
BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. ; 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation BETHLEHEN 


STEE 
BETHLEHEM STEEL a 
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TO HELP YOU SELL 



















Each 250 ft spool comes packed in 
individual cartons. Royal Electric 
Corp. 

F 


Machine key bar package 


available in handy kits, Mak-A-Kevy 


or more data circle No. 70 on postcard, p. 217 


Machine key stock bars are now 
















































































ae 
ps Pate” Jy at 


~— * 





AIR 
COOLERS 





7. os, : 
ahs ao. 


. s 


Your Dearborn representative is on 


his way now to show you and tell 


you all about the completely 


new line of Dearborn air coolers for 


1957. Watch for him . . . he’s got 


a “story” you'll want to see and hear. 


Dallan-unse.. us 


aa 





DEARBORN STOVE 
COMPANY 
1700 W. Commerce 
Dallas, Texas 





7-11 Kit. The new kit contains 
seven machine key bars in sizes 
that can be filed to fit 11 different 
keyways. It is a companion to the 
standard Mak-A-Key counter dis- 
play assortment. DeVan-Johnson 
Co. 
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Mower and filler catalog 

This 28-page catalog covers in 
detail the new 3.6 hp Midland 
riding mower, four rotary mower 
models and eight tillers ranging 
from 2°4 to 6.8 hp, including rid- 
ing tiller models. Also covered is 
the company’s merehandising pro- 
gram for 1957 and its time pay- 
ment plan. Available free of 
charge. Midland Co. 
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Glue counter display 

This attractive display card holds 
a dozen 1%4 oz plastic squeeze bot- 
tles of Elmer’s Glue-All. The 
card is printed in attention getting 
day glow orange and blue and is 


useable on counter or wall. Another 
feature designed to sell this gen- 
eral-purpose glue is the screw-on 
top that makes refilling easy Bor- 
den Co. 
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Fishing line counter display 


This sales tested plastic display 
is included at no extra cost in three 
assortments of Western Big 4 cam- 
ouflaged fishing line. The three 
deals include a spinning line assort- 
ment of 36 two-connected 100 yd 
spools of 4, 6, 8 and 10 lb test line, 
a casting assortment of 36 spools of 
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for selling power! A ve 
DOUGHBOY'S —<;\ 


>. 
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POOL AND TOY _ 


MERCHANDISER _s 


CefK-eeryice 


--»- TAKES ONLY 30 x 24 INCHES 
OF FLOOR SPACE! 






















































THIS FLOOR 


A self-service, pre-priced floor display that DISPLAY RACK 


holds a complete assortment of the popular sizes 
and prices of famous Doughboy Wading 
Pools and Water Toys in a compact rack that 


stimulates extra impulse sales. Look what you get: WITH ASSORTMENT 


No. 901—SELF-SERVICE FLOOR MERCHANDISER 


Quantity item Retail Price Total Retail Price 
6 435 Pool $ 5.00 $30.00 
4 443 Pool 8.00 32.00 
3 456 Pool 10.00 30.00 

18 116 Play Ball 1.00 18.00 
15 146 Play Ring 1.00 15.00 
3 230 Kiddie Kanoo 2.00 6.00 
3 238 Jumbo 2.00 6.00 
3 236 Jolly Gator 2.00 6.00 
3 272 Pad-L-Duk 2.00 6.00 
18 726 Repair Kit 40 7.20 


Total Retail Value $156.20 


Packed one assortment and free display rack to 61 Ib. case 


DOUGHBOY INDUSTRIES, INC. 


NEW RICHMOND, WIS. 


CASH IN ON 


/mpulee Loleg— 


WITH THIS HANDY 


DOUGHBOY root anp tor 


COUNTER 
MERCHANDISER 


Self-selling, self-service — a pre-priced 


merchandising display that’s ideal for smaller 


stores. Rack requires only 14 x 14-inches of 


counter space; stands a neat eye-level 32 inches 


high. But look at all the long-profit 


Doughboy items it holds: 


Quantity 
4 
15 
15 
12 
3 
3 
3 
18 


<\ fee’ 
Sh 
{ 


AO, 


0) 


\) 
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No. 801—SELF-SERVICE COUNTER MERCHANDISER 


Retail Price 


$5.00 
1.00 
1.00 
70 
2.00 
2.00 
1.00 
40 


Item 


435 Pool 

116 Play Ball 

146 Play Ring 
112 Play Ball 
230 Kiddie Kanoo 
238 Jumbo 

133 PT Boat 

726 Repair Kit 


Total Retail Value 


Total 
Retail Price 


$20.00 
15.00 
15.00 
8.40 
6.00 
6.00 
3.00 
7.20 


$80.60 


Packed one assortment and free display rack to 30 Ib. case 


DOUGHBOY INDUSTRIES, INC. 


NEW RICHMOND, WIS. 
Quality Since 1856 


DOUGHBOY SALES 


NEW YORK, N. Y.— Eyerly Associates, 
1107 Broadway 

ATLANTA, GA.— The Dennis Co., 
1069 Briarcliff Rd. N.E. 

CHICAGO, ILL.— Eyerly Associates, 
1442 Merchandise Mart 

DENVER, COLO.— Mountain States Sales 
Co., 210 Exchange Bldg. 

SAN FRANCISCO, CALIF.— Ward Francis 
Co., Western Merchandise Mart 


j POOL ANU 
; WATEA Tor . 
HEADQUARTERS ei 


tay DE 











THIS COUNTER 
DISPLAY RACK 


WITH ASSORTMENT 


; 


REPRESENTATIVES 


2554 Overton Rd. 
MINNEAPOLIS, MINN.— Leslie E. Taylor] 
Merchandise Bldg. 
SEATTLE, WASH.— Ward Francis Co., f 
222 Terminal Sales Bldg. 
LOS ANGELES, CALIF.—Ward Francig 
Co., 1533 Wilshire Blvd. 
ST. PETERSBURG, FLA.— The Dennis Co. 
4500 Burlington No. 


DALLAS, TEXAS—Ben G. Thigpen, | 









TO HELP YOU SELL 


® For more information 
on these products and 
services use free post 
card on page 217. 










10, 12 and 15 lb test and a combina- 
tion spinning and casting assort- 
ment. Western Fishing Line Co. 
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Flexible pipe program 

Here is a program to help you 
sell flexible plastic pipe. A 16-page 
book covers facts about pipe, in- 
stallations, suggested window and 
exterior trims, counter layouts of 











fittings, ad mats and other promo- 
tional suggestions. A floor display 
stand is offered with the purchase 
of a small stock of pipe and fit- 
tings. Anesite Co. 


For more data circle No. 75 on postcard, p. 217 


Folding pump display 
Two new Goulds jet pumps can 
be promoted with this colorful 





Pump Profitmaker display. These 


HARDWARE AGE, FEBRUARY 14, 1957 






















CAULKING 


COMPOUNDS 


2 2g 















America’s Most Complete 
ONE-NAME...ONE-SOURCE 
Line of Caulking Compounds 


When you stock the Presstite line of Caulking Compounds, you're 
sure of three things: 


1. Convenience! All the one-stop advantages of buying one 
brand: one bill, simpler inventory, more carefully integrated retail- 
level assistance. 


2. Profit! One buying source means extra savings in dollars and 
details—over and above Presstite’s liberal mark-up for a line of fast, 
easy sellers. 


3. Quality! One, and only one, consistently high standard of 
quality that has made Presstite the respected leader in the caulking 
and sealing field since 1924. 


a - 








Presstite’s Caulking Compound Line: 


gun grade caulking compounds, white and natural 












7 

@ knife grade glazing compounds, white and natural ‘ 
@ INSUL-TAPE®, to stop condensation and water drip on cold pipes | 

@ PERMAGUM® cords, for fingertip caulking and glazing ) 
@ white ready-mixed plaster patcher 
* 

* 

* 


———————- ... 





putty 


steel sash glazing compound 





tub and sink crack filler 


ee 


¥ —— — —_— 


— 


“Caulk Before You Paint.” A Helpful Sales Bulletin 
and Catalog. Write for your copy! 





PRESSTITE 


er 











"A Division of AMERICAN-MARIETTA COMPANY 
3738 CHOUTEAU AVENUE, ST. LOUIS 10, MISSOURI 




















NOW...AKAY Gives You Color 
To INCREASE Your SALES! ‘a oka 


services use free post 


NEW AKAY ADD-A-FENCE card on page 217. 


Sturdy plastic sectional picket 
fence with section joiners and cor- 
ner locks for lawns, gardens and 
corner markers. Break resistant 
. color fast in pink, flamingo, 
yellow and white. Retail—4 sec- 
tions with corner locks, $2.49. 


AKAY PLASTIC TRELLIS 


Beautiful plastic trellis that adds 
beauty and support to all climbing 
plants. Break resistant—weather 
resistant. Two 3’ high by 15” 
wide sections assemble easily into 
one 6’ trellis. Now in pink, fla- 
mingo, yellow or white. Retail 


$2.98. = 
HOLD-A-BOOK 


Sturdy wire and plastic in eight 
decorator colors holds _ recipe 























are the Prime-Flow deep well and 
Shallow-Flow for shallow well sys- 


wanes ‘oh tems. The opened display has space 
OOXS, NEWSPAPSrs, CC., M Tig for both pumps mounted on tanks. 
angle for easy reading. Suggested | . 
retail, 98¢ Panels give sales features. Each 
: | display measures 52 x 62 in. Goulds 
AKAY MEMO-MASTER | 


; Se Pumps, Inc. 
Sturdy break resistant plastic an For more data circle No. 76 on postcard, p. 217 
8 colors has 75 ft. paper roll, holes 
for hanging, non-slip rubber feet, 
pencil and pencil holder. Sug- 
gested retail 98¢. 


AKAY PLASTIC DRIP CATCHER 
Now in green, yellow, pink, blue 
and white, drains moisture from 
sweating modern type toilet tanks 
into cups that twist to empty. 
Break resistant plastic drip trays | 
won’t rot, rust, crack or discolor. | 
Suggested retail, $2.99 each, AKAY 
TOI-TRA (also in above colors) for 
wall-hung flush boxes to drain in- 
to toilet bowls. Retails at $1.79. 


AKAY “BIG FREEZE” ICE SCRAPER 
Akay’s break resistant plastic 
scraper sells on sight because it’s | 
designed for deep-freeze units and | ue ee 
refrigerators. . . . Speeds up de- | 

frosting. Does any rough, tough 
ice removing job with ease. Sug- 


























Stapling machine sales book 


This fast reading Sale Manual 
puts the reader on the road to 
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repeat business in the staple and 


gested retail, 39¢ each. AKAY fastener market. The manual starts 
5“ ’ . é ; 

CLIP-ON windshield scrapers re- out by showing that the repeat sale 
tails at 19¢. of staples is an automatic thing. 





Then, it illustrates saleable fea- 
tures and uses of staples. Arrow 


Fastener Co., Inc. | 
A K AY C @) be P Oo fe A T | @) N For more data circle No. 77 on postcard, p. 217 


DIVISION OF HAUSER PRODUCTS, INC 
Bathroom scales display 

Here’s an eye-catching display 
for your reducing aids counter. 


4034 North Kolmar Avenue * Chicago 41, Illinois 
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This silver metal rack takes up 
7 x 9% in. of space but clearly 
shows the sales features of one 
Borg scale to best advantage. Dis- 
play is free with each three scale 
order. Also available is a three 
scale display stand free with a six 
scale deal. Borg-Erickson Corp. 
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NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Portable elevating trucks 


If you handle large stocks of 
materials you will find this com- 
pletely redesigned line of portable 
elevating trucks interesting. The 
line includes fork and platform 
elevating trucks plus drum stack- 
ers and straddle models. Maximum 








loads range from 1000 lb for pedal 
models to 1500 lb for battery pow- 
ered types. A new catalog de- 
scribing the line is _ available. 
American Pulley Co. 
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(Continued on page 256) 
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Self-Liquidating Displays! Colorful, 
attention -getting, compact — take minimum 
floor space. New “‘Self-Liquidating” Plan pays 
cost of most of these displays. Ask your 
jobber or write direct for profitmaking details. 


No. 770. 


The “Midget” 
Tool Merchandiser 
that created a 
whole new 
market! 


Gardex 





No. 760. 


Lightweight Tool 
Floor Display. 
Opens a vast, 
untapped market 
for lighter 
weight tools. 


ives yOu 





more 
ways 





No. 960. Greatest development in long 
handled tools. A complete department in a 
few square feet. 


0 
move 


Finest rack ever 
for a limited 
display. Holds 
twice as many 
tools as the 
ordinary rack. 





No. 777. 


Combination 
Lightweight Floral 
and Midget Tool 
Display. Big 
seller in 

little space! 








ORDER NOW! 


See your jobber—or write for prices and de- 
tails of “Free Toll’’ offer! 


GARDEX inc. 


501 N. Carroll, Michigan City 2, Ind. 
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NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





(Continued from page 255) 


Marking tape roll dispenser 

This is an inexpensive price tape 
dispenser that holds up to 12 in- 
dividual rolls of assorted prices. 
The white cellulose tape cuts 
cleanly with 2,000 labels to a roll. 
“Price plus tax” tapes also avail- 
able. A special price is offered with 
the purchase of tape dispenser and 
24 different rolls of tape. A. Kim- 
ball Co. 
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Threading machine line 


The Rapiduction Jr. line of 
threading machines consists of 
four basic machines with different 
types of die heads and workholders. 
One machine, primarily for pipe 
threading of % to 2 in. capacity, 
has two types of dies in two sizes. 
The Power-Matic chuck is standard 


equipment on this model. Another 


model threads pipe and bolts after 
bending. Two other models have 
semi-automatic revolving die heads 
and handle bolts and rods. Oster 
Mfg. Co. 
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Hand trucks and dock boards 


This line of aluminum hand 
trucks and dock boards embody 
new construction features to make 
materials handling an easier and 
safer job. Met-L-Ite hand trucks 
come in standard sizes, widths 
from 24 to 40 in. and lengths from 
36 to 72 in. with capacities to 2,000 
lb. Dock boards have safety tread 
plate and rounded curbings with 
hand grips. Voltz Brothers, Inc. 
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Mower sharpening machine 


Your store can be lawnmower 
sharpening headquarters with this 
heavy-duty sharpening machine. 
This new Simplex machine will 
grind any lawnmower, reel or 
rotary, hand or power. It is a 
straight line type grinder and fea- 








tures a special rotary blade grind- 
ing holder. Fate-Root-Heath Co. 


For more data circle No. 83 on postcard, p. 217 


Paging-alarm system booklet 


You’ll find this illustrative 16- 
page booklet useful. It describes 
low cost, easy-to-install paging and 
alarm systems with practical texts 
and wiring diagrams. The six 
systems discussed include a privacy 
protector, fire alarm and intruder 
signal. Other uses for these sys- 


tems are also covered in the booklet. 

Edwards Co., Inc. 

For more data circle No. 84 on postcard, p. 217 
(Resume reading on page 14) 





«One sprayer 





for EVERYTHING / 







ee 
RediMix 4DIN } GARDEN HOSE SPRAYER 









@ World’s best garden hose @ Dial-A-Spray control valve, 


sprayer*. built-in Back Siphonage pro- 
@ Sprays flowers, lawns, and tection, new Zamak cap, and 
trees. all brass working parts. 


@ 40% discount on case of 3. 
@ Eye-catching display card. 


@ Comes with 2 different nozzles, 
instantly interchangeable. 














Praye sat 


COs insecnicivts Can 


2575 -28th Ave. No., St. Petersburg, Fla. 


Write for free catalog of all Sprayers & Nozzles fine 
products or contact your local distributor. 


aT AGEN 


RediMix Re diMix Ken*S i Garden 
Shrubmaster Lawnmaster pers Feeder 





No. 243C RediMix 2 in 1 
Retails 
$4195 


complete with 2 nozzles 





* (See page 341 of June 1956 
issue of leading consumer 
research magazine.) 


“Little Giant” 


Sprayer RediSprinkler 
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pMPOEN 


lampden 


Hampden — Mark of leadership The new summer 


furniture line again shows you why. In Hampden aluminum chaises real sales 





imagination brings you big extras like automatic arm action, improved mattresses 
and bright new covers, all realistically brought together under a price tag 


which won't stand in the way of the sale. 


Hampden Specialty Products, Inc., Easthampton, Massachusetts 
PerMANENT SHowrooms New York. ] Park Ave — Cuicaco: 666 Lakeshore Dr. 
Putra : 1607 Summer St — Los Anoeres 2155 E. 7th St. — 
— —_ San Francisco. 1355 Marker Sr. 







































SANDER RENTALS 
: are here to stay... 
= and the most popular and profitable 
2 | of them all is | AMerIcaN] 
sil 


Do-it-yourself is growing. So are the rental tool 

. profits of dealers who offer easy-to-use American 

- | Rental Sanders to their customers! Why? Because 
, | only American sanders carry a written 5-year 

maintenance guarantee, are tamper-proof and 

virtually wear-proof, publicized and promoted for 

you. With American Rental Sanders you get a 

complete tested kit of professional sales tools. Let 

us show you positive proof that extra profits 

come easy with American Rental Sanders! 


#° - - 


yas 


Send today for big free booklet 
that shows and tells you how to sell 
more of everything in your store, 
while making an Extra $1,000 
Net Profit! 








FLOOR SURFACING MACHINE CO PROFIT PROVED RENTAL TOOLS 
ate Sa lide SALES AND SERVICE IN PRINCIPAL CITIES 











$22 SO. $T. CLAIR ST. TOLEDO 3, OHIO 
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Hows the Hardware Business? 





NWHA Survey Shows Fishing Tackle Is Good 
Money-Making Line, But Not Without Problems 


(Continued from page 14) 
from retailers who fear mark- 
downs; wholesalers using uneco- 
nomic practices to put customers 
in a competitive position; high ex- 
pense of handling; too many whole- 
sale distributors; cut-price mer- 
chandising by discount houses and 
others. 

Other suggestions and observa- 
tions were made by the survey. 
These include: 

An openly publicized sales policy 
by manufacturers is needed, and 
it should recognize the functions 


performed by wholesalers and 
dealers; advance wholesaler selling 
information is needed in the form 
of samples, catalog pages, mats, 
etc.; smaller quantity packaging 
could cut handling and repacking 
expenses; and specialty salesmen 
are considered a real aid to in- 
creased sales. 

Of 1909 NWHA members report- 
ing on the survey, 29 advised they 
do not stock fishing tackle. Of the 
other 161, 138 said “fishing tackle 
is an important line,” and 134 an- 
swered, “It is a profitable line.” 





Factories turned out 
4 percent more in 1956 


More goods rolled out of the na- 
tion’s factories last year than in 
1955, the Federal Reserve Board 
reports. 

The board’s index of industrial 
production showed industrial pro- 
duction in 1956 averaged 143 per- 
cent of the 1947-49 average produc- 
tion. The index for 1955 was 139. 

High manufacturing levels should 
continue. The Commerce Dept. re- 
ports that $29.2 billion worth of 
new orders were placed with manu- 
facturers in November. This is $1.5 
billion more than was placed in the 
same month of 1955. 


The backlog of unfilled orders 
also rose. Unfilled new orders 
totaled $62 billion in November as 
compared with $53.8 billion in 
November, 1955. 

Manufacturers sales also were up 
in November. Sales totaled $28.9 
billion, up $1.6 billion from the 
year ago figure. 

Factory sales of home laundry 
appliances set a new record in 1956. 
The American Home Laundry Mfrs. 
Assn. reports sales totaled 6,107,457 
units. This was 7 percent higher 
than 1955, the previous peak year. 


Gas heater manufacturers 
shipped 2,773,600 automatic gas 
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water heaters in 1956, an all-time 
record high, according to the Gas 
Appliance Mfrs. Assn. But ship- 
ments of domestic gas ranges 
dropped 11.4 percent during the 
year. Gas range shipments totaled 
2 million units. 

Television set production in 
November dipped below October, 
the Radio - Electronics - Television 
Mfrs. Assn. reports. November TV 
set production totaled 679,993 units. 
Production in October had totaled 
820,781 units. 


Construction spending 
set new high in 1956 


More money was spent for all 
types of new construction in 1956 
than ever before. That’s the report 
of F. W. Dodge Corp. 


Dodge reports contract awards 
for new construction in 1956 
totaled $24.4 billion. That’s an in- 
crease of 3 percent over the 1955 
level and a new record. 

However, contract awards for 
new home construction were lower 
than 1955. These awards totaled 
$9.8 billion, a decrease of 4 percent 
from 1955 figures. 

A further decrease in new home 
construction during the first 
months of 1957 is indicated. 


The Veterans Administration re- 





ports it received 19,029 requests to 
appraise proposed new homes dur- 
ing December. This compares with 
21,941 requests in November and 
24,892 in December, 1955. 

The VA receives appraisal re- 
quests for proposed new homes 
several months before construction 
actually begins. 


Trend to cheaper homes 
boon to builders’ lines 


Here’s a sales tip, if your cus- 
tomers are buyers of new, lower- 
priced homes. 

Plan to promote lines that appeal 
to home owners finishing off their 


houses. Promote hand and power 
tools, fasteners, electrical and 
plumbing supplies and builders’ 


hardware lines. 


Here is the reason. The trend 
among builders is towards lower- 
priced housing. The trend was evi- 
dent at the recent annual conven- 
tion of the National Association of 
Home Builders. Housing at the 
$15,000 and up level is going beg- 
ging. Builders plan to concentrate 
at homes under the $10,000 level. 

Lower-priced housing will come 
through lopping off the extras such 
as the extra bathroom, cutting off 
the patio, and not finishing the 
basement game room or den. 
Buyers will take new homes with- 
out these extras, but are likely to 
put them in as soon as they can. 


Department store sales 
gain 2 percent over 1956 


Sales in the nation’s department 
stores in the week ended Jan. 19 
were 2 percent higher than in the 
same week of 1956, the Federal 
Reserve Board reports. 


For the first three weeks of 1957, 
sales were 4 percent higher than 
last year. 

Here is a breakdown of depart- 


ment store sales by Federal Re- 
serve districts: 


Four wks. 

Federal Reserve One Week Ending Ending Year 
District Jan.19 Jan.12 Jan. 19 1956 
oston *“*@@eere08 — 4 — 3 + 6 +3 
New York ...... — 2 + 9* + 8 +6 
Philadelphia .... + 3 + 4* + 7 +3 
Cleveland ...... — 3 + 1* + 3 +3 
Richmond ...... +1 +13* +11 +3 
Pn sesreeee + 4 + 5* +10 +5 
CRIGRMO cccccecs + 3 — 3* +6 +4 
PD cececs +11 — 2* + 4 +4 
Minneapolis .... + 7 + 1 + 7 +5 
Kansas City .... + 5 — 6* + 7 +2 
2. tescsieg oe F 0 + 8 +3 
San Francisco .. + 3 + 2 + 6 +2 
J Total .. +2 + 3 + 7 +4 


ad ‘Revised 


HARDWARE AGE, FEBRUARY 14, 1957 











Be Prepared 
For the Spring 
4 eo Gardening 
| Trade 





Your customers will ask for 
KEES hand garden tools. Be 
ready—order now for the rush 
of spring gardeners. Each tool 
is made of 18-gauge, one piece 
pressed steel, with baked 
enamel finish. The handle ends 
are closed, rounded and smooth 
—no wooden plugs or metal 
caps to work loose and come 
off. 





Individual tools: 2 dozen per case. 


Set: 1 set per carton, 24 sets per case. 


The set shown above | 


ORDER FROM YOUR JOBBER. is the four-piece No. 


Write to: P. O. Box 630 184 set. Available also | 


in three-piece Garden 
set No. 183. Set No. 183 
does not include fork. 


F. D. KEES MFG. CO. 


BEATRICE NEBRASKA 


NOW! 


at It’s Multi-Purpose 


= ANTROL rose spray 


Kills Insects, Mites, Aphids 
.-» Controls Black Spot, 
Powdery Mildew 


New Antrol Multi-Purpose Rose Spray 
Bomb is a fungicide . . . insecticide. . . 
miticide all in one! Contains Captan and 
Karathane for control of black spot and 
powdery mildew, plus Pyrethrins, Piper- 
anyl Butoxide, Rotenone and Lindane. 


BIG ECONOMY KING-SIZE! 
Plant lovers love this new 15 ounce Antrol 
Multi-Purpose Rose Spray Bomb. Lasts 
longer. Gives greater coverage. More 
effective, too! 


BIG AD CAMPAIGN! 
Backed by ads in newspaper garden sec- 
tions, leading garden magazines and 
local television programs. Don't lose 
profitable sales. Stock up now! 


for free catalog. 
Since 1874 





























One Handy Spray Bomb 
That Works 3 Ways! 














Garden Division 
BOYLE-MIDWAY INC. 


22 E. 40th St., N. Y. 16, N. Y. 


HARDWARE AGE, FEBRUARY 14, 1957 






















You haven't seen them all until you've 





seen the complete line of plastic 


GARDEN HOSE 
PLIMOUTE 


Originators of plastic garden bose 





- CANTON ~< 


oe eee AAAS 


GARDEN HOSE 

100% vinyl — Full 7/16” 1.D. — 
GUARANTEED IN WRITING 
FOR 7 YEARS! 50 ft. length retails 
for LESS THAN $4.00! 


FREE SAMPLES / 


Write for FREE SAMPLES and price 
list of our full line — actual sections 
with couplings that will SELL for you! 


PLY MOU 'T'E+ russer company 


1896 


CANTON. MASSACHUSETTS 
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The POINT * a ie 
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In PROMOTIONAL pieces that... 
SELL...SELL...SELL 


Catalogs, broadsides or mailing pieces 













For hardware, housewares, toys and gifts 
Tailored to your specifications 

In two or four colors 

Personalized with YOUR DEALERS’ NAME 
Economical in cost 


Delivered on time 


All phases from basic idea to the finished product 
handled competently for wholesalers exclusively 


by MEYER MERCHANDISING SERVICE INC. 
400 N. Wells St. Chicago 10, Ill. 
Whitehall 3-0698 























Here is a new idea that offers faster 
sales, /arger sales, and greater 
profit than ever before in the sell- 
ing of screws, bolts, and nuts. 


GREAT NEW PACKAGE! 


This sparkling, clear-plastic box 
provides good display of the mer- 
chandise and brilliant labeling — 
plus a DraweRack storage system 
that is ¢ops with the customers. 

















SCREWS ¢ BOLTS « NUTS 






Forty most-wanted types and sizes are packaged in 
generous quantities to sell at the uniform price of 
59c per box. (Example: 114 x 8 Zinc Plated Flat 
Head Steel Wood Screws—quantity per box, 51.) 


GREAT NEW MERCHANDISER! 


Revolving wire rack takes minimum counter space, 
displays all 40 selections. Customer simply pulls out 
bottom box in stack. Easily restocked! Wonderful 
attention-getter! Great for do-it-yourselfers! 

8 y ee 
















as 





~ se s 
ae 





For information, write... 


ELCO TOOL & SCREW CORP., 1800 Broadway, Rockford, Ill. 
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New Wholesalers’ Aids 


for Dealers’ Use 


Bingham offers dealers 
big promotional kit 


A four-page spring bargain days 
consumer mailer is offered to deal- 
ers serviced by the W. Bingham 
Co., Cleveland wholesaler. 

Mailer is backed up by a 164- 
piece kit for more selling impact. 
Kit includes hangers, pennants, and 





GOES HERE “<< ;7$ our 
8% EVENT 


OME CINE MERE TO FEATURE SPECIAL LUNES O8 SERWICES ee 
’ i" Fs TELEPHONE om | 








sr 






2 x eR ’ 
of od »* 
> wv PRL 
we ; 
ons 


jumbo posters. Many pieces of the 
kit are printed in electric colors, 
and are shaped like spring flowers. 

Spring needs are all especially 
low priced for this sale. Merchan- 
dise featured includes lawn and 
garden, sporting, clean up and 
paint up, and carpenters’ supplies. 
A 50¢ coupon valid with $5 or 
higher purchases is included to 
stir up extra sales activity. 

Complete kit costs dealers $11.50 
per 1000. Each dealer may have his 
store name imprinted on the cover 
page. 


Kelley-How-Thomson 
has monthly promotion 


Dealers in the eight state area 
served by Kelley-How-Thomson, 
Duluth, Minn., wholesaler, will find 
sales stimulation in a new monthly 
combination package of a best sel- 
ler catalog and free store trim. 

A different kit is available each 
month. Each carries a strong sea- 
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PAINT ROLLER Hob-Nlob WORK 
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Sells Itself, 
BS TLATTOP EXTENSION 


ae This Popular 
————ES]_ SELLER | ee 35 
$ Do-It-Yourself 


om A NEw Line! 








sonal merchandising message. Best 
sellers are illustrated on tabloid- 
size, colored and folded _ sheets. 
These sheets each feature (see il- 
lustration) one or two key items on 
the front panel. Prices are left 


® KESTER 


blank on these items. CC | A TV-RADIO & 
The front page doubles as a pen- | KESTER | 1. | - SOLDER - 

nant, or window or counter card to \ SOLDER > as : 

help dealers display items. Each ~ ’ 

dealer inserts his own retail price | | SOLID wre i i 

with grease pencil or crayon. { KESTER | 


Price sheets, order blanks, and 
sample display ideas come with 
each kit. Dealers are encouraged 





to order “the easy modern way by KESTER : Se —T 

mai).” - . ( ine sal — ‘a Ip. 
SALTS ‘ ‘ei aa al Le 

Manufacturers adjust | ane \ oF 


wholesale, retail prices 


| 
Numerous changes in wholesale | 
and retail price levels have recently | 
been announced by these manu- 
facturers: 

Ray-O-Vac Co. has increased re- 
tail prices on all types of flashlight 
batteries. Other increases covered 
lantern, ignition and multiple, farm 


radio pack, and certain high volt- 
age photoflash batteries. Samples of 
new prices: Nos. 1 LP “C” and 2 
LP “D” flashlight batteries are now 
20¢; No. 5 LP “D” battery is 25¢, 


and six-volt lattern batteries are 





98¢ EVERYTHING YOU NEED FOR PROFITABLE SOLDER SALES 
Berns Air King Corp. has re- is available in the profit-maker Kester Solder line. But your 
duced model RA20 20 in. fan from — ’ : 
“‘do-it- x ' t. Make 
$52.95 to $39.95 retail. The same do-it-yourself” customers won’t buy it if they don’t see i 
model in the 14 in. size, model RA a display for Kester products, be sure it’s in a good location, then 
or hei Rae FRE, 20 see how it attracts the trade. Don’t forget to feature Kester’s free 
last year, $29.95. 
Westinghouse Electric Corp. has 16-page “how-to-do-it” booklet, “Soldering Simplified.” A liberal 


issued a general price increase of 
list prices of incandescent, fluores- 


cent and photo lamps. Not all prices KESTER SOLDER COMPANY + 4207 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
have gone up, and one line, Beauty NEWARK 5, NEW JERSEY *« BRANTFORD, CANADA 


supply is yours for the asking! 
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ONE-MAN CROSS-CUT SAWS 














PENNSYLVANIA 
SAW CORPORATION 


THE NEW WRENCH 








H THE “INNER GRIP" 


eos Ps or = 
= 


WRENCHES 


-- GRIP and DRIVE ALL 










HEX HOLLOW-HEAD 
SCREWS AND |. 
CAP SCREWS! o 


NO FUMBLING 
NO DROPPING 














OVER 200 TYPES AND SIZES IN STOCK 
MANUFACTURED EXCLUSIVELY BY 
GS over Be eT 









































Tone tinted light bulbs, is un- 
changed. Typical of price increases: 
standard 100-watt inside frost 
bulbs, from 22¢ to 23¢; and 75- 
watt light bulbs, from 19¢ to 21é¢. 

Viking Sloane Corp. has lowered 
prices of its former $1 line of Mir- 
acle Cloths to 69¢. While maintain- 
ing lines at list prices of $1 and 
$2, each of these lines is propor- 
tionately larger than the new lower 
priced line. 


Market for TV sets 
saturated in cities 


If you are looking for a market 
for television sets, look outside the 
big city areas. The market for tele- 
vision sets in the metropolitan 
areas has just about reached the 
saturation point. That’s the word 
from the Census Bureau. 

The Census Bureau surveyed the 
television market last August. Here 
is what it found: 

In metropolitan areas, 84 per- 
cent of all households owned tele- 
vision sets. In June, 1955, the num- 
ber of metropolitan households with 
television sets was 78 percent. 

In rural areas, only 60 percent 
of all homes had television sets. In 
June, 1955, only 46 percent of these 
homes had television. 

The market for selling a second 
set is still open. Only one in 25 
homes has two television sets. 
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“I'm including a fuse, ma'am, It'll 
come in handy when your husband 
starts to tinker with the light 


switches. 
© Hardware Age, 1957 
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Fair trade actions are 
taken by manufacturers 


A number of suits to enforce fair 
trade prices have been announced 
by manufacturers. 

Bissell Carpet Sweeper Co., Grand 
Rapids, Mich., announces a judg- 
ment has been entered in Supreme 
Court, New York County, perma- 
nently restraining Davis Brothers 
House Furnishings, of Queens 
County, N. Y., from selling Bissell 
carpet sweepers below the fair trade 
price. 

Toastmaster Products Div., Mc- 
Graw-Edison Co., Elgin, Ill., an- 
nounces a permanent injunction 
was issued in New York County 
Supreme Court to permanently en- 
join Gaylin’s Housewares Co., 
Bronx, N. Y., from selling Toast- 
master products below fair trade 
prices. 

Toastmaster also announced 
three consent decrees were issued 
in New York County Supreme Court 
restraining Ribowsky Discount 
House, Bronx, N. Y.; Irving’s 
Housewares, Brooklyn, N. Y.; and 
Edward Gould Sales Corp., Mineola, 
N. Y., from selling Toastmaster 
products below fair trade prices. 

Three other dealers have been 
served with summonses and com- 
plaints in fair trade action, Toast- 
master announced. They are House 
of Values, Inc., Newark, N. J.; 
Nash Industries, Inc., Bronx, N. Y.; 
and Bronx Master Sales Co., Inc., 
Bronx, N. Y. 


Credit spending rises 
$435 million in Nov. 


Customers bought lots more 
goods on credit in November. 

The Federal Reserve Board re- 
ports customers added $213 million 
to their instalment payments in 
November. Customers increased 
their purchases on non-instalment 
credit, such as charge accounts, by 
$222 million. 


Business failures drop 


The number of business failures 
in the week ended Jan. 24 totaled 
258, according to Dun & Bradstreet, 
Inc. This compares with 278 fail- 
ures reported the previous week 
and 284 in the corresponding week 
a year ago. 
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RED HOT...and RARIN’ TO GO! 





Colorful," Point of Purchase” Displays| ™ 
Designed to Boost Your F 
UNION Sales in 1957 / 


Here is UNION’S popular Model 6119 Super 
Steel Mechanic’s Tool Box which is now packed 
and shipped in a dual-purpose carton. . . quick- 
ly and easily converted into this interest-com- 
pelling floor or table display holding four boxes. 
Available for“‘Hardware Week” promotion only. 





The 6119 is a big, rugged tool box...a 
full 19” long .. . built of the best quali- 
ty cold roiled steel for durability and 
long life. The box most in demand 
by most mechanics! 






JOBBERS! 


DEALERS! 


These two items are specially priced 


for IRHA ‘“‘Hardware Week'’ promo- 
tion. Both are standard items—not 
stripped-down specials. Order now! 


And here’s UNION’S newest and fastest sell- 
ing item...the STACKMASTER Utility Cabi- 
net with the exclusive LOK-TaB feature which 
permits easy stacking in multiple tiers of 12- 
drawer or 24-drawer units. Each unit shipped 
with an “attached-to-product” type of dis- 
play. Model U-12 illustrated. 


UNION STEEL CHEST CORP. 
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SELF-SERVICE FIXTURES 
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IN OVER 25,000 STORES 
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GRAND RAPIDS 





Experience with the 
SCIENCE OF SELF-SELECTION 
increases sales, profits 30%* 


Knowing the “do’s” and “don’t’s” 
of merchandising stores for self- 
selection — how many brands to 
carry how to display high 
profit and volume items .. . 
departments to add .. . store lay- 
out and engineering the 


equipment to display more mer- 
chandise more efficiently. These 
things Bulman knows better be- 
cause of their greater experience 
.. . greater volume. To get the 
most out of self-selection, get Bul- 
man fixtures and store planning. 


* National sales increase 
of Bulman equipped and 


Write, wire or call Department HA 27 merchandised stores. 
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The Greatest Name in Self-Selection 
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STOCK 


SPRINGS 





for easy sales 


This Gardner two-drawer spring 
cabinet really is the convenient and 
profitable way to stock and sell 
springs. Cabinet No. 933 contains 
the most popular sizes and types of 
extension and compression springs— 
218 springs in 79 sizes in coded 
compartments. Each spring is top 
quality, precision made and plated. 
Coded box refills always available 
from stock. One- and four-drawer 
cabinet assortments also available. 


Order from your jobber, or write us. 


Also Weatherstrips 
Clean-out Augers 
S909 Pole Sockets 


ARDNER WIRE CO. 


1329 Se. Cicero Ave., Chicago 50, Ill. 

















FOR BUYERS OF 
LOW PRICED 
HIGH SPEED DRILL BITS 


"U. S$. Eagle” is TOPS! 


THE “U.S. EAGLE” LINE OF 
29 JOBBERS LENGTH SIZES 
AND 60 WIRE SIZES PACKED 
: ONE AND TWO IN AN EN- 

VELOPE IS PRICED TO SELL. 
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THE 167 DRILLS IN THIS CASE 
SELL FOR $130 AT RETAIL PRICES. 
DEALER’S PRICE FOR CASE AND 
DRILLS COMPLETE IS $75. 


CENTURY DRILL & TOOL WORKS 


100 LAFAYETTE ST. NEW YORK CITY 
DIVISION OF AVILDSEN TOOLS & MACHINES, INC. 














Promotions 








Manufacturers’ New Merchandising Plans 


F. E. Myers & Bro. offers 
direct mailing program 


A direct mail program to help 
you present more product and serv- 
ice information about home water 
systems to your customers is of- 
fered by F. E. Myers & Bro. Co., 
Ashland, Ohio. 

The program includes six four- 
color mailing pieces with space for 
your imprint. 

Among the subjects covered in 
the mailing pieces are: how the 
dealer is qualified to plan, install 
and service home water systems; 
water system suggestions for home- 
owners planning to remodel; more 
water related to better farm pro- 
duction; water conditioning; and 
pointers for suburbanites living 
beyond city water mains. 


Landers, Frary & Clark 
promoting home cleaners 


Landers, Frary & Clark, New 
Britain, Conn., is promoting Uni- 
versal home cleaners with a com- 
bination offer. 

The “Jumbo-Combo” combina- 
tion offer points out to the cus- 
tomer that she can get a twin 
brush floor polisher with her 
choice of a home cleaner for the 
price she would expect to pay for 
the cleaner alone. 

The offer will be advertised in 
Saturday Evening Post, Life, Mc- 
Call’s, Ebony, and Coronet maga- 
zines and newspapers in key mar- 
kets. 


Ride-A-Mower Co. offers 
dealer listing in ad 


You can list your store’s name 
and address in a full-page ad for 
the Ride-A-Mower in the May issue 
of House & Garden. 

The Ride-A-Mower Co., a sub- 
sidiary of Midwest Mower Corp., 
St. Louis, will run the one-page 
color ad with half a page consisting 
of an ad for the 1957 Ride-A- 
Mower and an offer of a free dem- 
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onstration on the reader’s lawn and 
the other half of the page listing 
dealers carrying the line. 

If you want your store listed, 
write to Ride-A-Mower Co., 4927 
Delmar Blvd., St. Louis 8, Mo. 

Other mower advertising will ap- 
pear in Practical Gardener, Insti- 
tutions, Flower Grower and Popu- 
lar Gardening. 


Ekco to feature price 
specials on three sets 


Ekco Products Co., Chicago, is 
promoting Flint cutlery sets and 
Keepsake stainless steel tableware 
with price reductions from March 
1 through May 30. 

The six-piece 7006 Flint Holdster 
cutlery set will retail at $14.95 with 
the trade-in of an old knife. The 
regular price is $19.95. 

The four-piece Flint Holdster 
set, regularly $10.95, will retail at 
$7.95 during the promotion. 

A 26-piece set of Keepsake 
stainless steel tableware, regularly 
$12, will retail for $9.95 during the 
promotion. 


Polisher, Electrikbroom 
featured in Regina ads 


Regina Corp., Rahway, N. J., will 
promote its Twin-Brush polisher 
and scrubber and Electrikbroom 
this spring with large space color 
advertising in 21 consumer maga- 
zines. 

You can tiein with the promo- 
tion. The company is offering news- 
paper mat services, radio and 
television commercials, envelope 
stuffers, displays and giveaway 
folders. 

Magazine advertising will appear 
from February through June. 

Among the magazines which will 
carry the ads are Better Homes & 
Gardens, American Home, Living 
for Young Homemakers, Ladies’ 
Home Journal, McCall’s, Good 
Housekeeping, Family Circle, 
House Beautiful, House & Garden, 











\ wer om ey Boracts 
SEAL-KOTE 


Gp Xe helps you sell! 


National advertising — plus a 

newspaper mats is full line of sales aids and dis- 
plays—creates strong customer 
preference for SEAL-KOTE, 

commercials the new liquid plastic. SEAL- 
KOTE’s universal uses—indoors 

or out—assure you of strong 

year ‘round sales. Wide range 

window banners Of colors. 


envelope stuffers 


AA-3902 


THE WOOSTER SEALKOTE COMPANY 


Wooster, Ohio 


Here's a space-saver | 


NAILS AT THE COUNTER 


Put nails, bolts, and other bulk items right under the counter 
in a Revolvo Counter Unit, where you on one side and your cus- 
tomers on the other can reach them easily. Customer service is 


speeded, your time is saved. 


Each Revolvo has three sections of four compartments each, 
a total of twelve full-keg compartments in each bin. Counter top 
is 36” high, 32’ deep, covered with heavy-duty green linoleum. 
ORDER TODAY! Model NBC 240 (iwo bins, illustrated) 


Model NBC 120 (single bin). The Frick-Gallagher Mfg. 
Co., 102 S. Michigan Ave., Wellston, Ohio. 


STORAGE PLANNED FOR PROFIT ! 
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“BUILDERS HARDWARE SINCE 1877” 


Wd UO». 


fast-selling favorites 
In PENN-AKRON’S 
complete line of 
beautiful cabinet 
Nardware. 


(above) 
STREAMLINED PULL 
—Telitemtell- mie. t_.« 
available in 7 
wanted finishes. 


(below) 

BEVELLED EDGE KNOB 
Solid die cast; 1” 
and 2” diameter. 
in 8 finishes. 


Contact your 


jobber or write 


PENN -AKRON 


HARDWARE CORPORATION 


(Oe 77, NEW YORK 



















JUMBO 


All steel, large ca- 
pacity (4 cu. ft.). 
Edge of press- 
formed tray rein- 
forced with steel 
rod. Braces support 
tray, legs. Baked 
automotive finish. 
Pneumatic, semi- 
pneumatic or steel 
heel. 














Manufacturers Promotions 
(Continued ) 


ACE 


= Low-priced favor- 
ite. Lightweight. 
Handles support 
full length of 3 cu. 
ft. capacity tray. 
Baked automotive 
finish, self-lubri- 
cating bearings, 
puncture-proof tire. 





Redbook, Parents’, Sunset, Im- 
provement Era, Home Modernizing, 
New Home Guide, House & Gar- 
den’s Book of Building, House 
Beautiful’s Building Manual, Beau- 
tiful’s Guide for the Bride, Bride’s 
Magazine and Modern Bride. 


o* 

~. 
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Other ads will appear in maga- 


SPREADERS zines for the hotel, motel, insti- 


LAWN SPRAYER 


7 models. Many patented . bape 
features. “Pertilizer : _ fer tied Santi. tutional and office building fields. 
Mae Seis tne SMOOUAT MCC ML CAM MEE ers, insecticides, weed 


:. —. — 3 
; Bes 
ISSCC LM CUCi ame 25, row for 9600 

| IN AMERICA F  Sahod entomstine ta: Scovill schedules ads 
pe eee 999” Gases =  --~-~--~._] | for its watering aids 
JACKSON MFG. CO. 


Full-color ads in Saturday Eve- 
Harrisburg, Pa. 


per’’ for spreading peat 
moss. Nylon bearings. 
Baked automotive finish. 


ning Post and other national con- 









4 sumer magazines will be used by 
: Scovill Mfg. Co., Waterbury, Conn., 
LAWN ROLLERS ‘ to promote its Green Spot line of 
| © run’ completely : lawn and garden watering acces- 
LAWN and GARDEN CARTS ¢ ome - grade q 2-in-1 SPREADER-CART sories this spring. 
stee rums. io ° 
2 ruggedly-bult models. Low. f Rounded edges . ate toe Other advertising is scheduled 
pri andi-Cart, shown, has prevent cutting legs, wood handle, 13 adjust- . taf 
5 cu. ft. capacity. Jackson ! sod. Adjustable : ments, baked astamative for newspapers, and on television. 
. J scrapers. nish, nylon bearings, ots- ; : , 
tures popular flat bottom, “ ” ecial point of sale displays 
baked automotive finish. f ! tp ood a ee _ ted 


that you can use are available from 
the company. 








AT HARDWARE STORES & GARDEN SUPPLY DEALERS 


FOREMOST LINE >. 


SINCE '39 INCREASE Tie-in kit is available 


YOUR from Dominion Electric 

PROFITS A sales kit to help you tie in with 
its ‘Perfect Companion” promotion 
this month is available from Do- 
minion Electric Corp., Mansfield, 
Ohio. 

The promotion is for tie-in sales 

of the firm’s coffeemaker and im- 

SPRAY ENAMELS mersible fry-skillet. 

The kit contains reprints of Do- 












Bp an minion’s national advertising, 
Oz. CAN point of sale banner for window 
\ peu or wall use and special badges for 
’ mses 16 SPARKLING your employees. 

ye COLORS 







MAKES SATISFIED | Brearley to offer $3 





Z TOR nein ng Ban 
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- 
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Coonan saving on bath scales 
pycnidia | oe. j and Your customers will be given a 
2 Sinn adie . , BUILDS chance to save $3 on the purchase 
; REPEAT SALES of a Counselor bath scale by the 
Step up unit sales with the self-serv- Brearley Co., Rockford, Ill. 


ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 


proven, “sure-fire” traffic stopper. ALUMATONE CORPORATION 


1523 Grande Vista Ave., Los Angeles 23, California 


Customers buy the scale from 
you at regular price and then mail 
their sales slip to the company to 
receive their $3. 


The special offer will be adver- 








meeilt METAL eb C0. 


9270 Olive Street Road St. Louis 24, Missouri 


RENGC S 
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For the Man who 
“TREATS ’EM ROUGH” 


Parker’s new H-75 
Tubular Frame 
Hack Saw 


The most rugged Hack Saw on the market 





Steel handle cov- 
ered with tough, 
Thilele-toL dele) (Mel iote 
tic formed into 
full-size comfort 
grip. 


Adjusts for both 
S a yy. ae 
blades. 


Extra strong, 4 
deep, shockproof 
frame of heavy 
steel tubing 
double plated 
chrome finish. 


P Neth ticle) ( Mil lilies) 
rest for easier, 


& 
wf + 
a be 
& 
oe 


truer sawing. 


Exclusive, patent- 
ed, forged blade 
holders 
FOUR sawing 
directions. 


lock in 








PARKER MANUFACTURING CO. 


weweGeueeren ll, MRSS. Bis. 
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ROLL-A-GLIDE ¢ ers 


rammner like anal 


Ball Be 


ACES 
RoLLs EASILY OF A 


The only Ball Bearing Casters 
suggested 


Guaranteed by GOOD HOUSEKEEPING! retail 


AMERICAN TACK 


INTRODUCES REVOLUTIONARY 
“MAIL-1T-ON" 


BALL BEARING CASTERS 


1. The only Nail-point ball casters on the market. Nail- 


point casters go in easily . . . and stay on! 
2. Special serrated nails for maximum holding power! 


3. Hardened, nickel-plated balls and housings for extra 
long wear! 


4. Roll easily on all surfaces! 


5. Fit all furniture legs — chairs, sofas, tables, TV sets, 
children's furniture, porch furniture, hassocks, etc. 


6. Eye-catching Day-Glo color display card sells on sight! 
ONE-STOP BUYING when you order your ball bearing casters 


along with American Thumb Tacks, Met-L-Art Upholstery Nails 
and Presto Tacks... all fine products of the American Tack Co. 


AMERICAN TACK COMPANY, INC. 


Flatiron Building,-New York 10, N. Y. 


Ship the following and bill through jobber below . dozen 
cards No. BC-1! Roll-A-Glide Ball Bearing Casters. Suggested retail 
39¢ per card. 


Your name Title 
Company name 
Address 


Jobber's nume. 


Address 
















































Good News Travels Fast | Manufacturers’ Promotions 








Everyone is talking about the (Continued) 


ee Pe 
Continental tised from April 20 through June 
in Ladies’ Home Journal, McCall’s 


onsale Atyling’ This Week, Good Houstieeping, 


Parents’ and Sunset magazines. 
of the 





Schick featuring free 
Shaver through April 


Schick, Inc., Lancaster, Pa., is 
promoting its men’s and women’s 
electric shavers with a special offer. 
Customers buying the men’s shaver 
receive a coupon which entitles 
them to a free personalized Lady 


V800 








| Schick. 
A new concept in | The offer to customers expires 
heater styling April 30. 


| You can order Schick 25’s with 
| the special offer coupons through 
March 31. 

The promotion will be advertised 
on Dragnet on NBC-TV and in 
Life magazine with four full-page 
color ads. 

You can tie in with the promo- 


Send for new catalog 
showing complete line of 
vented and safety cabinets 





MARTIN STAMPING & STOVE CO., 


Huntsville, Ala. tion. A package of promotional 

a aids, including counter cards, win- 
‘ane | dow streamers, radio and TV 

| #6 NYLON scripts and newspaper ad mats, is 
f 































—s CORD available from Schick. 


rc >WER LAWNMOWESS 
OUTEDARD MOTORS 








| 3 promotions are set 
for fishing equipment 
With the start of the fishing sea- 
son just about here, a number of 
promotions to help you sell fishing 
equipment have been announced. 
Shakespeare Co., Kalamazoo, 


te bey, steck and sell 
SPRING LOCK WASHERS 





= a AT LAST Mich., has prepared a series of five 
Your customers will welcome the A Nvi heen: aut fishing booklets that you can use 
convenience of buying spring lock yion arter Co , 
washers in NEW UNI PAKQ. with the Strength of Steel! sae envelope stuffers or that you can 
These sturdy, visible, space-saving R distribute over the counter. In ad- 
paks make these spring lock wash- ue SOn dition, the company will mail the 
ers easier to handle on any job. . 
Sell UNI PAK@® because they're EVERLASTING #6 booklets to customers who write 
the most up-to-date and most use- ; : 
ful package of spring lock washers. NYLON STARTER CORD the aay for information after 
They'll boost your profits by boost- reading some of its ads. 
ing lock washer sales. © 3/16" dia—840 Denier Dupont 


There is no charge for the book- 










Write for complete details, job- Nylon Cord 42" long 
aa and FREE © Over 1100 Diamond Braided Nylon lets. Topics covered are bait cast- 
"PHILADELPHIA STEEL AND WIRE Filaments ing, spin fishing, fly fishing, salt 

CORPORATION * 400 Lbs. Tensile Strength water angling, and push-button 
Penn St. and Belfield Ave., Phila. 44, Pa. ¢ Guaranteed Long Life Even Under fishing 
Sales Offices and Warehouses: Severest Use 

New York, Detroit, Chicago, Cleveland © 3" Bright Red Lacquered Handle Ben Pearson, Inc., Pine Bluff, 

will not Chip, Peel or Fade Ark., will feature full-color ads for 


ly-Packed . : : 
: <r re Merchandising bowfishing in the March issues of 
from Rack Outdoor Life, Archery and The 


Archers’ Magazine. 


SPRING LOCK WASHERS R ueS OT The ads will be the first. of a 


278 Johnston Ave., Jersey City, N. J. series to introduce the company’s 
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More set-at-a-time sales... mean | 


BIGGER VOLUME 
v~~. FOR YOU! 











< 
s a. # 
ar ~ 
y / 
\* ' ~ Fr Wastebasket Hamper 
‘we — 83 10%, 9, x 21, 
\ 
¥ 
_™ [il ; 
v Now ...a complete Bathroom Line 
by 
Tissue Dispenser: _ j= i Reeware° 
xS5x? / a 
; y | in the beautiful, best-selling, 





| ff )amaseus Rose 


' | pattern 


DECOW ARE still leads your profit parade! We've combined the tested selling 
appeal of the “Damascus Rose”’ pattern with a complete metal housewares line 
for bathroom, bedroom or boudoir Now, you can offer a wastebasket, 


hamper, sanitary brush holder and tissue dispenser—all by DECOWARE 


SHOPPERS GET A COLOR CHOICE of black, white, pink and turquoise 


— : backgrounds. Beautifully lithographed—by Continental Can Company, of 
rush Holder r 


sy, x18 course—they’re made of tough, heavy gauge steel for lasting customer 
8 


satisfaction 


PROFITABLE? BIG MARKUP and BIG VOLUME make this certain. Wire, 


phone or write to get our prices—and your profits! 











PACKING 
UNIT DOZEN WEIGHT PER 
PER CARTON CARTON 
No. 604 Hamper Set 'A 32 pounds 
(602 Wastebasket and 603 Hamper) 12 5'2 pounds 
Sanitary Brush Holder ir 974 pounds 
Tissue Dispenser 1 13 pounds 











C CONTINENTAL CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 - Central Division: 135 So. La Salle St., Chicago 3 - Pacific Division: Russ Building, San Francisco 4 

















Lal gives you “prolit protection” and a Quality Sell 


That’s why you are sure to have a top 
fan-selling season if you offer the 
rounded, complete Lau fan line! Fa- 
mous Lau! This year miles ahead again 
in fan styling...in performance...in © 
beauty. Designed by master stylists to 
match every demand of modern inte- 
riors, these fans give you sales you are 


proud to make. 


Prices? This year Lau is more com- 
petitive than ever! Dealer helps? Loads 
of ’em, including some knock-down 
displays that are knock-outs! Advertis- 
ing? You bet... good round-the-coun- 
try television and radio participations 
that will sell your customers on Lau 
before they ever come into your store. 

But, more than any of these, there 
are the Lau policies that make it easy 
for you to enjoy a “profit protection” 
that’s unique in the field. Let the Lau 
representative give you all the details 


... today! 
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Twin Twelve (Model 1257-T)—Slim, 
trim, with new automatic thermostat! 
3-speeds. Lightweight, portable; hangs 
on casement window in seconds. 16” 
x 32” x 5%". Twin 12” blades move 
3120 cfm.* 





Super Porta-Breez (Model 1657-SPB) 
—New mobile air circulator; easily 
moved on non-scuff wheels. Height ad- 
justable stand. Full 360° tilt. Popular 
Super Sixteen fan. Shipped complete 
in one space-saving carton. 
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Ultra-Twenty (Models 2057-U, UB, 
UT, UP) —Four decorator colors! Re- 
cessed control panel holds Saf-T-Eye, 
3-speed switch, thermostat, electric re- 
verse switch. Complete with spacers. 
Big 20” blades move 3950 cfm.* 
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Special Twenty (Model 2057-RW)— 
Powerful low-cost fan. Electrically re- 
versible! 5 position control. Built in 
adjustable spacer panel. Fits windows 
30” to 38%” wide. 20” blades move 
3950 cfm.* 


Super Twenty (Model 2057-S)—Popular 20” portable air circulator. Automatic thermostat, 3-speeds. 
22” x 22” x 5%”. Spacer panels for window installation available. Big 20” blades move 3950 cfm.* 
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Super Sixteen, Super Twelve (Models 
1657-S, 1257-S)—Portable air circula- 
tors, complete with Tilta-Breez stand. 
“Comfort Grip” handles. Sixteen: 18” 
x 18” x 5%”; 3000 cfm.* Twelve: 16” 
x 16” x 5%”; 2300 cfm.* 
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Powerflow Twenty-Four (Model 2454- 
WR2)— Cools an entire home. Quiet, 
belt-driven, 2-speeds, electrically re- 
versible. Fits windows 31” to 36” wide. 
26%2”" x 31” x 10”. Moves 5500 cfm.* 

*( Equiv. NEMA) 


World's Largest Manufacturer of Air-Conditioning Blowers 


LAU FANS « THE LAU BLOWER CO. © 2007 Home Ave., Dayton 7, Ohio 
Azusa, California. In Canada: The Lau Blower Co. of Canada, Ltd., Kitchener, Ontario 

















Manufacturers’ Promotions 
(Continued ) 





new lines of bow reels and fish 
arrows. 


True magazine is sponsoring a 
“Let’s go fishing” promotion which 
you can use to promote your fish- 
ing department. The promotion will 
coincide with the magazine’s April 
issue. 

The magazine will supply you 
with blowups of the magazine’s 
cover, posters, brand names signs 
and banners. 

If you wish you can set up a con- 
test for customers to guess the 
weight of the fish on the magazine 
cover. The magazine will release 
the answer to all participating 
stores at the same time. 

Twenty-one cash prizes will be 
awarded to dealers with the best 
displays tying in with the promo- 
tion. 


Ronson offers trade-in 
allowance for lighters 


Ronson Corp., Newark, N. J., 
has a new promotion to help you 
sell table lighters. 

The company is giving customers 
a $5 trade-in allowance toward the 
purchase of all Ronson table light- 
ers. 


All Ronson pocket and table 
lighters will be accepted for the $5 
allowance. All other American-made 
table lighters will also be accepted 
in trade for $5. 





Kordite is sponsoring 
merchandising contest 


You may win as much as $5000 
by entering a contest on how well 
you merchandise freezer supplies. 
The contest is sponsored by Kordite 
Co., Macedon, N. Y. 

Eighteen prizes totaling $15,000 
worth of store remodeling will be 


awarded. The contest closes Sept. 
30. 


Contestants will be judged on 
merchandising techniques to draw 
customers to the freezer supplies 
department, window display ideas, 
advertising and sales promotion 
methods, and how you would use 
the $5000 first prize money to im- 
prove your store. 
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handiest 
kit known 


for fast repairs 
around the home 


For Repairing: 
Lawn Mowers 
Garden Tools 
Hand Tools 
Water Tanks 
Worn Valves 
Irrigation Pipes 
Broken Castings 
Loose Hinges 
Feed Troughs 
Boat Parts 
Gas Tanks 


Here’s the amazing new product for 1001 
do-it-yourself uses for homes, 


tories and autos. . 


it in LIFE. 


Packed in eye-catching display carton (6 


& 
aa 
— Plastic Stee J 
Fiastic Steel 


. repairing pipes, tanks, 
washing machines . . 
ators and motor blocks! As easy to use as 
modelling clay. Your customers read about 





DEVCON 


THE PLASTIC STEEL 


80%, Steel—20%, Plastic 











farms, fac- 


fixing cracked radi- 


kits) . .. sells on 
sight at $1.98 per 
kit. 

FREE demonstra- 
tion unit with each 
display 

Every family is a 
DEVCON cus- 


tomer! 

Call your whole- 
saler today — or 
write 





DEVCON CORPORATION 


400 Endicott Street, Danvers, Mass. 
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“FOLD-A-WAY" 
Shopping Carts 


3 Models—Plated. 


Shipped completely 
assembled. 


Write for prices. 


CIRCLE METAL MFG. CO. 
4268 Pacific Way, Los Angeles 23, Calif. 














Bright Nickel Finish 
No Jutting Points 








GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 


IN PLACE 


Double Spring Action 
2 Sizes Hold Most Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, N.Y. 














CHAIR-LOC 





Amazing New Liquid 
S-W-E-L-L-S Wood 


@ Penetrates wood fibre— 
makes them e-x-p-a-n-d 
permanently. 

@ Quickest and easiest way 

te fix leose chair runs. 
car handles, dowe 
dove-tails, ete. 

A Fast-Selling Impulse item 


Write for Free Samples and 
Literature 


CHAIR-LOC CO. 
Lakehurst 3, N. J. 









HIGHEST QUALITY 
LOWEST COST 
BIGGEST PROFITS! 


The least expen- 
CS pensive anchor on 
>. the market . . . and the 
ted best! The sides spread 
out when screw is in- 
serted gripping any 
type wall. Packed in 
display boxes, bulk or 
carded in hand strips 
of six. Sold exclu- 

sively through 











wholesalers. 


“JORDAN INDUSTRIES INC. 
| 2751 N. W. 75th St., Miami, Flo. 
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Always Good 
Profit Makers! 


ALUMINUM 


TACKLE BOXES 


Waterproof construction. 





ee 
Sa 


ee: 
POR 
erg 


No. 492 E 


Drawn from one piece of aluminum. 


Seamless. No seams to open up and 


leak. The only complete line of rhe Warla's Largest 
aluminum tackle boxes nationally / Monutactorst 

advertised to pre-sell your customers. | tackle 8 Boxes 
DISPLAY THEM and YOU'LL SELL THEM uinow Oe "byeket? 


FALLS CITY DI 


STRATTON & TERSTEGGE CO., 


VISION 
INC., 





P. O. BOX 1859, LOUISVILLE, KY. 








Eacior to sell 
..- because they're 


better known! 


PURITAN 


TOILET SEATS 


PRODUCTS, INC 





NEW 


Merchandising Ideas 


Looking for more profits, better 
salesmanship? Hundreds of deal- 
ers have used this Hardware 
Age reprint as a source of ideas 
for sales training meetings, etc. 


Self-Service 
Salesmanship 


10c ea. 


Selling in a self-service store re- 
quires a new type of salesman- 
ship. Here is an easy to under- 
stand explanation of how you 
can train your sales people to 
get the most out of self-service. 
4 pages. 





order copies from 
Editorial Reprint Service 


HARDWARE AGE 
Chestnut & 56th Sts., Phila, 39, Pa. 


Cash must accompany order 
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Manufacturers build new 
plants and warehouses 

H. K. Porter Co., Inc., will build 
an $8 million chemical plant at 
Pascagoula, Miss. Completion is 
scheduled for early 1958. Plant will 
be on a 400-acre tract at the new 
deepwater channel now being built 
by the Jackson County Port Au- 
thority. 

Toolkraft Corp. recently opened 
its new 40,000 sq ft monitor plant 
at Springfield, Mass. New plant 
consolidates machining and paint- 
ing operations, and provides ad- 
ditional office space. 

Borden Co., Chemical Div., will 
double the size of its manufactur- 
ing plant at Santa Barbara, Calif., 
with the addition of 36,000 sq ft 
of space to increase production by 
65 percent. Borden has announced 
a new plant at Leominster, Mass. 

Boston Woven Hose & Rubber 
Co. recently occupied its new ware- 
house at Denver, Colo., for promp- 
ter service and delivery for the 
Mountain States area. 

Gibson-Homans Co. recently 
completed building a new 20,000 
sq ft plant and buying a 43,000 sq 
ft building only nine months after 
a crippling fire at Cleveland. New 
plant allows manufacturing for the 
peak of 1957 volume with substan- 
tially increased production. New 
buildings are on adjacent plots of 
ground. 


_—_———————— 


Low-level display 
pulls juvenile trade 





Here are two youngsters looking at 
fishing items at the Mackentepe 
Hardware Co. in Cullman, Ala. This 
is a common sight at the store be- 
cause L. J. Mackentepe built a 
special low-level island to show 
sporting goods of interest to young- 
sters. The island is topped with per- 
forated board panel on which baits, 
lures, tackle and other outdoor items 
are shown. 
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Fits any Toilet Tank Top 
Suction cups under corners 
assure safe level support 
on curved tops. 


TOILETRIES TRAY 


and TISSUE DISPENSER 


CHOICE OF HOMEMAKERS! These new 
Lustro-Ware items offer built-in convenience, 
fresh decorative beauty, plus the advantages of 
rust-proof, clatter-proof, easy-to-clean polyethylene. 
Toiletries Tray is packaged for visual selling. 
Order from your Lustro-Ware supplier along 
with matching waste baskets and 175 other 
nationally advertised Lustro-Ware housekeeping 
necessities. For catalog and free merchandising 
aids, write COLUMBUS PLASTIC PROD., INC., 
Columbus 23, Ohio 
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PLASTIC HOUSEWARES 













TOILET BRUSH HOLDER 
and Plastic Bristle Brush 


Rust-proof polyethylene with cere! O8 4g ttruas > 


seamless leak-proof bottom. F Guaranteed by ™\ PTT SS 
Built-in shelf for storing clean- Good Housekeeping Americas Foremadbl ; 
er. Individually boxed. Ss soveansen WS ans 


OF “FLEXIBLE” ond “RIGID” PLASTICS 






















""MY DAD HAS 
MORE PEOPLE 


The old saying “success breeds success" is as true today as in 
the past. Regardless of political and economic trends people keep 
on living and buying. Successful merchants depend on creating 
sales and attracting business from their competitors. The surest 
way to improve sales is to make your merchandise look most 
attractive. This is easily done with HELLER Fiexible View Modern 
Store Fixtures. Your store properly equipped will draw the trade. 
. Increase your sales and make you more money. 


W. C. HELLER & CO., Montpelier, Ohio 


WALL SHELVING 
TABLES 

GONDOLAS 
COUNTERS 

GUN CABINETS 
SPECIAL DISPLAYS 
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Write today for Catalog 
No. A-27 With HELLER'S 
Low Prices! 
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CLEAR CLOGGED TOILETS 


TOILAFLEX 


sey] Pet ga ALLANGLE Md [late (-tg 


Guaranteed to 










in a jiffy! 


An exciting new item 
by the makers of 


WATER MASTER 
TANK BALLS 


A series of successful test campaigns have sold 
thousands of Toilaflexes—have proven this power- 
ful new plunger sells itself on sight. There’s an 
unlimited market for Toilaflex, in homes, fac- 
tories, institutional buildings, motels, etc. 


Beginning this month and running the entire year 
"round, the greatest advertising campaign ever 
conducted for a plunger will direct customers to 
your store for TOILAFLEX. Don’t miss these easy, 
new sales. Stock TormaFLex . . . sell TormaFLex! 


$2.65 each retail . . . your cost $1.75 each 
packed 4 to the shipping carton 


Order today from your jobber, or send us your 
order and give your jobber's name 


THE STEVENS BURT CO., New Brunswick, N. J. 


a division of the Water Master Company 
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Packaged nails save 
time and sell more 


Pre - packaging of nails has 
greatly cut time spent by clerks 
in the fastener department at 
Swinney’s Hardware Co., Tulsa, 
Okla. 

Bagged in the most popular 
amounts, one-pound lots, nails are 
stored on the front edge of each 
bin. 

And this packaging is psycho- 
logical. Customers rarely hesitate 
to take an 18¢ package of nails 
when, often, they only want a 
nickel’s worth. 

pute 


a me meow 
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Be VALS fe 


- 


‘ elf NAIC aad 





Pipe Rack Can Be Used as Gondola Display 





Here is a display unit you can build to fit on top of a gondola. Unit consists 
of a 34-in. pipe bent at both ends to form a rack. Pipe fits into flanges screwed 
on top of gondola. Display cards are hung on. rack with pipe brackets. Bottoms 
of cards are screwed to 1x2 in. stick which rests against pipe legs causing cards 
to hang at slight angle. Other merchandise can be hung on back of cards. 
This display is from G. C. Thompson Hardware Co., Nashville, Tenn. 











| Magnetic Catches to 
meet every cabinet 
requirement 








#560 Magnetic Cabinet Catch 





3 _ : EPCO Magna-tite magnetic catches feature #570 Magnetic Catch for Fine Furniture 
lifetime magnets . . . self-aligning to enlarged ; : 2 
| strikes .. . great versatility of mountings and #591 Magnetic Cabinet Catch (single magnet) 
\ are quick and easy to install. Non-corrosive #592 Magnetic Catch for Heavier Doors 
\ aluminum cases are neat in appearance and 
\ are available in special finishes on request. 


























































#560 Catch sets the standard 
for most cabinets. The 7570 
is designed for fine furniture— 
mounts flush with little mor- 
ticing. The new 591 catch 
permits unlimited mounting 
possibilities. The new 7592 
offers double magnets for 
reatest holding power for 
vier doors. 
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ANNOUNCING 


A NEW PRODUCT FROM THE MANU- 
FACTURERS OF THE SUPER GLO-TORCH 
ELECTRIC 


Putty Torch 


A NEW KIND OF PUTTY SOFTENER 


‘S| QUARE-BUILT TO FITCOR- 
NERS WITHOUT TURNING 


New heavy duty tool with tubular heating 
unit revolutionizes putty softening. Three 
heating edges for greatest maneuverability. 
Heat reflected down to base of putty. 
Leaves sash edges even, smooth. Putty 
torch can be used continuously all day long 
—eight hours or more—without overheat- 
ing. Shaped to “get the corners,” both 
right and left hand, without turning tool. 
Constructed of heavy duty materials .. . 
rated 750 watts, 115 volts AC/DC. Stain- 
less steel reflector . . . hardwood handle. 
Unconditional guarantee against defects in 
workmanship and materials. 









ee 


$1 400! 
Dealer 


Order from jobber or direct from 
Cost 


LUDLOW PRODUCTS CORP. 


Dept. H-2—I416 Broadway, Schenectady N. Y. 











Aluminum Wire 
strong (500 Ibs. breaking 
strength) 7 strand #18 wire 
— clean handling because 
of special pre-cleaning proc- 
ess — corrosion resistant — 
non-snarling — pre-measured 
—every concentric coil meas- 


Strand — 


ures 2 feet — connected coil 
1000 feet of 50 ft. coils to a 
carton—an addition to pres- 
ent line of galvanized TV 
wire—Prompt deliveries from 
stocks in Worcester, Chicago, 
New Orleans, Houston, Dal- 
las and Los Angeles. 


G. F. WRIGHT STEEL & WIRE CO. 


231 Stafford St., Worcester, Mass. 
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The NEW easy action 


SCREEN - - STORM 











5005 - BRASS LATCH & TRIM 
05005 - BRASS LATCH - STEEL PLATED TRIM 


e Simple installation 
e Easy action closing with door closer 
e Positive locking : 
e No die castings 
e Full polished finish 
e Excellent closet latch 


e Only 2—54" holes required. 
Bore 2g” deep. 





SAFE PADLOCK we HARDWARE 


eo. — ene a 
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Read it in 





HARDWARE | 


NEWS OF 





HARDWARE AGE FOR 





Hardware Merchants & Manufacturers Fete 
Edmand Orgill daring 71st Annual Banquet 


Edmund Orgill, Mayor of 
Memphis, and former presi- 
dent of Orgill Brothers and 
Co., Memphis wholesaler, was 
honored recently with a gold 
medal and scroll at the 71st 
annual banquet of the Hard- 
ware Merchants & Mfrs. 
Assn. of Philadelphia. 

Award was for “outstand- 
ing activities which refiect 
credit upon American busi- 
ness.” 

Jury of award, which made 
the presentation, was Edw. 
K. Tryon III, chairman; D. 
Rumsey Plumb, and Wm. 
Geo. Steltz. 

President of HMMA 
Charles B. Leinbach, of Sup- 
plee-Biddle-Steltz Co., Phila- 
delphia wholesaler, acted as 
toastmaster. 

Other officers for 1957 are: 
D. Rumsey Plumb, Fayette 
R. Plumb, Inc., Philadelphia, 
vice-president; and Thomas 
A. Fernley, Jr., secretary- 
treasurer. 


Board of directors in- 





EDMUND ORGILL 


cludes: Mr. Tryon; C. E. 
Siegfried, M. S. Young & 
Co., Allentown, Pa.; R. P. 


Farrington, Potts-Farrington 
Co., Philadelphia; H. D. 
Moore, Metal Sponge Sales 
Corp., Philadelphia; E. A 
McKenna, Stanley - Yankee 
Tools, Inc., Philadelphia; and 
A. P. Goldsmith, Wickwire 
Spencer Steel Div., Colorado 
Fuel & Iron Corp., Philadel- 
phia. 





Lange Retires as Head 
Of Knapp & Spencer Co. 


M. C. Lange has retired 
as president of Knapp & 
Spencer Co., Sioux City, 
Iowa, wholesaler, for reasons 
of health. He will continue 
as vice-chairman of the 
board. 

Mr. Lange joined Knapp 
& Spencer in 1919 as book- 
keeper. He served as office 
manager, treasurer and vice- 
president before being elected 
president in February, 1952. 


Edwin Goldsmith Joins 
Atlantic Hardware Corp. 


Edwin Goldsmith, former 
general purchasing agent of 
Igoe Brothers, Inc., has 
joined Atlantic Hardware 
and Supply Corp., New York 
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City industrial supply dis- 
tributor. 

Mr. Goldsmith was with 
William Goldenblum & Co. 
prior to his association with 
the Igoe firm. 


J. S. Sherman Elected 
President of Roberts 


James S. Sherman was re- 
cently elected president and 
general manager of Rob- 
erts Hardware Co., _ Inc., 
wholesaler at Utica, N. Y. 

Mr. Sherman succeeds 
Sherrill Sherman, who re- 
cently resigned as president 
after serving for 25 years. 
Sherrill Sherman will re- 
main as treasurer. 

Other officers are: Miles 
T. Hutchinson, vice-presi- 
dent; Mrs. A. R. Doolittle, 
secretary; and O. J. Riesen- 
berger, assistant secretary. 


Spain, Dudley Advance 
At Southwest Hardware 


Jack Spain was recently 
promoted from sales repre- 
sentative to merchandise and 
promotion manager of South- 
west Hardware Co., dealer- 
owned wholesaler at Nor- 





JACK SPAIN 





WAYNE DUDLEY 


walk, Calif. 

Jointly, the firm an- 
nounced that Wayne Dudley, 
former sales representative, 
has been named to the 
newly-created post of head 
of dealer relations. 

Both men have been with 
the firm since 1952. 





American Hardware Reports Largest Sales 
Volume, Biggest Dividends in Its History 


The highest sales volume 
in its 47-year history was re- 
ported for 1956 by Ameri- 
can Hardware Supply Co., 
dealer-owned wholesaler of 
Pittsburgh, Pa. 

The company also reported 
that dealer-stockholders 
earned the largest return 
ever paid by the company. 

Sales plans for 1957, an- 


nounced at the annual mer- 
chandise fair and stockhold- 
ers meeting, held Jan. 28 and 
29—at Pittsburgh, call for 
sales of $16,500,000, accord- 
ing to E. A. Hastings, gen- 
eral manager. 


Details of the 1956 sales 
year, as given to members by 
B. W. Hill, treasurer, showed 
that sales gained 8.8 percent 
over 1955 and dealer divi- 
dends increased 12.3 percent. 


The need for continued im- 
provement in merchandising 
techniques was stressed in a 
talk by V. O. Hall, assistant 
general manager. He pointed 
out that a store doing $100,- 


000 volume in 1947, would 
have to do $140,000 in 1956, 
just to account for inflation, 
etc. 

The keys to better prof- 
its, Mr. Hall said, are bet- 
ter display and fewer outs. 
The amount of profits lost 
through outs, he said, are 
emphasized by a study he 
made that indicated that one 
out of every four items in a 
store is usually out. 


Mr. Hall also reported that 
the 450 dealer members of 
American did a total retail 
sales volume of $56.6 million 
in 1956. He expects them to 
do $60 million in 1957. 


Three directors were re- 
elected at the meeting. They 
are: H. Kirchner of Youngs- 
town, Ohio; C. Cunningham 
of Mt. Pleasant, Pa., and 
W. R. Conoway of New Lex- 
ington, Ohio. 

A door prize of an all-ex- 
pense paid trip to Miami was 
won by V. Roads of Roads 
Hardware, Lynchburg, Ohio. 


HARDWARE AGE, FEBRUARY 14, 1957 











AGE while it’s NEWS 





HE TRADE xu sxxxs 





FEBRUARY 14, 1957 





C. H. Brill Honored On 
Retirement At Herr Co. 


Carl H. Brill, secretary 
and director of purchases, 
Herr and Co., Lancaster, Pa., 
wholesaler, was honored re- 
cently for 53 years of ser- 
vice on the eve of his retire- 
ment. 

Paul H. Herr acted as 
master of ceremonies at Mr. 
Brill’s testimonial dinner. A 
presentation was made. 

W. Howard Litzenberger 
succeeds Mr. Brill as direc- 
tor of purchases. 





CARL H. BRILL 





Marshall-Wells Sells Canadian Affiliate 
To Gamble-Skogmo; No Changes Are Planned 


Marshall-Wells Co. of Can- 
ada has been sold to Gamble- 
Skogmo interests of Minne- 
apolis, Gamble-Skogmo, Inc., 
announces. 

Names of purchasers were 
not revealed. Gamble-Skogmo 
said it plans no changes in 
management or organization. 

The Canadian firm oper- 
ates 19 warehouses and three 
manufacturing plants in 
Canada. 


Gordon V. Mead, president 
of Marshall-Wells Co., whole- 


saler in Duluth, Minn., said 
the Canadian interests were 
sold to provide Marshall- 
Wells with capital to carry 
out an expansion program in 
the United States unit, which 
has its headquarters in Du- 
luth, Minn. 

Controlling interest in the 
Marshall-Wells Co. was 
bought by Ambrook Indus- 
tries, Inc., of New York, in 
1955 from the trustees of the 
A. M. Marshall estate. 


Finalists Are Chosen For 9th Annaal Brand 
Names Contest; 20 Dealers Vie For Awards 


There are 20 hardware 
stores in final competition 
for five awards for the ninth 
annual brand name Retailer 
of the Year competition for 
1956. 

Henry E. Abt, president, 
Brand Names Foundation, 
Inc., recently announced 
that a record number of mer- 
chants entered the competi- 
tion which closed Jan. 21. 


Competing finalists in the 
hardware category are lo- 
cated in 16 states and Can- 
ada, with New York State 
having the greatest number. 
Included are Walter Byde 
Co., Fresno, Calif., and John- 
son Self Serve Hardware, 
Sioux Falls, S. D., winners 
of the runner-up Certificate 
of Distinction in 1955, and 
H. H. Bennett Hardware 
Co., Easton, Pa., a 1951 Cer- 
tificate of Distinction winner. 


Other finalists are: Al 
Forgit Hardware, Newport 
Beach, Calif.; Blevry Hard- 
ware, Dorval, Montreal, Que- 
bec; Peninsula Hardware, 
Daytona Beach, Fla.; G. E. 
Meyer & Son, Inc., South 
Bend, Ind.; Peterson’s Cash 








Hibbard Dealers Gather For Merchandise Session 


Part of audience at opening session of Hibbard, Spencer, Bartlett & Co. fourth annual con- 
vention and merchandise show at Hibbard’s warehouse in Evanston, Ill., last month. 
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Hardware, Charlotte, lowa; 
Carlisle Hardware Co., 
Springfield, Mass.; W. J. 
Sewell Hiardware Co. and 
South Side Hardware, Butte, 
Mont.; and Rickel Hardware, 
Union-Paramus, N. J. 


Also: Lewis & Conger, 
Manhasset, N. Y.; Pickard 
Hardware, White Plains, 
N. Y.; MecKeithan Hard- 
ware, Red Springs, N. C.; 
David’s Hardware Co., Hous- 
ton, Texas; Arco Hardware, 
Norfolk, Va.; Ernst Hard- 
ware Co., Seattle, Wash.; 

(Continued on page 278) 


S & M Co. Makes Two 
Territorial Changes 


The S&M Co., hardware 
wholesaler at 1301 Hennepin 
Ave., Minneapolis, has made 
two territory changes and 
appointed a new buyer. 

Gerald Carlson has been 
named to travel southern 
Wisconsin. He succeeds 
Henry Grosse who recently 
resigned. 

Marvin Johnson now rep- 
resents the company in north- 
eastern South Dakota. 

Leonard Karlson has been 
appointed buyer of hardware 
and plumbing supplies as of 
January 15. He had previ- 
ously been sales manager for 
the Dakotas and Montana for 
Janney, Semple, Hill Co., 
Minneapolis hardware whole- 
saler. 


Warner Hardware Co. 
Promotes Korzenowski 


Warner Hardware Co., 
Minneapolis, Minn., has pro- 
moted Ed Korzenowski to 
the newly-created post of 
contract hardware sales 
supervisor of its wholesale 
division. 

Mr. Korzenowski had been 
a salesman for the company 
12 years. 
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Pre-Sold 


TES Tl een 


. 4293 
20°'x29”" fire bowl, 
grid height, 284’’. 


Acceptance 
Means 
More 


No. 6193 
28” dia. fire bowl 
29”’ 


GRILLS 


Trademark of The Finest Products... 


RECOMMENDED By 
America’s Outstanding Authority on Good Eating 





4 @ All parts made of heavy-gauge steel. 

: @ Heat and rust resistant gunmetal finish. 

@ Solid bottom fire bowls, eliminate dropping coals and grease. 
@ Chrome plated, spatula-fiat and rod type grills. 

@ Standard equipment includes: Windshields and grid height lift. 
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Customers know the outstanding quality of the 
products endorsed by Duncan Hines...and the 
distinctive features that make these grills easy to 
sell. They dis-assemble quickly for easy storage or 
traveling. Hand and battery operated spits are 
available, for both round and rectangular models. 
Sizes for every need, priced for every market. 


ORDER FROM YOUR JOBBER 
*T. M. Duncen Hines Institute. 
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No. 3293 
16a"'x26”’ fire bowl, 
as height, 26’’. 
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No. 5193 , 
21'"’ dia. fire bowl, 
grid height, ae. 


No. 2193 
14’’x20\4”’ fire bowl, 
i —s oat 












WEP AND COMPANY, INCORPORATED — 






Producers of Quality Metal Products for 94 Years 
illinois 





5701 Murray Street © Macomb, 



























BRENTON T. MORSE 


Krylon Elects Morse 
To High Positions 


Brenton T. Morse has been 
elected vice-president and 
treasurer of Krylon, Inc., 
Norristown, Pa. 

Mr. Morse was controller 
and assistant treasurer of 
Botany Mills and Gera Mills. 


Bingham Spring Show 
Draws 2300 Dealers 


Well over 2300 dealers 
from a nine-state area 
shopped the recent three-day 
spring merchandise and 
sporting goods show in the 
warehouse at W. Bingham 
Co., Cleveland wholesaler. 

The fifth, sixth, and sev- 
enth floors of the firm’s toy 
warehouse held 145 exhibits 
manned by 225 manufac- 
turers’ representatives. 

More than 250 merchan- 
dise prizes were awarded 
visiting dealers. A _ buffet 
dinner and guided warehouse 
tours were daily features of 
the show. 

All of Bingham’s § sales 
staff took part in showing 
dealers around the exhibit. 


News of the Trade 





Brand Names Awards 
Finalists Are Chosen 


(Continued from page 277) 
Hilgendorf Hardware, Mil- 
waukee, Wis.; and National 
Supply & Hardware Co., Mil- 
waukee. 


Each finalist has been 
asked to submit detailed ex- 
amples of the best of 1956 
advertising and other brand 
name promotional activities. 
These presentations are the 
basis for final selection of 
five awards in the hardware 
category. 

Winners will be selected 
from these presentations at 
New York, March 6, 7, and 
8. Brand Name Retailer of 
the Year is awarded a 
plaque, and Certificates of 
Distinction are given to four 
runners-up. 

Judging committee is made 
up of 24 executives heading 
stores that won top honors 
in the 1955 competition. 
Hardy Rickbeil, Rickbeil’s 
Hardware, Worthington, 
Minn., will represent the 
hardware stores category on 
this committee. 


Awards will be presented 
at New York May 3 at the 
Waldorf - Astoria Hotel. 
Award dinner climaxes na- 
tional Brand Names Week, 
April 28-May 4. 


Plomb Too! Change 


Ata special meeting of the 
stockholders of the Plomb 
Tool Co., Los Angeles, Calif., 
recently, the corporate name 
was changed to Pendleton 
Tool Industries, Inc. 

















Here's just a small portion of the opening day throng of 
dealers who attended the recent three-day show at W. Bing- 


ham Co. 
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SERVICE SHARES. 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Also, we are now pro- 
ducing a mew line of Star Blade-Type Plow 
Shares —in regular and short patterns — de 
made from solid steel, rolled to our own 
strict specifications, and automatically heat 
treated for maximum strength and wearing 
qualities. You'll want complete details now. 


FULLY GUARANTEED 
AS TO QUALITY, FIT AND FINISH 
STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S. A, (EST. 1873) 




















Model 50 
$4.45 






ROTARY 
GRASS SHEAR by 


GUTTA 


/ Ze): 
PROFITS 
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Model 300 
$6.95 


America’s favorite 
all purpose lawn and 
fy garden edgers... 


Model 100 


$5.45 si ¢ Finest Quality 


Materials and 
Workmanship 


A ¢ A Real Labor-Saving 

Garden Tool 

¢ Colorful 48-inch Handles 
A FAST SELLER! 
NOW! A 40% 

DEALER DISCOUNT ITEM 


CASH. IN ON ROWE’L-EZY POPULARITY 









Model 200 : fe 








4 ML LA LLL 4 
Rowe Tool Co., 312 $. Palm Ave., Alhambra, Cal. 
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WHEN IT COMES TO 
FLEXIBLE PLASTIC PIPE 





































‘we don't take 
ANYBODY’S 














GUARANTEED-QUALITY FLEXIBLE PLASTIC PIPE 


is guaranteed 
RIGHT in WRITING 


You can’t afford to take anybody’s say-so on the 
quality of flexible plastic pipe — not when failure 
of inferior pipe may lead to thirsty livestock, parched 
lawns or crops, or break- 
down of a drinking water 
system. That’s why it’s 
good business to guarantee 
customer satisfaction with 
Cresline — the pipe that’s 
guaranteed right in writ- 
ing. We, too, refuse to 
take anybody’s word for 
quality. We use only vir- 
gin polyethylene, of 
course — never scrap 
materials of unknown 
composition. But even 
among virgin polyethy- 
lenes, some are better 
than others. We pick the 
best, proved best by ac- 
celerated use tests in our 
own laboratories. In addi- 
tion, we check quality 
through every stage of 
production. There are 
many profitable advan- 
tages to being a Cresline 
dealer, including shipment 
of every order within 24 
hours. Write today for 





LOOK FOR THESE ADDED 
PROOFS OF QUALITY 





This seal on Cresline Pipe 
shows the National Sanitation 
Foundation has approved it for 
drinking water use. 








Cresline is made with Du Pont 





literature and name of 
your Cresline representa- 
tive. 


FREE TO JOBBERS ... 


SLIDE RULE DATA CHART. Quickly 
helps you find answers to such 
problems as friction loss, pressure 
drop, GPM flow, etc. Write for de- 
tails on how to get your free 
plastic pipe “‘Data Chart.”’ 


Alathon 25 and is marked with 
this tag. It proved the best in 
our tests. 


ALL PLASTIC PIPE IS 
ROUND, BLACK AND HAS 
A HOLE IN IT... BUT 
THERE IS A DIFFERENCE! 


CRESCENT PLASTICS, INC. 


Dept. A-7, 955 Diamond Ave. 


* Evansville 7, Ind. 
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Cat. #BB197 
Template Butts, Button Tips 
with permanently attached Bearings 


Builder’s Special 





MANUFACTURING CO. 








“A Good Line to Handle” 
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NEW VISIPAKS-—Order by the 
carton of individual carded items. 


GRIFFIN 


“since 1899” 































Officers Installed At 
Central States Meeting 


Central States Hardware 
Club held its 19th annual 
meeting and dinner party at 
Chicago’s LaSalle Hotel on 
Jan. 21. More than 325 at- 
tended. 

Officers were installed for 
1957. They are: Frank M. 
Hagerty, president, succeed- 
ing Clarence T. Gilchrist; 
John F. Gallagher, general] 
sales manager, E Z Paint 
Corp., vice-president, and 
Ben Leve, retired from the 
Carborundum Co., secretary 
for his 19th term. 

Three new directors are: 
J. R. Moore, western regional 
manager, American Steel 
and Wire Div., U. S. Steel 
Corp.; C. R. Mesler, Chicago 
regional manager, Buffalo 
Bolt Div., Buffalo - Eclipse 
Corp., and R. P. Melius, sales 
manager, Skil Corp. 

The club announced its 
19th annual golf party would 
be held June 7 at Chevvy 
Chase Country Club, Wheel- 
ing, Ill. 


Stanley Division Names 
McGowan Sales Director 


Benjamin I. McGowan, Jr., 
has been named director of 


—News of the Trade 











BENJAMIN I. McGOWAN, JR. 


Specialties Co., subsidiary of 
the Stanley Works, New 
Britain, Conn. 


Mr. McGowan was as- 
sistant to the vice-president 
in charge of sales at General 
Bronze Corp. 


2700 Service Dealers 
Will Handle Reo Parts 


Parts for Duo-Trim power 
mowers will be available 
through 2700 service dealers 
of Reo, division of Motor 
Wheel Corp., Lansing, Mich. 


The firm recently stated 
that both dealers and cus- 
tomers will benefit under the 
new plan, designed to expand 
the market for service deal- 








Wrought Steel Butts 
Cat. #R240 


You'll find the trade saying “Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality . . . and most im- 
portant the customers like the products.” 


Display them and you'll sell them—Griffin 
Hinges ... order by the carton... 
selections your customers want. 








sales of Stanley Building ers. 


North Dakota Assn. Elects Officers 


























Here are the officers of North Dakota Retail Hardware Deal- 
ers Assn., recently elected at 58th annual convention in 
Fargo. From left, front: J. L. Gyldenvand, LaMoure Hard- 
ware Co., president; A. E. Bye, Gilby Hardware Co., first 
vice-president; and R. F. Paris, Paris Hardware Co., second 
vice-president. Back row, from left: Earl Milde, Milde Hard- 
ware Co., director; Wallace Haugom, Haugom Hardware Co., 
advisory board; Herbert Hertz, Hertz Bros., Inc., director; 
Paul Gardner, Gardner & Zeren, past president and advisory 
board; George Miller, Miller Hardware & Implement Co., past 
president and advisory board, and Evelyn McGrann, secre- 
tary. Not shown is Earl Olson, O. P. Olson Co., a new 
director. 
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FOR STORM WINDOWS & SCREENS 


NEW “Serve Yourself’ Display Card— 
Packed 3 doz. cards, in corrugated mailing 
box, shipping wt. 51/2 Ibs. Each 4"x6”, eye- 
catching, 4-color pel punched for hang- 
ing, contains 4 fasteners complete with 
screws. Suggested Dealer Cost . . . 3 doz. 
cards $6.96. 


ee STANDARD Bulk Supply Counter Carton— 
Four-color display box contains 1 gross of 
fasteners with screws and one unit 
mounted on demonstrator block. 
Box size, 7”x7"x2'2". Shipping 
wt. 5 Ibs. Suggested Dealer 
Cost . . . $6.00 per gross. 

Made by LUDWIG MFG. CO., Racine, Wis. 

ORDER FROM 

YOUR HARDWARE JOBBER 


Sittp 
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THIS CONCRETE WAS “FOR THE BIRDS” 4a 


















BUT— iT CAN BE MADE SMOOTH QUICKLY, 
EASILY AND INEXPENSIVELY eucek 


‘é 

Go? Later (oncrete 

REPAIR - TOPPING - WELDING 
REVOLUTIONIZES cement and masonry repairs- 
ELIMINATEStheCHIPPING or ROUGHENING, 
PRIMING ond CURING thot ore necessary 
with ordinary cement patching materials. 
What's more. if is applied as THIN as %s or 
more thon | whotever thickness needed 
Saves contractors, home owners. formers, 
maintenance men hundreds of dollars in 
concrete replacement and repoirs. 
INCREASE YOUR SALES-DOLLAR VOLUME 
INSTANTLY ect Later (concrete 
REPAIR AND TOPPING IN THESE 3 SIZES 
a terrific seller in the Fix-It-Yourself market! 


SMALL KIT — 8 /[bs. 
(sufficient to repair 50 to 
150 ft. of average cracks) 


Sagi 








L 





eimai - UNIT- 





$ rum 

EISU PONCE cccecs 2.95 arises a pte 

LARGE KIT — 14 /bs. mix, | gollon latex mixer 

(double size) Sufficient to cover approx 
LIST PRICE ...... 54.95 100 sa. ft, Ye thick 


LIST PRICE 
BOTH KITS include powder mix, liquid rubber latex and a trowel. 


.. *10.00 





LIBERAL DEALER DISCOUNT. Prices are F.0.8. Chicago 


HA 27] 6958 South State Street 
—_ hicago 2 nois 


x ¥ 





Th CAm COMPANY, ke 


YEAR 
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The CHOICE 


where quality counts i 





INSTALLS FASTER 





LIFETIME GUARANTEED 





Year after year, the world’s foremost home 
prefabricator depends upon E-Z-SET for up-to- 
the-minute styling, ease of installation and trouble- 
free operation. You, too, can depend upon National 
E-Z-SET because they are priced right to sell fast. 


Self-aligning thru-bolts Available with or without 


deadlocking latch bolts in 
regular or 5” (1 pc.) backsets 
Also matching interior sets 


Only 3 pre-assembled units 


In all standard finishes 


Over 25 Years Manufacturing Fine Builders Hardware Exclusively 


ATIONAL HARDWARE 


CORPORATION 
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greater 
leis tiael| 
toughness 

















means repeat sales 
for you ... naturally. 











A repeat sale is in the making when a satisfied customer 
walks out of your store .. . and Hill Hickory handles satisfy 
every customer, whether he’s a handy man, sportsman, or 
working craftsman. Here's why. 





The greater natural toughness of Hill Hickory 
handles means (1) greater natural ability to 
spring back to original shape after sudden stress, 
and (2) greater natural ability to soak up the 
shock of impact. 








These two Hill Hickory features are important to every 
customer because they mean (1) longer life for the handle, 
and (2) greater comfort for the user. 







Tell your customers this simple story. It'll help 


you sell Hill Hickory handles. 
AND REMEMBER: if it's Hill Hickory .. . 





handle it! 












Write today for all the facts and the name of 
your nearest jobber. 






TOOL HANDLES 


Manufactured by 


HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, TENNESSEE 
























News of the Trade 








Thomas C. O'Neill, new president of Builders Hardware Club 
of Northern California, left, receives gavel from outgoing 
president, James R. Bair. 





California Club Elects, 
installs New Officers 


The Builders Hardware 
Club of Northern California 
elected and installed new of- 
ficers at its meeting recently 
in San Francisco. 

Tom O’Neill, of Russell & 
Erwin Div., American Hard- 
ware Corp., is the new presi- 
dent. 

Other officers are Lew 
Cline, E. M. Hundley Hard- 
ware Co., San Francisco, 
vice-president; Lee Cotterel, 
California Builders Hard- 


ware Co., San Francisco, sec- 
retary; Fred Coholan, the 
Stanley Works, treasurer, 
and Bob Murphy, Progress 
Lumber Co., Redwood City, 
sergeant-at-arms. 

The group is planning to 
conduct a second Builders 
Hardware School, patterned 
after last year’s successful 
school. 

Outgoing president James 
R. Bair, Bair’s Hardware, 
San Matteo, received a 
plaque from F. E. Hay, area 
representative of C. Hager & 
Sons Hinge Mfg. Co. 





New Richards & Conover Texas Warehouse 








This is the 190,000 sq ft warehouse at Amarillo, Texas, re- 
cently leased to Richards & Conover Hardware Co. by Arthur 
Bird, chairman of the R&C executive committee (see HARD- 
WARE AGE, Jan. 31, page 94). Giant site gives the Kansas 
City, Mo., wholesaler distribution in parts of Texas, Colorado, 


and Oklahoma. 
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EXTRA PROFITS...NEW CUSTOMERS 


More Store Traffic — Repeat Sales 


with guaranteed 


KITTY LITTER 


THE RELIABLE, ORIGINAL 
SANITARY LITTER FOR CATS 


¢ Takes place of sand and 
sawdust 

¢ Lasts longer 

¢ Absorbs offensive odors 
¢ Dries quickly 

In 5, 10, 25 
28 million cats in U.S. 4nd 50 Ib. bags. 
present a vast, profitable 

market for cat supplies. LOWE products 
for cats are in popular demand everywhere 
... offer a long profit margin to dealers. 


LINE UP WITH LOWE’S 


Complete line includes disposable 
trays, catnip toys, scratching posts, 
shampoo, flea powder and many other 
pet PRODUCTS nationally advertised pet items. 








SEND FOR LITERATURE AND PRICES 
Write, Wire or Phone NOW 
DISTRIBUTING CENTERS THROUGHOUT U.S. 
LOWE’S, INC., Dept. 253, Cassopolis, Mich. 








They're asking for them; 
Be sure YOU have them... 


MANN/‘S 
Rapid GARDEN TOOLS 


Rapid-Ho ee «ee 

a forged steel dual-purpose 
hoe; 2-inch mattock blade 
and 4-inch hoe blade; 48- 
inch pick-type ash handle. 
Wt. 40 oz. 


Rapid-Till . . . 


a rugged-but-light cultivator, 
3 fast-working tines and mat- 
tock blade; every gardener 








needs it; weighs only 32 oz. 
with 48-inch ash handle. 


RapiDigger-48 .. . 
a long-handie speedster at 
garden work, combines trowel 
(digger) blade and 2-inch 
mattock. 48-inch handle 
model, 34 oz. 


RapiDigger-15 .. . 
same tool head as above but 
with 15-inch Weatherproof® 
hickory handle; wt. 22 oz. 
Smartly packaged, 1 to a box. 

















}inve TELL 





48-inch handle models std. pkg. 
6 solid or 2 of each. All retail 
about $3. 


THEY’RE ALL 
AX LIFETIME GUARANTEED! 


MANN 


Some, y 
ya EDGE TOOL CO. 
Lewistown 2, Pennsylvania 
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POWER 
ROLLING 





| 
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LAWN-ALL * 
STANDARD MODEL A 


The ideal roller for landscaping and lawn mainte- 
nance. Especially suited for rolling freshly seeded 
areas and athletic courts. The Lawn-All is also avail- 
able with a swivel caster roller for greater manevu- 
verability in confined areas. 





*LAWN-ALL FORMERLY 
MOTO-ROLL 





TANDEM MODEL AR 


Equipped with a forward-reverse transmis- 
sion, this model meets all requirements from 


large area rolling to compacting “hot top” 
surfaces. 


Write today for detailed information. 


LAW N-ALL 





THE LAWN-ALL CORP. Johnstown, Pa. 
































Hose Reel moves 


my hose like <s 
' 







—— 
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For lawn and 


“reel-easy” 
garden care, 3 popular hose 
reel models, movable, port- 
able and stationary. Precision 
engineered ‘’PresSURE” water 





seal, machined from brass, 
gives non-binding watertight, 
leakproof performance. 







Free reeling and unreeling .. . 
no drag. Hose on reel is safe 
from abuse ... ready to use 
from 5 feet to full length. 








CAL-DAK PRODUCTS 
NATIONALLY 
ADVERTISED IN 


EVERY ISSUE 

of McCALL’S 
LIVING 
BRIDE’S 


Manufacturers of 
Work-Saving Quality Housewares 













IRONING CADDY e SHOPPING CARTS 
HOSE REELS e¢ ROLL-A-TRAY SETS 
TRAY TABLES 











erNepyN 






THREE FACTORIES TO SERVE YOU BETTER: 
Lancaster, Pa. © LaPorte, Ind. 
Colton, Calif. 




























NEWS OF 
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MANUFACTURERS AGENTS 


Presto Lock Co. Consumer 
Div., Garfield, N. J., has 
appointed three manufac- 
turers’ agents. They are 
A. P. Henricks Co., New 
York, for the Middle Atlan- 
tic states; Robert B. Hamil- 
ton Co., New Canaan, Conn., 
for New England; and Lynn 
Brooks Co., Los Angeles, 
for the 11 western states. 

Vv 

Witt Cornice Co., Cincin- 
nati, Ohio, has appointed 
Leuck Sales Service, Panama 
City, Fla., its representative 
in Florida, Georgia and Ala- 
bama. 

v 

Gordon V. Oldham Corp. 
and the Oldham Co., both 
of Newark, N. J., manufac- 
turers’ agents, have elected 
William A. Herr director 
and assistant secretary- 
assistant treasurer. 

Vv 

Shelby Metal Products Co., 
Shelby, O., has appointed 
two manufacturers’ agents. 
R. J. Donnelly Co., Denver, 
Colo., will represent the com- 
pany in Colorado, Utah, Nev- 
ada, Idaho, Montana, Wyo- 
ming, Arizona, New Mexico 
and Texas. Daniel J. Ralicki, 
Minneapolis, will be its rep- 


resentative in Minnesota, 
Wisconsin, North Dakota 
and South Dakota. 


Vv 
Shannon-Sudakoff Co., 
Denver, Colo., manufactur- 


ers’ representative agency, 
has been formed by the 
merger of C. H. Sudakoff 


Co. and Shannon & Co. The 
company will cover Colorado, 


Wyoming, Montana, Idaho, 
Utah, New Mexico and 
Texas. 


Vv 

Don Moore and Son, Kan- 
sas City, Mo., manufacturers’ 
representative agency, has 
been formed by C. Donald 
Moore and his son, R. A. 
Moore. The elder Mr. Moore 
had been with Richards & 
Conover Hardware Co., 
wholesaler in Kansas City, 
and had been vice-president 
the past nine years. His 
son had been with A. W. 
Gadd Co., Kansas City, man- 
ufacturers’ representative, 
the past two years. Their 
territory will include Iowa, 
Kansas, Nebraska and Mis- 
souri. 
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Century Products, Inc., 
Cleveland, Ohio, has ap- 
pointed the Fred Edelston 
Co., Chicago, sales represen- 
tatives for Puritan toilet 
seats in Illinois, Indiana, 
Kentucky, Wisconsin and 
Minnesota. 


v 


Ralph Beinecke Co., At- 
lanta, Ga., manufacturer’s 
agents for the southeast, have 
appointed Robert H. Steele 
a sales representative, He 
will cover Alabama, Missis- 
sippi, western Florida and 
west Tennessee. 


v 


Dover Stamping Co., Fall 
River, Mass., has appointed 
the M & S Sales Co., Beverly 
Hills, Calif., its representa- 
tive for galvanized ware in 
Oregon, Washington, Califor- 


nia, Arizona, Nevada and 
Utah. 
Vv 
Gene Heath Sales Ceo., 


Washington Court House, 
Ohio, manufacturer’s agency, 
has been established by Eu- 
gene G. Heath. The agency 
is at 483 E. Paint St. Mr. 
Heath previously was asso- 
ciated with Syncro Corp. 


v 


Harry N. Alexander, Brook- 
line, Mass., has become a 
manufacturer’s agent in New 
England. He previously had 
been vice-president and sales 
manager of the Lenk Mfg. 
Co., Boston, Mass. 


v 


R. E. Deitz Co., Syracuse, 
N. Y., has named David K. 
Oshrin, New York, represen- 
tative in 12 eastern states 
for its toy items. 


Vv 
L. L. Wilson, Villanova, 
Pa., representative for steel 
and wire products, has named 
Robert Schadler as an asso- 
ciate. 





Show Dates Announced 


The Second International 
Housewares Show will be 
held in the Coliseum, New 
York, from June 30 through 
July 4. The show is produced 
by Orkin Expositions Man- 
agement, 19 W. 44th St., 
New York 36, N. Y. 














More profit on 


HOUSEWARES 


| y eaiianitias 


BRUSHES 










| 
| 
| 
| 
| 


Put this good-looking dis- 
play of quality household 
brushes in a good traffic 
spot and watch your brush 
sales climb. Profits, too 
—not just 33144%, but 
a full 374%%—for you. 





colorful merchandise . 
appeatingly Gatered 


Kellogg @ Brushes 


famous name ... famous brand 


KELLOGG BRUSH MFG. CO. 
Westfield, Mass. 


UP Sales and Profits 


in Tinware with 
OL CL 


MOULI LINE 








COUNTRY! 









“sik 


KING SIZE 
SALAD MAKER 
SLICES - CHOPS - SHREDS - GRATES 


Non-slip rubber tipped fold-away 
legs .. . won't scratch © save space. 


individually necheoed in 
multi-color display car- $498 
RETAILS 


vaio: oS 


staat: Petes: CORPORATION 
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/ Bissell Sweepers ‘ 
l 


for higher unit sales 1 ) 


my , 
\ 7 
~. | 
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REX BURGDORFER, Bissell salesman, is telling everyone he meets: 


“Average unit sale for Bissell Sweepers is over 
twice the national average for housewares items.” 


And Rex can put you wise to a score of profit-making sales 
ideas. He'll help you with displays tailor-made for your 
space and plans. Ask him—or your Bissell salesman. Or 
write Bissell Carpet Sweeper Co., Grand Rapids 2, Mich. 
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Now 1957 


SOUTH BEND 








wins enthusiastic jobber- 
dealer acceptance! 


New, up-to-the-minute styling ... vibrant new 
colors and the same famous South Bend quality 
are your big assurance of fast, easy impulse sales 
for °57. Exclusive, new wood-metal racks afford 
better display... greater strength! Lighter 
weight means freight savings. Fourteen models 
— $5.00 to $35.00. Let South Bend help make 
°57 your greatest year! Write for new full-color 
catalog and complete details right away! 


Titi tattieits ft 


PERERGR EE CRRERET 
samen cceened che EE TL RS HEEFT TES 








eeebderreederees ~ 


No. 7856/57 






Contact your jobber 
or sales representative! 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th Street, 
New York, New York 

Midwest—South Bend Toy Mfg. Co., 
South Bend, Indiana 

South—Louis Williams & Co.,3rd National No. 624/57 
Bank Building, Nashville, Tennessee 

Denver & Pacific N.W.-—Leo Scherrer, 

2840 W. 93rd Street, Seattle 7, Washington 

California & S.W.— Anderson Sales Company, 

2330 West Third St., Los Angeles 57, Calif. 

Canada — Standard Cycle Products, Toronto 


Export—R. J. Kaufman, Inc., 1170 Broadway, 
N. Y., Cable—RUKAUF, New York 
























SOUTH BEND TOY 






























































— News of the Trade pane 
Huey & Philp Holds Sporting Goods Show 





New lines of fishing tackle and sporting goods were displayed 
to dealers at the spring show of Huey & Philp Co., whole- 
saler in Dallas, Tex., Jan. 20 to 25. Door prizes, entertain- 
ment and lunch for buyers were features of the show. This 
is a view of part of the show. 





Masury Elects Wise advertising executive capac- 
to Vice-President one. 


George V. Wise was elected 
vice - president of John W. Western Buys Monarch 
Masury & Son, Inc., at the Western Tool and Stamp- 
firm’s recent annual directors ing Co., Des Moines, Iowa, 
meeting at Baltimore. recently purchased the 170,- 

Mr. Wise is a member of 000 sq ft plant and equipment 
the board of directors. He of the New Monarch Ma- 
has been with the firm for chine and Stamping Co. of 
10 years in various sales and Des Moines. 





Mountain States Assn. Officers Elected 
| Hite 
ee ih 


Officers and directors of Mountain States Hardware & Imple- 
ment Assn. elected at the recent convention in Denver are 
(left to right) William Endner, Endner Hardware, Gunnison, 
Colo., director; W. A. Davis, Davis Implement, Goodland, 
Kan., first vice-president; William Duncan, Holly, Colo., 
advisory board; Ray Moreland, Moreland Implement, Ordway, 
Colo., director; Fred Kroeger Jr., Farmers Supply, Durango, 
Colo., president; Fred Siebott, Siebott Hardware, Craig, Colo., 
second vice-president; F. W. Reich, Boulder, Colo., secretary; 
E. W. Perlenfein, Perlenfein Hardware, Yuma, Colo., out- 
going president; V. E. Grothe, Grothe Hardware, Ft. Collins, 
Colo., director; Clyde Hammons, Greeley, Colo., advisory 
board; Frank Reynolds, Reynolds Farm Implement, Greeley, 
director; R. J. Boggs, Hallam & Boggs, Grand Junction, Colo., 
director; John Dansdill, Eastern Colorado Lumber, Akron, 
Colo., director; J. F. Ellis, Greeley, National Retail Farm 
Equipment Assn. representative; and Paul Marsolek, Marso- 
lek’s Hardware & Implement, Denver, Colo., director. 
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Biggest Profit Makers 


of cuery fishing season! 















MINNOW 
BUCKETS 


The finest and best selling fishing 














100% PURE VINYL 


GARDEN HOSE 


Plan for Profit in 1957 with Apex — the quality hose 
Sold at truly competitive prices 
New Merchandising Program 
Complete range of colors and sizes 


APEX TIRE & RUBBER CO. Nl cu. 


Full-floating with solid 
DYLITE float chamber. 
505— CENTRAL AVENUE @© PAWTUCKET @ RHODE ISLAND Faihh teliaaenenS dates 
won't rust—won't rot. 
Rugged two-piece construc- 
tion. Galvanized finish. 
Perforated insert. Snap- 
type, riveted, hinged cover. 


tackle accessories on the market. 











/ 


1080G 





#480 






LONG-LIFE 
Non-floating type 
— heavy two-piece 
construction — 
perforated insert. 
in galvanized or 
Tern Pilate finish. 








the 1957 American 


Exhibits at Hotels 
SHERATON McALPIN + NEW YORKER 








e Year after year, dealer 


Also at profits on Frabill fishing  MIN-O-LIFE 
200 FIFTH AVENUE + 1107 BROADWAY tackle accessories have ——Derforated ‘bucket. 
and other risen steadily. Besides Hinged cover and 


; " snap lid. Insert of 
Permanent Showrooms profit and quick turnover,  pure-white 


ae dealers are assured of sulpaite pulp. 

mM pra ch oth- Toth Aatr Frabill products’ match- 

or the first time starts on a less quality, dependable 9 <aqhl@®. 
WEDNESDAY ett at a 


performance and 
Exhibits open daily including 


SATURDAY and SUNDAY ‘mn New York City complete customer 


satisfaction. Stock and 
TOY MANUFACTURERS of U.S.A., inc. display the complete 
200 Fifth Avenue New York 10, N. Y. Frabill line. You'll make 
extra sales—extra profits, 


all season long. 


MINNOW TRAP 








Telescopic body. 
New type fastener 
prevents opening in 
fast water. Positive 
snap lock. Anchor 
easily attached. 
Galvanized. 























#1275 


= STANT SALES ACTION! OTHER BEST SELLERS IN THE FRABILL PROFIT LINE 


: ‘fo © 1G PA 

















ATINGUISHE FIRE EXTI tm ISH ER Chain Cord Fish Fishing Anchor ny Sofety 
> et ONLY $189 Stringers Stringers Scalers Floats Rope Chain Chain 
© Full J : eh Capacity NATIONALLY ADVERTISED — Sold exclusively through jobbers 


| _ gt ea AoliMm-lael4 @-t Mm lil aiticl-te 
? ’ » debs in mantis stele FRABILL MANUFACTURING COMPANY 
: : see your jobber, or write to 


THE LENK MFG. CO., BOSTON 15, MASS 





234 West Florida Street ° Milwaukee 5, Wisconsin 








EXCLUSIVE EXPORTERS * John H. Grohom & Co., 107 Duane St., New Yerk City 
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KEIL No.4 


FOR CUTTING 
GYLINDER & GAR KEYS 

















® 


The KEIL No. 4 Series is designed 
to meet the need for an inexpensive 





machine for cutting cylinder keys. 






It is small, sturdy and extremely 














simple to operate. 


YOU Should have one! 


Let us tell you more about it. 


MAIL COUPON TODAY 


’ KEIL LOCK CO., INC. 7 
Charlestown, New Hampshire 


Please send complete information on your 
No. 4 series of Key Duplicating Machines 








Name 

PLEASE PRINT 
Address 
City State 














— —_—— News of the Trade——¥#——_—_ 





than 40 years service to the 
firm, will continue to work 
on the West Coast on special 
assignment. 


Moto Mower Offers Plan 
For Dealer Financing 


A step toward more dealer 
sales of power mowers 
through simpler financing 
has been taken by Moto 





WILLIAM W. BRASIER 


Yale & Towne Makes 
Sales Appointments 


William W. Brasier has 
been named special assistant 
to the general sales manager 
of Yale lock and hardware 
division, Yale & Towne Mfg. 
Co., Nashville, Tenn. 

Other field sales force ap- 
pointments were also re- 
cently announced. They are: 
H. G. Talgo, southeastern 
regional manager, now West 
Coast regional manager suc- 
ceeding Mr. Brasier; W. C. 
Wolfe, southeastern sales- 
man, succeeds Mr. Talgo as 
southeastern regional man- 
ager; and M. T. Dickenson, 
contract hardware specialist, 
named district sales super- 


Mower Div., 


Detroit Har- 


vester Co., Richmond, Ind. 

The firm recently an- 
nounced these essentials of 
the plan: 

1. Several large finance 
agencies will take over all . 
essential credit and collection 
problems, slow accounts, and 
bookkeeping. These agencies 
are an important factor in 
closing credit sales immedi- 
ately. They eliminate all 
expenses of a credit depart- 
ment. 

2. Financing is non -re- 
course. Dealers receive their 
checks immediately, and are 
under no obligation should 
mower buyers fall behind in 
payments. 

3. Financing has non - re- 
serve feature. Dealers won’t 
have to build up a reserve or 
insurance fund against loss. 
Dealers get full profit from 
each sale. 




















visor, southeastern region. 
Mr. Brasier, with more 


4. Consumers name own 
down payment terms. 





Minnesota Assn. Elects Pierre President 





Officers and some of the executive and advisory board mem- 
bers of the Minnesota Retail Hardware Assn. at the annual 
convention, Jan. 22-24, in Minneapolis. Left to right: C. J 
Christopher, manager-treasurer; Lars Mohagen, Mohagen’s 
Marshall-Wells Store, Elbow Lake, and Carl Settergren, 
Selby Lake Hardware, Minneapolis, executive board; A. J. 
Pierre, Schleck Co., North St. Paul, president; John A. 
Grande, Ace Store No. 83, Virginia, advisory board; A. N. 
Theismann, Andy's Hardware, Wabasha, retiring president; 
Walter Bahner, Marshall-Wells Store, Foley executive board; 
F. C. Baumann, Weise & Kuhlman, Lester Prairie, retiring 
member advisory board; Jack Mueller, Beltrami Hardware, 
Bemidji, executive committee; and Hardy Rickbeil, Rickbeil’s, 
Worthington, advisory board. Not in this photo is Donald 
Huemiller, Huemiller Hardware, Truman, a new executive 
committee member. 
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PROFIT wis 


"y°) ) TEENUTS. 


STEEL THREADS IN WOOD 


® ORDER NOW! 


Also, investigate other Dot profit-producing 
fastener hardware available on cards for 
hardware stores. Write: 

COLUMBIA FASTENER COMPANY 


3229 S. ASHLAND AVE CHICAGO 8, ILL 









Subsidiary UNITED-CARR FASTENER Corporation 








Champow SPRINKLERS 


LIST PRICE 


$500 





ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, 34"' pipe 


dé UNION VALVE (Non-Union $2.80) ¢agg 


Swivel seat for long life, 94°’ pipe 





POP-UP SPRINKLER HEAD 


Pops up 12” above grass 


$16 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y Wy 





—eEEE7E 


Ideal for Siamese connections 





OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 


® 10S ANGELES 12, CALIF. * CApito! 11-2108 





1460 NAUD SI 
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\ LD 4” Upright Rim Knob Lockset 
v SKILLMAN 
Passage Set — Steel Plated No. 0021142S 
SKILLMAN 
No. HS5003xDB 













This Passage Set and Rim Lock. Set, familiar to 
the hardware trade for generations, are still made in 
the fine-old way with sand-cast iron cases and wheel 
polished bolts, by Skillman, the largest manufacturer 
of Rim and Bevel Sets in the country. True to the 
name and number, these “bread-and-butter” locks 
have never been cheapened by switching to pressed 
steel and pot metal. Supreme quality in their class, 
they let you meet competition and get a fair profit. 


These are just two of the many items in what is 
probably the largest line of builders’ hardware car- 
ried by any hardware maker. Everything from fine 
Colonial reproductions, house and heavy duty mor- 
tise locks, competitive bore-in locks, classroom and 
church hardware, to shelf hardware. 


Having trouble getting some old stand-by? We 
probably stock it. One of our representatives is near 
you—won’t you invite him in? Please use the coupon. 







oe 


One of the Longest Lines Available 














f —_ a AL = a 
I i 
I SKILLMAN HARDWARE MANUFACTURING CO. i 
| 1700 N. Caihoun St., Trenton 4, N. J. ' 
\ Please let me see your catalog. , 
| Name | 
| Firm | 
I Address j 
| We're especially interested in ] 
| | 
ge aa ng Age a CR RE NNR Ce 
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Aztec... 


Cooper's Brilliant New 


WALL THERMOMETER 


Brand new thruout. Brass finish sunburst background and 
smart new brass finish dial. 934 inches wide by 934 inches 
high. Individually packed in attractive window box. 


Another Cooper 
Merchandising Knockout! 





























No. 1548 


New Display features brass finish Cooper Thermometers. 


Display measures !|4 inches wide by I1'/2 inches high. It is 
printed in gorgeous blue and gold to enhance the rich tones 
of the brass in the three fast-selling thermometers. 


Here's What You Get: 
3 No. 201 Monterey Wall Thermometers 
3 No. 205 Santa Fe Wall Thermometers 


3 No. 215 Aztec Wall Thermometers 


{Each item brings dealer full 40% profit) 
No. 1548 Display Card (no charge) 


THE COOPER THERMOMETER COMPANY 
107 Main Street Pequabuck, Conn. 























ROBERT P. HAUCK 


Raymer Names Hauck 
As Retail Manager 


Raymer Hardware Co., St. 
Paul, Minn., has named Rob- 
ert P. Hauck manager of its 
retail operations. 

Before joining Raymer Mr. 
Hauck managed the St. Paul 
branch of Marshall-Wells Co. 
He has worked in wholesale 
or retail hardware businesses 
for more than 22 years. 

The Raymer company plans 
to open its third retail branch 
at Sun Ray Shopping Center 
near St. Paul. 


Raymond Burrows Is 
Dietz Sales Manager 


Raymond Burrows has 
been named sales manager 









































RAYMOND BURROWS 


of the hazard and portable 
lighting division, R. E. Dietz 
Co., Syracuse, N. Y. 

Mr. Burrows joined Dietz 
in 1951. He was assistant 
sales manager and assistant 
to the president. 


Standard Names Hall 
Special Representative 


John J. Hall has been 
named special representative 
for the mid-west area, hard- 
ware division, Standard Tool 
Co., Cleveland, Ohio. 

a broad 


Mr. Hall 


has 


News of the Trade 








wholesale and manufacturing 
background in the hardware 
industry. 


JOHN J. HALL 


Barnes Names MacQuigg 
As Sales Supervisor 


Charles H. MacQuigg has 
been named water systems 
sales supervisor at Barnes 
Mfg. Co., Mansfield, Ohio. 

A former water system 
specialist with Peerless Pump 
Div., Mr. MacQuigg will as- 
sist W. D. Schneider, man- 
ager of pump and water sys- 
tem sales. 





Garden Supplies Sales 
Course Set for Feb. 16 


A short course in garden 
supply retail sales manage- 
ment will be given dealers at 
the Park Sheraton Hotel in 
New York on Feb. 16. 

The course precedes the 
16th National Garden Sup- 
ply Show which opens at the 
Coliseum in New York the 
next day and continues 
through Feb. 19. 





Myers & Bro. Conducts 
Sales Training Program 


F. E. Myers & Bro. Co., 
Ashland, Ohio, is conducting 
a series of sales training 
meetings in the field for deal- 
ers and distributors. 

Sessions will be conducted 
in Worcester, Mass., on Feb. 
22 and Atlanta, Ga., on Feb. 
27. Other sessions have been 
held in Kansas City, Mo., and 
Springfield, Ill. 


Diamond Black Leaf 
Appoints E. C. Gerdes 


Emil C. Gerdes has been 
appointed manager of com- 
mercial products, Diamond 
Black Leaf Co., Cleveland. 

Former mid-western man- 
ager, Mr. Gerdes replaces 
Dr. James M. Merritt, who 
has resigned. 
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Nothing’s too good for McGinnis — since he started 
suggesting “Scotcn” Brand Masking Tape 
with every sale! 



























AMERICA'S FASTEST SELLER 
BECAUSE IT'S SUPERIOR TO ALL 


LeWilla 


CAULK COMPOUNDS! 
BATIONALLY Blends with white 
ADVERTISED tile, ‘tubs, marbie, 


wood and walls. Ii- 
THE lustrations on smart 

3 color, yellow white 
SNOW WHITE and blue display box 


PLASTIC a 
IN A TUBE 


te » 


eee , 





- 
>. 


le 
tat YS 
<> 




































Cae 


PROVEN 
THROUGH 
THE YEARS... 
A REALLY 
PERMANENT 


TUB and 
TILE 
CAULK ...... 


Waterproof, recommended 
by leading tile craftsmen, 
never turns yellow. See 
your jobber or write direct 
for FREE SAMPLE aad Iit- 
erature and prices. 


A few choice territories still available. 


DE WITT PRODUCTS CO. 
5860 PLUMER ST. + DETROIT 9, MICH. 
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Do floor nails 
rip into your 





Holt demountable 
drum cushion keeps 
rental sander 
always working 


For rugged 

, rental trade. 
' Only Holt Streamliner 8 
Floor Sander 
exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 


Slip off old, slip 
on new cushion. 





Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. 


Holt 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO. Dept. P2 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


26 


MANUFACTURING CO. 


BETTER FLOOR MACHINES 





FOR MORE THAN 30 YEARS 


Please send me folders describing Holt rental machines. 


NAME POSITION 








FIRM 














“SPARK” Your \RHA WEEK 
Sales With This 


“LOW-BOY”" Flashing 
TRAVELITE ! 


¥ 
lf 


\ 


A New Sensational Value !! 


Featuring: 
® Powerful Side Beam. 
® Brilliant Flashing Signal. 
® Twin Switches for EITHER or BOTH lights. 


® New Dual Purpose Handle for Steady, Spot 
Beam. 


® BE SAFE! The Life you Save may be Your Own! 








Carries in Car Glove 
Compartment. 


NEW 
JUNIOR 
"FLASH-N-SPOT' 
TRAVELITE 


$3.95 Retail 


THE METAL WARE CORPORATION 


TWO RIVERS, WISCONSIN 


The Metal Ware Corp., Dept. 2HT 
Two Rivers, Wisconsin 


A real motoring convenience. 
Extra Small — Compact. 


Folding Handle. Operates 
on flashlight Batteries. 











Please send me full information on the 


JUNIOR ‘FLASH-N-SPOT' TRAVELITES. 
Just sign your name and clip to your letterhead. 


Signed 


‘LOW-BOY' 


and 
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| Oklahoma City, 





~— News of the Trade—— 








New appointments, new territories, etc. 


MANUFACTURERS’ SALESMEN 


Aluminum Cooking Utensil 
Co., Inc., New Kensington, 
Pa., has named Ted Lorber to 
succeed W. R. Morrison as 
manager of retail stores, 
hotel and industrial sales in 
the Philadelphia area. Mr. 
Lorber has been with the 
company and a_ subsidiary 
since 1935 and most recently 


_ handled hotel and industrial 
_ sales in New York. 


Mr. Morrison will act in 


an advisory capacity until 


his retirement on March 31. 


| He has served the company 
_ for 38 years and has had the 
| Philadelphia 
| 1944. 


district since 


v 


Weather-Proof Co., Cleve- 
land, Ohio, has promoted two 
district managers. John 
Stephens has become mana- 


ger of eastern distributor 
_ sales and Edward Pachacki 
|. has been appointed manager 
| of western distributor sales. 


v 


Macklanburg-Duncan Co., 
Okla., has 
appointed Roger Horstkorta 


sales representative covering 


the northern third of Cali- 
fornia and northwestern 


| Nevada. 


v 
Cummins Power Tool Div.., 


| John Oster Mfg. Co., Milwau- 
| kee, Wis., has appointed Rob- 


ert J. McGranaghan sales 
representative for Philadel- 
phia, Baltimore and Wash- 


_ ington, D. C. He had pre- 


viously been with Monsanto 


| Chemical Corp. 


v 


Hamilton Beach Co., Div. 
of Scovill Mfg. Co., Racine, 
Wis., has named five regional 
sales managers. They are 
Frank W. Hepperla, eastern; 
J. Norman Brown, southern; 
Hiram M. Flagg, northeast 
central; John R. McCormick, 
midwest; and Clarence J. 
Piemeisl, West Coast re- 
gional manager. 

v 


Thor Power Tool Co., Au- 
rora, Ill., has promoted Mar- 
tin A. Bertram to the position 
of manager of the company’s 
Great Lakes electric tool 
sales zone. He previously was 
electric tool service engineer 
in the Detroit area. 


Martin-Senour Paint Co., 
Chicago, Ill., has appointed 
Phil E. Needham sales repre- 
sentative in Iowa. The for- 
mer manager of Standard 
Glass and Paint Co., Des 
Moines, Iowa, will handle the 
Martin-Senour custom color 
and ready-to-use lines. 

* 


Quickie Mfg. Co., Philadel- 
phia, Pa., has appointed H. R. 
Goldstein sales representative 
in New York state, except 
New York City, and west- 
ern Pennsylvania. 

Vv 


Sapolin Paints Inc., New 
York, N. Y., has appointed 
E. Albert Eckart, Jr. to its 
New York sales staff. He rep- 
resents the fourth generation 
of the family that founded 
the company. 

v 


George Quinton & Son, 
Merrick, N. Y., has appointed 
Charles Braunstein sales rep- 
resentative for the company’s 
line of shears and scissors in 
the Long Island, N. Y. area. 
He was formerly with Park 
& Tilford. 

v 


Power Products Corp., 
Grafton, Wis., has appointed 
James W. Hagerty district 
sales manager in Kansas 
City, Mo. He will cover Iowa, 
Nebraska, Kansas, Missouri 
and Arkansas. 

v 


Pecora Paint Co., Ine., 
Philadelphia, Pa., has ap- 
pointed James Allen as Flor- 
ida representative for its tile 
adhesives, caulking com- 
pounds and other adhesives 
for the building trade. 


—_——_— ———_ —_——_ 


Ekco Enters Stove, 
Table Mat Markets 


Ekco Products Co., Chicago, 
has added another line to its 
list of houseware products. 

The company recently 
bought the Metaloid Co., of 
Cleveland. New line of stove 
and table mats will be called 
Ekco-Mats. Transfer of ma- 
chinery to Chicago is now in 
progress. Production begins 
early this quarter, the firm 
said. 
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America’s First & Finest Reciprocal-Action Saws 


WHIZ-SAW 


2 NEW MODELS 





MODEL 
No. 10 


Cuts 2” 
finished 
lumber 


$34.95 





MODEL 
No. 15 


Cuts 2'/" 


finished 
lumber 


$79.95 


New Discount Schedule on all Forsberg Whiz-Saws 
means greater profit for you. Call your jobber today. 
Stock this line of fast moving, high profit Whiz-Saws. 
Over 45 years experience making highest quality tools. 


THE FORSERG MFG. COMPANY 
Seaview Avenue, Bridgeport 1, Conn., U.S.A. 









SELL AMERICA’S FINEST LAWN AND GARDEN PLANT FOOD 


NUTRO 


PLANT. FOOD PELLET 


HARDWARE DEALERS—HANDLE ONE 
BRAND OF FERTILIZER—THE BEST! 
NUTRO is a uniquely different all- 
purpose plant food—easy to apply, 
efhcient and economical. Its free- 
flowing, dustless and odorless pel- 
lets set a new standard in plant 
food—will make new sales for you. 
NUTRO Plant Food Pellets contain 
all the primary plant foods, plus 
MN. These Micro-Nutrients are a 
fortification of rare elements added 
at the recommendation of horticul- 
turists. Pellets are more efficient— 
last longer. 

Stock the entire family of Nutro 
plant foods. Backed by the reputa- 
tion of one of the largest, most 
Distributors—Dealers: reliable and experienced producers 


WRITE TODAY of plant food. 


for information on NUTRO SNMITH-DOUGLASS CO., INC. 


products—a complete family of 
Norfolk 1, Virginia 











plant foods, supported by local 
and national advertising. 
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AOU 


BY MUSGRAVE ' 













- - leader 
in riding 
mowers 





dealers surprised we 
haven’t raised prices 


Hundreds of dealers who last year enjoyed good profit 
selling MOW Cycles, have now looked over the 1957 
models. Almost invariably, these experienced merchants 
express surprise that in spite of 

having made numerous im- LJ§JT PRICES 
provements on the machines, we 

have not followed the general MODEL ‘24’ 
trend this year and raised our : 
prices. 


These men discovered that we 
have increased horsepowers, 
provided better starters, simpli- 
fied drives, widened rear treads, 
reinforced steering mechanisms, 
revised gear shifts, protected ex- 
posed hardware with rust re- 
sistant plating and effected many 
other detail changes that make 
MOW Cycles even better and 
more durable than they were. 
Yet prices remain the same. 


There is no mystery about why 
we can do this. MOW Cycles are 
built in America’s only factory 
devoted exclusively to the pro- 
duction of riding lawn mowers. 
The more we build, the less each 
one costs. They have consistently 
outsold all competing makes for 
seven years. Present sales vol- 
ume is bigger than ever. Result- 
ant production efficiency enables 
us to make them better and still 
not charge more. 











If you want to sell reliable goods 

that offer the best possible values, act 

prompey: Get full information on 
OW Cycle at once. 


| Musgrave Incorporated, Dept. A, Springfield, Ohio 

| Please send trade information on the MOW CYCLE 
line. 
| Name 


Address 
City 
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COMPLETE LAWN CARE WITHOUT WALKING 
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OBITUARIES 








Howard H. Koch 


Howard H. Koch, 85, a 
director of Tracy-Wells Co., 
Columbus, Ohio, wholesaler, 
and 67-year hardware vet- 
eran with that firm, died 


HOWARD H. KOCH 


Jan. 19 after several weeks’ 
illness. Mr. Koch started 
with T-W as a cost clerk in 
1890. He later became house- 
wares buyer. In 1920 he was 
elected a director. He was 
secretary from 1926 until 
1947, when he went into 
semi-retirement. Until his 
recent illness, he was on the 
job daily at company head- 
quarters. 


Carl B. Johnson 


Carl B. Johnson, 59, man- 
ager of Johnson Brothers’ 
Marshall-Wells Hardware 
store, Sidney, Minn., died 
Jan. 12, at Sidney’s Commu- 
nity Memorial Hospital. 
Early in his business life, 
Mr. Johnson worked for the 
Duluth Marshall-Wells Hard- 
ware Co. In 1924 he became 
associated with his brother, 
George, in the Johnson 
Brothers store. 


Henry G. Stringfield 


Henry G. Stringfield, vice- 
president of C. D. Franke 
& Co., Inc., Charleston, S. C., 
wholesaler, died Jan. 4. Mr. 
Stringfield was with the com- 
pany 22 years. Before com- 
ing to Charleston, he spent 
many years in the wholesale 
hardware business. 


Bruce P. Gary 


Bruce P. Gary, 48, owner 
of Gary Hardware and 
Sporting Goods Co., Free- 
port, Tex., died Dec. 6. 


HA Photo Angles 


A report in pictures of 








oe 
ae 








events in the trade 


> 


Lufkin Rule Co., Saginaw, 
Mich., outlined its 1957 sales 
and advertising program to its 
sales organization at a recent 
sales conference. Among 
those attending was H. G. 
Thompson, board chairman, 
who attended his 5|st confer- 
ence. 


“ 


Sales personnel of R. E. Dietz 
Co. heard details about the 
firm's new transistorized high- 
way warning flasher and ad- 
ditions to the lantern and 
torch line at a recent sales 
meeting in Syracuse, N. Y. 


- 


Fayette R. Plumb, Inc., Phila- 
delphia, held its annual sales 
meeting recently at the Union 
League in Philadelphia. Per- 
sons attending took time out 
to pose for cameraman. 


+ 


Representatives of True Tem- 
per Corp. Fishing Tackle Div., 
Cleveland, attended a quar- 
terly sales meeting to review 
sales plans and also do some 
fishing in Miami. 


a 


District sales managers of 
Jacobsen Mfg. Co., Racine, 
Wis., who attended the mid- 
year sales conference, were 
told of a 24.5 percent in- 
crease in advance orders for 
Jacobsen power mowers for 


1957. 


< 


Eleven salesmen of the Hard- 
ware Div. of Black & Decker 
Mfg. Co., Towson, Md., re- 
cently attended a two-week 
training class at the company 
headquarters. 


> 


Representatives of Skillman 
Hardware Mfg. Co., Trenton, 
N. J., attending a two-day 
sales convention, were told 
of the importance of the con- 
tract hardware merchant in 
the distribution of builders’ 
hardware. New lines were in- 
troduced. 


& 


aw 














Classified Opportunities Section 








Help Wanted, Accounts Wanted 
Business Opportunities 

Representatives Wanted, etc. 

Set solid, maximum 50 words.......... 

additional word.......... 


Positions Wanted 


Allow Seven Words for 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified yee yn 
Chestuat & 5éth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted | Representatives Wanted 





Representatives Wanted 











ARE YOU THE REPRESENTATIVE 
WE'RE LOOKING FOR? 


Long established manufacturer, starting new sales program, offers unusual opportunity 
to representatives who can develop territories aggressively. This is a top quality, 
nationally-advertised line of pipe compounds, soldering fluxes and sealants—used in 
plumbing and heating, refrigeration, sheet metal, etc. Sales records prove large 


volume potential in many areas. 
a challenge, here's your chance to get in 


able. 


If you have some technical know-how and welcome 


For full details send information on territory covered and lines handled to 


Address Box 215, care of HARDWARE AGE, Chestnut & 56th Streets, Philadelphia 39, Pa. 


on something really big and really profit- 








—- 


MANUFACTURERS’ AGENTS 


Manufacturer home type packaged wire- 
less and wired consumer intercoms since 
1918 now selling to electronic distributors 
wants sales agents to cover numerous con- 
sumer fields. Proven Sales Program. Non 
technical low priced quality products with 
tremendous consumer demand. Your ter- 
ritory might be open. Write or phone giv- 
ing details, number of men, territory and 
type of accounts covered. All replies con- 
fidential. 


Arthur Callahan, Dept. D, Mark Simpson Mfg. Co. 
32-28 Forty-ninth Street, Long Island City 3, W. Y. 

















BUDGET PRICED PAINT LINE OPEN 


to qualified salesmen and agents. Protected Territory. 
Liberal Commissions. Many partially established ter- 
ritories open. uaranteed quality paints priced to 
retail from $1.98 to $3.98 in Acrylic, Alkyd, and Oil 
bases, in white and colors, in all finishes for inside 
and outside use. Setup for private labels. Volume 
discounts available. Freight prepaid. 


PROCTOR PAINT AND VARNISH CO. 
Box G 630, Yonkers, New York 





Paint Brush Salesmen 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer men now 
calling on paint, hardware, lumber dealers and indus- 
| trials. Protected territories. Established business. Will 
also consider sideline man or manufacturers’ agent 


Address Box 116, care of HARDWARE AGE 
| Chestnut & 56th Sts. Philadelphia 39, Pa. 














fidential. 





REPRESENTATIVES WANTED. Manufac- 
turer offers opportunity for several established 
Commission Representatives for Ohio and Indiana 
where we have many accounts of long standing. 
Our line is complete, consisting of Plumbing Brass 
Goods, Cast and Tubular for Bath, Shower, Lava- 
tory and Kitchen use. Our sales are through 
Hardware Stores, Lumber and Building Supply 
Houses, Large Plumbing and Heating Contractors, 
etc. Please give all detailed information and state 
actual territory actively covered. Ail replies con- 
Address: Box 205, care of HARDWARE 
Ack, Chestnut & 56th Sts., Philade!nhia 39, Pa. 











REPRESENTATIVES FOR MEDIUM SIZE 
WIRE & CABLE FIRM WANTED 


We manufacture in our plant Plastic extru- 
sions, Wires, Cables, Clothes lines, Pre pack- 
aged TV wires, POT or Zip cords, Battery 
Cables, and any special items in the extrusion 
el 
Address Box 145, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








tion. 
om commission basis for capable sales representa- 
tives selling to lumber, building material 
hardware trade. Mention lines carried, 
covered. Our men know of this ad. 
Box 122, 


56th Sts., Philadelphia 39, Pa. 


| MANUFACTURER’S REPRESENTATIVES 
|—We are old, well established door lock manu- | 
facturers expanding our line and sales organiza- 
A few territories are being made available 


and 
territory 
Address: 
care of Harpware Ace, Chestnut & 


| open for nationally 











MANUFACTURER'S REPRESENTATIVES WANTED 


Salesman now calling on hardware and variety stores 
with two or three non-conflicting lines. We offer a 
good staple line of 19c, 45¢ and 89c paints, low- 
priced gallon paints and a nationally advertised 
line of popular priced paints on a commission basis. 
This merchandise has mass market appeal. Every 
store selling paints is a good prospect. Write 
advising age, territory covered, how often you cover 
it and lines now carried. 

Address Box 135, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 














PROTECTED TERRITORIES 
distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 115, care 
of Harpware Ace, Chestnut & 56th Streets, Phila- 
delphia 39, Pa. 


EXCLUSIVE 

















PAINT SALESMEN (4) NEW YORK 


metropolitan area territories open; 1—Nassau-Queens- 
Suffolk; 2—Westchester to Dutchess: 3—North Jersey; 
4 Sreckiya Liberal draw plus expenses. We manu- 
facture a complete line of painters white goods and 
budget priced do-it-yourself paints. 
and private label setups available. 
fidential. 

! PROCTOR PAINT AND VARNISH CO. 

Joseph A. Markell, President 
Box G 630, Yonkers, New York 


Volume discounts 
All replies con- 























SALES OPPORTUNITY 


National Manufacturer of Door Locks and 
Bath Accessories wants young executive type 
representative with limited number of non- 
competitive lines experienced in volume selling 
to jobbers, contract dealers, and large buyers 
in the Hardware, Plumbing, and Tile Trades. 
Commission earnings, select fully protected 
territory open in Midwest, Northwest, and 
Eastern Areas. Give full particulars on lines 
carried, territory covered, trade served, and 
your 1956 sales volume. 


Address Box 203, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














SALES AGENTS WANTED FOR 


OHIO, MICHIGAN, INDIANA, KENTUCKY, 
ILLINOIS, WISCONSIN, MINNESOTA, IOWA, 
MISSOURI, ARKANSAS, OKLAHOMA, AND 
TEXAS TO SELL MANILA AND SISAL ROPE. 
Address Box 201, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















LEADING EASTERN SPECIALIST IN THE 
for the first 
time, a complete line, covering the entire combined 
| fields of paint, household and commercial brushes 

to active salesmen in this field. Sales are direct 
Good ter- 
ritories available in New England and Middle At- 
lantic States @ 10% commission and protection. 


BRUSH INDUSTRY now offers, 


to retail hardware and lumber dealers. 


Write complete details in confidence. Address: 


| Shene & Hayes, Inc., 5300 21st Avenue, Brooklyn 


| 4, New Yo 
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NATIONALLY KNOWN MANUFACTURER 
SEEKS AGGRESSIVE SALES AGENTS 


to represent our fast selling line of plastic garden hose, 
sprinklers, underground sprinkler sets, ete. Many ter- 
ritories available. Commission basis. Forward complete 
details, type of trade you contact, exact territory, etc. 


Address Box 134, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














SEVERAL TERRITORIES OPEN FOR 
SALESMEN to represent established plumbing 
and heating specialty firm on a commission basis. 
If you have a following in plumbing supply houses 
and rated hardware jobbers here is a chance to 
add a complete specialty line to boost your sales. 
Address: Box 212, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


ESTABLISHED MANUFACTURE OF 
IT'AND TOOLS desires representative calling on 
hardware jobbers and industrial distributors in the 
states of Pennsylvania, lower New Jersey, Dela- 
ware, Maryland and District of Columbia. This is 
only territory available. Address: Box 200, care 
of Harpware Acer, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


SALESMAN PLUMBING SPECIALTIES to 
sell for established national distributors, exclusive 








territory, 10% commission. Write full details 
with references. Replies confidential. Akron Sup- 
ply Co., Inc., 216 Grand Street, Brooklyn, New 
York. 

















Representatives Wanted 





Accounts Wanted 


Help Wanted 








PAINT BRUSH SALESMEN 


Established successful manufacturer with powerful line 
has open territories for sales producers. Prefer men 
calling on paint, hardware, lumber dealers and large 
industrials, Will consider sideline men. We operate 
New York and Atlanta warehouses 


Address Box G-2, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











PERU, SOUTH AMERICA 
REPRESENTATION 


Resident of Lima, Peru, presently in New York, 
seeks representations of reliable manufacturers 
of hardware and similar products. Have many 
contacts with importers and dealers in territory. 
Address Box 209, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 














MANUFACTURER’S REPRESENTATIVE 
WANTED. Salesman contacting wholesalers and 
chains in the hardware, variety, auto supply, drug, 
and supermarket trades. Attractively packaged 
synthetic chamois in self-selling counter display, 
retailing at $0.49. Excellent commission for expe- 
rienced men. Many protected territories open. Re- 
ply with full particulars. CLOVER PRODUCTS, 
127 Cutler Bldg., Rochester 4, New York. 














WESTERN CANADA—Wanted one or two 
top quality Houseware or Hardware lines by es- 
tablished Manufacturers’ Agency with offices in 
Winnipeg and Vancouver. We are agents for 
“Counselor” Scales, ‘“‘Bake-King’’ Ovenware, 
““Radio” Wagons and Garden Carts. H. Douglas 
Latter, 388 Donald St., Winnipeg, Manitoba, or 
Royal York Hotel, Toronto, Ontario, Feb. 10th 
P.M. to 13th P.M. 





SALES REPRESENTATIVE WANTED 


Many areas are open for representation of a manu- 
facturer who last year introduced a new outdoor grill 
preservative. This is an excellent line and has had 
ready acceptance in the hardware field. One large 
manufacturer has already ordered thousands to include 
in his cartons. In writing please state territory cov- 
ered and other lines carried. 


Address Box 207, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














Accounts Wanted 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 














AGGRESSIVE MANUFACTURERS REPRE- 
SENTATIVE giving thorough coverage in West- 
ern Pennsylvania and West Virginia serving job 
bers of hardware, housewares, plumbing, chains 
and rack jobbers, desires one additional quality 
line of domestic manufacture. Address: Box 133, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 

















SALES GUARANTEED IN CALIFORNIA! 


To: Hardware, houseware, garden and allied 
wholesalers. If you have a saleable product 
be convinced by immediate Eastern interview. 
Pioneering no problem. 


Address Box 2!!, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














ADDITIONAL LINES WANTED FOR DIS- 
TRIBUTION TO JOBBERS, CHAINS, DEPT. 
STORES, RETAIL HARDWARE AND LUM- 
BER, ETC., OUTLETS THROUGHOUT NEW 
JERSEY, PENNSYLVANIA, DELAWARE 
AND MARYLAND. A high type effective sales 
organization now currently calling on Trade in the 
above states, is interested in launching and pio- 
neering new products with volume sales possi- 
bilities. Our services include professional adver- 
tising, promotion and merchandising assistance, 
along with a successful sales record. Complete 
warehouse and billing facilities available. Ad- 





dress: Birkbeck Brothers, Inc., 70 North York 
Rd., Willow Grove, Pa. 
MANUFACTURERS REPRESENTATIVE 


with 15 years’ experience covering hardware whole- 
salers in Metropolitan New York and Northern 
New Jersey for nationally known manufacturer 
desires additional line. Address: Box 214, care of 
HARDWARE Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





MANUFACTURERS’ AGENT COVERING 
STATE OF GEORGIA desires line of builders 
hardware and one other good lirie for wholesale 
hardware and building supply trade. Reply Ad- 
dress: Box 206, care of Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 








LONG ISLAND, WESTCHESTER AND 
NORTHERN NEW JERSEY. Manufacturers 
reps. want additional garden lines. Specialized 


garden supply representation jobber and dealer ac- 
counts. Address: Box 152, care of HARDWARE 
AcE, Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS’ AGENTS 


covering 


Maryland, Virginia, Delaware, and D. C. desire | 





quality line for sale to wholesale hardware, build- | 


ing supply, and plumbing dealers on commission 
basis. Can give intense coverage, therefore inter- 
ested in quality line only. Address: Box 208, care 
of Harpware AGeg, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





LINES WANTED Minnesota, Wisconsin, IIli- 
nois, Indiana, Michigan, Ohio and Kentucky. Es- 
tablished Rep. calling on Hardware and Sporting 
Goods Jobbers. Len Haas, 1047 W. North Shore 
Ave., Chicago 26, Illinois. 





MANUFACTURER’S REPRESENTATIVE 
DESIRES ADDITIONAL established lines. I 
have been covering New England for the past 10 
years calling on leading jobber and retail hard- 
ware trade. An association that can be of mutual 
benefit. Address: Box 202, care of HARDWARE 
Acer, Chestnut & 56th Sts., Philadelphia 39, Pa. 





OHIO-WESTERN PENNSYLVANIA-WEST 
VIRGINIA. Manufacturer’s Agency, established, 
wants one additional, strong line from prime man- 
ufacturer. Resume furnished upon request. Ad- 
dress: Box 217, care of Harpware AcE, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 





Positions Wanted 





ABILITY YOU MAY BE ABLE TO USE 
AT A PROFIT—is available in a man who has 6 
years of seasoned, resultful hardware experience 
in merchandising and sales promotion for leading 
hardware manufacturers and manufacturers’ agent 
calling on hardware, houseware and garden supply 
jobbers in New York and New Jersey territory. 
He is (30) married with A-1 references. Address: 
Box 141, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 








CATALOG & PRICE BOOK MAN, 15 years’ 
experience wholesale hardware and housewares. 
compiling salesmen-home office-dealer- and con- 
sumer catalogs— either printed or assembled fac- 
tory sheets—available. Thorough knowledge of al! 
duplicating and printing (Varityper, Multilith) 
processes. Capable to set up entire system, organ- 
ize department, indoctrinate your office staff. Ob- 
solete books brought up to date. Operates as con- 
tractor—fee basis—saves you a great deal of 
money. Address: Box 210, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





VICE-PRESIDENT, GENERAL MANAGER 
—33 years of age, college education, ten years’ 
experience on all hard lines. Traveling, buying, 
advertising, sales management, personnel, merchan- 
dising experience. Wholesale and retail levels. 
len years with current employment. Good reason 
for seeking new challenge. Address: Box 204, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 
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HARDWARE EXECUTIVE 


Thoroughly experienced to organize 
and manage wholesale hardware divi- 
sion for reputable and progressive 
Long Island distributor of building ma- 
terials who is proceeding with extensive 
expansion and diversification program. 
Submit detailed information concerning 
experience and qualifications. 





This is an opportunity of a 
lifetime tor capable live- wire. 


Address Box 102, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














Business Opportunities 








CLEAN UP TIME 
Manufacturers — Jobbers — Chain Stores 


We are interested in purchasing 
for cash your discontinued—slow 
moving and Surplus Merchandise in 
the line of HARDWARE—House- 
wares, Toys, Novelties and Sporting 
Goods. Any quantity is of interest. 
Write to: 


Sonny Neiman, 915 N. Second St. 
Philadelphia 23, Penna. 














HARDWARE-LUMBER, SAME FAMILY 
OVER sixty years, grossing about $200,000 an- 
nually. Located in one of the best farming towns 
in entire state of Nebraska. Great opportunity, 
priced for immediate sale, don’t find many like 
this. Information, free photos gladly mailed, no 
obligation whatsoever. C-6676 CONTINENTAL, 
804 Grand, Kansas City, Missouri. 











DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising, 
removal or closeout, get America’s most re- 
liable and productive sales plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 














FOR SALE—HARDWARE STORE. Health 
requires disposal of successful expanding business 
in large, active Baltimore county community. Open 
only 2 years, annual volume $170,000. Will lease, 
sell inventory and/or accounts as desired. 4,500 


sq. ft. on ist floor, basement same size. Ware 
house if desired. Parking lot. Flexible, arrange- 
ments to meet purchaser’s needs. Donald C. 


Weiller, 4010 Glengyle Ave., Baltimore 15, Md. 





ABSOLUTELY MUST SELL. 
Hardware store long established. Small town _in 
beautiful valley near Spokane, Washington. Di- 
versified farming, logging, lumber mills, mining 
and the largest Magnesite plant in North America. 
Excellent schools and churches. Clean _ stock; 
brick building. Potential great. Address: Box 
M-35, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


Owner sick. 





NEW JERSEY: Beautifully stocked modern 
store in commercially thriving community; estab- 
lished since 1923. Buy Stock and Fixtures, build 
ing may be rented or purchased. Address: Box 
213, care of Harpware AGeg, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 
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Business Opportunities _ Business Opportunities — D O Y OU 
Jobber's Overstock Also Aluminum, Bronze and | W ANT TO 
Galvanized Steel Plastic at below mill prices, om 
32" only $10.00/Roll upon request. ) 
All 18 x 14 mesh. 0.011" Dia. wire, 100 Lin. ft. rolls in factory labeled cartons. @ Sell or buy a store 
Minimum order, total 5 rolls. * Represent new accounts 
A-Z HARDWARE CO. 27 North 2nd St., Philadelphia 6, Pa. , . 
Limited Quantity! Prices F.O.B. Phila., Pa. @ Hire experienced hardware 
personnel 
FOR SALE SCREEN WIRE UP TO 3000 ROLLS © Boen «con ae 
distress inventory—job lot 
GALANIZED STEEL Ic per sq. ft. ALUMINUM 3c per sq. ft. merchandise 
Std. Gauge, 18x14 mesh, mill ends of usable lengths in Kraft wrapped rolls. All std. - 
sizes from 16" to 48". Minimum order 10 rolls. ®@ Get sales representation 
A-Z HARDWARE CO. 27 North 2nd St., Philadelphia 6, Pa. for your line 
EXCELLENT ITEM FOR EXPORT! @® Geta job in the hardware 
field 
ADVERTISING SERVICE — can supply low HARDWARE STORE, SOUTHERN PART 
cost cartoons for newspaper advertising on Sports,| OF NEW YORK STATE, old established busi- THEN— 
Gardening, Appliances, Plumbing, Paint, etc. Cost | ness ——e on — es “ of anon —e 
der $1 h M wo col size | ern stor t xt : stock, 
shen snes ae any i "For FREE eg pees ware, henna, aut saint, danbtes ant heut Tell It To The Trade 
toons and details write: David Lilly Agency Car- | ing business, leased building reasonable rent, sell on The 
toons, Box 167, Long Beach 1, Calif. at inventory plus fixtures and equipment complete. 
Owner has other interest. Address: Box 110, care Classified Advertising 
of Harpware AcE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. Pages Of 
| HARDWARE AGE 
WE ARE BUYING | Classified Ad Dept. 
Close-Outs — Over Production — Job Lots || HARDWARE AGE 
Hardware—Toys—Housewares—Hand & Power Tools—Electrie Appliances | 
—Garden Supplies—Gifts—Sporting Goods. | h 
Write Box 216, Giving Items, Prices, Freight & Terms | Chestnut at 56th St. 
Address Box 216, care of HARDWARE AGE, Chestnut & 56th Streets, Philadelphia 39, Pa. | Philadelphia 39, Pa. 

















4(MARSHALLTOWN) 


MARSHALLTOWN TROWEL COMPANY ¢ MARSHALLTOWN, IOWA 


es . » » THE ECONOMICAL PAPER DROPCLOTH COVER | 
ad that will outsell and outlast all others. Resin base ; 
(NOT OILY) and crinkled to give the softness of j 

AY-CREPE) cloth. es 
















(PRONOUNCED M In white or tan. Retail price: 69¢ to $2.19. 


Also available! Ma-Crepe’s companion product— 
Ma-Crepe OVERALL Plastic Dropcloth Covers 


















BUILDERS’ 
HARDWARE 
A favorite among builders for over 50 years! 


Your trade will appreciate the wide diversity of sizes and styles in the 
complete line of National builders’ hardware. 












inn’ ; ; Each product is designed and ufactured with care and precision 
Nation s leading Moth Preventive! to ane the dtenate “4 nollr-nagy mene srAteng bestiahn. saepeeeteamants 
: : for the lly lo ing effici d lasti 
Tops in dollar profits, all year ‘round! Hoa 
Use the talog No. 26 for ready reference to the latest in quality 
FEATURE EXPELLO! yer des Write today if you heb nd received your copy. 


For information write to: 


JUDSON DUNAWAY CORP., DOVER, N. H. Vislion MANUFACTURING COMPANY 
OHM 


Bees). | eee Ss Eee 
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Design means demand for G R I SWO LD 
as conlempowu MAIL BOXES 












#704W White : ; 
1714” long The light in your customer’s eye will mean cash on 
List $8.95 priced to sell the counter when he spots the fresh, new design of 


completely weatherproof Griswold’s long, wide and handsome Contemporary 
Mailboxes. 

A natural for both builders and individual owners 
in the snowballing modern home market. See your 
gleaming brass trim wholesaler . . . or write 


rust proof 
heavy gauge steel 


a en nouns piece. oe oie i 








Designed by C. A. Masso 





#705 Black #705W White #706 Black #706W White 








Patent applied for 13-9/16” tall. List $4.95 1714” tall. List $6.95 
#703 Black - 7 | 
#703W White Ss © 
rove | @ G GRISWOLD 
; @ makers of famous 
List $5.95 Griswold east iron stiles, | MANUFACTURING CO.-ERIE, PA. 











-IN°GARDEN ® ; 


ee @ | "| (7-\ eee 




















NEW GRANULAR “TURFACIDE" ROSE AND 
SYSTEMIC E R THE LAWN FLORAL SPRAY 
Sys [UBAN a ene eens eee 
FOR ROSES AND sh ’ or use with garde 
—— snails, grubs, slugs... type sprayers. 
Makes Plant 1 Se ss area gare pee 
No oggi -No Sti 
Simply Scatter on Ground NO SPRAY NO DUST yt Retails $1.96 
8 oz. Can Retails $0.89 JUST SCATTER 
2# Can Retails 2.69 2# Can Retails $1.59 Also available in a dust gun. 
“GARDEN TWINS" fFeeeeeeaeaeoeeee2@ eee — -— a eo we Se 
< Twin #1—INSECTICIDE—Contains : 
Sa Malathion, Methoxychlor and Pyrethrin Chemical Formulators, Ine.—Dept. A 
am Twin #2 — FUNGICIDE — Contains Box 26, Nitro, West Virginia 
yyy Captan and Zineb 
IY bff V 2 oz. bottle Retails $0.69 Send free literature and price lists 
Ge 6 oz. bottle Retails 1.89 








NATIONALLY ADVERTISED! 








Name eee sited 
DEALER MARGIN 40% 
Ask your Garden Supply Distributor or Jobber, 
or mail coupon. . Aen SS cabled ee 
CHEMICAL FORMULATORS, INC. eine ht 
BOX 26 NITRO, WEST VIRGINIA uty & Scate___ 
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more 


ACCO 


products 


AMERICAN CHAINS 


for Farms, Homes, Industry 
and Transportation 





for Steady Profits all year 'reund— 


Buy AMERICAN 
Display AMERICAN 


in this sales-making Stand) 


co Sell AMERICAN 


order from your AMERICAN CHAIN wholesaler 


‘weap NS 


American Chain Division 


AMERICAN CHAIN & CABLE 


ZU 


TOP VOLUME! — 

os s 
REMOVES RUST ans STAINS “XC 
from bathtubs -«sinks+ bottoms of copper ae 
pots «tile floors « metais * auto bumpers 5 
Pe a A aan that's why top chains] aes 
Nationally advertised in consumer publications U2 | disp! 45 





HIGH PROFIT! 2 


A 





ay ZUD prominently. f-, 
with 98,760,000 circulation covering 49,725 cities, towns, villages... plus —— 
FREE SAMPLE CAMPAIGN 

to consumers throughout the nation — a tremendous dealer help! ZUD 


AMERICAN WEEKLY CAPPER’S FARMER ; 
EVERYWOMAN’S PPER'S WEEKLY RUST 
CHR. SC. MONITOR WEEKLY STAR FARMER US 
GRIT LADIES HOME JRL. STAINS 








WEEK 
GOOD HOUSEKEEPING 
FAMILY CIRCLE 
PARADE SUNSET McCALL’S 
PARENTS’ BETTER HOMES & GONS. 
WOMAN'S HOME COMP. WESTERN FAMILY 
TOWN JOURNAL PROGRESSIVE FARMER 
FAMILY WEEKLY AMERICAN HOME 
OVER 600 DAILY AND WEEKLY NEWSPAPERS 


D DISTRIBUTORS, P.O. BOX 533, FAIR LAWN, N.J 








WHEN YOU ARE LOOKING 
FOR A CERTAIN PRODUCT 


and only the trade-name is known— 
look in the General Directory Sec- 
tion of the Catalog Directory Num- 
ber of HARDWARE AGE for that 
particular trade-name. You will find 
it listed alphabetically under the 
product heading of the item in 
question. 


There alongside the trade name 
you will find the name of the manu- 
facturer who makes it. The address 
of the maker will also appear with 
the firm name arranged alphabet- 
ically in the same list. 


Keep this Catalog and Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 


56th & Chestnut Sts., Philadelphia 39, Pa. 
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atodell Chain Div... i ct chest i : \MMEDIATE 
icholson ile ° : ; a 4 nion ee . es Mh ccccetseod a \VERY 
Nixdorff-Krein Mfg. Co. ......... 58 | United Specialties Co. | DEL 
North & Judd Mfg. Co. . .... 232 | . Poranda Products Div... ...... 66 DOWN TO EARTH 
vated re ee A ye - E 
ndustrial Adhesives Div.—Glues f 
oO United States Steel Corp. PRICES 2 lite for 
O-Cedar Div American Steel & Wire Div.— | + fi 
American Marietta Co. ....... 237 te Bence Div ae = | a. ee Pe Complete Catalog 
Ox Fibre Brush Co., Inc. , ed wa oe oo. 83 | &Y 
Oxwall Tool Co., Ltd..... . 9 e Pate tS Ts EAST : PRODUCTS CORP 
| . 
Vv 4 at 
P es aad 
fo See PLANO, TEXAS 
SN TOs ee cee 267 ot 
Parker Sweeper Co. ......,...... 6l “A a 
Penn Akron Hardware Corp. .... 265 Ww A K- p ITEM THA 
yom nny Refining Co. a Washburn Co., The Me RASS : a ' 
» Seleediks vceas ie _ eel 
Pennsylvania Saw ERE? 262 a anne | aston SELLS ON SIGHT 
Philadelphia Steel & Wire Corp.. 268 Pan Png: —- CO. . 2. eee ees 273 iow _ sr? ! = 
Pioneer Gen-E-Motor Corp. General Time Corp. -. 212-213 | ” gat | A handy gadget that is sure to sell to ‘‘do-it-your- 
me. - ye , By he 240, 248 Western Tool & Stamping Co... 77 | a - ; self’’ customers! The FORD Stud Finder is indis- 
—_~ ° ss Westinghouse Electric Corp. ee i  pensable when hanging pictures, mirrors, shelves 
Paint Div. a4 ee 225 Lamp Div 145 146, 147. 148 . d h ki | P Thi ° th isinal 
Pennvernon & Store Front .. -- 193 | whitne eaten. tee ‘ied onG WSS Mey eevenens. oo 
Plymouth Rubber Co., Inc. ..... 259 Wickwive may  easeered Spe 78 Stud Finder. Works on the vibration principle. 
Popular Mechanics Magazine ... 247 an i. tf. a NO MAGNETS! The roll of the ball 
Portable Electric Tools, Inc....... 301 Winfield Setke Co. ** ge | finds the actual stud in the wall. A 
Porter Co., Inc., H. K., Div. Henry Wiss & Sons, Co. J. 198-199 | quality tool. 12 in a display carton. 
RS di tie he i ohne di 233 Woodhill Chemical ee > Pe - 200 The Original 
Power Products ine, 21, 22, 23, 24 Wooster Brush Co. .............. 2085 | Stud Finder 
Pratt Co. B. G. ' Wooster Sealkote Co. ............ | 
Presstite-Keystone senennenieedl neste a +e“: ~ FE. — | 
See = ». 20a 9 = oe ew wuss 
Proctor Paint ——_ Co. a 
Proen Products Co. — siiaaei = Y | 
Pragren Renegararay Sp. -..---.. | Yale & Towne Mfg. Co. ......... 195 | 
° - — ms 
Retail 
Suick OAR ORG. cccesescccscce ee a Dept RD PRODUC TS Trade Discount—Doz. lots, 40% 
uickee Products, Inc. .......... 226 | Zud Distributors, Inc. ............ 300 | ~ - aenaeens Gross lots, 50%—Gross lets ppd. 
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SIZES 


Needle Point Drive-on 8/32 Machine Pintle and 
TYPES 
. Type Screw Type — Socket Type— 
forall % 6 SIZES 
* 


woop 4 127.1% 
@ 1%", 1” 


ORIGINAL 


Always the Right Size for Every Need 


Insulated Rubber Cushion Glides 


Best Known — Quickest Selling 


© 
9o°” 


Q 
3 
2. 









o 
~ 
a) 








NATIONALLY ADVERTISED. SOLD THROUGHOUT THE WORLD 


For 48 Years cna dependability: Nothing rivels | 


these products in performance—in complete and lasting satisfaction. 





iio 
SILENCE 
hitter Coshuge Gh 


Container and © 













Cashuas Ghdes 


































































and 2%” 5%". cards in 3 col- © 
* ors. %”", 4%” ore 
METAL ° 1” sizes. 12¢ 
. . an 
Furniture © Recessed Legmount cards in eer 
® for metal for metal use on . 
“MONOPOINT” —%_ furniture the ° legs § 
@ round or round or e > 
Single Prong 4 square — e : 
a . tubi tubin 
Furniture Glides ° pe ty e No : 
i eD OM E s °o f Ss ILE N Cc E + 3-COLOR DISPLAY @ Tread Rings : 
Needle Point .. Glide Softly, Silently sot @ White—biack. 8 sizes—15 to 23 © 
Smoothly | ye © ° 
i. a “ein e Remco Screw & Tack Bumpers ® 
rg Ne inter. © ee, San ee : 
Sar io 5051 . radios, boxes, « 
} e etc. Black or 2 
Made of best steel 2 > renwal —. - 
obtainable. Finest e slotted. . 
mirror finish, plus e e 
a heavy nickel e e 
co plate. } ®@ » 
‘ 7 SIZES 2 ° 
@ 1%"1%'’, 12 Sets of /,”, ° & 
*BAKELITE YA A”, %", fa”, Va", Wy”. - Screw Tack ad 
4 : @ 5”, ¥/ x. 3,” 4 pcs. in box. e Bumper Bumper . 
SFURNITUREC™, (@ {> %%-4: onion : 
RESTS SS F/B poe |, ) Rubber. 2 REMCO UPHOLSTERY NAILS 
~ Absorb ns 4 jt ' e ic Cushion ® Steel and Brass. Imported and Domestic ’ 
: . . i. ‘ H Pintle 4 Glides Pe Variety of finishes, colors, sizes. 1000 to box. 
m7 Vibration. 7: Type « pooe = : 
@ Shatterproof 7 ike © ° 
e Wy”, Glide a -~ 
° -. o REMCO * 
: © THUMB TACKS ° 
© BAKELITE : ° 
©CASTER CUPS : : 
: : : 
. 7 * 
* co a 
* a . 
i 
= a 
° et © imported . 
~ ( = and * 
e Dy omestic ° 
. ALL 2 
° SIZES my ° 
* e |. . 
© Polished Mahogany color. Sizes 2” and 2%” * . ciate = = © 
° o ogany . Siiebad tens @ ture @ 10 boxes to > 
. Sizes 1”, 12”, 2”. 4 @ «carton. . 
@eece bd 
ASK YOUR JOBBER, IF HE IS NOT SUPPLIED, WRITE 
DOMES OF SILENCE, Division of ROBERT E. MILLER & CO., INC. 35 Peart st., New York 4, N. Y. 
302 HARDWARE AGE, FEBRUARY 14, 1957 














Red Devil, Hook, and Big Hand Scrapers 
are now selling side by side. 

By acquiring Hook Scraper Mfg. Co., a 
leading maker of high quality tools since 
1927, Red Devil Tools has brought together 
America’s two most popular lines of scrapers. 

The Red Devil and Hook lines comple- 
ment each other, and every retailer can 


for “HOOK” and “BIG HAND” SCRAPERS 


Combined Lines Have Tools for Every Scraping Purpose 








profit from both. Red Devil Scrapers are 
general use tools for the removal of paint 
and other heavy surface materials from 
wood. Hook Scrapers are generally used for 
finishing. There is a Big Hand Crack Scraper 
for plaster. All have replaceable blades. 

All are members of Red Devil’s growing 
family of fine, fast-selling tools. 
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Rad Devil - Hook io 
FINISHING SCRAPER No. 15 


The 1-5/16" wide cutting edge makes 
this scraper ideal for use on window 
slides and in other confined places. It’s 
handy, too, for easing sticky windows, 
doors, and drawers. 





Rad Devil - Hook 
FINISHING SCRAPER No. 25 


This is the tool for fine scraping and 
finishing. Handle shape gives perfect 
control of 242” cutting edge. It’s ideal 
for cabinet work, refinishing fine wood 
surfaces, and paneling. Cutters ,( blades ) 
come in 1-5/16” and 3%” widths. 









‘BIG HAND 
SCRAPERS No. 1 & No. 2 


Here’s a rugged, fast-cutting scraper for remov- 


Rad Dewil - Hook 
FINISHING SCRAPER No. 75 


This is the tool to use for scraping bor- 
ders, closets, and door saddles when 
machine-sanding floors. Fast and smooth 
cuts made easy by pistol grip handle 
and angle of hooked cutting edge. Cut- 
ting edge 212” wide. 
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Rad Devil - Hook 
FINISHING SCRAPER No. 3425 


A professional tool, with reversible cut- 
ter head. A twist of the knob permits 
easy change from 212” cutting edge to 
3%”. Handle gives powerful leverage 
and good control. Recommended for 
floors, decks, boat hulls, and other large 
surfaces. Narrow edge for fast scraping; 
wide edge for smooth finishing. 





one Rad Dewl Toots. wee. ». __ 


BIG HAND 
CRACK SCRAPER 











ing heavy coats of paint, varnish, shellac, and 
glue. Four cutting edges; two are serrated for 
rough cuts. Two are straight for finishing. Edges 
on No. 1 are 158” wide; on No. 2 242” wide. 





Red Devil’s Policy of Full 40% Discount to Dealer Applies on All Hook and Big Hand Products 


we 
A PRODUCT OF Rod Devil loof,. UNION, N. J., U.S.A. 


World’s largest manufacturer of Painter's and Glazier’s Tools since 1872 
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Designed for wall and ceiling plaster repair 
work, these self-sharpening cutters produce 
clean, V-shaped grooves. Handle permits up and 
down strokes on walls and overhead on ceilings. 


iatree SPECIAL 


Spetial 
DOLLAR 





Write today for details ona 


PROVEN PROMOTION THAT’S A REAL MONEY-MAKER 


Your customers get the 


second dollar’s worth free. ® 
They send the coupons to 

Chicopee... You get the profits! 

For further information, write to 


CHICOPEE MILLS. Inc. 


Lumite Division, 4 ts F 2 fo a AS 
47 Worth Street, 


New York 13, New York 


aa as _ os cS red & e N | NJ G 





